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FOREWORD 


The  Army  Research  Institute  (ARI)  is  currently  conducting  research  designed 
to  enhance  the  quality  of  the  Army's  recruiting  force.  One  vehicle  for  enhancing 
the  performance  of  the  recruiting  force  is  improved  training  in  sales  strategies 
and  skills.  This  report  describes  basic  work  on  the  development  of  an  expert 
modeling  system  of  the  skills  and  strategies  used  by  excellent  Army  recruiters. 

Neurolinguistic  programming  (NLP)  was  used  as  the  protocol  for  modeling 
performance  and  acquiring  information.  Since  our  work  on  this  project  was 
completed,  the  National  Academy  of  Science  has  issued  a  report  on  enhancing 
human  performance.  While  this  report  says  that  "NLP  provides  a  convenient, 
existing  way  of  modeling,"  the  report  goes  on  to  caution  against  the  use  of  NLP 
for  "constructing  expert  modeling  systems  for  specific  training  progams  .  .  . 
only  if  a  program  evaluation  is  incorporated  into  the  implementation."  In  this 
effort,  NLP  was  used  only  as  a  modeling  protocol  to  organize  the  gathering  of 
information.  Program  evaluation  will  be  included  in  any  subsequent  use  of  this 
knowledge  base  for  specific  training  programs. 

This  report  summarizes  research  on  the  identification  of  communication 
strategies  and  skills.  While  these  patterns  have  been  identified  in  a  manner 
that  provides  the  basic  framework  from  which  lesson  plans  may  be  developed,  the 
author  cautions  in  accord  with  the  NAS  report  that  they  should  not  be  used  in 
this  way  without  an  evaluation  of  effectiveness. 

This  work  was  done  in  the  Manpower  and  Personnel  Policy  Research  Group, 
Manpower  and  Personnel  Research  Laboratory,  under  its  mission  to  conduct  re¬ 
search  to  improve  the  Army's  capability  to  effectively  and  efficiently  recruit 
its  personnel.  This  work  was  undertaken  in  accordance  with  the  Memorandum  of 
Understanding  Between  the  U.S.  Army  Research  Institute  and  the  U.S.  Army  Re¬ 
cruiting  Command  (USAREC),  signed  October  1984,  subject:  ARI/USAREC  Research 
and  Development  Program.  Results  of  this  effort  were  briefed  to  the  Chief  of 
the  Training  Division,  USAREC,  on  17  November  1986. 


EDGAR  M.  JOHNSON 
Technical  Director 
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SALES  TRAINING  FOR  ARMY  RECRUITER  SUCCESS:  SUPPLEMENTARY  INFORMATION  ON 
MODELING  THE  SALES  STRATEGIES  AND  SKILLS  OF  EXCELLENT  RECRUITERS 


EXECUTIVE  SUMMARY 


Requirement: 

To  enhance  the  effectiveness  of  U.S.  Army  recruiters  by  developing  the 
information  base  from  which  to  generate  more  effective  sales  training  programs. 


Procedure : 

A  linguistic  modeling  procedure  was  used  to  identify  the  communication 
strategies  and  skills  used  by  excellent  recruiters.  Recruiters  were  interviewed 
and  observed  in  their  field  environment.  Transcripts  of  interviews  were  analyzed 
for  communication  skill  components  as  well  as  communication  strategies.  Primary 
sales  skills  and  strategies  were  derived  from  these  patterns. 


Findings : 

This  paper  provided  blueprints  of  the  communication  strategies  and  skills 
used  by  excellent  U.S.  Army  recruiters.  The  strategies  represent  a  synthesis 
of  over  425  beliefs  and  700  rules  covering  25  different  points  along  the  sales 
cycle  continuum.  Primary  sales  skills  were  derived  from  the  150  communication 
operators  linguistically  identified  in  the  speech  patterns  of  excellent  recruiters 
for  each  of  the  steps  in  the  sales  cycle. 


Utilization  of  Findings: 

Currently,  the  Army  Recruiting  Course  and  major  private-sector  sales 
training  programs  teach  strategies  almost  to  the  exclusion  of  skills.  This 
study  complements  the  existing  sales  training  program  by  providing  explicit 
blueprints  for  the  structure  of  sales  communication  skills.  In  addition,  it 
refines  existing  sales  strategy  by  identifying  the  strategies  used  by  the  best 
recruiters. 

Another  utility  for  the  Army  is  in  refinements  of  a  new  research  tool, 
albeit  experimental,  for  the  elicitation  and  analysis  of  high-quality  informa¬ 
tion  from  a  single  expert.  As  such,  it  complements  current  job  analysis  method¬ 
ologies  that  require  groups  of  people  to  produce  useful  information.  In  this 
vein,  the  modeling  approach  used  here  falls  into  the  class  of  tools  known  col¬ 
lectively  as  knowledge  engineering. 


vii 


SALES  TRAINING  FOR  ARMY  RECRUITER  SUCCESS:  SUPPLEMENTARY  INFORMATION  ON 
MODELING  THE  SALES  STRATEGIES  AND  SKILLS  OF  EXCELLENT  RECRUITERS 


CONTENTS 


Pag. 

INTRODUCTION . ' 

Background . . .  1 

Overview  of  this  Report . 3 

LITERATURE  REVIEW  .  4 

Research  on  U.S.  Army  Recruiting .  4 

Sales  Training . . .  4 

Linguistic  Analysis  .  5 

Analysis  of  Overall  Communication  Patterns  .  8 

FINDINGS  AND  ANALYSIS  .  12 

Introduction  .  12 

Prospecting .  14 

Qualification  .  23 

Rapport .  25 

Needs  and  Interests . . .  29 

FEBA:  Facts — Evidence--Benef i ts — Agreement  .  30 

Closing . . .  41 

Handling  Objections . 46 

REFERENCES . 62 

APPENDIX  A.  PROTOCOL  CODING  WORKSHEETS  AND  LOGS  .  A-1 

B.  PRIMARY  COMMUNICATION  SKILL  REPORTS  .  B-1 

LIST  OF  TABLES 

Table  1.  Communication  pattern  codes  ....  .  9 

2.  Summary  chart  of  findings  and  analysis  .  13 

3.  Methods  for  finding  prospects  .  16 

4.  Products  to  sell  after  category  determination  .  35 

5.  Approaches  and  methods  for  handling  objections  .  51 


SALES  TRAINING  FOR  ARMY  RECRUITER  SUCCESS: 
SUPPLEMENTARY  INFORMATION  ON  MODELING  THE  SALES  STRATEGIES 
AND  SKILLS  OF  EXCELLENT  RECRUITERS 


INTRODUCTION 


Background 


The  U.S.  Army  is  constantly  working  to  upgrade  the  overall 
quality  of  enlisted  personnel,  and  thus,  the  quality  of  the  Army  as 
a  whole.  No  more  important  method  for  getting  high  quality  people 
exists  than  an  effective  recruiting  program.  The  U.S.  Army  recruiter, 
therefore,  is  the  first,  and  perhaps  most  important,  step  in  con¬ 
trolling  the  quality  of  the  Army.  To  this  end,  the  Army  continually 
upgrades  the  training  of  the  recruiter  and  the  procedures  to  make 
him  effective. 

A  significant  part  of  this  training  is  in  basic  sales  techniques. 
The  knowledge  and  skills  of  the  salesman  are  crucial  for  the  recruiter. 

He  must  sell  himself  first,  the  concept  of  military  service  in  general, 
and  the  Army  in  particular  before  the  prospective  new  recruit  (the 
prospect)  will  be  interested  in  joining  the  Army.  In  addition  to  that, 
he  must  find  out  the  specific  qualifications,  personal  qualities,  needs, 
interests,  and  goals  of  the  prospective  recruit.  He  must  also  convince 
him  that  the  Army  is  the  best  way  for  him  to  meet  his  needs,  satisfy  his 
interests,  and  achieve  his  goals.  Once  he  has  effectively  done  that, 
and  the  prospect  has  agreed  to  join  the  Army,  the  recruiter  must  actually 
begin  his  initial  preparation  for  service  in  the  Army. 

Both  the  Army  and  others  who  have  studied  recruiters  have 
determined  a  number  of  skills  the  recruiter  must  possess.  He  must, 
himself,  be  a  very  high  quality  soldier,  and  an  excellent  representa¬ 
tive  of  the  Army,  in  whatever  community  or  situation  he  finds  himself. 

He  must  be  self  motivated,  as  all  good  salesmen  must  be.  He  must  show 
caring  and  concern  for  the  well-being  and  personal  needs  of  each 
person  he  comes  in  contact  with.  Finally,  he  must  be  persuasive 
in  his  communication  with  all  those  he  deals  with  in  his  recruiting 
endeavors. 

The  sales  training  now  provided  for  recruiters  covers  all  of 
these  points  to  a  great  extent.  It  probably  does  so  as  well  as 
most,  if  not  all,  sales  training  programs  available  in  the  private 
sector,  or  in  any  of  the  other  branches  of  service.  No  sales 
training  program,  however,  is  geared  specifically  toward  the  actual 
language  patterns  used  to  accomplish  each  of  the  tasks  a  salesman, 
or  recruiter  must  perform.  In  essence,  the  training  programs  do 
well  at  teaching  the  salesman  what  he  has  to  do,  but  they  fall 
short  in  teaching  him  how,  at  least  at  the  most  basic  level,  in  many 
areas.  The  technology  to  develop  such  a  microscopic  program  is  only 
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now  emerging.  It  has  never  before  been  applied  directly  to  the  skills 
of  the  salesman. 

It  was  felt  that  an  exploratory  study  of  extremely  successful 
U.S.  Army  recruiters  might  reveal  certain  effective,  possibly  unique, 
language  patterns  that  occur  in  their  behavior  while  they  are  selling 
the  Army  to  a  prospect.  Further,  it  was  thought  that  the  use  of  these 
special  language  patterns  may  be  the  distinguishing  factor,  or  at  least 
a  distinguishing  factor,  between  these  successful  recruiters  and  other, 
less  successful  recruiters. 

The  Manpower  and  Personnel  Research  Laboratory,  U.S.  Army  Research 
Institute,  identified  and  conducted  interviews  of  nine  exceptionally 
competent  U.S.  Army  recruiters.  It  was  felt  that  discovering  and  de¬ 
lineating  the  communication  styles  and  patterns  used  by  these  especially 
skilled  individuals  could  provide  the  basis  for  the  design  of  a  training 
program  to  aid  other  recruiters  in  becoming  more  effective.  Increasing 
recruiting  effectiveness  would  be  the  major  goal  of  this  project. 

The  current  report  is  the  fourth  in  a  series  of  reports,  "Sales 
Training  for  Army  Recruiter  Success  (STARS),"  that  explore  whether  the 
Army  Recruiting  Course  (ARC)  can  be  enhanced  through  focused  instruction 
on  communication  skills. 

While  the  first  report.  Technical  Report  779,  Sales  Strategies 
and  Skills  Used  by  Excellent  U.S.  Army  Recruiters,  provides  the  technical 
overview  and  details,  and  the  second  report,  Research  Product  87-37, 
Interviews  with  Excellent  Recruiters,  contains  the  edited  transcripts  of 
the  interviews  with  recruiters,  the  third  report  contains  the  most  useful 
information  for  application  to  recruiter  sales  training  development.  The 
classification  and  analysis  worksheets  developed  to  systematize  the  knowl¬ 
edge  obtained  from  the  recruiters  are  contained  in  that  report. 

This,  the  fourth  report  in  this  series,  parallels  the  third  report 
in  content,  but  was  produced  by  the  author  as  a  separate  modeler  from  the 
author  of  the  first  three  reports.  The  purpose  of  this  report  was  to 
explore  an  alternative  approach  to  organizing  the  coded  data.  Specif ically, 
the  modeler  for  the  first  three  reports  used  procedures  to  identify  generic 
communication  skills  across  the  sales  cycles.  This  report  identifies  com¬ 
munication  skills  within  each  sales  cycle.  Both  approaches  yielded 
similar  communication  skills;  however,  it  is  not  clear  which  approach  will 
be  easier  to  translate  into  a  training  program. 


Overview  of  this  Report 

The  remainder  of  this  report  is  organized  as  follows.  The  next 
section,  the  Literature  Review,  is  a  brief  overview  of  some  of  the  rele¬ 
vant  literature  and  other  information  sources  sought  before  and  during 
this  study.  It  includes  (a)  relevant  research  on  U.S.  Army  recruiting, 
(b)  USAREC  materials,  including  regulations  and  training  programs,  for 
recruiting,  (c)  books  and  training  programs  on  sales  effectiveness  and 
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training,  and  (d)  relevant  literature  on  linguistic  analysis  of  verbal 
behavior. 

The  Method  section  is  limited  to  a  description  of  the  different 
approach  used  here  in  discovering  and  describing  the  language  patterns  and 
skills  found  within  each  step  in  the  sales  cycle.  This  is  a  complement  to 
the  skills  discovered  across  all  of  the  sales  cycle  steps  and  described  in 
Research  Product  87-38,  Modeling  the  Sales  Strategies  and  Skills  of  Exel- 
lent  Recruiters.  That  report  also  contains  a  thorough  description  of  the 
methods  used  in  gathering  and  analyzing  the  data  in  this  study,  so  this 
material  will  not  be  repeated  here. 

The  Results  section  provides  (a)  a  detailed  description  of  the 
patterns  found  in  each  of  the  sections  of  the  sales  cycle,  (b)  how  they 
are  logically  used  to  achieve  the  desired  results,  and  (c)  examples  of 
each. 


3 


LITERATURE  REVIEW 


Research  on  U.  S.  Army  recruiting 


From  1981  to  1983,  Westat,  Inc.,  under  contract  to  ARI, 
conducted  a  study  designed  to  find  the  specific  training  needs  of 
U.  S.  Army  recruiters  (Romanczuk,  1985).  The  Westat  report  made 
a  number  of  recommendations  regarding  training  the  Army 
recruiter.  It  incorporated  then  state-of-the-art  research 
techniques  and  training  techniques  into  these  recommendations. 
Most  of  these,  however,  were  aimed  at  who  should  be  taught,  how 
much  and  how  often  they  should  be  taught,  and  what  teaching 
techniques  should  be  employed.  Most  of  the  6ales  technique 
referred  to  is  derived  from  the  Lee  DuBois  sales  trainings,  which 
were  already  widely  employed  in  recruiting  at  the  time  of  their 
study.  This  report  did,  however,  stress  the  need  for  both  verbal 
and  non-verbal  techniques  of  salesmanship  to  be  taught  in 
recruiter  training,  as  well  as  the  need  for  continued 
reinforcement  of  training,  and  advanced  training,  especially  for 
Recruiter  Trainers  (RTs) . 


Sales  training 


USAREC  Materials 


A  variety  of  current  training  materials  were  supplied  to 
the  contractor,  by  ARI,  for  review  (Advanced  Sales  Communication 
Workshop,  1984;  United  States  Army  Recruiter  Salesmanship,  1986; 
Soldier's  Manual,  Skill  Levels  2/3/4/5  and  Trainer's  Guide, 

1985).  The  first.  Advanced  Sales  Communication  Workshop,  is 
a  very  thorough  and  organized  program  for  training  the  recruiter 
in  a  number  of  skills.  It  uses  a  wide  variety  of  approaches 
including  visual  aids,  role-play,  and  other  skill  building 
exercises.  It  does  not,  however,  approach  language  skills  on  the 
level  of  individual  patterns.  It  does  provide  sentences  and 
phrases  that  can  be  used  in  response  to  prospect's 
verbalizations,  but  without  much  rationale  for  how  these 
responses  work,  or  how  to  construct  responses  in  a  more  generic 
way.  Much  of  the  sales  doctrine  within  this  program  is  derived 
from  the  Lee  DuBois  sales  courses  mentioned  above. 

All  of  the  other  publications  provided  contain  brief 
summaries  or  variations  on  this  same  kind  of  training.  Sales 
scripts  are  employed  in  each  to  give  the  recruiter  examples  of 
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how  to  respond  to  certain  verbalizations  of  the  prospect,  in  some 
situations.  Again,  they  lack  a  mechanism  for  the  recruiter  to 
learn  specific  language  skills  that  will  allow  him  to  generate 
his  own  responses,  based  on  why  and  how  verbal  language  actually 
functions. 

Books 


A  number  of  recent  books  on  sales  skills  were  briefly 
reviewed  to  find  unique  approaches  or  special  language  skills 
(Anderson,  1981;  Boyan,  1983;  Brownstone  and  Franck,  1983; 
Brownstone,  1979;  Cummings,  1979;  Massimino,  1981;  Hiller, 

Heiman,  and  Tuleja,  1985;  Seitz,  1982;  Sheehan  and  O'Toole,  1985, 
Sheehan,  1981;  Shipp,  1980;  Torquato,  1983;  Stern  and  Zemke, 

1981;  Villere  and  Duet,  1980).  None  of  those  surveyed  provided  a 
great  deal  more,  or  even  substantially  different,  from  the  ones 
cited  above.  All  contain  useful  selling  tools  but  not, 
generally,  the  skills  to  understand,  construct,  and  use  specific 
language  patterns  effectively.  One  exception  to  this  rule  on 
language  patterns  (Buskirk,  1982 )  provided  a  few  higher  level 
language  patterns  and  some  very  brief  instruction  about  how  to 
use  and  construct  these. 


Linguistic  Analysis 


Ericsson  and  Simon  (1984)  thoroughly  reviewed  all  the 
available  research  up  to  early  1982  on  the  analysis  of  linguistic 
protocols.  The  vast  majority  of  this  work  was  based  on  studies 
of  very  specific,  limited  tasks,  and  many  of  them  were  over  fifty 
years  old.  Even  the  latest  research  they  cite  is  based  on 
extremely  simple  tasks,  such  as  solving  a  puzzle  that  requires 
only  a  few  minutes  and  no  more  than  about  ten  steps.  There  seems 
to  be  no  coherency  between  these  studies  and  none  involve  a 
comprehensive  model,  or  even  a  very  specific  method,  for 
analyzing  the  verbal  behavior  of  the  subjects  in  the  studies.  No 
information  useful,  or  even  relevant  to,  analyzing  tasks  as 
complex  as  recruiting  was  found  in  this  research.  The  research 
referred  to  in  Ericsson  and  Simon  seems  to  relate  to  a  totally 
different  kind  of  analysis,  on  a  much  lower  level  of 
sophistication,  than  the  current  study  on  Army  recruiters. 

Useful  information  was  found  in  the  emerging  field  of 
Neuro-Linguistics,  however.  A  number  of  works,  and  experts  in 
the  field,  were  consulted  to  find  relevant  methods  for 
approaching  the  task  of  analyzing  the  verbal  behavior  of 
successful  Army  recruiters. 

One  level  of  analysis  found  to  be  useful  is  how  predicate 
operators  are  used.  Some  research  has  suggested  that  people 
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break  down  their  experience  by  sensory  node.  In  certain 
situations,  people  nay  favor  one  node  over  another  (Bandler  and 
Grinder,  1975;  Dilts,  et.  al.,  1980;  Jacobson,  1983).  In  other 
words,  it  is  possible  that  an  individual  recruiter  nay  choose 
certain  predicates  based  on  sensory  node.  These  are  referred  to 
as  experience  modifiers  in  this  study.  The  recruiter  could  even 
break  these  down  to  a  smaller  level  of  analysis:  the  level  of 
form  of  content.  For  example,  a  recruiter  may  discuss  his 
techniques  for  some  part  of  his  presentation  purely  in  terms  of 
what  he  sees:  visual  modifiers.  This  may  indicate  that  he  is 
primarily  aware  of  what  non-verbal  information  and  signals  he 
sees  in  the  behavior  of  the  prospect  he  is  talking  with.  At 
another  point  in  his  sales  presentation,  this  same  recruiter  may 
switch  to  a  description  of  the  voice  tone  and  choice  of  words  he 
hears  in  the  potential  prospect's  voice.  This  would  indicate 
that  he  is  primarily  aware  of  sounds  at  this  point:  auditory 
modifiers.  Feelings  could  be  described  using  kinesthetic 
modifiers.  These  can  be  used  extremely  specifically.  For 
example,  in  the  above  mention  of  voice  tones,  the  recruiter  may 
be  listening,  even  more  specifically,  for  changes  in  voice  pitch 
or  resonance.  This  is  sensible  because  these  changes  can  be 
reliable  indicators  of  stress  or  emotional  strain  —  things  to  be 
carefully  attended  to  during  a  sales  presentation.  This  kind  of 
information  can  be  discerned  from  tapes  or  tape  transcripts  by 
the  well  trained  observer.  This  represents  the  most  basic 
hierarchical  level  of  analysis  in  the  current  state  of 
communication  theory  (Jacobson,  3986;  Gordon,  1978;  Bandler, 

1985)  . 


On  a  higher  level  of  analysis,  the  order  in  which  these 
experience  modifiers  occur  in  spoken  language  can  be  highly 
useful  in  determining  the  relevant  strategies  underlying  the 
behavior  under  discussion.  These  again  can  be  discerned  from 
tapes  and  transcripts.  Say,  for  example,  that  during  some  phase 
of  his  presentation  to  a  potential  prospect,  the  recruiter 
describes  the  order  in  which  he  gathers  information  about  the 
prospect.  He  may  first  notice  non-verbal  cues,  visually.  He  may 
then  listen  for  voice  tone  changes  for  a  few  moments.  Finally 
he  may  check  his  own  mental  images  of  how  he  might  best  approach 
the  prospect  so  as  not  to  alarm  or  annoy  him.  This  sequence  of 
first  watching,  then  listening,  then  internally  visualizing  may 
be  an  important  sequence  in  making  this  recruiter  particularly 
effective  (Dilte,  1980) .  By  the  same  token,  it  may  be  an 
entirely  different  sequence  than  he  uses  during  other  phases  of 
the  sales  process.  Specific  behavior  patterns  of  this  kind,  if 
deemed  effective,  can  later  be  included  in  training  program 
design,  and  then  taught  to  others  (ibid). 

Meta-sort  analysis  is  another  level  of  examination  that 
could  be  useful  in  a  communication  pattern  study  (Bailey,  1984). 
This  is  the  level  most  closely  related  to  beliefs,  attitudes. 
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decision  making,  and  other  more  generalized  behavior  patterns 
(Robbins,  1986) .  Essentially,  there  appear  to  be  a  number  of 
principles  that  people  use  to  organize  their  thinking  and 
approaches  in  dealing  with  other  people.  For  example,  some 
people  trust  what  others  tell  them  more  than  they  trust  their  own 
judgments.  It  may  be  that  characteristic  sorting  patterns  are 
shared  by  successful  U.  S.  Army  recruiters.  Again,  some  of  this 
information  is  available,  to  the  trained  observer,  in  audio  tapes 
and  transcripts  of  interviews.  Also  of  note,  it  is  possible  that 
these  excellent  recruiters  have  specific  strategies  for 
discerning  the  sorting  patterns  of  the  potential  prospects  they 
deal  with.  This  information  may  also  be  available  from  careful 
study  of  transcripts  (ibid). 

Another  possibly  useful  area  of  analysis,  derived  from 
the  literature  on  Neuro-Linguistics,  is  the  questioning  and 
information  gathering  techniques  used  by  the  recruiters  at 
certain  times  during  their  sales  presentation.  One  system  of 
questioning  techniques  to  examine  would  include  patterns 
described  by  Bandler  and  Grinder  (Bandler  and  Grinder,  1975a). 
This  systematic  use  of  questioning  techniques  is  designed  to 
insure  clarity  of  intent  in  communication  between  two  people,  and 
is  loosely  derived  from  the  transformational  grammar  of  Chomsky 
(1957)  and  from  the  principals  of  general  semantics  derived  from 
Korzybski  (1933).  For  example,  the  potential  prospect  may  say 
something  to  the  recruiter  that  is  in  some  way  judged  by  the 
recruiter  to  be  ambiguous.  The  recruiter  could,  in  response,  ask 
a  clarifying  question  in  order  to  make  sure  that  he  understands 
what  the  prospect  has  said.  This  special  set  of  questioning 
techniques  is  a  useful  and  convenient  system  for  categorizing 
these  types  of  clarifying  questions  (McMaster  and  Grinder,  I960; 
Laborde,  1985) .  These  patterns  are  referred  to  in  this  study  as 
information  removers,  information  qualifiers,  and  information 
concluders. 

Another,  broader  form  of  these  same  patterns  has  also 
been  identified  by  Bandler  and  Grinder  (Bandler  and  Grinder, 
1975b;  Grinder,  et.  al.,  1977;  Grinder  and  Bandler,  1981).  This 
model  includes  all  of  the  questioning  techniques  discussed  above, 
plus  some  others.  But  in  this  model  these  patterns  are  used  to 
provide  information  in  an  especially  persuasive  way.  One  form  of 
these  patterns  involves  matching,  or  pacing,  the  verbal  behavior 
of  another  person.  This  has  been  found  to  greatly  enhance  the 
comfort  of  the  other  person,  their  level  of  trust  for  the  person 
speaking,  and  ultimately,  the  rapport  between  the  two  (Goleman, 
1977,  1979).  These  patterns  have  also  been  identified  to  be  the 
same  ones  used  by  effective  sales  professionals  during  their 
presentations  (Haley,  1982;  Koine,  1982). 

Another  useful  set  of  verbal  patterns  are  the  Socratic 
method  based  questions  and  responses  developed  by  Dilts  (1983) . 
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These  are  referred  to  in  this  study  as  perspective  changers.  They  are  a 
set  of  language  patterns  used  to  alter  the  meaning  of  a  person's  verbal 
communication  by  changing  the  framework  or  context  of  the  statement  in¬ 
volved.  They  are  easily  found  in  transcripts  and  have  been  shown  to  be 
quite  common  and  useful  in  sales  situations  (Dilts,  personal  communication) 

Closely  related  are  the  patterns  of  plausible  inference  of  Polya 
(1968).  These  show  the  inherent  logic  and  plausibility  of  a  set  of  state¬ 
ments  as  one  leads  to  the  next.  How  the  patterns  are  followed,  or  not, 
can  be  found  in  the  language,  and  therefore  transcripts  of  taped  interviews 
of  effective  communicators.  Some  of  the  contingency  patterns  in  this 
study  resemble  Polya  patterns.  Both  the  Dilts  and  Polya  patterns  may  show 
some  logical  and  abstract  reasoning  capabilities,  and  how  communicators 
use  these  to  influence  others. 

Each  of  the  above  examination  methods  derived  from  Neuro- 
Linguistics  seems  useful  in  that  they  can  be  applied  to  a  wide  variety  of 
language  uses  within  the  individual  recruiter's  sales  presentation.  They 
are  also  workable  in  the  current  study  because  the  individual  patterns 
seem  to  be  able  to  be  detected  in  transcripts  of  taped  interviews.  This 
seems  to  be  a  comprehensive  way  to  combine  the  sales  and  communication 
frameworks  with  the  actual  verbal  techniques  used  to  achieve  specific 
outcomes. 


Analysis  of  Overall  Communication  Patterns 

For  a  thorough  discussion  of  the  linguistic  codes  used  in  this 
study,  see  Technical  Report  779,  Sales  Strategies  and  Skills  Used  by  Ex¬ 
cellent  U.S.  Army  Recruiters.  That  report  also  contains  a  complete 
description  of  the  methodology  used  to  gather  information  from  these 
excellent  recruiters,  as  well  as  how  the  data  flow  was  constructed  and 
analyzed.  The  following  discussion  will  describe  approaches  to  data 
analysis  unique  to  this  identification  of  communication  skills  within 
each  sales  cycle  as  opposed  to  the  identification  of  communication  skills 
across  the  sales  cycle  contained  in  Research  Product  87-38,  Modeling  the 
Sales  Strategies  and  Skills  of  Excellent  Recruiters.  Completed  Protocol 
Coding  Worksheets  (PCWs)  and  Log  Sheets  referred  to  are  contained  in 
Appendix  A.  The  Primary  Communication  Skill  Reports  (PCSRs)  are  in 
Appendix  B.  The  table  on  the  following  page  contains  all  of  the  com¬ 
munication  pattern  codes  used  in  this  study.  It  is  taken  directly  from 
Technical  Report  779,  Sales  Strategies  and  Skills  Used  by  Excellent  U.S. 
Army  Recruiters,  and  should  be  used  as  a  guide  to  the  Findings  and 
Analysis  section  of  this  report. 


8 


1 

Communication  Pattern  Codes 


PWTICATF.  OPERATORS  SYNTACTIC  OPERATORS  SEMANTIC  UTERAUKS 

General  Brperlenoe 

Modifier  (GEM)  Information  Assurer  (1A)  Gontlngmcy  Frame  (00N) 


A  Audi  trxy 

AD 

Advert  or  Adjective 

FEBA-OJN 

FE21A  Contingency 

K  Kinesthetic 

APV 

AcUavpesslw  voice 

FP-CUN 

Future  Pace  Coi  Urgency 

O-C  Olfactory-Gustatory 

/WARE 

/bareness  Predicate 

JO-CON 

JusUflcaUcn 

STRAT  Strategy  Sequmoe 

C-L1MC 

Conjunction  Linkage 

Gntlngeney 

WE  Unspecified 

CDM-AD 

Qmnentory  Adjective 

N~aii 

Nested  Contingency 

V  Visual 

or  Adverb 

S-CON 

Single  Ccmlngency 

CTBA 

Change  of  Time  Verb  or 

YB-CON 

Yes -But  Contingency 

Specific  Experience 

Adverb 

Modifier  (SEM) 

FP 

Future  Pace 

Mlacelbtnecrjs  Pattern  (MP) 

JC 

Justification  Clause 

CR 

Use  of  Or 

O 

Collapsing  Anchors 

Visual  Modifier 

CP  CM 

Ordinal  Mineral 

CHAIN 

Qnln  of  Responses 

P 

Presorts!  tint 

II. 

li'letlm  Pattern 

Color  Slope 

SL'P-T 

Subordinate  Clause  of  Time 

ivc 

Internal  Voice 

Size  Dlstanoe 

TDJSE 

Tense  change  or  shift 

Change 

Location  Brightness 

T-LPK 

Time  Linkage 

NK 

New  Behavior  Generator 

Contrast  Clarity 

PG 

Part  Generator 

Focus  Depth 

Information  Concluder  (1C) 

RF 

Ref  nme 

DlrectJcn 

Hovemm  t  /Speed 

fT 

rv-r'-icnlvn  Ontir-r  (PC) 

Slldes/Motlm  Picture 

til 

Mlnd-ft'-iding 

Assoc  la  ted/Dlsasocla  ted 

A-Out 

Anorlrr  outcome 

InfonrnUcn  Emledder  (IE) 

as 

Arply  tn  Self 

Auditory  Modifier 

C/I) 

OiriV  l a«-e i 

c-post 

CfTTversatlm  Postulate 

C-D< 

Coin  ter-E.'cviTp  le 

SoisvdsAtords  Distance 

EM-OOM 

Fr/rddcd  Cnmtid 

c/rs 

Onng”  Frame  Size 

Voice  /Whose’  Volin* 

m-o 

Embedded  Quest  1m 

o»r> 

Cmneqiiencr 

Location  Rhythm 

NEG-CDM  Negative  Crrrvtnd 

0>.l 

Clnnge  referential 

Direction  TXiratldn 

nfr-q 

M’gaUve  Otostlm 

llv|e». 

Pitch  Tlnfcre 

P»»+-A‘i  Plniologlcnl  Ambiguity 

c/u 

Chink  l'|' 

Tteipo 

FOS-OTM  Positive  Ctmnnnd 

ir  c 

IMerarrliy  of  Criteria 

Tone 

niN-AM 

FAsictuntlon  A-nhl gutty 

IN 

Intent  Irt) 

Internal /Ex  terra  1 

"c r 

O'JTTS 

M-4 

Mepaplnr 

StD-AM 

Scope  Ambigul  ty 

MF 

fleta  Frame 

Kinesthetic  Modifier 

siv 

Selectlcml  Restriction 

M/V 

Mod"l  of  World 

SYN-Art 

Syntactic  Ambiguity 

RE-D 

Redefinition 

Location  Size 

R/S 

Rmllty  Strategy 

Shape  Moisture 

InformaUon  Qualifier  (IQ) 

Height  Pressure 

ftrspectlve  Frame  (PF) 

Temperature  Texture 

CED 

Corplex  Equivalence 

Intensity 

L P 

Lost  E¥r  formative 

AF 

Agree  mm  t  Fran*? 

lntemnl /Be  terml 

m 

Model  Operator 

A1F 

A  a- If  Frame 

lbc  tl  le/Pronr  loceptl  ve 

TAG 

Tig  Clause 

ur 

Unuhle-Blnd  Frame 

UQ 

Universal  Qualifier 

PF 

Pace  Freme 

2Q-1A 

2  Questions  -  1  answer 

Information  Remover  (IR) 

C- BREAK 

Coajuncd  ve  Break 

o» 

Ooigraratire  Deletion 

LRI 

Lack  of  Referential  Index 

N 

Mmlnnliratlnn 

53) 

Single  l**let1m 

UV 

Unspecified  Verb 
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The  steps  in  reducing  the  information  on  the  PCWs  to  the 
final  PCSRs  were  based  largely  on  the  data  itself.  In  this  case, 
each  PCSR  was  developed  slightly  differently  than  the  others. 

Each  followed  the  same  basic  progression  however: 

1.  A  series  of  interim  sheets  were  used  to  collect  the 
patterns,  rules,  end  beliefs  of  each  individual 
recruiter,  if  there  were  enough  relevant  patterns  to 
be  useful  in  each  case. 

2.  Prom  this  information,  a  sample  blueprint  was 
developed  for  each  of  the  interim  sheets. 

3.  A  set  of  notes  and  lists  were  developed  from  these 
sheets.  These  lists  included:  (a)  the  overall  tasks 
the  recruiter  is  faced  with  at  this  step  in  the  sales 
cycle;  (b)  likely  categories  of  skills  a  recruiter 
would  use;  (b)  ways  of  using  these  skills. 

4.  All  the  patterns  from  the  interim  sheets  were 
compiled  and,  based  on  examples  taken  directly  from 
the  transcripts,  matched  to  the  relevant  task  the 
recruiter  was  trying  to  accomplish  by  using  that 
pattern. 

5.  These  matched  tasks  and  patterns  were  summarized  and 
compiled  in  order  of  their  occurrence  in  the 
recruiters'  behavior,  related  to  the  overall  task(s)  of 
that  sales  cycle  step,  and  written  as  the  final  blueprint 
section  of  the  PCSR.  The  remainder  of  the  sheet  was 
built  based  on  the  developed  blueprint  section. 

The  exceptions  to  these  basic  steps  were  generally  added 
steps  directly  related  to  the  complexity  of  the  task(s)  the 
recruiter  would  face  at  each  step  in  the  sales  cycle.  For 
example,  in  prospecting,  lists  of  possible  categories  of 
prospects  and  ways  of  going  about  finding  those  prospects  were 
developed  to  aid  in  the  organization  of  the  approach  to  the  data. 

In  rapport,  it  seemed  logical  to  expand  the  scope  of  the 
analysis  beyond  that  of  a  simple  step  in  the  sales  cycle.  There 
were  three  major  times  in  the  sales  cycle  when  rapport  seems  most 
crucial  to  the  recruiter:  (a)  when  prospecting;  (b)  during  the 
initial  appointment;  and  (c)  any  time  already  established  rapport 
has  been  damaged  or  threatened.  Also,  at  this  point,  a 
distinction  was  made  between  establishing  rapport  with  prospects, 
versus  establishing  rapport  with  others  such  as  prospects'  family 
members  or  referral  sources,  keeping  in  mind  the  major  focus  on 
skill,  as  opposed  to  just  standard  cycle  information.  These 
became  the  four  overall  tasks  that  seemed  to  emerge  regarding 
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establishing  rapport. 


In  developing  the  PCSRs  on  qualifying  and  needs 
and  interests,  it  was  decided  that  the  two  could  be  conveniently 
combined,  since  both  seemed  to  involve  the  same  overall  task  of 
gathering  relevant,  accurate,  and  complete  information.  Again, 
the  skill  involved  was  seen  as  more  important  than  the  sequence 
in  the  overall  sales  cycle,  especially  since  the  recruiters 
differed  widely  in  their  procedures  and  beliefs  about 
qualifying. 

The  PCSR  on  FEBA  was  somewhat  more  elaborate  than  the 
ones  that  came  before  it.  The  lists  of  notes  included: 

(a)  categories  of  prospects  and  how  they  could  be  rated  on  each 
one;  (b)  the  possible  features  the  recruiter  has  to  sell;  (c)  the 
possible  conditions,  especially  regarding  those  present,  of  the 
sales  presentation;  (d)  the  actual  tasks  relative  to  making  the 
presentation  (essentially  presenting  facts,  evidence,  and 
benefits,  and  getting  the  prospect  to  agree  to  the  accuracy  and 
relevance  of  each  of  these);  and  (e)  the  actual  skills  the 
recruiters  had  demonstrated  to  accomplish  the  tasks. 

The  development  of  the  PCSR  for  handling  objections 
included  several  extra  steps.  Scanning  the  interim  sheets, 
overall  patterns  were  found.  Seven  basic  forms  or  categories  of 
objections  (there  were  natural  groupings  based  on  the  form  of  the 
objection  and  the  recruiters  task  in  handling  that  form),  and  an 
initial  list  of  possible  categories  of  approaches  (the  patterns 
fall  within  categories) . 

Next,  some  sections  of  the  interim  sheets  were  removed 
because  they  clearly  fell  into  other  parts  of  the  sales  cycle, 
e.g.  closing,  and  were  covered  in  the  appropriate  PCSR  sheets  on 
those  parts. 

Then,  final  categories  were  developed  based  on  how  the 
patterns  seemed  to  relate  to  one  another.  For  example  some 
categories  were  clearly  different  versions  of  the  same  basic 
maneuver  by  the  recruiter  and  would  fall  into  the  same  set  of 
skills  in  a  later  training  design.  These  similar  categories  were 
combined.  Also,  some  patterns  initially  thought  to  accomplish 
one  thing,  were  later  believed  to  accomplish  something  else,  or 
more  usually,  a  combination  of  several  things.  In  these  cases 
the  description  of  the  relevant  category  may  have  been  changed 
or  added  to. 

The  next  section  of  this  report  presents  the  results  and 
analysis  of  the  actual  data  itself.  It  is  based  on  the  blueprint 
sections  of  the  PCSR  sheets  and  directly  relates  to  the  skills 
identified  at  each  step  in  the  sales  cycle. 
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FINDINGS  AND  ANALYSIS 


Introduction 


The  interview  and  protocol  analysis  method  used  yielded  a 
tremendous  amount  of  information  about  the  procedures  and  patterns 
used  by  successful  U.S.  Army  recruiters.  The  vast  number  and  various 
styles  of  approaches  used  by  the  recruiters  necessitated  breaking  them 
into  logical  categories  as  discussed  in  the  preceding  section.  This 
helped  to  show  the  relationships  of  the  patterns  themselves  to  the 
rules  and  beliefs  held  by  the  recruiters,  showing  how  this  was  dependent 
on  individual  recruiter  style.  Perhaps  more  important,  it  logically 
grouped  this  wealth  of  information  into  teachable  chunks,  should  a 
training  program  be  designed  and  implemented  based  on  these  results. 

The  analysis  section  of  this  report  deals  only  with  actual  communica¬ 
tion  skills  related  to  steps  in  the  sales  cycle.  For  an  analysis  of 
the  rules  and  beliefs  held  by  these  recruiters,  see  Research  Product 
87-38,  Modeling  the  Sales  Strategies  and  Skills  of  Excellent  Recruiters. 

The  findings  on  procedures  and  language  patterns  are  presented 
in  sections  based  on  the  sales  cycle.  Each  section  begins  with  an  over¬ 
view  that  describes  that  step  in  the  sales  cycle,  the  goals  of  that  step, 
the  order  in  which  the  recruiter  accomplishes  the  goals  if  appropriate, 
and  certain  unique  features  of  that  step.  Some  of  the  more  salient  or 
universal  beliefs  held  by  recruiters  may  be  mentioned  in  this  section. 

The  remainder  of  each  section  is  devoted  to  procedures  and 
patterns  specific  to  that  sales  cycle  step.  Each  begins  with  a  listing, 
in  procedural  order,  of  the  actual  tasks  the  recruiter  must  accomplish 
to  complete  the  step.  This  is  followed  by  a  detailed  analysis  of  each 
of  these.  The  analysis  begins  with  the  categories  referred  to  earlier. 
These  are  then  reduced,  through  as  many  logical  levels  as  were  necessary 
in  each  case,  all  the  way  down  to  the  level  of  individual  language 
patterns.  Examples  are  given  for  each  basic  level  language  pattern. 

These  are  taken  directly  from  the  transcripts  of  the  interviews.  These 
language  patterns  are  listed  here  in  the  form  of  their  respective  codes 
which  appear  in  Table  1  on  page  9.  A  thorough  description  of  these, 
again,  can  be  found  in  Technical  Report  779,  Sales  Strategies  and  Skills 
Used  by  Excellent  U.S.  Army  Recruiters.  The  table  on  the  next  page 
summarizes  these  findings  by  sales  cycle  step  and  should  be  used,  along 
with  Table  1,  in  interpreting  the  findings. 
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Table  2 


Summary  Chart  of  Findings  and  Analysis 


Prospecting 
Cat  referrals 

a)  with  DEPs 

b)  with  adults 

c)  with  other  prospects 

d)  with  recruits 
Xntroduce/estsblish  rapport 

a)  on  phone 

b)  canvassing 
Introduce  Army 

a)  relates  Army  benefits 

b)  challer ges 

c)  creates  curiosity 
Close  for  appointment 
Handle  objections 
Follow-up  on  appointment 


Set  frame  of  discussion 


a)  get  complete  truth 

b)  get  specific  info. 
Get  prospect  to  cooperate 

a)  direct  challenges 

b)  subtle  probing 


Rapport  in  prospecting 
Recognize  signals 

a)  rules  and  beliefs 

b)  softening  techniques 

c)  change  setting 

d)  chunking  techniques 
Rapport  with  other  people 
Handle  challenges/objections 


Heeds  i  Interests 
Sat  frame  of  discussion 

a)  get  needs/interests 

b)  get  buying  motives 

c)  relate  to  service 
Get  prospect  to  cooperate 

a)  direct  challenges 

b)  gentle  probing 


FEBA  --  Sales  Presentation 
Prospect  category  determination 

a)  Rate  prospect  oni 

Test  Score  Category 
Income  level 
Education  level 
Current  work  status 
Family  status 
Service  status/interest 

b)  Decide  on  FEBA  conditions 

Alone  with  prospect 
Multiple  prospects 
Others  present 

Decide  on  features  to  present 

a)  Army  as  a  whole 

b)  Service  to  country 

c)  Stable  future/help  family 

d)  College/education 

e)  Job/work/ineome 

f)  Adventure 

g)  Life  experience 
Design  and  Present 

a)  Facts 

b)  Evidence 

c)  Benefits 

Relate  products  to  needs 
Provide  experience  (model) 
Convince  prospect  (3  ways) 

d)  Agreement 

Closing 

Test  prospect  for  readiness 

a)  Indirect  (two  methods) 

b)  Direct 
Control  the  pace 

a)  Motivate 

Stress  opportunity 
Stress  reality 
Stress  decision  making 

b)  Control  sense  of  time 

Direct  challenge 
Comparisons 
Slowing  techniques 
Get  close 

a)  Oirect  close 

b)  Two-choice  close 

c)  Conditional  close 
Prepare  prospect  for  enlistment 

a)  FEBA  skills 

b)  Qualifying  skills 

c)  Motivators 


Handling  Objections 
Understand/categorize  objection 

a)  Fear 

b)  Competing  goals/needs 

c)  Direct  competition 

d)  Objections  of  others 

e)  Threat  to  rapport/trust 

f)  Special /emotional  objections 

g)  Ridiculous  objections 
Choose  approach  to  objection 

a)  More  Information 

b)  Relieve  tension 

c)  Future  orient 

d)  Motivate 

e)  Direct  challenge 

f)  Clarify  intentions 

g)  Redirect/redefine 

h)  Negate  objection 

i)  Raise  level  of  analysis 
Deliver  approach 

a)  More  information 

FEBA  skills 

b)  Relieve  tension 

Rapport  skills 
Comparisons  (4  ways) 

Vague  language  (5  ways) 

c)  Future  orient 

I'onitlve  future  (5  ways) 
Negative  future 
ri  esupj>osition 

d)  Motivate 

Cloning  skills 

e)  Direct  challenge 

Strong  challenges  (3  ways) 
Subtle  challenges  (2  ways) 

f)  Clarify  intentions 

Rapport  skills 
Clarify  prospect  intent 
Clarify  recruiter  intent 
Clarify  Army  Intent 

g)  Redirect/redefine 

Reversals/Redefinitions 
Alternative  outcomes 
Combination  techniques 

h)  Negate  objection 

Counter  examples 
"Yes-but"  techniques 
Double  binds 

1)  Raise  level  of  analysis 
Use  prospects  criteria 
Make  objection  universal 


Test  effectiveness  of  approach 
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Prospecting 


Overview 


There  are  two  major  goals  in  prospecting:  (a)  finding 
prospects  and  (b)  making  good  appointments. 

Finding  prospects.  The  first  goal  in  prospecting  is 
to  identify  categories  of  people  who  make  good  prospects  so  that 
they  can  be  sought  in  an  organized  and  efficient  manner.  The 
following  categories  are  the  major  ones:  (a)  high  school 
students;  (b)  college  students;  (c)  college  dropouts;  (d)  people 
out  of  work;  (e)  ex-military  personnel;  (f)  People  in  very 
limited  jobs,  or  those  needing  a  change. 

Prospects  are  found  in  three  major  ways:  (a)  public 
relations  and  advertising,  (b)  cold  calling,  and  (c)  referrals 
(a  referral  system) .  Those  most  successful  in  recruiting  rely 
heavily  on  a  referral  system  they  control  themselves.  Cold 
calling  and  advertising  are  used  but  mostly  within  the  framework 
of  feeding  the  referral  system.  In  some  cases  the  referral 
system  depends  largely  on  the  DEP  (Delayed  Entry  Program) 
management  in  the  station,  at  home,  and  in  the  schools. 

Public  relations  and  advertising  are  done  in  a  variety  of 
ways:  (a)  mail  outs  (including  REACT:  Rapid  Electronic 

Advertising  Coupon  Transmission);  (b)  television  (advertising, 
news  stories,  and  guest  appearances);  (c)  radio  (advertising, 
news  stories,  and  guest  appearances);  (d)  civic  events,  fairs, 
etc.;  (e)  booths  and  exhibits  in  shopping  centers  and  malls, 
libraries,  employment  offices,  and  other  public  places. 

Cold  calling  is  conducted  in  as  many  ways  and  areas  as  is 
feasible  within  the  recruiter's  territory.  In  high  schools  and 
colleges,  the  recruiter  can  sometimes  use  the  ASVAB  (Armed 
Services  Vocational  Aptitude  Battery)  test  score  list  a6  a  means 
to  immediately  identify  mentally  qualified  students  to  pursue. 

He  can  also  use  school  annuals,  or  other  lists  of  students  that 
may  be  available,  to  help  organize  his  approach  to  students.  He 
may  also  have  certain  events  such  as  career  days  or  other 
presentations  he  is  invited  to  attend  or  conduct. 

The  recruiter  can  also  use  local  businesses  to  find 
prospects.  He  may  leave  cards  at  check  out  counters  or  on 
bulletin  boards.  He  may  give  these  to  store  owners  or  cashiers 
as  well.  Also,  he  can  directly  approach  people  working  in  certain 
jobs.  Young  people  employed  in  "dead  end"  jobs  such  as  fast  food 
restaurants,  gas  stations,  car  washes,  and  other  jobs  with 
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limited  chance  for  advancement  and  high  turnover  rates  can  be 
prime  candidates  for  the  astute  recruiter.  He  may  also  approach 
likely  prospects  who  are  customers  in  certain  kinds  of  businesses 
or  stores  such  as  beauty  parlors,  record  or  book  stores,  or  other 
logical  places  to  find  high  school  or  college  age  people. 

The  recruiter  can  approach  people  in  the  community, 
walking  down  the  street,  or  in  shopping  centers  and  malls,  in  a 
variety  of  ways.  Many  recruiters  believe  in,  literally,  stopping 
everyone  who  walks  by  and  asking  them  to  either  join  the  Army  or 
suggest  someone  who  may  be  interested  in  joining.  Most  of  the 
recruiters  in  this  study,  however,  have  certain  personal  criteria 
about  who  they  should  approach,  and  how  they  should  do  so. 

Finally,  recruiters  can  frequent  certain  places  teenagers 
go  after  school  and  on  weekends  such  as  parks,  gyms,  teen  clubs, 
beaches,  and  the  like.  They  can  find  people  playing  ball  or 
engaged  in  other  activities  that  they  can  join  in  on.  Doing 
this,  or  at  least  going  to  these  places,  on  a  regular  and 
frequent  basis  seems  most  effective. 

Most  of  the  recruiters  in  this  study  rely  heavily  on 
referrals  and  the  referral  system  they  have  created  and  maintain 
to  find  prospects.  To  get  referrals  of  students  in  high  school 
or  college  they  rely  on  counselors  and  other  school  officials. 
Delayed  Entry  Program  members  (DEP's)  in  the  schools,  and  other 
prospects.  To  get  referrals  from  people  in  businesses  and  stores 
in  the  community,  recruiters  rely  on  business  and  store  owners  to 
give  them  referrals  of  people  who  work  for  them  or  are  customers. 
Personnel  directors  in  large  companies  can  also  be  a  referral 
source,  especially  in  areas  where  many  people  are  out  of  work  and 
applying  for  jobs  to  these  companies.  Finally,  the  recruiters 
all  rely  heavily  o n  DEP's  and  newly  enlisted  personnel  to  refer 
family  members,  brothers  and  sisters,  friends,  and  other 
acquaintances.  The  family  members  of  these  DEP's  are  often  very 
good  sources  for  referrals.  The  table  on  the  next  page  gives  an 
overview  of  all  of  these  ways  of  finding  prospects. 
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Table  3 


Methods  for  Finding  Prospects 


Method 


Advertising 

and  PR:  Mail  outs _ TV/radio _ Events/exhibits 


Cold 
Calling  : 


Referral 

System: 


REACT 

Other  mailing 


Advertisements 
News  stories 
Interviews 
Other 


Fairs,  civic  events 
Booths  in  malls 
Libraries,  employment 
offices ,  etc. . 


HS/college 


Local  business  Street/mall/other 


ASVAB  list  RP1,  cards 

School  annual  Employees 
Events,  career  Customers 
day,  etc. 


HS/college 

Counselors,  Store  owners, 
officials  managers 

DEPs  in  school  Personnel 
Other  prospects  directors 


Stopping  everyone 
Eligible  people  only 
Possible  referral  sources 
Parks,  gyms,  clubs 


DEP/enlisted  personnel 

Family  members 
Friends 

Family  acquaintances 
Other  parents 


Local  business 


Note.  This  is  only  an  overview  of  the  locations  and  sources 
the  recruiter  can  use  to  find  prospects  and  generate  referrals. 
There  are  certainly  other  possibilities  unique  to  some  areas  or 
recruiters,  as  well  as  other  less  widely  used  sources.  See  the 
text  for  more  complete  information  on  each  of  the  ones  shown  here. 

Making  good  appointments.  Making  good  appointments 
seems  to  involve  using  the  processes  and  skills  of  the  entire 
sales  cycle  from  rapport  through  follow-up,  in  an  abbreviated 
form.  Most  of  the  procedures  involve  (a)  rapport  establishing, 

(b)  creating  interest  (needs  and  interests  and  FEBA  in  the  sales 
cycle,  but  rather  than  just  finding  out  what  the  prospect  is 
interested  in,  getting  him  interested  and  curious  enough  to  come 
in  for  an  appointment  to  learn  about  the  Army) ,  (c)  closing  on 
the  appointment,  and  (d)  handling  objections  to  the  appointment. 
Many  of  the  recruiters  follow-up  after  their  initial  contact  to 
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remind  the  prospect  of  the  appointment,  maintain  rapport,  and 
generate  further  enthusiasm  and  motivation. 

Procedures  and  Patterns 


The  recruiter  has  the  following  tasks  associated  with 
prospecting : 


1.  Get  referrals  from  as  many  sources  as  possible. 

2.  Introduce  himself  and  establish  rapport. 

3.  Introduce  the  concept  of  the  Army  and  its  possible 
benefits  for  the  prospect. 

4.  Close  for  the  appointment. 

5.  Handle  objections  to  the  Army,  service  in  general,  or 
the  appointment. 

6.  Follow-up  on  the  appointment. 

The  following  is  a  detailed  description  of  each  of  the 
above  tasks  based  on  the  Blueprint  section  of  PCSR  sequence  #1  ir. 
Appendix  B. 

Get  referrals  from  as  many  sources  as  possible. 
Maintaining  rapport  with  referral  sources  is  done  through 
constant  contact  and  real  interest  in  the  referral  source  as  a 
person.  All  the  patterns  of  rapport  are  used  here  (see  Rapport). 
Motivating  the  source  to  provide  referrals  is  done  in  a  variety 
of  ways  depending  on  the  source,  including  the  techniques  of 
closing  (see  Closing) .  The  recruiter  invariably  uses  P  to  assume 
that  the  referral  source  knows  other  prospects  and  will  provide 
them. 


If  the  source  is  in  DEP,  the  recruiter  has  many  more 
motivating  techniques  ranging  from  incentives  such  as  promotion, 
to  using  the  DEP's  sense  of  camaraderie  with  his  friends,  to 
directly  ordering  him  or  her  to  help  out.  These  cover  the  range 
from  softeners  such  as  C-POST  and  SD,  to  more  direct  methods  such 
as  S-CON  and  MO  (necessity),  to  painting  pictures  using  FP-CON 
and  many  of  the  techniques  of  FEBA  (see  FEBA) .  The  following 
patterns  are  demonstrated  in  this  section:  p,  FP-CON,  S-CON, 
C-POST,  SD,  and  MO. 

The  recruiter  may  use  C-POST  and  SD  as  softeners:  "Can 
you  see  yourself  [getting  promoted]  ...  going  to  be  something." 

More  directly,  the  recruiter  may  use  S-CON  and  MO 
(necessity):  "...  if  you  do  not  fulfill  your  part  of  the  bargain 
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or  your  obligation  on  that  contract,  we're  going  to  discharge 
you."  Or:  "you  gotta  know  someone  who  is  interested  ..." 

A  powerful  motivator  is  always  P  combined  with  FP-CON: 
"...  we're  going  to  get  you  promoted  ...  you're  going  to  be  an 
honor  grad,  you're  going  to  be  an  honor  grad,  X  can  see  it 
already." 


With  adults  such  as  parents  or  school  counselors,  the 
recruiter  will  generally  assume  more  the  role  of  a  peer, 

‘  stressing  that  he  and  those  he  is  talking  with  have  the  same  goal 

of  bettering  the  lives  of  the  young  people.  He  will  use 
softeners  such  as  AWARE,  A-OUT,  and  IN  to  stress  the  outcome  of 
the  referral.  He  will  also  use  humor  and  cite  mutual  experiences 
to  convince  the  referral  source  of  the  value  of  the  military. 

The  following  patterns  are  demonstrated  in  this  section:  P, 

A-OUT,  IN,  and  AWARE. 

Using  AWARE  as  a  quick  introduction  of  the  Army  and  its 
benefits:  "Ma'am,  are  you  familiar  with  the  Army's  college  fund 

of  25,200  ..." 

The  recruiter  can  use  A-OUT,  IN,  and  P  in  a  humorous  way 
to  convince  a  school  counselor  that  as  long  as  the  kids  aren't 
doing  anything  for  the  year  after  they  graduate,  perhaps  they 
should  join  the  Army:  "...  why  not  do  nothing  for  2  years  and 
join  the  Army  ..." 

If  the  source  is  a  prospect  who  turns  out  to  be 
unqualified,  for  example  in  the  initial  telephone  call,  the  recruiter 
uses  already  established  rapport  to  expand  the  idea  of  the  Army, 
and  what  it  offers,  to  include  the  person's  friends  who,  it  is 
presupposed,  may  be  interested  and  qualified.  The  following 
y  patterns  are  demonstrated  in  this  section:  YB-CON,  C/FS,  P,  and 

AWARE . 


The  recruiter  can  use  a  variety  of  softeners  combined 
with  YB-CON,  C/FS,  P,  and  AWARE  to  change  the  subject  of 
discussion  from  the  unqualified  prospect  to  his  or  her  qualified 
friends:  "...  you're  not  qualified  to  go  into  the  Army  Reserves, 
but  I  know  that  you  have  a  lot  of  friends  that  were  ..."  This 
process  is  generally  limited  to  unqualified  prospects  who  show 
real  interest  in  the  Army. 

With  new  recruits  and  enlisted  personnel,  the  recruiter 
will  use  a  wide  variety  of  patterns  to  motivate  for  referrals, 
depending  on  the  person  and  his  relationship  with  them.  These 
include  most  of  the  patterns  of  FEBA  and  closing  (see  FEBA  and 
Closing).  The  following  patterns  are  demonstrated  in  this 
section:  C-POST,  C/FS,  UV,  P,  CEQ,  MO,  NEG-COM,  C-LINK,  S-CON, 
R/S,  HOC,  IN,  SCO-AM,  and  APV. 
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Using  C-POST  and  C/FS,  the  recruiter  can  introduce  the 
idea  of  a  new  recruit  helping  out:  "Do  you  know  the  best 
salesman  . ..?" 


The  recruiter  may  use  NEG-COM  as  a  way  of  insisting  on 
help  from  a  new  recruit  —  or  anyone  he  has  sufficient  rapport 
with:  "I  don't  want  you  to  say  no,  I  can't  find  anybody,  I  want 
you  to  bring  me  two  people." 

The  recruiter  can  use  direct  S-CON,  gently,  to  ask  for 
help:  "...  if  you're  not  doing  anything  Thursday  afternoon,  I'd 
like  you  to  come  in  the  station  for  a  couple  hours." 

If  the  recruiter  is  highly  skilled,  he  may  combine  a 
number  of  patterns  such  as  UV,  CEQ,  MO,  C-LINK,  P,  S-CON,  IN, 

R/S,  and  HOC  to  get  his  point  across:  "you  know,  you've  got  six 
months  before  you  go  to  basic  training  this  summer.  I  expect  you 
to  go  as  an  E2.  And  to  do  that,  you've  got  to  bring  me  a 
referral  that's  going  to  join.  Okay.  And,  and  I  expect  it.  And 
I  want  you  to  call  me  tomorrow  with  the  names  ..." 

The  recruiter  may  use  APV  along  with  MO  and  UV  to  gently 
lead  in  to  getting  help  in  finding  referrals:  "I  need  your  help 
...  I  want  to  go  through  some  yearbooks  . . .  you  to  tell  me  about 
them  . . .  bring  some  help  ..." 

The  recruiter  may  also  use  SCO-AM  to  subtly  suggest  the 
real  need  behind  his  overt  question  about  finding  more  players 
for  a  ball  game  (the  ambiguity  is  in  talking  about  the  soft  ball 
team  and  referrals  —  which  "team"  —  the  soft  ball  team  or  the 
Army?) :  "I  want  you  to  bring  two  guys  ...  we  need  them  on  the 
team , " 


Introduce  himself  and  establish  rapport.  If  the 
recruiter  is  calling  on  the  telephone,  he  introduces  himself  by 
name,  not  as  an  Army  recruiter.  He  may  say  he's  with  the  Army, 
or  representing  "Army  Opportunities"  or  some  other  euphemism.  If 
he  has  some  information  about  the  prospect  he  will  mention  this 
and  comment  on  it  in  some  positive  way,  usually  presupposing 
accomplishment,  pride,  and  so  forth.  He  will  then  ask  a  general 
question  or  two  about  the  prospect  to  get  a  sense  of  which 
direction  to  go  and  a  sense  of  how  much  to  do  over  the  telephone, 
will  pace  each  answer  in  some  way.  The  following  patterns  are 
demonstrated  in  this  section:  P,  AWARE,  MR,  PF,  C-POST,  MO,  and 
YB-CON. 


The  recruiter  may  actually  introduce  himself  in  a  way 
that  allows  for  the  objection  that  he  is  intruding,  by  using  P, 
MR,  MO,  AWARE,  and  YB-CON:  "I  know,  that  John,  it  probably 
sounds  kind  of  rude  and  abrupt  ...  just  wanted  to  ask  ..." 


He 
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After  introducing  himself,  in  whatever  way  he  does  that, 
the  recruiter  will  comment  on  what  he  knows  about  the  prospect, 
perhaps  that  he  is  about  to  graduate.  He  may  possibly  U6e  PF, 
AWARE,  HR,  presupposition,  and  C-POST:  "I  know  you're  proud  ... 
Have  you  thought  about  education,  Johnny?" 

If  the  recruiter  is  out  canvassing,  he  may  simply 
approach  every  person  he  sees,  greet  them,  and  ask  them  to  join 
the  Army.  More  likely,  he  will  use  some  personal  criteria  to 
pick  likely  prospects  to  approach.  He  will  simply  greet  them  and 
comment  about  whatever  is  happening  in  the  situation,  or  whatever 
he  feels  may  give  him  an  opportunity  to  lead  into  talking  about 
the  Army.  He  will  pace,  using  whatever  the  prospect  or  prospects 
provide  him.  He  may  also  challenge  the  prospect,  right  from  the 
start,  to  think  about  changing  his  life  (see  below).  The 
following  patterns  are  demonstrated  here:  MF,  PF,  and  P. 

Commenting  on  what  he  sees,  using  PF:  "[The  recruiter 
approaching  a  group  of  prospects  with  football  jackets  on]  Are 
you  on  the  football  team?  ...  What  position  do  you  play?  ...  I 
saw  you  out  there  the  other  night  ...  how  you  doing?" 


Introduce  the  concept  of  the  Army  and  its  possible 
benefits  for  the  prospect.  The  recruiter  takes  whatever 
information  the  prospect  has  given  while  establishing  rapport  and 
relates  it  to  possible  Army  opportunities.  He  may  ask  if  the 
prospect  has  thought  about  service,  or  certain  benefits  of 
service,  or  even  presuppose  that  he  already  has.  The  following 
patterns  are  demonstrated  in  this  section:  P,  C-POST,  MR,  AWARE, 
C/U,  UV,  PF,  C/D,  and  C/FS. 


He  will  use  P,  C-POST,  MR,  AWARE  to  softly  "slide  into" 
talking  about  how  the  Army  relates  to  whatever  they  just  talked 
about:  "Have  you  thought  about  the  Army  ...  have  you  thought 
about  money  to  enhance  your  future?  ...  you  know  what  you  want 
...  college  ..." 


The  recruiter  may  use  C/U,  UV,  and  PF  to  introduce  the 
concept  of  service  to  country,  in  a  gentle  step  by  step  manner: 
"I  can  kind  of  relate  to  that  because  Z  was  an  old  farm  boy 
myself  ...  What  kind  of  crops  do  you  raise?  ...  Wheat  and 
corn?  ...  very  good  crops  ...  you  are  really  playing  an 
important  part  in  the  future  of  this  country." 


He  may  use  C/D  or  C/FS  to  talk  about  specific  interests  or 
benefits  the  prospect  may  have  mentioned:  "What  kind  of  car  are 
you  looking  for?" 


The  recruiter  may  directly  challenge  the  prospect,  even 
before  greeting  the  prospect,  introducing  himself,  or 
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establishing  rapport,  to  startle  the  prospect  into  thinking  about 
joining  the  Army.  He  may  use  P  or  C-POST  such  as:  "2s  this  what 
you  want  to  do  for  the  rest  of  your  life?"  This  is  usually  used 
with  a  kid  working  in  a  fast  food  restaurant,  a  car  wash  or  gas 
station,  or  some  similarly  limited  job  situation. 

The  recruiter  will  generally  try  to  create  curiosity 
about  the  Army  by  dropping  hints  about  some  benefits,  without 
giving  details.  He  may  take  something  that  was  mentioned  and  use 
P,  RE-D,  or  S-CON  to  turn  it  into  something  having  to  do  with  an 
Army  benefit.  The  recruiter  may  then  only  ask  if  the  prospect 
was  aware  of  this  opportunity,  without  explaining.  This  can  be 
used  with  either  the  prospect  or  another  person  close  to  him. 

The  following  patterns  are  demonstrated  in  this  section:  RE-D, 

P,  SD,  S-CON,  N,  UV,  MO  (possibility),  PF,  and  FP-CON. 

Using  RE-D,  in  a  humorous  way,  in  response  to  a  waitress 
in  a  restaurant  asking  if  she  can  help  him:  "...  you  can  help  by 
joining  the  Army." 

Using  P,  SD,  and  S-CON,  on  the  back  of  a  business  card 
left  for  the  waiter  or  waitress  in  a  restaurant:  "If  you  want  an 
$8000  borus,  call  me  ..." 

More  directly,  the  recruiter  can  use  some  of  the  same 
patterns:  ". .  thirty  minutes  of  you r  time  to  tell  you  about  how 

the  Army  can  pay  for  your  college  ..." 

The  recruiter  may  farther  use  a  number  of  vague 
statements  including  SD's,  N's,  UV's  and  MO's  (possibility),  and 
negation,  along  with  PF  and  FP-CON:  "...  not  here  to  take  you 
away  ...  share  about  ten  minutes  of  my  time  ...  valuable  programs 
...  could  possibly  benefit  you  ...  put  you  in  a  position  where 
you  can  better  help  your  father  later  on." 

This  sets  up  his  later  sales  presentation  and,  if  the 
prospect  seems  intrigued,  gives  the  recruiter  the  opportunity  to 
close  for  the  appointment. 

Close  for  the  appointment.  Standard  closing  methods 
of  conditional,  trial,  or  two-choice  closes  are  used  here  (6ee 
Closing) .  The  following  patterns  are  demonstrated  in  thi6 
section:  C-POST,  S-CON,  P,  NEG-Q ,  and  TAG. 

Using  C-POST  and  S-CON,  the  recruiter  can  close  on  the 
appointment  with:  "Would  it  be  worth  your  time  ...?" 

Using  P  with  a  prospect  he  has  worked  with  before: 

"Ready  to  join  yet?" 

For  a  standard  conditional  close  using  S-CON:  "If  there 
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was  a  way  to  get  the  things  that  you  wanted  in  life  by  enlisting 
in  the  Army,  wouldn’t  you  want  to  know  about  it?" 

Using  a  standard  two-choice  close,  with  Ps  "Would  3:50 
or  4:50  be  better  for  you?" 

Using  NEG-Q  for  a  trial  close:  "Don’t  you  agree  thirty 
minutes  is  valuable  time?"  or  NEG-Q  with  TAG:  "You  do  want  to 
help  your  father  later  on,  don't  you?" 

Handle  objections  to  the  Army,  service  in  general,  or 
the  appointment.  The  recruiter  uses  all  the  standard  techniques 
for  handling  objections  here  (see  Handling  Objections) .  For 
example,  he  will  use  softeners  to  maintain  rapport  while 
gathering  more  information.  The  following  patterns  are 
demonstrated  in  this  section:  PF,  RE-D,  AS,  C/FS,  YB-CON,  R/S, 

P,  MR,  MO,  AWARE,  A-OUT,  S-CON,  UV,  SUB-T,  and  FP-CON. 

The  recruiter  may  use  PF,  RE-D  and  other  reframes  such  as 
AS,  and  C/FS  along  with  P,  in  a  very  humorous  way,  to  change  the 
meaning  of  a  ridiculous  objection  and  turn  it  around,  while 
pacing  to  maintain  rapport:  "...  what  do  you  want  to  be  ... 
[Prospect:  I  want  to  be  a  hoodlum.]  ...  oh  really,  well  how 
would  you  like  to  have  some  formal  training?" 

He  may  use  YB-CON  to  accept  objections  and  then  negate 
them  using  R/S:  "Yeah  ...  we  ain't  had  a  war  lately  ...  1973  ..." 

He  will  also,  sometimes,  anticipate  objections  as  a  way 
of  pacing,  using  P,  MR,  MO,  AWARE,  and  YB-CON:  "I  know,  that 
John,  it  probably  sounds  kind  of  rude  and  abrupt  ...  just  wanted 
to  ask  ..." 


If  all  else  fails,  the  recruiter  can  use  a  number  of 
patterns  including  S-CON,  YB-CON,  A-OUT,  UV,  SUB-T,  P,  and  FP-CON 
to  allow  for  later  changes  of  mind  and/or  plans  so  that  the 
prospect  can  be  contacted  later,  or  come  in  himself  if  he  wants. 
Rapport  is  maintained  as  well  as  possible  at  all  times  (see 
Handling  Objections  for  fuller  descriptions):  "...  you  said  that 
you  are  planning  to  continue  your  education  ...  going  to  college 
and  ...  right  now  have  everything  pretty  well  worked  out  for 
yourself  ...  But  I'll  tell  you  what  partner,  you  know,  if 
something  further  on  down  the  road  happens  to  where  you  need  some 
assistance  to  pay  for  your  schooling,  okay,  feel  free  to  give  me 
a  call.  I'd  like  to  get  together  with  you  and  show  you  how  the 
Army  can  give  you  up  to  $25,000,  okay,  to  help  you  to  obtain  your 
goal  and  get  that  degree  that  you're  looking  for." 

Follow-up  on  the  appointment.  The  recruiter  calls 
the  prospect  before  the  appointment  to  remind  him  of  it  and 
maintain  rapport.  If  he  has  doubts  about  whether  the  prospect 
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really  intends  to  keep  the  appointment,  he  may  challenge  him 
directly  with  a  variety  of  patterns  to  instill  guilt  or 
responsibility.  He  may  also  have  the  prospect  repeat  back  the 
time  and  address  of  the  meeting  to  test  him.  He  may  even  mention 
an  incorrect  time  or  place  to  the  prospect  to  see  if  he  corrects 
the  recruiter  with  proper  information. 

Qualification 


Overview 

Qualification  (see  also  Needs  and  Interests)  involves 
good  questioning  techniques,  within  the  rapport  frame.  There  is 
much  conflicting  opinion  among  recruiters  about  when  this  should 
take  place.  Some  believe  this  should  be  carried  out  largely  over 
the  telephone,  while  prospecting.  The  advantage  in  this  view  is 
that  it  saves  time  by  preventing  the  recruiter  from  needlessly 
scheduling  appointments  with  unqualified  prospects.  The  other 
view  is  that  qualification  takes  place  in  the  first  appointment, 
and  throughout  the  sales  cycle,  as  deeper  rapport  is  developed, 
and  other  information  such  as  needs  and  interests  are  gathered. 
Recruiters  who  take  this  point  of  view  say  they  don't  mind 
scheduling  appointments  with  unqualified  prospects  because  they 
use  them  to  feed  their  referral  system.  They  feel,  in  essence, 
that  every  contact  is  useful,  whether  the  prospect  joins  the  Army 
or  not.  They  use  prospecting  only  to  make  appointments,  not 
qualify.  The  instance  in  which  this  distinction  becomes  most 
relevant  is  one  in  which  the  recruiter  has  to  travel  a  great 
distance  to  conduct  the  appointment.  All  recruiters  seem  to 
agree  that  scheduling  several  appointments  in  the  same  area,  or 
having  the  names  and  addresses  of  other  likely  prospects  in  the 
same  area,  is  good  time  management.  All  seem  to  recognize  that 
there  are  cases  in  which  appointments  don't  work  out  and, 
regardless  of  the  reason,  they  should  use  this  time  wisely  by 
seeing  someone  else  instead.  Though  they  agree  that  good  time 
management  and  qualification  are  very  important,  they  remain 
divided  about  when  and  how  to  conduct  qualification. 

There  seem  to  be  two  major  goals  in  the  qualification 
process:  Get  the  prospect  to  give  thorough  information  about 
himself  and  get  the  prospect  to  give  accurate,  truthful,  and 
specific  information  about  himself. 

The  recruiter  will  use  many  of  the  motivation  patterns 
used  throughout  the  rest  of  the  sales  cycle  to  get  good 
information  from  the  prospect.  He  will  try  to  maintain  and 
enhance  rapport  during  this  process,  but  there  are  times,  for 
example  if  he  thinks  the  prospect  may  be  withholding  information 
or  lying,  that  rapport  becomes  less  important  than  the  content  of 


the  information.  This  is  the  only  time  during  the  sales  cycle  in 
which  this  is  the  case.  It  is  important  that  the  recruiter  be 
comfortable ,  and  sure  in  his  own  mind,  that  the  prospect  is 
qualified  at  least  "mentally,  morally,  and  physically"  to 
whatever  level  he  is  able  to  determine  these. 

Procedures  and  Patterns 


The  recruiter  has  the  following  tasks  associated  with 
qualification: 

1.  The  recruiter  will  set  the  frame  and  control  the 
nature  of  information  sought,  especially  regarding 
the  level  of  specificity,  to  get  information  that  is 
as  accurate  as  possible  and  as  complete  as  necessary. 

2.  The  recruiter  will  get  the  prospect  to  cooperate  once 
the  frame  is  set. 

The  following  is  a  more  detailed  description  of  each  of 
these  tasks  based  on  the  Blueprint  section  of  PCSR  sequence  #3  in 
Appendix  B. 

The  recruiter  will  set  the  frame  and  control  the 
nature  of  information  sought,  especially  regarding  level  of 
specificity,  to  get  information  that  is  as  accurate  as  possible 
and  as  complete  as  necessary.  The  recruiter  will  begin  by  going 
for  complete  and  truthful  information  in  qualification.  The 
following  patterns  are  demonstrated  here:  UQ,  UV,  C-LINK,  CE, 
and  P. 


The  recruiter  may  use  UQ  and  UV  to  get  thorough 
information,  e.g.:  "I  want  to  know  everything  you've  ever  done 
in  your  life." 

He  may  use  C-LINK  or  other  CE  patterns  and  P  to  set  a 
framework  of  truthfulness,  by  suggesting  or  even  virtually 
ordering  the  prospect  to  be  truthful,  e.g.:  "I  won't  lie  and  you 
won't  lie." 

The  recruiter  will  next  try  to  get  more  specific 
information  by  chunking  down  and  using  soft  transitions  that 
maintain  a  high  level  of  rapport  such  as  CE Q  to  auike  it  seem 
natural  that  the  prospect  would  have  to  be  very  specific  about 
his  qualifications.  For  example,  in  the  case  where  the  prospect 
may  be  interested  in  intelligence  or  security  work,  the  recruiter 
may  use  a  comparison  with  himself  using  HO,  C/D,  CEQ,  C/FS,  and 
P:  "You  may  be  in  a  job  where  you'll  need  qualifications  like 
mine."  Notice  in  this  case  the  rapport  enhancing,  rather  than 
threatening,  nature  of  the  comparison.  There  are,  obviously, 
many  other  ways  to  set  these  frames. 
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The  recruiter  will  get  the  prospect  to  cooperate  once 
the  frame  is  set.  In  cases  in  which  the  recruiter  is  not  sure 
he  is  getting  accurate  or  complete  information,  he  may  try  to 
trick  or  startle  the  prospect  into  giving  something  he  was 
holding  back,  using  direct  threats  of  imprisonment  should  the 
prospect  be  caught  lying  (within  regulations)  using  S-CON,  AWARE, 
or  other  patterns.  This  works  especially  well  when  the  prospect 
wants  some  specialized  job  in  which  security,  and  therefore 
complete  background  information,  is  important.  More  gently,  he 
may  presuppose  some  problem  to  get  the  prospect  talking  quickly 
and  freely.  The  following  patterns  are  demonstrated  here:  P, 
S-CON,  C-POST,  and  AWARE. 

The  recruiter  may  gently  give  information  about  possible 
penalties  for  lying,  using  AWARE,  S-CON,  and  C-POST:  "Are  you 
aware  of  the  $10,000  fine  or  imprisonment  for  falsifying  . ..?" 

The  recruiter  may  instead  try  to  trick  or  confuse  the 
prospect  into  being  truthful  using  P:  "What  about  the  glasses 
your  sister  told  me  about?"  Or:  "I  heard  your  friend  say  he  saw 
you  smoking  dope  last  night." 


Rapport 


Overview 

Establishing  rapport  is  paramount  for  a  recruiter.  He 
must  get  the  prospect  comfortable  and  relaxed  enough  so  that  they 
can  talk  openly  and  honestly  about  needs,  interests,  and 
attitudes.  The  recruiter  needs  his  help  and  assistance  to  get 
him  into  the  Army  and  he  won't  get  it  if  the  prospect  doesn't 
feel  comfort,  a  sense  of  trust,  and  the  feeling  that  he  is  being 
treated  as  an  individual. 

The  recruiter  has  a  number  of  means  of  establishing 
rapport,  and  maintaining  it  once  it's  established.  He  can  u6e 
activities  such  as  DEP  functions,  sports,  and  others  to  get 
prospects  loosened  up  and  comfortable.  These  can  be  planned 
activities  such  as  OEP  functions,  or  spontaneous  ones  such  as 
meeting  prospects  at  a  park  where  he  knows  they  play  ball.  The 
recruiter  can  do  favors  for  the  prospect,  or  have  the  prospect  do 
him  favors,  as  friends  normally  would,  to  simultaneously  imply 
and  enhance  rapport.  He  can  use  subtle  verbal  and  non-verbal 
signals  from,  and  to,  the  prospect  to  establish  and  maintain 
rapport.  More  directly,  he  can  use  lots  of  verbal  means  of 
establishing  and  strengthening  rapport  including  humor,  content 
pacing,  agreement,  acceptance,  compliments,  handling  objections, 
and  avoiding  arguments  or  problems  if  necessary. 
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Procedures  and  Patterns 


The  recruiter  has  the  following  tasks  associated  with 
establishing  and  maintaining  rapport: 

1.  Establish  rapport  on  the  first  contact,  in 
prospecting. 

2.  Recognize  signals  given  by  the  prospect  both  verbally 
and  non-verbally  and  respond  appropriately  to 
establish  and  maintain  rapport. 

3.  Establish  rapport  with  others  besides  the  prospect. 

4.  Handle  challenges  and  objections  while  still 
maintaining,  enhancing,  or  re-establishing  rapport. 

The  following  is  a  detailed  description  of  each  of  the 
above  tasks  based  on  the  Blueprint  section  of  PCSP  sequence  #2 
in  Appendix  B. 

Establish  rapport  on  the  first  contact,  in 
prospecting.  The  recruiter  uses  softeners  and  other  prospecting 
and  objection  handling  techniques  to  introduce  himself  and  the 
concept  of  the  Army,  when  establishing  rapport  with  prospects  (see 
Prospecting  and  Handling  Objections) .  He  may  join  in  activities, 
such  as  sports  or  others,  that  they're  involved  in  as  well. 

Recognize  signals  given  by  the  prospect  both  verbally 
and  non-verbally  and  respond  appropriately  to  establish  and 
maintain  rapport.  Recruiters  follow  some  general  rules  in 
responding  to  body  language.  For  example,  if  the  prospect  is 
leaning  forward,  has  a  “wide-eyed  look,"  exhibits  more  body 
motion,  shows  greater  animation  in  his  hands  and  face,  and  has  an 
“open”  posture,  it  usually  means  rapport  is  well  established. 

The  lack  of  these  generally  means  sufficient  rapport  is  not  yet 
established.  The  recruiter  will  often  try  to  match  the  prospect 
on  these  physical  measures  to  give  him  a  sense  of  being  with 
someone  who  can  understand  him  and  be  trusted. 

Verbally,  if  the  prospect  is  more  talkative,  asks  sincere 
questions,  joins  in  on  or  initiates  jokes,  it  can  indicate  a 
greater  level  of  interest  ard  attention  and,  thus,  a  higher  level 
of  rapport.  Silence  or  relatively  little  talking,  lack  of 
questions,  a  monotone  voice,  and  so  forth  usually  mean  rapport  is 
not  well  enough  established  or  the  prospect  is  not  yet 
comfortable. 

More  importantly,  the  recruiters  seem  to  develop  their 
own  idiosyncratic  rules,  especially  in  regard  to  non-verbal 
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behavior.  Since  these  vary,  and  conflict  between  recruiters,  it 
is  difficult  to  make  too  many  generalizations  other  than  those 
listed  above.  This  is  an  area  in  which  personal  style,  community 
or  regional  differences,  and  individualized  approaches  need  to  be 
considered. 

Recruiters  use  a  variety  of  softening  techniques, 
pace  content,  and  use  P,  to  set  the  prospect  at  ease  and  get  him 
to  trust  and  open  up  to  the  recruiter.  Use  of  the  following 
patterns  is  demonstrated  in  this  section:  C-POST,  P,  MO,  C-EX, 
S-CON,  MF  (meta-comment),  RE-D,  TAG,  IK,  FP-CON,  C/U,  CEQ,  A-OUT, 
C/FS,  C/D,  SD,  and  UV  —  all  within  a  pace  frame. 

The  recruiter  may  use  C-POST  to  introduce  concepts  within 
a  PF:  "Wouldn't  it  be  nice  ..." 

One  common  and  effective  way  of  using  P,  in  a  PF,  is  by 
using  words  like  "us"  and  "we,"  to  suggest  that  the  prospect  and 
the  recruiter  are  "on  the  same  team,"  even  when  the  recruiter  is 
actually  rushing  the  prospect  through  the  system.  This  can  be 
combined  with  FP-CON  in  a  complimentary  fashion  to  ease  the 
tension  created  by  the  increase  in  the  speed  of  the  cycle:  "... 
let's  deal  with  this  ...  get  your  physical,  put  you  in  the  Army 
...  a  good  member  of  the  Army  ..." 

He  may  combine  PF,  MF  (meta-comment),  and  P:  "I've  had  a 
rough  day  ...  sit  back  ...  enjoy  time  with  you  ...  "  Or,  combined 
with  TAG:  "You're  not  very  talkative,  are  you?  ...  "you’re  not 
like  this  at  home,  are  you?" 

In  the  form  of  a  question,  the  recruiter  can  use  C-EX, 
S-CON,  and  P:  "...  what  does  mom  do  to  get  you  out  of  this  shell?" 

He  can  combine  a  number  of  patterns,  such  as  PF,  FP-CON, 
C/U,  CEQ,  A-OUT,  IN  to  shift  the  discussion,  from  simple  pacing, 
to  leading  the  prospect  in  a  new  direction:  "I  can  kind  of 
relate  to  that  because  1  was  an  old  farm  boy  myself  ...  What  kind 
of  crops  do  you  raise?  ...  Wheat  and  corn?  ...  very  good  crops 
...  you  are  really  playing  an  important  part  in  the  future  of 
this  country  . . .  Another  way  you  could  serve  your  country  ..." 

He  can  also  combine  C/FS,  C/D,  SD,  N,  MO,  UV,  RE-D,  TAG, 
and  P  as  above  in  Prospecting  to  relate  the  Army  directly  to 
particular  needs  and  fears  the  prospect  has  told  him  about:  "... 
short  period  of  time  ...  not  here  to  take  you  away  ...share  about 
ten  minutes  of  my  time  . . .  valuable  programs  ...  could  possibly 
benefit  you  ...  put  you  in  a  position  where  you  can  better  help 
your  father  later  on  ...  You  do  want  to  help  your  father  later 
on,  don't  you?" 

The  recruiter  may  change  the  setting  of  the  interview,  or 
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have  others  present  (or  not  present),  if  he  feels  this  is 
necessary  to  make  the  prospect  comfortable.  Use  of  the  following 
patterns  is  demonstrated  in  this  section:  P,  MF,  PF,  and  UV. 


In  a  case  in  which  the  recruiter  knew  the  prospect  was 
interested  in  electronics,  he  conducted  the  interview  in  Radio 
Shack,  setting  it  up  casually  with  MF,  PF,  UV,  and  P,  in  asking 
the  prospect  for  advice  in  a  nice  role  reversal:  ”...  come  look 
at  something  with  me  ...  I'm  thinking  about  buying  ...  don't  know 
much  about  ...” 

The  recruiter  may  use  various  techniques  of  chunking  to 
individualize  the  presentation  also.  He  may  personally 
compliment  the  prospect,  as  well  as  whatever  is  necessary  to  let 
him  know  he  is  thinking  of  him  as  a  person,  not  just  another 
prospect.  The  use  of  C/D,  S-CON,  and  P  is  demonstrated  in  this 
section. 


The  recruiter  can  combine  C/D  and  P:  "...  get  a  program 
planned  especially  just  for  you."  Or  S-CON  and  P:  "What  do  you 
want?  ...  I'll  get  it  for  you." 

Establish  rapport  with  others  besides  the  prospect. 

The  recruiter  recognizes  the  individual  and  personal  goals  of 
others  besides  prospects:  the  welfare  of  the  young  people,  the 
good  of  the  community,  and  so  forth.  He  uses  pacing  patterns  to 
express  these  to  people  in  soft,  non-threatening  ways.  The 
following  patterns  are  demonstrated  in  this  section:  p,  MF, 

RE-D,  CEg,  and  IN. 

Using  MF,  P,  RE-D,  CEQ,  and  IN,  the  recruiter  can  soften 
the  concept  of  the  Army  and  place  it  in  a  more  positive  light: 
"...look  forward  to  working  ...  to  satisfy  ...  son's  needs  as  far 
as  his  education  is  concerned  ...  Army  is  a  development 
company. " 


Handle  challenges  and  objections  while  still 
maintaining,  enhancing,  or  re-establishing  rapport.  All  the 
techniques  of  handling  objections  are  used  here,  within  a  pacing 
framework  (see  Handling  Objections).  The  following  patterns  are 
demonstrated  here:  P,  MR,  MO,  AWARE,  YB-CON,  M/W,  IN,  and  MF. 

The  recruiter  may  use  P,  MR,  MO,  AWARE,  and  YB-CON  as 
above  in  anticipating  objections  in  prospecting:  "I  know,  that 
John,  it  probably  sounds  kind  of  rude  and  abrupt  ...”  Or, 
combining  M/W,  IN,  MF  in  a  vague  softening  way  (ree  Handling 
Objections):  ”1  appreciate  your  opinions  ...  everybody  has 
theirs  as  far  as  what  took  place  (Viet  Nam]  and  was  it  right,  was 
it  wrong  and  I'm  not  here  to  judge  and  I'm  really  glad  that  you 
gave  me  the  inside  about  what  you  feel  about  it.” 
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Needs  and  Interests 


Overview 


Finding  needs  and  interests  involves  good  questioning,  or 
information  gathering,  techniques.  The  goals  and  tasks  of  needs  and 
interests  are  virtually  identical  to  those  of  qualification  (see 
also  Qualif ication ) .  The  main  difference  is  that  rapport  must  be 
maintained  and  enhanced  during  this  phase.  This  is  paramount  since 
the  establishing  of  needs  and  interests  sets  up  FEBA,  the  actual 
sales  presentation  that  the  recruiter  makes  to  the  prospect. 

Procedures  and  Patterns 


The  recruiter  has  the  following  tasks  associated  with  needs 
and  interests: 

1.  The  recruiter  will  set  the  frame  and  control  the 
nature  of  information  sought,  especially  regarding 
the  level  of  specificity,  to  get  information  that  is 
as  accurate  as  possible  and  as  complete  as  necessary. 

2.  The  recruiter  will  get  the  prospect  to  cooperate  once 
the  frame  is  set. 

The  following  is  a  more  detailed  discussion  of  each  based  on 
the  Blueprint  section  of  PCSR  sequence  #3  in  Appendix  B. 

The  recruiter  will  set  the  frame  and  control  the  nature  of 
information  sought,  especially  regarding  the  level  of  specificity, 
to  get  information  that  is  as  accurate  as  possible  and  as  complete 
as  necessary.  To  get  general  information  about  needs  and  interests, 
the  recruiter  will  often  first  get  the  prospect  talking  about 
himself.  He  may  use  the  following  patterns  discussed  here:  MF, 

PF,  M-4,  AIF,  and  MO. 

Using  MF  and  PF  he  can  simply  say:  "Tell  me  about  your¬ 
self  ...  I  want  to  get  to  know  you  ..." 

He  may  then  set  up  hypothetical  situations  which  allows 
the  prospect  to  let  his  mind  wander  freely  using  M-4,  AIF,  MO,  and 
other  patterns,  e.g.:  "If  you  could  have  anything  you  wanted,  what 
might  it  be?" 

Then  the  recruiter  will  get  more  specific  information, 
such  as  the  dominant  buying  motive.  The  recruiter  can,  by  using 
P,  C/D,  C-POST  and  S-CON,  softly  "slide  into"  the  possibilities, 
e.g.:  "You  can  join  for  what  you  want  ..."  Or:  "Is  that  what 
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this  means  to  you."  Perhaps:  "Which  of  these  is  most 
important?"  Or:  "If  you  could  have  all  of  these,  which  would 
you  want  most?"  Setting  up  a  hypothetical  situation:  "...  if 
you  had  to  take  ten  areas  ...  those  ten  areas  right  there,  and 
choose  the  most  important  to  you  right  now  in  your  life  ...  what 
would  it  be? 

When  the  recruiter  feels  he  has  enough  information,  he 
will  begin  to  relate  interests  to  some  aspect  of  Army  service 
using  a  variety  of  patterns  including  vague  statements  using  N 
and  SO,  reframes,  and  contingency  patterns  to  relate  one  thing  to 
another,  e.g.,  using  S-CON,  N,  SD,  MO,  RE-D,  CEQ,  and  C-EX  in 
response  to  something  the  prospect  has  said:  "If  you've  thought 
about  that,  then  you've  already  thought  about  'service  to  your 
country.'"  This,  too,  can  obviously  be  done  in  a  vast  number  of 
ways  (see  FEBA) . 

The  recruiter  will  get  the  prospect  to  cooperate  once 
the  frame  is  set.  If  the  recruiter  doesn’t  believe  the  prospect 
is  trying  very  hard  to  give  him  good  information  about  his  needs 
and  interests,  he  may  gently  ridicule  the  prospect.  This  can  be 
done  to  motivate  him  by  slightly  changing  the  frame  using  C-POST, 
S-CON,  M-4,  MF,  and  P,  e.g.:  "We  are  both  intelligent  people  ... 
you  should  be  able  to  think  of  something  that  interests  you." 

Or:  "My  small  child  could  answer  these  questions."  Or  maybe: 

"There  must  be  something  you're  interested  in." 

Which  of  these  forms  the  recruiter  chooses  will  depend, 
of  course,  on  the  level  of  rapport  he  has  established  with  the 
prospect  up  to  this  point. 

FEBA:  Facts  —  Evidence  —  Benefits  —  Agreements 


Overview 


FEBA  is  an  acronym  for  Facts,  Evidence,  Benefits, 
Agreements.  This  is  the  section  of  the  sales  cycle  in  which  the 
recruiter  actually  "sells"  the  Army  to  the  prospect.  Based  on 
the  rapport  he  has  established,  the  prospect's  needs  and 
interests,  plans  for  the  future,  present  circumstances, 
qualifications,  and  any  other  pertinent  information,  the 
recruiter  will  tell  the  prospect  why  he  should  join  the  Army.  He 
will  (a)  present  Facts  about  the  Army,  (b)  provide  evidence  to 
support  those  facts,  (c)  show  how  these  things  will  directly 
benefit  the  prospect,  and  (d)  get  the  prospect  to  agree  that 
these  are  the  things  that  he  wants. 

To  accomplish  this,  the  recruiter  categorizes  the 
prospect  on  a  number  of  levels.  This  gives  him  a  basic  idea  of 
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who  the  prospect  is  on  these  levels,  and  how  he  may  match  this  to 
what  the  Army  has  to  offer. 

1.  Test  Score  Category  (TSC) :  I,  II,  III,  or  IV  with  I 
being  very  high,  II  and  III  being  high,  and  IV  being 
low. 

2.  Income  level:  very  low,  very  high,  moderate 

3.  Education  level:  high  school  graduate,  not  a  high 
school  graduate,  some  technical  training,  college 
student  or  college  graduate 

4.  Current  work  status:  in  school,  in  training,  working 
(at  less  than  a  desirable  job) ,  doing  nothing 

5.  Family  status:  single,  engaged  or  has  a  serious 
relationship,  married,  has  dependent  family 

6.  Service  status:  interest  level  (already  sold  on  the 
Army,  or  sold  on  the  service  -  but  not  sure  which 
branch) ,  attitude  of  relatives  or  others  who  are 
exerting  pressure,  prior  service,  other  factors 

Based  on  thi6  determination,  the  recruiter  can  make  some 
generalizations  about  which  specific  features  of  Army  life,  the 
prospect  may  be  most  interested  in.  If  the  recruiter  has 
determined  the  prospect's  dominant  buying  motive,  he  knows  what 
feature  the  prospect  is  most  interested  in.  If  he  has  not 
determined  a  dominant  buying  motive,  he  can  make  some  assumptions 
based  on  what  many  others  in  those  same  categories  usually  want. 
Either  way  he  will  sell  the  prospect  the  concept  of  the  Army  as  a 
whole,  along  with  the  specific  features  he  is  most  interested  in, 
or  those  that  best  fill  his  needs.  A  general  listing  of  the 
features  follows: 

1.  The  Army  as  a  whole 

2.  Service  to  country 

3.  A  stable  future,  help  for  family 

4.  College,  continued  education  (after  Army  service  — 
money  for  later) 

5.  College,  training  or  education  (during  service) 

6.  A  job  (work,  income) 

7.  Adventure 
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8.  Life  experience  (including  travel) 

Next  the  recruiter  designs  a  way  of  presenting  his 
features  to  the  prospect  in  a  way  that  will  get  him  interested  in 
the  Army  and  its  benefits,  motivated  to  want  to  get  these  things, 
and  convinced  that  the  Army  is  the  best  way  for  him  to  get  them. 
All  of  this  sets  up  the  close. 

Procedures  and  Patterns 


There  are  three  overall  tasks,  each  containing  several 
smaller  tasks  and  procedures,  associated  with  FEBA. 

1.  Determine  how  the  prospect  falls  into  certain 
categories  and  adjust  the  conditions  of  the 
interviewing  session  if  necessary. 

2.  Based  on  the  prospects  needs  and  interests,  and  on 
the  above  mentioned  category  determination,  the 
recruiter  decides  which  features  to  concentrate  on. 

3.  The  recruiter  uses  decisions  from  1  and  2,  coupled 
with  his  sales  presentation  skills,  to  design  and 
present  relevant,  interesting,  and  motivating 
information  to  the  prospect. 

The  following  is  a  thorough  discussion  of  each  of  these 
tasks  based  on  the  Blueprint  section  of  PCSR  sequence  I  4  in 
Appendix  B. 

Determine  how  the  prospect  falls  into  certain 
categories  and  adjust  the  conditions  of  the  interviewing  session 
if  necessary.  The  recruiter  first  rates  the  prospect  on  each  of 
the  following  categories: 

1.  Test  Score  Category  (TSC) :  I,  II,  III,  or  IV  with  I 
being  very  high,  II  and  III  being  high,  and  IV  being 
low. 

2.  Income  level:  very  low,  very  high,  moderate 

3.  Education  level:  high  school  graduate,  not  a  high 
school  graduate,  some  technical  training,  college 
student  or  college  graduate 

4.  Current  work  status:  in  school,  in  training,  working 
(at  less  than  a  desirable  job) ,  doing  nothing 

5.  Family  status:  single,  engaged  or  has  a  serious 
relationship,  married,  has  dependent  family 
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6.  Service  status:  interest  level  (already  sold  on  the 
Army,  or  sold  on  the  service  -  but  not  sure  which 
branch),  attitude  of  relatives  or  others  who  are 
exerting  pressure,  prior  service,  other  factors 

Next  he  also  decides  if  the  conditions  of  the  interview 
are  conducive  to  his  presentation.  There  are  several  possible 
conditions  the  recruiter  may  find  himself  in  with  a  prospect  or 
prospects: 

1.  The  prospect  alone  with  the  recruiter. 

2.  Multiple  applicants  with  the  recruiter. 

3.  Parents  or  other  family  are  present,  influencing  the 
prospect . 

The  recruiter  must  decide  how  to  proceed  based  on  the 
prospect's  ability  to  make  a  decision.  In  some  cases  he  can 
simply  make  his  presentation  to  the  prospect  with  no  problem.  In 
others  this  may  not  be  wise. 

If  there  is  more  than  one  prospect,  for  example  if  two 
friends  come  in  together,  the  recruiter  will  have  to  determine  2 
things.  First,  will  the  two  applicants  help  each  other,  and  the 
recruiter,  or  hinder  one  another,  and  the  entire  process,  through 
their  influence  on  each  other.  Second  the  recruiter  must  decide 
if  their  needs  and  interests  are  similar  enough  to  allow  for  a 
single  presentation  to  both  of  them. 

If  the  recruiter  feels  he  can  use  their  relationship  to 
his  advantage,  for  example  setting  up  a  friendly  competition 
between  them  so  that  they  work  toward  joining,  then  it  may  be 
helpful  to  keep  them  together.  If  the  recruiter  feels  that  they 
are  pressuring  each  other  too  much  to  be  able  to  make  good 
decisions,  or  use  good  judgement  based  on  their  own  individual 
needs,  he  should  separate  them. 

If  the  two  prospects  have  similar  needs  and  interests, 
the  recruiter  can  save  time  and  use  their  relationship  to  enhance 
his  presentation.  If  their  needs  and  interests  are  very 
different,  they  should  be  separated  and  each  talk  to  a  different 
recruiter  if  possible,  or  as  a  second  choice,  make  separate 
appointments. 

Another  major  factor  the  recruiter  will  have  to  consider 
is  whether  the  prospect  can  make  his  own  decision  about  joining 
the  Army.  He  may  not  be  able  to  determine  this  until  an 
objection  comes  up  later,  but  if  he  can  do  so  at  this  point  he 
may  be  better  off  because  he  can  change  the  conditions  of  the 
interview  to  include,  or  exclude,  other  significant  people  who 


could  affect  this  decision.  These  include  parents,  siblings 
(especially  those  in  the  service  or  with  prior  service 
experience),  a  girl  friend,  boy  friend,  fiance,  or  any  other 
significant  person  in  the  prospect's  life.  It  is  wise  to  include 
any  of  these  people  in  some  portion  of  the  sales  presentation  if 
they  could  help  or  hinder  the  sale.  It  is  also  wise  to  save  some 
significant  feature,  benefit,  or  idea  to  present  to  that 
significant  other  person,  specifically  relevant  to  their  own 
needs  or  interests.  It  must  be  remembered  that  the  recruiter  is 
often  better  equipped  to  present  this  information  than  the 
applicant,  but  this  is  a  judgement  that  needs  to  be  made  in  each 
individual  case. 

Based  on  the  prospects  needs  and  Interests,  and  on 
the  above  mentioned  category  determination,  the  recruiter  decides 
which  features  to  concentrate  on.  The  recruiter  has  gathered 
information  about  the  prospect's  needs  and  interests  already,  as 
well  as  determining  how  he  or  she  falls  into  each  of  the  above 
categories.  He  now  must  decide  which  feature  (s)  to  sell 
specifically.  He  has  the  following  general  features: 

1 .  The  Army  as  a  whole 

2.  Service  to  country 

3.  A  stable  future,  help  for  family  (Stable  fut) 

4.  College,  continued  education  —  after  Army  service, 
money  for  later  (Coll/ed) 

5.  College,  training  or  education  —  during  service 
(Train/ed) 

6.  A  job,  work,  income  (Job) 

7.  Adventure  (Adventure) 

8.  Life  experience,  including  travel  (Life  exp) 

The  recruiter  sells  the  Army  as  a  whole  to  everyone, 
regardless  of  which  other  features  he  sells,  but  in  a 
personalized  way.  The  same  goes  for  service  to  country,  though 
this  is  highly  stylistic  among  recruiters.  If  he  has  established 
a  dominant  buying  motive  that  seems  logical  and  possible  for  him 
to  meet,  then  that  is  what  he  should  sell.  Beyond  that  there  are 
no  firm  rules  for  who  he  should  sell  which  features  to.  If  he  is 
not  sure,  there  are  some  generalizations  that  can  be  made  — 
relatively  safely.  The  accompanying  table  showing  relationships 
between  category  determination  and  features  are  meant  to  be  used 
only  as  guidelines,  or  a  place  to  start,  not  rules.  Each  may  be 


Table  4 

Features  to  Sell  After  Category  Determination 


Category 

TSC: 

IV 

III,  II 

I 

Job 

Train/ed 

Stable  fut 

Coll/ed 

Any 

Adventure 

Life  exp 

Income 
level : 

Very  low 

Moderate 

Very  high 

Job 

Stable  fut 
Coll/ed 

Any 

Life  exp 

Adventure 

Education 
level : 

Non-grad/tr 

HS  grad/coll 

Coll  grad 

Train/ed 

Job 

Coll/ed 

Coll/ed 

Adventure 

Train/ed 

Adventure 

Life  exp 

Current 

status : 

Work/nothing 

Training 

School 

Job 

Train/ed 

Stable  fut 

Train/ed 

Job 

Coll/ed 

Adventure 

Family 
status : 

Single 

Engaged 

Married/dep  fam 

Any 

Job 

Stable  fut 
Coll/ed 

Stable  fut 

Job 

Train/ed 

Mote.  These  features  are  the  most  common  ones  found  to  be 
of  interest  in  each  category.  Individual  prospects  may  or  may 
not  fit  these  generalizations.  Service  status  is  not  included 
because  it  relates  more  to  how  to  sell  the  prospect  than  what,  or 
which  features,  to  sell. 
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entirely  inapplicable  for  a  particular  prospect.  The  recruiter 
must  determine  through  feedback,  verbal  and  non-verbal,  frorr,  the 
prospect,  if  he  is  on  the  right  track,  throughout  his  sales 
presentation. 

The  recruiter  uses  the  decisions  he  has  made,  coupled 
with  his  sales  presentation  skills,  to  design  and  present 
relevant,  interesting,  and  motivating  Information  to  the 
prospect.  Here  the  recruiter  actually  goes  through  the  sales 
presentation  to  the  prospect  based  on  FEBA:  Facts  --  Evidence  — 
Benefits  —  Agreement. 

To  give  facts,  the  recruiter  introduces  features  the 
prospect  has  shown  a  need  for  or  an  interest  in,  based  on  the 
determinations  and  decisions  he  has  made  thus  far.  This  is 
similar  to  the  sections  of  prospecting  in  which  he  gives  basic 
information,  in  a  way  that  will  create  curiosity  and  motivation 
to  want  to  learn  more.  The  following  patterns  are  demonstrated 
here:  C-POST,  AWARE,  and  CEQ. 

The  recruiter  will  use  softeners  such  as  C-POST  and  Aware 
to  introduce  the  feature  or  fact:  "Have  you  ever  thought  about  .. 

He  may  also  use  CEq  or  other  patterns  to  create  curiosity 
and  a  sense  of  a  unique  opportunity:  "Jumping  out  of  a  plane  ... 
unusual,  not  something  everyone  can  do." 

The  recruiter  may  need  to  present  evidence  to  legitimate 
his  facts,  or  the  existence  of  the  features  he  has  introduced  to 
the  prospect.  He  can  use  the  actual  contract  the  prospect  would 
sign,  the  sales  book  with  its  pictures,  or  JOIN.  He  may  also  use 
his  personal  experiences  in  the  Army  as  a  M-4:  "Let  me  tell  you 
how  I  did  it."  Most  of  this  is  a  matter  of  recruiter  style  and 
the  individual  needs  of  the  prospect. 

The  recruiter  will  relate  the  specific  features  he  is 
selling  directly  to  the  needs  and  interests  he  has  discovered,  in 
a  way  that  makes  it  personal  to  the  prospect.  He  will  do 
whatever  he  can  to  create  the  actual  experience  of  the  benefits 
the  prospect  will  gain  from  having  the  features.  There  are  three 
overall  steps  in  thi6  process: 

1.  Relate  features  directly  to  the  prospect's  needs  and 
interests. 

2.  Provide  a  real  experience  by  altering  the  prospect's 
perception  of  time  and  place  through:  (a)  Fantasy 
and  painting  pictures,  (b)  chains,  metaphors,  and 
strategies,  (c)  role  playing  or  role  reversal,  and/or 
(d)  combinations  of  these  and  other  patterns. 
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3.  Convince  the  prospect  of  benefits  through: 

(a)  Comparisons,  (b)  motivators  and/or  challenges,  or 
(c)  a  combination  of  these. 

To  relate  the  features  directly  to  the  prospect's  needs 
and  interests  the  recruiter  can  use  a  number  of  methods  and 
patterns.  The  following  patterns  are  demonstrated  here:  UV,  P, 
MR,  HOC,  YB-CON,  MO,  A-OUT,  and  MP. 

The  recruiter  may  use  UV,  P,  and  MR  to  vaguely  connect 
specifics  to  the  prospect's  desires:  "...  letters  of 
commendation  ...  something  an  employer  will  look  at  ..."  Or: 

"I'm  sure  you're  the  type  who  wants  to  excel  ..." 

The  recruiter  may  also  use  HOC  and  YB-CON  to  match  the 
priorities  in  which  the  prospect  wants  to  accomplish  his  goals, 
qualifying  what  he  says  using  MO,  as  a  softener,  or  a  way  out,  in 
case  his  suggestion  is  not  well  received:  "...  you  want 
something  that's  more  of  a  challenge  ...  unless  I'm  misreading 
you,  continuing  education  is  important,  but  not  at  this  point  ... 
eventually  ..." 

Similarly  he'll  use  A-OUT:  "You've  accomplished  this, 
now  we'll  put  you  through  ..."  This  can  be  used  to  offer  a 
unique  opportunity  different  that  what  the  prospect  has 
experienced  before. 

The  recruiter  may  further  use  P  and  MF  to  both  introduce 
possibilities  and  maintain  rapport  with  the  use  of  "we"  or  "us": 
"Well  let's  take  a  look  at  it  ...  let's  think  about  what  you  want 
to  accomplish."  This  enhances  rapport,  introduces  the  feature, 
and  gets  the  prospect  thinking  about  what  the  feature  will  do  in 
helping  him  to  achieve  his  goals. 

To  provide  a  real  experience  of  what  he  is  talking  about 
for  the  prospect,  the  recruiter  will  alter  the  prospect's 
perception  of  time  and  place.  He  can  do  this  through  one  of  a 
number  of  methods:  (a)  Fantasy  and  painting  pictures,  (b) 
chains,  metaphors,  and  strategies,  (c)  role  playing  or  role 
reversal,  and/or  (d)  combinations  of  these  and  other  patterns. 

The  following  patterns  are  demonstrated  here:  FP-CON,  M-4, 

STRAT,  CHAIN,  C-POST,  UV,  MR,  P,  SUB-T  RE-D,  CEQ,  AWARE,  MO,  NBG, 
NEG-Q,  YB-CON,  CE,  MF,  C/U,  TENSE,  and  S-CON. 

There  are  many  patterns  that  the  recruiter  can  use  to 
enhance  his  presentation  in  terms  of  creating  an  experience  of 
the  benefits  for  the  prospect.  These  techniques  include  overall 
principles  such  as  strategies,  chains,  FP-CON,  and  M-4's.  These 
are  generally  designed  to  take  the  prospect,  or  some  other  person 
who  is  involved  such  as  a  parent  or  friend,  into  the  future  where 
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they  can  imagine  the  accomplishments  and  successes  that  go  along 
with  enlistment.  Because  of  this  it  is  often  important  for  the 
recruiter  to  know  how  to  begin  and  end  one  of  these,  as  well  as 
using  what  comes  in  the  middle. 

To  begin,  the  recruiter  will  usually  introduce  an  image 
to  the  prospect  in  the  usual  soft  introduction  methods  such  as 
C-POST,  quite  often  using  UV:  "Have  you  ever  thought  about 
jumping  out  of  an  airplane?" 

He  may  also  begin  by  creating  unpleasant  feelings  --  if 
he  is  sure  he  can  repair  or  relieve  them  to  his  benefit  later,  by 
using  FP-CON,  MR,  and  P:  "You're  going  to  hate  me  ..." 

If  the  recruiter  has  especially  good  rapport  with  the 
prospect,  and  senses  that  the  prospect  admires  or  would  like  to 
emulate  him,  he  may  set  up  a  role  reversal,  using  Sub-T  in  the 
M-4,  to  begin:  "...  think  about  six  years  from  now  you  might  be 
behind  this  desk  talking  to  a  young  man  just  like  I'm  talking  to 
you . " 

For  a  particularly  unpleasant  feature,  to  the  prospect, 
the  recruiter  may  begin  by  reframing  it  to  set  up  a  more  pleasant 
image.  In  this  example  of  reframing  basic  training,  the 
recruiter  uses  RE-D,  CEQ,  AWARE,  and  MO:  "...  true  adventure  ... 
Have  you  ever  been  camping  before?  . . .  look  at  it  as  a  camping 
trip...."  This  not  only  reframes  the  subject,  but  also 
anticipates  the  common  objection  that  comes  up  regarding  basic 
training. 

Next  the  recruiter  needs  to  use  and  enhance  the  image  he 
has  created.  When  the  framework  has  been  set,  and  the  image  the 
recruiter  wants  the  prospect  to  have  has  been  introduced  or 
created,  he  needs  to  carry  it  through  to  give  the  prospect  as 
full  an  experience  as  possible. 

The  recruiter  may  now  put  the  prospect  more  fully  into 
the  picture  by  using  NBG  and  Specific  modifiers:  "...  you're  in 
that  jet  black  truck  with  those  chrome  wheels  ..."  Or:  "... 
after  two  weeks  training,  okay,  putting  on  a  parachute.  Now 
you're  flying  along  ...  You're  looking  out  and  everything  on  the 
ground  is  about  2  inches  tall..."  Or,  to  accomplish  the  same 
thing  he  may  use  Neg-Q:  "Why  don't  you  feel  your  parachute 
deploying  ...?" 

The  recruiter  will  want  to  finish  the  experience  he  has 
created  and  taken  the  prospect  through  in  a  way  that  makes  the 
prospect  feel  good  and  motivated  to  want  more.  He  will  probably 
want  to  leave  the  prospect  with  some  feelings  of  accomplishment 
about  the  experience.  One  powerful  method  is  to  take  the 
prospect  quickly  from  something  unpleasant  to  something  rewarding 
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using  MR  and  RE-D  to  enhance  the  feelings  the  recruiter  wants  him 
to  have:  "You  say  to  yourself,  oh  man,  what  did  1  do  now?  ...  first 
sergeant  starts  reading  your  orders  of  promotion  to  sergeant  E5." 

The  recruiter  may,  in  the  same  sense  but  less  abruptly, 
vividly  describe  all  the  benefits  that  follow  something  the 
prospect  believes  is  unpleasant  such  as  basic  training,  using 
YB-CON,  CE,  ME,  C/U,  P,  and  more:  "Sure  it  will  be  hard,  but  ... 
develop  yourself  and  your  endurance  to  a  level  ...  that  you 
probably  thought  never  existed." 

The  recruiter's  overall  organising  framework  for  creating 
these  experiences  can  take  several  forms,  but  usually  it  will 
begin  with  either  neutral  or  unpleasant  experiences  and  move  the 
prospect  toward  positive  ones  with  good  feelings  attached.  The 
recruiter  may  use  a  combination  of  STRAT  and  SPECIFIC  as  above, 
but  in  the  order  of  a  visual  image,  followed  by  unpleasant 
feeling  to  create  a  bit  of  tension,  finishing  with  a  pleasant 
feeling  or  unspecified  experience  to  relieve  the  tension: 

"You're  looking  around  ...  your  stomach  was  tighter  than  a  knot 
...  now  it's  just  sitting  there..."  This  also  includes  Tense 
changes  and  Sub-T. 

The  recruiter  may  also  use  Chains,  R/S,  S-CON,  and  MF  to 
take  the  prospect,  or  even  some  other  player,  through  a  sequence 
that  sets  up  a  later  comparison,  solidifying  the  experience: 

"...  later  on  in  life  ...  comes  out  ...  gets  his  degree  ...  goes 
to  work  ...  position  open  and  he's  competing  ...  they've  got 
identical  credentials  but  he's  got  prior  service  ...  employer's 
going  to  look  at  that  ..."  Or  to  the  parents  of  a  prospect:  "If 
he  made  it  through  three  years  ...  he's  going  to  continue 
whatever  his  goals  are." 

The  recruiter  can  convince  the  prospect  of  the  benefits 
he  is  trying  to  demonstrate  in  a  variety  of  ways.  Primarily  he 
will  do  so  through:  (a)  Comparisons,  (b)  motivators  and/or 
challenges,  or  (c)  a  combination  of  these.  The  following 
patterns  are  demonstrated  here:  FP-CON,  STRAT,  CHAIN,  C/D,  IN, 

MO,  YB-CON,  P,  A-OUT,  S-CON,  NEG-Q,  HOC,  AS,  OR,  CONS,  C/U,  M-4, 
R/S,  and  C-POST. 

The  recruiter  needs  to  solidify  or  tie  together  the 
experience  he  has  created.  He  may  follow  it  with  a  comparison 
with  the  competition,  for  example  school,  a  job,  another  service, 
end  so  forth.  As  an  alternative  he  may  set  up  some  challenge  or 
other  motivator  that  gets  the  prospect  to  carry  the  excitement 
forward  with  him.  He  may  also  use  a  combination  of  these.  This 
can  be  the  same  as  the  FP-CON,  STRAT,  and  Chains  described  above, 
or  it  can  take  other  forms. 

Comparisons  can  be  made  in  several  ways.  The  recruiter 
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can  compare  future  possibilities  using  FP-CON  and  C/D:  "... 
employer  knows  you  can  work  with  other  people  because  of  service 
[but  doesn’t  know  about  other  people  competing  with  the  prospect] 
..."  Or  just  using  a  direct  comparison:  "...  spent  the  same 
amount  of  time  working  and  in  school  that  this  other  person  just 
spent  in  school  ..."  The  recruiter  may  also  compare  other 
services  to  show  that  Army  competes  favorably  using  IN,  MO, 

YB-CON  and  other  patterns:  "...  like  their  uniforms  better,  I 
can't  fight  that  ...  but  ...  if  it's  because  they  can  offer  more 
skilled  training  ...  guarantee  you  a  station  ...  somebody's 
jerking  your  chain  ..." 

The  recruiter  may  choose  to  use  some  method  of 
motivation,  or  direct  challenges,  at  the  end  of  the  image  he  has 
created  by  using  P,  A-OUT,  S-CON  and  other  patterns:  "...  you're 
going  to  be  proud  ...  wearing  the  uniform  ..."  Or  perhaps:  "... 
going  to  be  challenges  ...  and  the  old  attitude  of  'I  can't  do 
it,'  you'll  find  out  that  will  change."  With  someone  who  comes 
from  a  high  income  home,  the  recruiter  may  use  NEG-Q,  HOC,  AS, 

OR,  CONS  and  other  direct  challenges:  "...  dad  went  through 
these  experiences  ...  you  want  to  sponge  off  him  ...  are  you 
going  to  know  how  to  keep  it  [money]  ...?" 

The  recruiter  may  choose  to  combine  comparisons  with 
challenges  and  motivators  in  some  way.  For  example,  to  compare 
the  Army's  rank  structure  to  the  structure  of  any  other  business, 
the  recruiter  can  use  a  bit  of  humor,  C/U,  M-4,  and  R/S:  "  ... 
president  didn't  start  out  there  ...  actor  first  ..." 

He  may  also  wish  to  set  up  the  prospect  to  answer  no  to 
some  obvious  question  about  a  competing  possibility  —  and  then 
lead  him  right  back  into  wanting  the  Army  using  C-POST  with  a 
little  sarcasm.  In  response  to  viewing  some  people  who, 
obviously,  really  hate  their  work:  "...  guys  are  having  a  lot  of 
fun  at  their  jobs  ...  is  that  what  'job  satisfaction'  means  to 
you?" 


The  recruiter  may  use  a  very  subtle  ending  for  an  image 
that  is  actually  a  suggestion  to  join  using  SCO-AM,  for  example 
at  the  end  of  an  image  of  landing  after  a  parachute  jump:  "... 
and  you  say  to  yourself,  'let's  do  it  again.'"  Of  course  the 
only  actual  way  for  the  prospect  to  do  it  again  is  to  join  the 
Army.  This  suggestion  is  a  strong  but  subtle  motivator. 

Finally  the  recruiter  will  want  to  get  some  agreement 
about  what  he's  been  presenting.  The  recruiter  wants  the 
prospect  to  respond  to  the  experience  he  has  presented  by  an 
open,  clear,  verbal  agreement.  This  sets  up  the  close.  The 
following  patterns  are  demonstrated  here:  P,  S-CON,  and  C/FS. 


The  recruiter  essentially  uses  the  skills  of  closing  to 
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determine  the  effectiveness  of  his  presentation  (see  Closing) . 

He  will  often  use  P  in  the  form  of  two-choice  closes:  "...  which 
would  you  choose...?"  He  may  instead  use  S-CON  in  the  form  of  a 
conditional  close:  "If  I  could  take  care  of  that,  would  that 
take  care  of  it  for  you?"  He'll  also  sometimes  use  direct 
suggestion,  or  commands,  including  S-CON:  "...  if  you  qualify  — 
if  you  don't  you'll  have  to  take  something  else."  The  recruiter 
may,  in  addition  or  instead  of  the  above,  use  P  and  C/FS  to 
presume  acceptance  by  the  prospect:  "We're  going  to  ask  you  to 
do  this  for  us  ...”  making  the  process  more  personal  as  well. 

Closing 


Overview 

Once  the  recruiter  has  made  his  actual  6ales 
presentation,  he  must  close  the  sale.  This  is  the  ultimate  goal 
of  all  the  other  steps  in  the  sales  cycle.  If  the  recruiter  has 
done  his  job  well,  the  close  becomes  the  simplest  step:  the 
recruiter  asks  the  prospect  to  join  the  Army. 

Most  recruiters,  however,  use  several  "warm-up"  steps 
before  just  coining  out  and  asking  for  the  close.  They  will  first 
"test"  the  prospect  to  see  if  he  is  ready  to  agree  to  join. 

These  tests  fall  into  two  major  categories:  (a)  indirect 
methods,  and  (b)  direct  methods.  These  tell  him  how,  and  how 
fast,  he  can  close  the  sale. 

Once  this  is  done,  and  the  recruiter  has  determined  the 
prospect's  readiness  to  agree  to  join  the  Army,  he  will  set  the 
pace  of  the  actual  closing.  Based  on  how  he  has  been 
communicating  with  the  prospect  up  to  this  point,  he  can  rush  the 
close  and  get  it  done  quickly,  or  he  may  decide  that  it  is  best 
to  go  more  slowly.  He  may  use  a  number  of  motivation  patterns  to 
speed  up  the  process  if  he  think6  he  can  do  so  without 
endangering  the  sale  or  his  rapport  with  the  prospect. 

Depending  on  how  he  has  related  to  the  prospect  to  this 
point,  there  are  three  basic  ways  to  ask  for  the  close:  (a) 
directly  asking,  or  telling,  the  prospect  to  join?  (b)  giving  the 
prospect  a  "two-choice"  close;  or  (c)  setting  the  prospect  up  for 
a  "conditional  close.”  All  of  these  can  be  equally  effective. 

The  recruiter  will  choose  one  based  on  his  rapport  with  the 
prospect,  the  way  the  prospect  has  been  responding  to  his 
presentation,  and  the  recruiter's  personal  style. 

Even  when  the  prospect  has  agreed  to  join  the  Army,  the 
recruiter  is  not  finished.  He  now  has  to  prepare  the  prospect 
for  processing  at  the  MEPS  site.  He  also  has  to  prepare  the 
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prospect  for  service,  especially  the  first,  possibly  difficult, 
adjustments  he  will  have  to  make  including  leaving  home,  handling 
basic  training,  and  becoming  a  soldier.  This  is  done  to  prevent 
"buyer’s  remorse”  and  keep  the  prospect  pleased  about  his 
decision  and  motivated  to  do  well  in  the  Army.  The  recruiter 
will  invariably  use  a  variety  of  motivation  techniques  to  insure 
that,  once  the  prospect  has  gone  through  processing,  and  left  for 
basic  training,  that  he  will  stay  in  touch  with  the  recruiter. 

The  best  recruiters  maintain  contact  with  new  recruits, 
keep  in  touch  with  their  families,  and  help  out  with  any  problems 
that  may  arise  while  the  new  recruit  is  adjusting  to  life  in  the 
Army.  This  "service  after  the  sale"  not  only  insures  that  the 
new  recruit  will  remain  happy  about  his  decision  to  join  the 
Army,  but  it  will  also  help  feed  the  recruiter's  referral  system 
(see  Prospecting). 

Procedures  and  Patterns 

The  recruiter  has  the  following  tasks  associated  with 
closing  the  sale: 

1.  Testing  the  prospect  to  determine  his  readiness  to 
agree  to  join  the  Army. 

2.  Insuring  that  the  recruiter  controls  the  pace  of  the 
actual  closing  of  the  sale. 

3.  Asking  for,  and  getting,  the  close. 

4.  Preparing  the  prospect  for  the  KEPS  site  once  the 
close  has  been  successful,  and  motivating  him  to 
continue  contact  with  the  recruiter  throughout  basic 
training . 

The  following  is  a  detailed  description  of  each  of  these 
tasks  based  on  the  Blueprint  section  of  PCSR  sequence  #5  in 
Appendix  B. 

Testing  the  prospect  to  determine  his  readiness  to 
agree  to  join  the  Army.  The  recruiter  can  use  either  indirect 
or  direct  methods  to  test  the  prospect  for  his  level  of  readiness 
to  join  the  Army. 

The  first  of  the  indirect  methods  the  recruiter  may  use, 
is  to  simply  use  a  lot  of  "we"  statements  as  he  talks  to  the 
prospect,  thus  assuming  that  the  prospect  is  already  part  of  the 
Army.  This  presupposing  of  agreement  will  elicit  some  response 
from  the  prospect  of  either  greater  comfort,  relaxation,  and 
increased  rapport  if  he  is  ready,  or  less  of  these  if  he  is  not. 
The  recruiter  simply  reads  the  obvious  verbal  and  non-verbal 
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signals  to  determine  the  effect. 

Another  way  of  testing  the  prospect  is  for  the  recruiter 
to  describe  the  processing  and  enlistment  cycle,  and  again,  to 
pay  attention  to  how  the  prospect  responds.  He  will  use  FP-CON, 
taking  the  prospect  into  future  benefits  just  as  in  FEBA,  using 
UV's,  NEG-Q  and  C-POST  to  make  it  easy  for  the  prospect  to 
respond  with  a  "yes,"  but  difficult  to  say  no,  for  example:  [if 
we  can  do  all  that]  "...  you  ...  wouldn't  think  of  a  reason  not 
to  join?" 


If  the  recruiter  i6  still  not  sure,  he  can  use  a  direct 
method  of  testing  the  prospect  for  readiness  to  join.  He’ll 
simply  skip  these  preliminary  steps  and  "trial  close"  actually 
asking  the  prospect  if  he  is  ready  to  join  the  Army,  or  if  he 
feels  the  recruiter  has  shown  him  something  that  would  warrant 
joining.  The  prospect  will  either  say  yes,  and  agree  to  join,  or 
at  least  agree  in  principle  that  it  will  fit  his  needs  and 
interests,  or  he'll  give  the  recruiter  more  signals  about  what  to 
do. 


Insuring  that  the  recruiter  controls  the  pace  of  the 
actual  closing  of  the  sale.  The  recruiter  has  a  choice  of 
several  forms  of  motivators  to  choose  from  to  get  the  prospect  to 
make  his  decision  fairly  quickly,  or  alternatively ,  to  take  more 
time.  These  include  (a)  pointing  out  the  limits  of  the  prospect's 
opportunities;  (b)  directly  telling  the  prospect  not  to  delay  his 
decision,  supported  by  realistic  factors;  or  (c)  helping  the 
prospect  with  the  actual  decision  making  process  itself.  The 
recruiter  may  also  alter  the  prospect's  perception  of  time 
frames.  He  will  speed  things  up  if  he  feels  this  will  help.  He 
may  also  slow  things  down  if  the  prospect  is  the  kind  of  person 
who  needs  time  for  decisions,  or  if  he  responds  negatively  to 
being  rushed.  The  following  patterns  are  demonstrated  here:  C/D, 
MF,  R/S,  CE,  C/U,  M-4,  CONS,  C-POST,  and  P. 

The  recruiter  will  often  motivate  the  prospect,  in  one  of 
several  ways,  to  make  his  decision.  He  may  point  out  to  him  that 
his  current  opportunities  may  not  last  long,  and  that  if  he  waits 
he  could  miss  his  chance  to  get  what  he  wants.  Using  C/D,  MF, 
and  R/S:  "...  windows  of  opportunity  ...  got  to  remember  with  our 
constraints  ...  somebody  might  have  just  canceled  ..."  Or  using 
CE  (implied  causation  here):  "...  the  longer  you  wait,  the  less 
the  jobs  are  ..." 

This  ties  in  closely  with  simply  telling  the  prospect  the 
realities  of  the  situation  he  is  in,  and  how  he  should  proceed. 

For  example,  a  prospect  will  often  want  to  take  any  tests  he  will 
have  to  take,  before  making  a  commitment,  to  see  how  he  does  and 
relieve  himself  of  some  of  the  responsibility  for  making  up  his 
mind.  The  recruiter  can  counter  this  using  C/D  and  R/S:  "  _ 
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costs  the  tax  payers  about  a  hundred  dollars  just  to  give  you  the 
test  ...  a  hundred  dollars  of  my  taxes." 

The  recruiter  can  also  use  other  direct  methods  with  R/S, 
M-4,  and  C/U:  "  ...  don’t  you  think  mom  and  dad  are  going  to 
break  your  plate  eventually  ...?"  Or:  "...  are  you  going  ... 

(to  procrastinate]  ...  for  the  rest  of  your  life?" 

He  may,  in  the  same  sense,  point  out  specifics  about 
waiting  using  CONS:  "The  day  you  graduate  high  school  ...  go 
into  a  totally  different  category  for  us  ..." 

He  can  also  relate  directly  back  to  benefits,  as  in  FEBA, 
still  using  hard  reality  (R/S):  "  ...  we're  talking  dinero  here 

buddy  ..." 


The  recruiter  can  also  help  the  prospect  by  pointing  out 
the  decision  process  itself,  and  its  importance  using  C-POST,  P, 
and  R/S:  "Are  you  the  type  ...  make  a  decision  and  stick  with 
it?"  Or:  "You've  put  thought  into  this  ...  Army  puts  a  lot  of 
money  into  this  ..." 

The  recruiter  can  control  the  prospect's  sense  of  time  by 
(a)  defining  the  time  frame  for  him,  (b)  speeding  it  up,  or  (c) 
slowing  it  down.  The  following  patterns  are  demonstrated  here: 

MO  (possibility,  necessity),  S-CON,  C-POST,  C/FS,  PF,  P,  and 
SUB-T. 

In  defining  a  time  frame,  the  recruiter  can  tell  the 
prospect,  directly,  that  the  time  to  join  is  now,  using  P  and  MO 
(necessity):  "You've  had  enough  time  ..."  Or  maybe:  "We  have  to 

do  it  now,  you  gotta  go  now  ..."  Less  directly  he  can  al6o  use  P 
and  MO  (possibility)  with  S-CON  in  the  form  of  a  C-POST:  "If  I 
give  you  a  week  to  think  it  over  will  you  join?"  This  creates 
the  illusion  of  choice. 

The  recruiter  can  speed  up  the  process  using  C-POST, 

S-CON,  P,  SUB-T,  and  C/FS:  "What's  the  difference  between  60 
days  and  30  days  ...  Are  you  ready  to  go  on  the  16th  of  April  if 
that  comes  up?  Well.  Okay,  John,  what  if  it  came  up  for  the 
16th  of  June?"  Or  perhaps:  "...  why  don’t  we  take  the  test 
Wednesday,  and  join  Friday."  Possibly:  "...  when  you  go  down 
there  then  after  you  graduate,  you'll  be  leaving  within  a  couple 
days  or  a  couple  weeks  or  a  couple  months." 

The  recruiter  may  also  decide  to  slow  things  down  a  bit 
to  allow  the  prospect  to  make  a  careful  decision,  if  he  thinks 
that  is  called  for,  using  C/D:  "1  can  see  you're  an  individual 
...  don't  expect  you  to  jump  on  the  bandwagon  ..."  This  gives 
the  prospect  a  little  relief  and  shows  respect  for  his  decision 
making  ability.  It  can  also  enhance  rapport. 
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He  may  also  give  the  illusion  of  slowing  down,  while 
actually  leading  the  prospect  further  through  the  process,  if  he 
thinks  it  will  help.  He  might  use  P,  PF,  and  SUB-T:  "While  you 
think  about  it,  let's  take  the  next  step." 

Asking  for,  and  getting,  the  close.  The  recruiter 
has  three  basic  ways  to  ask  for  the  close:  (a)  directly  asking, 
or  telling,  the  prospect  to  join;  (b)  giving  the  prospect  a 
"two-choice"  close;  or  (c)  setting  the  prospect  up  for  a 
"conditional  close."  The  following  patterns  are  demonstrated 
here:  P,  S-CON,  NEG-Q,  and  C-POST. 

The  recruiter  may  directly  ask  the  prospect  to  join  the 
Army,  make  a  statement  telling  him  to  do  so,  or  make  a  statement 
presuming  he  already  has.  In  the  latter  case  he  is  using 
presupposition  and  can  do  so  in  several  ways:  "I’ll  have  your 
paper  work  ready  ..."  Alternatively :  "...  that's  good  enough 

for  ne  ..."  Or  maybe;  "Welcome  aboard."  Perhaps:  "Here's  what 
we're  going  to  do." 

A  two  choice  close  also  rests  on  presupposition.  It 
creates  the  illusion  of  choice  where,  in  fact,  there  is  no  choice 
about  whether  to  join,  only  about  when:  "...  when  would  you  like 
to  take  the  test,  today  or  tomorrow?”  A  variation  is  available 
in  simply  removing  the  specificity  of  time:  "When  you  gonna 
join?" 


A  conditional  close  is  one  in  which  some  pre-conditions 
are  set  up  that,  if  met,  will  solidify  the  close.  It  is 
sometimes  referred  to  as  "If  I  could  ...  would  you  ...?"  It  is  a 
simple  S-CON  statement  such  as:  "...  if  we  can  do  all  this  for 
you,  would  you  join?"  The  recruiter  would  obviously  use  this  to 
close  only  if  he  knew  he  could  meet  the  conditions.  As  a 
variation,  it  can  be  stated  in  the  negative  as  a  NEG-Q  with 
C-POST:  "Can  you  think  of  a  reason  why  you  wouldn't  ...  [if  we 

could]  ..." 


Preparing  the  prospect  for  the  MEPS  site  once  the 
close  has  been  successful,  and  motivating  him  to  continue  contact 
with  the  recruiter  throughout  basic  training.  The  recruiter 
uses  FP-Con  and  the  other  techniques  of  FEBA  to  prepare  the 
prospect  for  the  MEPS  site.  His  main  goals  are:  (a)  to  make 
sure  the  prospect  understands  the  processing  cycle,  (b)  to  insure 
that  the  prospect  will  be  comfortable  and  open  with  the  MEPS 
counselor,  and  (c)  get  the  prospect  to  be  open  minded  about  job 
availability,  but  not  to  accept  anything  he  won't  be  satisfied 
with.  The  recruiter  constantly  reinforces  the  prospect's  good 
decision  and  relates  it  back  to  his  goals  using  all  the 
techniques  of  creating  full  and  complete  images  he  used  in  FEBA. 
(see  FEBA) 
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The  recruiter  may  go  back  to  qualifying  techniques, 
making  sure  that  the  prospect  hasn’t  forgotten  anything  that 
might  jeopardize  his  chances  of  getting  what  he  wants  in  a  job, 
or  of  his  enlistment  (see  Meeds  and  Interests  and  Qualification) . 

The  recruiter  may  also  use  FP-CON  and  other  motivating 
techniques  to  get  the  prospect  to  want  to  stay  in  contact  after 
he  enlists.  He  may  give  him  self-addressed  stamped  envelopes  to 
write  back  to  the  recruiter  with,  or  some  other  incentive.  All 
the  recruiters  studied  do  this  systematically.  How  it  is  done  is 
usually  a  matter  of  the  recruiter's  personal  style  or  the 
station’s  policy. 


Handling  Objections 


Overview 

Handling  objections  to  joining  the  Army  is  a  necessary 
and  natural  part  of  recruiting,  as  it  is  in  all  of  sales.  In 
fact  it  is  often  said  that  salesmanship  begins  when  the  customer 
says  r.o.  Many  of  the  recruiters  studied  here  believe  that  the 
best  recruiters,  or  salespeople,  are  the  ones  who  best  handle 
objections.  In  fact,  it  seems  that  the  best  recruiters  actually 
look  forward  to  the  prospect's  objections.  They  see  them  as 
simply  a  way  of  asking  for  more  information  --  a  sign  of  clear 
thinking  and  genuine  interest  on  his  part.  This  is  a  useful 
framework  in  which  to  think  about  objections,  though  it  has  its 
pitfalls  as  well.  These  are  discussed  below.  No  matter  how  the 
recruiter  thinks  about  objections,  however,  he  will  get  them,  and 
have  to  respond  to  them  effectively  to  be  successful. 

The  first  thing  the  recruiter  must  do  when  he  gets  an 
objection  is  make  sure  that  he  understands  it.  Repeating  the 
objection,  and  asking  questions  to  clarify  the  prospect's  meaning 
and  intent,  seems  to  be  common  among  recruiters.  It  insures  that 
they  know  what  the  prospect  is  really  objecting  to,  and  it  gives 
them  a  few  extra  moments  to  plan  their  approach. 

The  next  thing  a  recruiter  has  to  do  is  choose  which 
approach  he  will  use  to  counter  the  objection.  Seven  different 
categories  of  objections  are  described  below.  Each  of  these 
different  kinds  of  objections  represent  commonly  voiced  ones  that 
recruiters  hear  often.  There  is  no  one  approach  to  take  in  any 
form,  though  some  clearly  must  be  handled  differently  than 
others . 

The  myriad  ways  of  handling  objections,  however, 
represent  the  vast  differences  in  personal  styles  of  Army 
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recruiters  more  than  the  differences  in  types  of  objections. 
Indeed,  many  recruiters  think  that  there  are  an  endless  number  of 
possible  objections  they  can  be  faced  with.  Yet  it  appears,  from 
the  recruiters  studied  here,  that  they  handle  even  the  widest 
variety  within  their  own  systematic,  stylistic  approaches, 
regardless  of  the  actual  content  of  the  objection.  They  seem  to 
respond  to  its  form,  or  category,  and  their  rapport  with  the 
prospect,  within  their  own  abilities  and  personal  styles,  much 
more  than  in  response  to  the  actual  objection  itself.  This  is 
In  somewhat  odd  contrast  to  the  fact  that  within  each  of  their 
styles,  there  are  certain  overall  principles  and  beliefs  that  are 
common,  at  least  in  the  actual  delivery  of  their  response  to  any 
objection.  Clearly,  the  more  flexible  a  recruiter's  style,  and 
the  more  choices  he  has  in  responding  to  objections,  the  better 
his  chances  of  successfully  handling  them.  There  are  nine  overall 
approaches  to  handling  objections  identified  below,  each  having  a 
number  of  possible  methods  within  it. 

Once  the  recruiter  delivers  his  chosen  approach,  he  then 
must  test  the  prospect  to  see  if  hi6  counter  to  the  objection  was 
successful.  In  other  words,  the  entire  process  goes  through  a 
loop:  the  recruiter  first  tries  to  close  the  sale,  the  prospect 
then  counters  with  an  objection,  the  recruiter  clarifies  the 
objection,  picks  an  approach,  delivers  his  counter  to  the 
objection,  then  reverts  back  to  closing.  In  effect,  he  closes 
the  loop.  This  loop  continues  until  there  are  no  more 
objections,  or  until  there  is  an  objection  that  is  so  strong  that 
the  recruiter  cannot  overcome  it.  The  consensus  among  the 
recruiters  studied  here  is  that  there  are  really  no  objections 
that  cannot  eventually  be  handled.  They  believe  they  are  simply 
extending  the  loop  indefinitely  in  some  cases.  They  believe  that 
given  enough  rapport,  enough  exchange  of  information,  and  enough 
time,  they  can  overcome  any  objection. 

They  also  believe,  however,  that  there  are  many  cases  in 
which  the  prospect's  decision  not  to  join  the  Army  is  the  best 
one  for  him  at  the  time.  If  they  believe  that  the  prospect's 
decision  is  an  informed  one,  based  on  accurate  and  complete 
information,  carefully  considered,  and  honestly  expressed,  they 
will  honor  the  decision.  They  feel  this  is  the  best  way  to 
maintain  their  personal  integrity,  and  their  rapport  with  the 
prospect.  This  is  important  in  case  the  prospect's  situation 
changes  in  the  future  --  in  a  way  more  favorable  to  enlisting. 
This  also  helps  keep  up  their  reputation,  within  the  community, 
for  supporting  the  best  interests  of  the  prospects.  All  of  this 
is  used  to  feed  their  referral  system,  closing  the  larger  loop  of 
the  entire  sales  cycle  itself. 

Procedures  and  Patterns 

1.  Understand  the  objection  and  decide  which  category 
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it  falls  into. 


2.  Decide,  based  on  the  category  the  objection  falls 
into,  and  how  the  prospect  has  been  responding  to  the 
presentation,  as  well  as  the  recruiter,  which 
approach  to  take. 

3.  Deliver  the  chosen  approach  effectively,  so  that 
the  objection  is  either  diminished  or  eliminated 
entirely. 

4.  Test  the  prospect  to  determine  if  the  objection 
was  effectively  handled. 

The  following  is  a  detailed  description  of  each  of  these 
tasks  based  on  the  Blueprint  section  of  PCSR  sequence  *6  in 
Appendix  B. 

Understand  the  objection  and  decide  which  category 
it  falls  into.  The  recruiter  must  first  understand,  and  if 
necessary  clarify  the  meaning  of,  the  objection.  Sometimes 
taking  a  few  moments  to  do  this  will  give  the  recruiter  time  to 
think  of  which  category  the  objection  falls  into,  and  which 
approach  to  take  in  handling  it.  Objections  take  a  number  of 
forms,  but  they  can  be  broken  down  into  useful  categories. 

The  recruiter  determines  which  category,  or  categories, 
of  the  following,  the  prospect's  objection  falls  into: 

1.  Fear:  It  can  be  assumed  that  ALL  prospects  have  some 
of  this,  and  that  it  may  have  to  be  handled  by  the 
recruiter  at  some  point.  The  recruiter  should  be 
ready  to  handle  fear  at  all  times,  and  look  for  it, 
if  it  is  not  apparent. 

2.  Competing  goal6  and  needs:  the  prospect  may  be 
planning  on  going  straight  to  college.  He  may  have 
special  family  needs,  a  wife,  dependents,  or  the 
like.  These  are  legitimate  and  must  be  respected  and 
addressed. 

3.  Direct  competition:  This  can  come  from  jobs,  other 
branches  of  service,  or  elsewhere.  This  is  where  a 
recruiter  needs  to  be  a  highly  skilled  sales 
professional . 

4.  Objections  of  other  significant  people:  The 
prospects 's  parents,  girl  friend,  fiance,  brothers  or 
sisters,  friends,  or  anyone  else  close  to  the 
prospect  can  be  real  and  formidable  obstacles  to 
enlistment.  These  other  people  may  even  be  direct 
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competition,  e.g.  members  of  another  branch  of 
service.  It  must  be  assumed  that  the  recruiter  is  a 
better  salesman  than  the  prospect,  so  it  will  often 
be  the  recruiter's  job  to  handle  these  other  people's 
objections  with  the  same  skill  as  he  would  the 
prospect's.  He  should  always  offer  to  talk  directly 
with  these  other  people,  and  respect  the  prospect's 
wishes  in  this  regard.  The  prospect  may  ask  him  for 
advice,  some  kind  of  help,  or  to  let  the  prospect 
handle  it  himself. 

5.  Threatened  rapport  or  tru6t:  The  recruiter  may  have 
forgotten  or  been  unclear  about  something.  Perhaps 
the  prospect  has  directly  challenged  the  recruiter's 
honesty  or  integrity.  He  may  have  heard  something 
negative  about  the  recruiter,  the  Army,  or  some 
aspect  of  the  service.  These,  again,  are  legitimate 
objections  that  deserve  to  be  respected  and  handled 
with  care  and  honesty.  Rapport  must  be  preserved  at 
all  times. 

6.  Special  or  emotional  objections:  The  prospect,  or 
those  close  to  him,  may  have  special  personal, 
emotional,  or  even  religious  grounds  for  objecting  to 
service.  The  prospect,  or  these  others,  may  have 
direct  knowledge  about  specific  problems  in  the  Army, 
e.g.  drugs,  homosexuality,  or  abuses  of  some  sort. 
These  can  be  difficult  to  deal  with  and  require  care 
and  a  high  level  of  rapport. 

7.  Utterly  ridiculous  objections:  The  prospect  may  have 
some  silly  objection  to  service,  such  as  the  haircut, 
the  color  of  the  uniform,  etc.  These  usually  mask 
some  other  underlying  objection  that  is  more  serious. 
The  ridiculous  objection  can  be  taken  lightly,  but 
the  underlying  one  cannot.  The  recruiter  should  try 
to  find  out  what  it  is  and  handle  it  appropriately. 

Decide,  based  on  the  category  the  objection  falls 
into,  and  how  the  prospect  has  been  responding  to  the 
presentation,  as  well  as  the  recruiter,  which  approach  to  take. 
Most  recruiters,  and  indeed  most  salesmen,  agree  that  objections 
usually  mean  that  the  prospect  simply  needs  more  information. 

This  i6  a  good  way  for  recruiters,  and  all  salesman,  to  frame 
their  thinking  in  that  it  lessens  their  own  fears  and  anxieties 
about  rejection,  it  allows  them  to  be  persistent,  it  helps  them 
stay  focused  on  meeting  the  prospect's  needs  and  interests,  and 
it  keeps  them  working  for  the  close.  The  problem  with  this  idea, 
however,  is  that  it  is  sometimes  simply  not  true.  Even  the  FEBA 
step  in  the  sales  cycle  is  a  great  deal  store  than  just  presenting 
information.  When  handling  objections,  many  techniques  are  often 
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needed  to  get  the  prospect  thinking  differently  about  his 
position  in  regard  to  buying.  When  this  is  the  case  store 
information  certainly  needs  to  be  given,  but  a  great  deal  else 
stay  be  needed  as  well.  Knowing  which  information,  and  how  to 
give  it,  is  just  as  important  as  knowing  that  store  is  needed. 

The  recruiter  may  need  to  back  up  all  the  way  to  the  rapport  step 
of  the  sales  cycle  and  begin  from  that  point  again,  gathering 
more  information  on  needs  and  interests,  going  through  FEBA,  and 
back  into  the  close,  depending  on  the  prospect's  responses.  This 
will  quite  often  take  the  form  of  a  chain  in  which  the  recruiter 
slowly  moves  the  prospect  through  a  series  of  better  and  better 
feelings  about  the  Army,  until  he  is  ready  for  the  close.  This 
overall  view  should  be  kept  in  mind  while  examining  the 
individual  approaches  discussed  below. 

The  recruiter  can  use  any  of  the  following  individual 
approaches,  or  any  logical  combination,  to  handle  objections 
(each  of  these  is  thoroughly  discussed  below) .  Once  he  has 
categorized  the  objection,  he  needs  to  decide  which  of  these  to 
use : 

1.  Handle  objections  by  simply  giving  more  information 
that  will  either  nullify  them  or  explain  why  they 
aren't  applicable  (Inform). 

2.  Believe  tension,  make  the  prospect  more  comfortable, 
and  reduce  the  strength  of  the  objection (s)  while 
maintaining  rapport  (Relieve) . 

3.  Handle  the  objection (s)  by  moving  the  prospect  into 
the  future  (Future  orient) . 

4 .  Motivate  the  prospect  in  order  to  overcome  the 
objection (s)  (Motivate). 

5.  Overcome  the  objection (s)  by  challenging  them 
directly  (Challenge) . 

6.  Maintain  rap port  and  clarify  the  intentions  of  all 
concerned  in  the  face  of  the  objection (s)  (Clarify). 

7.  Redirect  or  change  the  meaning  of  the  objection (s) 
(Raise  level). 

6.  Negate  the  truth  or  the  value  of  the  oojection(s) 
(Negate) . 

9.  Raise  the  level  of  analysis  of  the  discussion  so  that 
the  objection (s)  no  longer  seems  important  (Raise 
level) . 


Table  5 


Approaches  and  Methods  for  Handling  Objections 


Approach :  Inform _ Relieve _ Future  orient 


Methods: 


Approach: 


Answer  any  Comparison 

question  {4  methods) 

Revert  to  FEBA  Vague  language 
(all  FEBA  (5  methods) 

methods  apply) 


Positive 
(5  methods) 
Negative 
(5  methods) 
Preparation 


Motivate _ Challenge _ Clarify 


Methods : 


Approach : 


Revert  to 
Closing 
(3  methods) 


Strong 
(3  methods) 
Subt le 
(2  methods) 


Enhance  rapport 
Clarify  prospect 
Clarify  recruiter 
Clarify  Army 


Redirect _ Negate 


Raise  level 


Methods : 

Reversal 

Yes-but 

Chunk  up 

Redefinition 

Counter¬ 

Hierarchy  of 

Alternative 

example 

criteria 

outcome 

Combination 

Double-bind 

Note.  This  table  is  a  summary  of  the  approaches  used  to 
handle  objections  and  the  more  specific  methods  within  each  one. 
See  the  text  for  the  examples  and  explanations  under  each 
approach. 


Deliver  the  chosen  approach  effectively,  so  that  the 
objection  is  either  diminished  or  eliminated  entirely.  The 
table  summarizes  the  methods  contained  in  the  nine  approaches 
listed  above.  The  recruiter  will  use  one,  or  some  combination  of 
these  approaches.  Each  is  fully  described  here. 

The  recruiter  may  handle  an  objection  by  simply  giving 
more  information  that  will  either  nullify  it  or  explain  why  it 
isn't  applicable.  Many  of  the  various  patterns  of  FEBA  are 
demonstrated  here. 

The  recruiter  can  counter  objections  by  giving  more 
information,  just  as  in  FEBA,  with  C-EX  and  R/S  strategies  when 
he  feels  something  has  not  been  adequately  covered,  or  if  the 
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prospect  really  only  needs  straight,  or  more  complete,  specific 
information.  Essentially  this  involves  the  recruiter  going  back 
to  the  FEBA  step  of  the  sales  cycle  and  all  of  the  patterns 
appropriate  at  that  level  apply  here  as  well  (see  FEBA).  It 
often  helps  to  use  the  techniques  of  relieving  tension  and 
maintaining  rapport  by  clarifying  intentions,  described  below,  to 
bridge  the  discussion  backward  to  FEBA. 

To  relieve  tension,  make  the  prospect  more  comfortable, 
and  reduce  the  strength  of  an  objection  while  maintaining 
rapport,  the  recruiter  has  a  variety  of  procedures  available  to 
him.  The  following  patterns  are  demonstrated  here:  CEQ,  M-4, 
RE-D,  CRI,  R/S,  MO,  APV,  UV,  N,  SD,  and  NEG-COM. 

The  recruiter  will  often  use  "softeners."  These  will,  in 
general,  make  the  prospect  more  comfortable,  or  more  comfortable 
about  whatever  he  has  objected  to.  These  take  two  basic  forms: 

(a)  the  recruiter  can  use  one  of  several  forms  of  comparison;  or 

(b)  he  can  be  artfully  vague,  i.e.  less  than  definitive  to  keep 
his  options  about  what  to  present  open,  and  force  the  prospect  to 
fill  in  his  own  details.  This  is  useful  when  presenting  broad 
possibilities  (see  also  the  section  below  on  redirecting,  as 
those  patterns  are  generally  softeners  as  well). 

There  are  four  different  means  of  setting  up  comparisons. 

First,  the  recruiter  can  use  CEQ,  which  is  a  direct 
comparison  form,  e.g.:  "The  Army  has  very  large  education  centers 
with  education  counselors  much  like  your  high  school  counselors, 
okay,  who  will  help  you  in  setting  up  a  program  ..." 

Next,  he  can  use  RE-D,  to  redefine  one  thing  as  like,  or 
the  same  as,  another:  "Basic  is  to  help  you,  not  break  you."  or 
"We're  not  in  the  killing  business,  we're  in  the  peace  keeping 
business."  Or:  "We  aren't  looking  only  for  people  who  want  to 
go  in  for  a  period  of  twenty  years  . . .  not  our  purpose  . . .  Our 
purpose  is  to  try  to  open  doors  ..." 

As  a  third  method,  the  recruiter  can  use  M-4,  in  one  of  a 
variety  of  way6.  For  example  he  can  set  up  comparing  the  Army  to 
a  major  corporation,  and  then  contrast  problems  and  benefits.  He 
can  do  the  same  by  comparing  the  Army  to  college  or  any  other 
major  institution  that  may  have  similar  benefits  or  problems. 

The  comparison  itself  gets  the  prospect  to  think  of  the  Army  in 
more  familiar  terms,  thus  softening  its  ismediate  impact. 

As  an  alternative,  he  can  use  M-4  to  handle  direct 
competition  from  other  services  by  setting  up  another  comparison 
that  leads  to  the  decision  he  wants  the  prospect  to  make:  "  ... 
well  let's  say  ...  Chevrolet  had  a  Trans-Am,  they  want  sixteen 
thousand  dollars  for  it.  It  had  no  options  on  it  whatsoever.  At 
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...  another  car  lot  ...  had  the  same  Trans-Am  that  was  completely 
loaded  and  still  wanted  only  sixteen  thousand  dollars  for  it, 
which  particular  car  would  you  buy?" 

He  could  also  us  M-4  to  set  up  a  comparison  so  that 
someone  else  close  to  the  prospect  who  objects  to  him  joining,  in 
this  example  his  fiance,  can  have  an  objection  addressed:  "...  a 
job  down  in  Texas  where  a  corporation  in  Texas  calls  him  and 
tells  him  they  have  a  job  for  him  for  a  period  of  one  year  where 
he  can  make  about  $75,000  a  year.  Are  you  going  to  stop  him  from, 
going,  or  are  you  going  to  let  him  go?” 

The  fourth  method  of  setting  up  comparisons  involves 
using  CHI  and  R/S,  to  make  a  direct  comparison,  for  example  in  a 
case  in  which  a  friend  of  of  the  prospect  has  had  problems  in  the 
Army:  "Are  you  the  same  as  Johnny?" 

There  are  five  major  ways  of  being  artfully  vague. 

First,  the  recruiter  can  use  MO  (possibility)  to  suggest 
a  likely  objection  that  the  prospect  has  not  yet  stated,  in  a 
gentle  and  non-threatening  way.  This  is  especially  useful  in  the 
many  instances  in  which  the  recruiter  detects  fear,  but  hasn't 
said  so:  "Maybe  a  little  afraid  ..." 

He  can  also  use  MO  of  necessity  to  point  out  real  needs 
of  the  prospect  in  some  situations,  especially  if  the  prospect  is 
under  the  impression  that  he  can  avoid  some  things  if  he  doesn’t 
join  the  Army:  "...  courses  you'll  have  to  take  anyway,  you  can 
take  while  you're  in  ..." 

Second,  the  recruiter  can  use  APV  to  switch  from  active 
to  passive,  less  specific  voice.  This  can  be  used  to  show  the 
prospect  that  he  has  a  role  in  what  happens,  that  he  is  not  just 
the  recipient  of  other  people's  actions  (using  a  bit  of  humor  to 
help) :  "You  have  to  pass  the  test,  you  have  to  pass  the 
physical.  You'll  sit  down  with  a  career  counselor,  okay.... 
dressed  just  like  myself,  same  type  of  uniform,  same  type  badge, 
probably  not  quite  as  good  looking  as  Z  am,  but  [APV  shift]  he's 
going  to  ask  you  exactly  what  you  want  to  do,  how  long  you  want 
to  do  it  for. 

He  can  also  use  passive  voice  to  lessen  the  apparent 
strength  of  an  objection:  "Unless  you  came  from  a  very  rich 
family  or  you  do  have  a  lot  of  scholarships  available,  okay,  you 
could  end  up  behind  your  peers  because  you're  having  to  get 
student  loans  ..." 

Next,  the  recruiter  can  use  UV  and/or  N  along  with  being 
generally  vague  to  leave  out  specifics  and  let  the  prospect  fill 
in  his  own  details:  "Army  right  now  is  very  pro-education  ... 
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afford  you  every  opportunity  ...  given  a  blank  check  on  that. 

You  can  take  as  much  college  or  as  little  as  you  want  while 
you're  in  ...  you've  gotten  education  while  you  were  in,  you've 
kept  up  with  your  peers  at  little  or  no  cost  ..." 

Fourth,  the  recruiter  can  use  SD  to  leave  out  certain 
things  the  prospect  may  find  objectionable.  Also,  to  allow  him 
to  fill  in  his  own  solutions  to  problems:  "But,  are  you  grown  up 
enough,  or  are  you  intelligent  enough  to  recognize  it  when  you 
see  it  out  there?  And  if  you  see  it,  avoid  it." 

Finally,  the  recruiter  can  also  use  negatives,  as  in 
NEG-COM,  to  soften  the  apparent  reality  of  the  objection:  "I 
don't  want  to  say  it  is  not  that  way."  Or:  "I  can't  tell  you 
it's  not  there....  but  we’re  like  anybody  else,  we  do  the  best  we 
can  once  we  find  out  ...  So,  no,  it  is  not  a  major  problem  you 
have  to  worry  about." 

The  recruiter  will  often  want  to  handle  objections  by 
moving  the  prospect  into  the  future.  The  following  patterns  are 
demonstrated  here:  FP-CON,  A-OUT,  P,  MR,  AS,  SPECIFIC,  STRAT, 
ORD-#,  CD,  S-CON,  R/S,  CEQ,  and  CONS. 

First,  the  recruiter  can  use  future  pacing  just  as  in 
FEBA.  He  can  take  the  prospect:  (a)  to  future  accomplishments 
and  good  feelings,  therefore  getting  him  to  want  to  join;  (b)  to 
a  negative  future  that  would  be  the  result  of  not  joining, 
therefore  motivating  him  to  join  to  avoid  negative  consequences; 
or  (c)  to  a  possible  objection  that  the  prospect  may  have,  but 
has  not  yet  stated,  allowing  the  recruiter  to  both  anticipate  and 
handle  it  before  it  becomes  a  problem. 

He  can  take  the  prospect  to  a  positive  future,  within  an 
FP-Con  frame,  in  a  number  of  ways  including  the  following  five. 

He  can,  first,  use  A-OUT  to  accept  the  objection  and  show 
how  it  isn't  a  problem,  for  example  in  showing  the  prospect  how 
his  girl  friend  doesn't  have  to  be  an  obstacle  to  enlistment: 
"...that's  fine  partner,  because  we're  going  to  help  you,  okay, 
to  take  care  of  her  later  on  ..." 

He  can  also  use  A-OUT  along  with  P  and  MR  for  a  powerful 
effect  on  the  prospect.  For  example,  he  may  take  him  to  the  time 
when  he  graduates  from  basic  training  and  his  parents  are  looking 
on:  "...  they're  going  to  be  touched  as  you  stand  there  in  that 
room  ...  you  can  be  proud  that  you  made  the  right  decision...." 

Next,  he  can  use  AS,  for  example  to  set  up  a  "what  if" 
scenario,  with  a  little  humor  to  make  it  even  more  effective: 
"Hey,  that's  fine  partner.  You  know,  there's  a  lot  of  what  if’s 
that  could  fall  into  that.  Okay,  let  me  ask  you  this,  what  if 


you  did  join  the  program  and  something  else  better  did  come  up 
and  what  if  I  let  you  out  of  the  program.  And  would  you  join 
then?" 


A  third  way  he  can  do  so  is  to  use  SPECIFIC  and  STRAT  to 
add  realism  to  his  future  pacing  in  a  limitless  number  of  ways, 
for  example:  "you  can  look  forward  to  meeting  many  more  ..." 

As  a  fourth  possibility,  the  recruiter  can  use  simple 
presupposition  to  set  up  more  elaborate  future  pacing:  "When  you 
go  down  to  enlist..." 

Finally,  as  a  fifth  method,  he  can  use  ORD-#  and  C/D  to 
specifically  describe  future  events  or  procedures  to  the 
prospect:  "...  number  one  I  can  test  and  make  sure  that  you're 
qualified  for  the  programs,  I  can  tell  you  about 
...  I  can  get  your  application  paperwork  ready,  and  I  can 
schedule  you  to  go  down  and  process  for  enlistment."  This  can 
also  be  used  to  strengthen  the  recruiter's  description  of  what  he 
thinks  the  prospect  should  do:  "First  step  in  the  right 
direction. . . " 

To  take  the  prospect  to  a  negative  future,  the  recruiter 
can  use  a  combination  of  P,  S-CON,  R/S,  CEQ,  and  CONS,  making  the 
prospect  feel  that  he  6hould  join  to  avoid  certain  consequences: 
"...  hey,  if  you're  not  prepared  to  do  that,  you're  not  ready 
for  the  service....  you've  got  to  try  the  best  that  you  can.  If 
you  don't  try,  then  for  the  rest  of  your  life  you're  going  to 
regret  it.  You're  going  to  say,  why  did  I  give  up?" 

He  could  use  p,  within  FP-CON,  to  prepare  the  prospect 
for  future  problems  that  could  arise:  "...  there's  a  lot  of  guys 
out  there  that's  probably  going  to  be  up  ana  down  your  back  for 
joining  ..." 


The  recruiter  will  sometimes  motivate  the  prospect  in 
order  to  overcome  objections.  The  following  patterns  are 
demonstrated  here:  AS,  M-4,  A-OUT,  MO,  and  RE-D  (see  also 
Closing) . 

The  recruiter  may  motivate,  or  direct  the  prospect,  in 
some  circumstances,  such  as  procrastination  as  in  closing  (see 
Closing).  He  can  do  this  in  a  number  of  ways,  and  by  combining  a 
number  of  patterns.  For  example,  using  a  combination  of  AS,  M-4, 
A-OUT:  "...  partner,  you  Know  procrastination  is  human  nature. 
Everybody  does  it  and  we  always  put  it  off....  I'll  go  wash  my 
truck  next  week  ...  next  week  never  gets  here."  Or,  using  a 
combination  of  MO  and  RE-D:  "...  what  you  really  need  to  do  is 
sit  down  and  make  a  decision." 

The  recruiter  may  be  able  to  overcome  objections  by 
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challenging  them  directly.  He  can  use  direct  challenges  to 
overcome  objections,  in  one  of  two  ways:  a)  a  hard  and  direct 
manner;  or  b)  a  soft  and  more  subtle  way.  Either  can  be  used 
with  either  the  prospect  or  with  someone  else  close  to  him  who 
presents  the  recruiter  with  an  objection.  The  following  patterns 
are  demonstrated  here:  CRI,  P,  CEQ,  S-Con,  M-4,  and  softeners 
(see  above) . 

Strong,  hard  challenges  can  be  used  in  one  of  several 

ways. 


The  recruiter  can  use  CRI  to  get  the  prospect  to  make  a 
decision:  "...  are  you  going  to  let  her  make  the  decision?  If 
so,  then  we  need  to  talk  to  her,  we  don’t  need  to  talk  to  you 
right  now." 

He  can  also  use  presupposition,  for  example  to  express 
disbelief  at  the  objection:  "Now  you’re  really  not  ...  serious 
about  this,  you're  not  jerking  my  chain  are  you?"  This  can  also 
be  used  to  directly  challenge  the  prospect's  abilities  and 
readiness  for  military  service:  "...  well  good  luck  to  you. 

When  you  grow  up  a  little  bit  more,  come  in  and  see  me."  Either 
of  these  first  two  can  be  used  to  set  up  future  facts  or  benefits 
the  recruiter  may  want  to  present. 

Third,  the  recruiter  can  use  a  combination  of  P  and  S-CON 
to  challenge  the  prospect's  abilities,  motivating  him  to  take  the 
challenge  and  want  to  join:  "...  listen,  guy,  I  got  girls  that 
can  go  through  basic  training  and  they  made  it." 

Instead  of  hard,  direct  challenges,  the  recruiter  can  use 
more  subtle  challenges  in  one  of  several  ways. 

First,  he  can  use  a  combination  of  CEQ  and  S-CON  to 
overcome  the  objection  of  the  prospect's  girl  friend  to  his 
leaving  to  join  the  Army:  "...  if  you're  not  willing  to  wait  ... 
marriage  wouldn't  work  anyhow.  Also  with  the  prospect:  "if  your 
goal  ...  and  you  don't  have  the  money  ...  then  the  Army  can 
help. " 


Second,  the  recruiter  can  always  set  up  a  M-4,  with  which 
the  above  can  also  be  combined  with  softeners,  as  above,  in 
handling  the  objection  of  the  prospect's  girl  friend:  "...  a  job 
down  in  Texas  where  a  corporation  in  Texas  calls  him  and  tells 
him  they  have  a  job  for  him  for  a  period  of  one  yea.*  where  he 
can  make  about  $75,000  a  year.  Are  you  going  to  stop  him  from 
going,  or  are  you  going  to  let  him  go?  ...  If  you  are  not  willing 
to  wait  ...  marriage  couldn't  have  worked  out  in  the  first 
place." 


The  recruiter  will  want  to  maintain,  or  even  enhance, 
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rapport  and  clarify  the  intentions  of  all  concerned  in  the  face 
of  objections  whenever  necessary.  The  following  patterns  are 
demonstrated  here:  PF,  P,  MR,  IN,  MO,  CEQ,  and  RE-D. 

The  recruiter  can  always  stop  the  direction  of  the 
discussion,  and  back  up  to  some  prior  point.  This  can  be:  (a)  a 
re-setting  of  the  entire  frame  of  the  discussion,  whenever 
necessary,  to  maintain  or  strengthen  rapport)  (b)  a  clarification 
of  the  intentions  of  the  prospect;  (c)  a  clarification  or 
explanation  of  the  intentions  of  the  recruiter)  or  (d)  a 
clarification  of  the  Intentions  or  purpose  of  some  aspect  of  the 
Army  itself. 

To  maintain  or  re-establish  rapport,  the  recruiter  can 
use  P  and  MR,  within  the  pace  frame:  "What  is  there  to  think 
about,  partner  ...  is  there  something  that  I  didn't  answer?"  Or 
a  bit  more  directly,  in  the  form  of  a  statement  rather  than  a 
question:  "...  well  hey  partner,  look  evidently  there's 

something  else,  okay,  that  we  haven't  hit  on  yet.  What  is  it?" 

Sometimes  it  may  be  to  the  recruiter's  advantage  to  stop, 
apologize,  back  up,  and  recapitulate  what  has  been  discussed  to 
re-establish  rapport,  in  response  to  the  prospect  pointing  out 
some  need  the  recruiter  has  missed:  "Oh,  yeah,  didn't  I  mention 
that?  I'm  sorry,  we  got  carried  away,  we  were  talking  about  your 
training,  we  were  talking  about  your  travel,  you  know,  and  you 
being  able  to  support  your  family,  okay.  Well  yes,  we  do  have 
the  Army  college  fund  ..." 

To  clarify  the  prospect's  intent,  when  the  recruiter 
hears  an  objection,  he  can  use  IN,  MO,  and  P:  "...  are  you 
planning  on  maybe  getting  married  to  this  girl  later  on,  okay?” 
Or:  "What  is  it  that  you're  looking  for  the  Army  to  do?" 

For  the  recruiter  to  clarify  his  own  intent,  on  hearing 
an  objection  from  the  prospect,  he  can  use  a  combination  of  IN 
and  CEQ:  "I'd  rather  be  honest  with  you  and  have  you  walk  out  of 
here,  okay,  than  lie  to  you  and  have  you  come  in."  He  could  also 
use  a  combination  of  P  and  RE-0:  "Some  people  say  an  Army 
recruiter  is  the  biggest  liar  in  the  world  ...  only  here  to  help 
you  ...  I  can't  put  you  in  the  Army.  I  can  help  you  get  in  the 
Army."  These,  obviously,  are  especially  useful  when  the 
recruiter's  intentions,  or  integrity,  have  been  directly 
challenged. 

Sometimes  it  is  useful  for  the  recruiter  to  explain  the 
purpose  or  intention  of  some  aspect  of  the  Army,  in  response  to 
an  objection  using  RE-D  and  IN:  "Basic  training  is  meant  to  help 
you  . . .  not  break  you . " 

To  redirect  or  change  the  meaning  of  an  objection. 
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whenever  the  recruiter  thinks  it's  necessary,  he  can  use  a 
variety  of  procedures.  The  recruiter  can  redirect  or  change  the 
meaning  of  the  objection,  so  that  it  really  means  something  more 
in  line  with  joining  the  Army  than  preventing  it.  The  three 
primary  methods  for  doing  thi6  are:  (a)  reversals,  (b) 
redefinitions;  and  (c)  alternative  outcomes.  These  can  also  be 
effectively  used  in  (d)  combination  (see  FEBA  for  more  uses 
of  these  patterns).  The  following  patterns  are  demonstrated 
here:  C-LINK,  P,  LP,  MR,  IN,  RE-D,  A-OUT,  R/S,  C-POST,  CEQ,  MO, 
AWARE,  UV,  APV,  UQ,  and  NEG-COM. 

The  recruiter  can  set  up  reversals  in  several  ways.  He 
can  use  a  combination  of  C-LINK,  LP,  and  P:  "It's  a  good  thing, 
though,  to  be  a  little  hesitant  like  that.  Because  you're  going 
to  make  sure  that  you  get  everything  that  you're  looking  for." 

He  can  also  use  a  reversal,  for  example,  in  handling  an 
objection  of  not  wanting  to  leave  home,  to  show  that  parents' 
love  can  be  the  reason  to  join,  rather  than  the  reason 
not  to.  He  may  use  a  combination  of  MR,  IN,  and  P: 

"...  truly  your  mother  and  father  love  you  ...  you  love  them  ... 
protecting  your  parents  by  serving  your  country." 

The  recruiter  can  use  RE-D  in  an  almost  limitless  number 
of  ways:  "I'm  not  manipulating  you,  I'm  just  giving  you 
choices."  Or:  "you're  not  leaving  home  so  much  as  doing 
something  vitally  important  for  your  country."  Or:  "You're  not 
leaving  your  parents,  you’re  protecting  them  by  serving  your 
country . " 


The  recruiter  can  set  up  alternative  outcomes  in  a 
variety  of  ways  using  A-OUT  and  P,  for  example:  "Now  when  would 
you  like  to  make  your  parents  proud,  would  tomorrow  be  too 
early?" 


Best  of  all,  he  can  use  all  of  the  above  in  combination, 
adding  in  more  patterns.  Using  R/S,  A-OUT,  C-POST,  CEQ,  RE-D, 

MO,  and  presupposition:  "...you  want  to  call  that  manipulation 
going  into  the  Army?  Fine.  You  get  manipulated  every  day  of 
your  life.  How?  Well,  teacher  manipulates  you  ...  parents 
manipulate  you  ...  If  you  go  down  to  the  store  and  you  want  to 
buy  something  and  talk  to  the  salesman,  he's  going  to  manipulate 
you  ...  So  is  it  really  manipulating  or  is  it  more  or  less 
giving  you  information  and  letting  you  make  your  mind  up." 

He  can  also  set  up  a  M-4,  comparing  the  prospect  to 
himself,  using  MR,  IN,  AWARE,  and  P:  "...  truly  your  mother  and 
father  love  you  ...  you  love  them  ...  couldn't  have  made  it  where 
I  am  right  now  if  my  parents  wouldn't  have  cared  ...  they  are 
very  happy  people  ...  (yours]  are  very  happy  people,  too  ... 
going  to  be  doing  something  vitally  important  ...  protecting  your 
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parents  by  serving  your  country  ...  they  know  that  you're  doing 
something  vitally  important  ..." 

He  can  also  use  a  combination  of  UV,  APV,  UQ,  C-LINK,  LP, 
NEG-COM,  C-POST,  and  P  to  redirect  an  objection  using  all  of  the 
above  in  combination:  "Are  you  a  little  scared?  If  you  are, 
hey  that's  normal,  partner.  Everybody's  a  little  scared  but  it's 
good,  too,  because  it's  going  to  make  you  a  little  cautious,  make 
sure  that  you  get  everything  that  the  Army  has  to  offer  you, 
available  to  you  in  writing  before  you  enli6t.  So  don't  be 
afraid  to  admit  that  you  are  scared." 

Sometimes  the  recruiter  can  actually  negate  the  truth  or 
the  value  of  an  objection.  He  can  do  this  by  one  of  two  methods: 
(a)  YB-CON,  C-EX,  or  a  combination  of  the  two  to  directly  negate 
or  overwhelm  the  objection;  or  (b)  DBF  to  block  the  prospect  into 
a  tight  framework  of  thought,  forcing  him  to  realize  that  he  has 
no  real  choice  about  the  objection,  at  least  in  the  way  he  has 
presented  it.  The  following  patterns  are  demonstrated  here: 

C-EX,  YB-CON,  MF,  SD,  N,  SCO-AM,  P,  FP-CON,  S-CON,  DBF,  TENSE, 
APV,  and  C-LINK. 


The  recruiter  can  use  both  C-EX  and  YB-CON,  in  a  direct 
challenge:  "We  got  drug  problems,  but  I’ll  bet  you.  I'll  take 

you  up  to  the  college  campus  and  I'll  show  you  more  drug  problems 
than  I  will  in  the  military."  Or  perhaps:  "...  if  you're 
working  with  any  major  corporation,  right,  now  they  follow 
certain  dress  codes.  You  know,  if  you're  working  with  IBM  or 
Xerox,  you're  not  going  to  go  to  work  with  earrings  in  your  ears 
and  hair  all  down  your  back,  you  know." 

He  can  also  combine  YB-CON,  MF,  SD,  N,  SCO-AM,  and  P  to 
negate  the  objection  from  the  start,  suggesting  through  the 
presupposition  that  the  prospect  actually  wants  the  recruiter  to 
do  so:  "I  realize  you  don't  want  to  leave  home,  but  I  want  to 
tell  you  about  something  that's  really  going  to  help  you  out." 

He  can  set  up  double  binds  using  a  combination  of  FP-CON, 
S-CON,  DBF  and  P  to  create  a  safer  environment  for  the  prospect 
to  think  about  what  is  being  offered:  "...  you'll  maintain  your 
friendship  throughout  the  time  ...  If  not,  okay,  you  pick  up 
another  friend  ..." 

He  could  also  combine  FP-CON,  DBF,  YB-CON,  TENSE,  APV, 
and  C-LINK  in  an  interesting  way:  "So,  you  missed  a  semester  of 
being  on  campus,  but  you've  gained  a  semester  of  college  credits 
and  when  you  enroll,  you're  now  not  a  first  semester  freshman  ..." 

One  of  the  more  sophisticated  ways  for  the  recruiter  to 
handle  objections  is  to  raise  the  level  of  analysis  of  the 
discussion  so  that  the  objection  no  longer  seems  important.  He 
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can  so  so  using  C/U  or  HOC:  (a)  to  make  the  objection  seem 
unimportant  when  compared  with  higher  or  wider  issues  (see  also 
comparisons  above) ;  or  (b)  to  show  that  the  objection  applies 
equally  throughout  a  wider  range  of  people,  or  even  society  as  a 
whole,  as  it  does  to  the  Army  —  again  diminishing  it6 
importance.  The  following  patterns  are  demonstrated  here:  HOC, 
R/S,  C/FS,  C/U,  CONS,  IN,  AS,  RE-D,  C-POST,  P,  AWARE, 

PF,  TENSE,  SUB-T,  C/0,  C/D,  MF,  and  T-LINK. 

The  recruiter  can  use  the  prospect's  HOC  along  with  R/S 
and  C/FS  very  directly:  "...  isn't  a  little  bit  of  your  vanity, 
okay,  worth  the  $25,000  you're  going  to  get  for  your  education?" 

He  can  use  a  combination  of  HOC,  C/U,  and  CONS  to  handle 
the  objection  of  a  mother  to  her  son's  enlistment:  "...  if  all 
mothers  felt  the  way  you  do,  you  wouldn't  be  experiencing  your 
freedom  now  ..."  To  further  overcome  the  objections  of  this  same 
mother,  the  recruiter  can  combine  other  patterns  with  the  above, 
and  point  out  that  people  who  enlist  allow  the  opportunities  for 
others  to  go  to  school,  pursue  their  goals,  etc.,  using  IN,  R/S, 
AS,  C/FS,  RE-D,  C-POST,  and  P:  "...  if  all  ...  felt  that  way, 
you  wouldn't  be  experiencing  your  freedom  ...  what  they're  doing 
is  ...  allow  your  son  the  opportunity  to  at  least  get  his  high 
school  diploma 

...  what  you  should  think  about  is  allowing  the  next  person 
coming  along  to  get  their  education,  or  is  he  too  good  to  allow 
somebody  that  opportunity?  ...  your  country  runs  on  the  backbone 
of  sons  just  like  yours." 

The  recruiter  can  point  out  that  the  prospect's  objection 
applies  equally  to  others  using  C-POST,  AWARE,  R/S,  C/FS,  PF, 
TENSE,  SUB-T,  and  P:  "Do  you  know  all  the  people  that  will  be 
there?  ...  There's  a  lot  of  people  going  to  be  in  the  same 
situation  out  there,  okay.  Guess  what,  they're  all  going  to  be  a 
little  scared,  too.  you've  already  got  something  in  common." 

This  is  part  of  a  wider  method  of  setting  up  fantasies 
effectively  (see  FEBA) . 

He  may  also  use  C/U,  C/D,  C/FS,  KF,  T-LINK,  and  P  to 
point  out  that  other  major  institutions  have  the  same  or  similar 
problems  as  the  Army:  "I  don't  care  if  it's  fire  department, 
police  department.  Army  Reserve,  some  people  sneak  in  and  get 
through  and  then  they  become  known  once  they  are  out  . . .  There 
are  these  elements  in  the  Army,  in  the  Navy,  Air  Force,  Marine, 
at  IBM,  at  the  school  you  go  to.  It's  everywhere." 

Using  this  same  method  on  a  smaller  scale  using  C/FS, 

C/U,  C/D,  R/S,  for  example  in  relieving  the  fears  of  a  woman 
about  her  ability  to  complete  basic  training:  "the  program  is 
geared  for  the  females.  You  are  not  in  competition  with  the 
males  in  basic  training  ..." 
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was  effectively  handled.  The  recruiter  simply  moves  back  into 
closing  to  get  a  response  from  the  prospect.  He'll*  of  course, 
use  the  various  patterns  of  closing  here  (see  Closing) .  The 
result  will  either  be  agreement  or  another  objection.  If  he  gets 
•9^«®nient,  he  knows  he  handled  the  objection  just  fine,  and  he 
can  finish  the  closing.  If  he  gets  another  objection  he  can 
continue  however  he  need6  to  in  order  to  handle  that  one.  If  he 
gets  the  same  objection,  he  can  try  another  method  of  handling 
that  one. 
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I.  BACKGROUND  INFORMATION 


PROTOCOL  CODING  WORKSHEET 


Z.D.:  Coder  2  S  A  5EQ  1  CROSS-REF _ _ _ 

Forpou :  Feelings  About  success 

Cycle:  Pros__  Rap_  Qual_  NAI _  FEBA _  Clo_  H-0_  KP_  r-UP_  M/Ajc  Oth _ 

Setting:  General _ 

Benge:  BEG  (p»  2  .  pare  3  .  line  7  )  END  (p.  2  .  para  7  ,  1 ine  21  ) 

11.  COMMUNICATION  STRATEGIES 

-  Feele  he'e  done  a  good  job  if  he  accomplishes  nore  than  hie  Mission.  If  he 
only  nakee  mission  he  feele  he  did  ae  he  was  euppoeed  to.  If  he  doesn’t  make  it 
be  is  OK  if  he  knows  he  did  all  he  could; _ 


BOLE:  1  -  If  he  nines  mission,  he  "looks  back,”  "says”  nothing  he  could  have  done, 
did  all  he  could,  then  he  can  still  be  satisfied.  _ _ 
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III.  COMMUNICATION  PATTERNS 


PREDICATE:  Vis  x  And  x  Kin  x  Olf-Gus  Uni  Specific  » 

ETNIAX/ 

SEMANTIC:  I-R  I-Q  I-C  I -A  I-E  P-C  OCh 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  STRAT 


TECHNICAL  RESULT  OR  OUTCOME 
Describee  sequence,  feels  estisfied 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS:  ! 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  SEQ  2  CROSS-REF _ 

Purpose :  Belief  about  working  context 

Cycle:  Pro* Rap_  Qual_  N4I_  FT  BA Clo__  H-0_  DEP_  F-UP_  M/Ajt  Oth__ 

Setting:  Individual  ve .  teen  *t*tion» 

Benge:  BEG  (p.  4  .  pare  6  .  line  41  )  END  (p.  4  ,  para  6  .  1 ine  48  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Working  a»  an  individual,  but  part  of  a  teen  ie  the  ideal _ 


RULE: 
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PROTOCOL  CODING  WORKSHEET 


I.  background  information 


I.D.:  Coder  2  S  A  SEQ  3  CROSS-REF _ 

Purpose:  _ 

Cycle:  Pros  x  Rep  QuaI  Ml  PEBA  Clo  H-0  DEP_  F-UP^  M/A_x  Oth 


Banco:  BEG  Cp.  3  pars  3  lino  19  )  END  (p.  3  P»r*_L_.  line  37  } 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Many  people  are  afraid  of  "po"  or  rejection.  Don't  be.  eventually  you're 


;  1  -  Don't  sweat  the  snail  stuff.  Keep  on  truckin'.  Eventually  someone  will 

want  what  you  have.  _ __ 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 
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111.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

STVUX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Attitude  on  prospecting  it  keep  on  going,  it  will  work  if  you  keep  at  it  And 
don't  let  it  get  you  down.  Utea  xetaphor  of  asking  every  girl  that  goes  by 
for  a  dete. 
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PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S  A  SEQ  4  CROSS-RIF _ _ 

Purpose :  Build  Meaningful  voluae,  not  juit  volume.  Belief  About  getting  the  right _ 

Cycle:  Frosjt  Rap_  Quel Nil FI  BA Clo_  H-0_  DEP__  F-UPjc  M/A_  Oth 

Setting:  Phone  prospecting  end  elsewhere 

Benge:  BEG  (p.  3  ,  pare  8  .  line  42  )  INC  (p.  6  .  psrs  1  ,  line  25  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Recruiters  often  build  oeaningless  voluae.  just  to  prospect.  Anybody  can 

eet  up  appointments  just  to  do  it,  but  it  ien't  worthwhile.  The  Attention  span 
of  high  school  seniors  end  graduates  is  about  3-4  days,  so  you  have  to  follow 
op  with  then  end  not  let  then  slide.  Also,  again,  don’t  be  afraid  to  talk  to 
people . _ 


RULE :  1  -  Follow  up  after  3-4  dsy« . 


SALES 

SEQUENCE:  CYCLE 


1. 


DECISION 
STATE  enter 


DECISION 

PRIMARY  PATTERN  STATE  EXIT 

, 

I 


TZ  SI 


* 


REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  A  SEQ  4  CROSS-KEF _ 

BLOCK 

DESCRIPTION  CONTINUATION 

- , - 

I 

PURPOSE :  i  people,  end  unden tending  how  their  attention  wanes. 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X.D.;  Coder  2  S  A  SSQ  5  CROSS-REF _ 

Purpose:  Rules  of  prospecting _ _ _ 

Cycle:  Prosjt  Rap_  Quel _  NSI_  FEBA_  Clo__  H-0 _  DEP__  F-UP_  M/A_  Oth _ 

Setting:  General 

BMagti  BEG  (p.  7  .  per*  1  .  line  1  )  END  (p.  7  .  per*  1  ,  line  15  ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Follow  theee  rules,  the  basics,  *nd  you* 11  do  OK. 


BOLE: 


1  -  Overcome  fears  of  rejection. 

2  -  Go  out  and  ucet  people,  or  pick  up  the  phone. 

3  -  Set  up  good  appointaents . 

4  -  Conduct  good  appointments. 

5  -  Make  follov-ups  when  they've  scheduled  them. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

4. 

5. 

6. 


I  I  I 

I  •  I 

I  I  i 

I  ~  "  "1  ■  -  '  —  1 

I  I  • 

I  I  I 

\  \  \ 

t - 1 - r 

i  i  i 

<  i  > 

■  —  i  i 

i  i  i 

t  i  i 

i  «  i 

t - r-  ■  -  i 


A-10 


lM|i:  BEG  (p.  13  ,  pin  2  .  line  3  )  END  (p.  13  .  p*f  2  ♦  line  9 

II.  COMMUNICATION  STRATEGIES 

*rT'nr>:l  -  Step*  in  cycle:  1)  eet  up  appoinfent,  2)  eeteblieh  rapport,  3)  determine 
vhet  Applicant  neede  noet.  A)  FEBA,  5)  H-O. _ 


BULK:  1  -  To  not  be  afraid  of  objections,  look  for  then,  anticipate  then. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


4 


protocol  coding  worksheet 

I.  BACKGROUND  INFORMATION 

X.D.;  Coder  2  S  A  SEQ  7  CROSS-REF_ _ 

Rorpoit:  Belief »,  rulet  and  deoont tretion  about  handling  objections.  Prinerily  handling 

Cycle:  Proe__  Rep__  Qml__  NA1_  FEBAjc  Clo__  H-Ojt  DEP_  F-UP_  M/A__  Oth _ 

Set tine:  Am  described,  in  pereon 

Bu|«:  BEG  (p.  13  .  pare  8  .  line  15  )  END  (p.  14  t  per*  3  ,  line  30  _ ) 

II.  CCKMUN1CATION  STRATEGIES 

JHLIET:1  -  Objections  Are  «  vey  of  asking  for  nore  infornetion. 

2  -  There  «mt  be  e  reeeon  for  the  objection.  _ 

3  -  If  you  keep  asking  questions  they  will  tell  you  whet  you  need  to  know. 

4  -  The  nain  reeeon  people  object  to  the  Amy  ie  fear.  _ 

3  -  If  you  confront  then  with  the  fear  issue.  they  will  admit  to  it. 

6  -  If  you  take  the  Amy  "out  of  the  picture  it  will  lessen  the  fear  enough 
to  aake  a  presentation  of  the  benefite. 


IDLE:  1  -  Keep  asking  questions  about  the  objection. 

2  -  Confront  the  fear  directly. 

3  -  Take  the  vord  "Amy”  out  of  the  picture  if  neceeeery. 

4  -  Compere  the  benefite  directly  vith  other  poeeibil ities . 


SEQDEICE: 

1. 

2. 

3. 

4. 
3. 
€. 


SALES  DECISION  DECISION 

CYCLE  STATE  INTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


!  1 
1 

1 

1 

j 

i 

i 

t 

i 

1 

1 

1 

t 

1 

1 

I 

1 

1 

1 

I 

1 

1 

1 

T" 

i 

i 

t 

i 

Ill-  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

snriAX/ 

SEMANTIC: 


COMMON 

PATHRMS: 


UNIQUE 

PATTERNS: 


Confront*  fw  gently  using  MO.  Then  fleet  the  word  "Aray"  out  of  the 
picture  by  changing  it  to  CPTI  Corporation.  Thi*  set*  up  itonorphic 
aetaphor  in  which  he  pre*ent*  Aray  benefit*  within  the  CPTI  Corp.  ttructure. 
tti*  is  a  brilliant  u*e  of  actaphor  end  eeveral  per»pective  changers  end 
m f ora* t ion  atsuaers  and  eabedderf  . _ _ 


Vi*  x  Aud  x  Kin  x 


Olf-Cu* _ _  Up*  x  Specific 


I-R _  I-Q _  I-C 

PATTERN  OPERATOR 

"  j 

MO  i 


CE 


P 


_  I -A  x  I-E _  P-C  x  Oth  PF 

TECHNICAL  RESULT  OR  OUTCOME 
Soften*  and  confront* 

("Maybe  a  little  afraid..." 

Make*  fear  all  right 
("fear  lead*  to  caution") 

Make*  fear  all  right 
("fear  it  noroal") 


PATTERN  OPERATOR 
STRAT 


RE-D 


TECHNICAL  RESULT  OR  OUTCOME 

R  ->  U  goe*  fron  kinesthetic*  to  unspeci¬ 
fied,  lessens  fear 

A-R-M-Y  -  C-P-T-I,  safer,  pore  faniliar 
->  FEBA 


EXAMPLE 

15(2) 

13(10,41 ) 
14(3,25  ) 


A- 14 


Y 


REPORT  TYPE: 

PCW 

I.D.: 

Coder  2 

S  A 

SEQ _ 

7  CROSS -REF 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

COMMON 

PATTERNS 

:  RE-D 

1 

1 

1 

1 

1 

Fear  * 

caution,  B*king  sure  to  get  whet  you  want 

M-4 

1 

1 

1 

1 

Amy  • 

CPTI ,  a  buaineaa,  safe,  voders tandable ,  accepted 

PF 

1 

1 

1 

1 

All  the 

way  through  he  consents  on  the  Ps  needs/beliefs 

MR 

1 

1 

1 

See  PF 

| 

i 

i 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 


I.D.: 


Coder 


CROSS-RIF 


Purpose:  Anticipate  end  handle  objection  before  it  it  atated  by  the  applicant.  Future 

Cycle:  Proa _  Rap_  Qual_  WI_  FEBA^  Clojt  B-0_x  DEP_  F-UP__  H/A_  Oth _ 

Setting:  In  peraon,  but  aoae  could  be  need  over  the  phone  at  well 

Xaage:  BEG  (p.  14  .  para  7  .  line  39  )  END  (p.  16  >  para  1  line  12  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  you  lie  it  vill  alwaya  cone  back  to  you. 

2  -  Can't  “put”  a  kid  in  the  Any,  he  can  only  "help”  bin  and  each  haa  certain 
reaponaibilitiea  in  the  proceaa. 

3  -  "They  reepect  it  a  little  aore  and  ...  aore  open  if  you  are  completely  honest 


with  then. 

4  -  Long-term  advantage  to  honesty  ia  that  it  pays  off  in  the  comauni  111 _ 

3  -  If  he  gives  the  kid  *'thia  great  acoop  on"  batic  training,  it  helps  the  kid 
and  hie  own  credibility. 

EULE:  1  ~  Never  blatantly  lie  to  a  kid. 

2  -  Fill  them  in  on  the  whole  proceaa. 

3  -  Keep  it  light  but  aerioua  —  play  the  kid  on  it. 


SALES 

SEQUENCE:  CYCLE 


1.  H-0 


DECISION 
STATE  ENTER 


2.  H-0 


PRIMARY  PATTERN 


Caught  eurpriaed ! Clarif ie»  for  tiae 
jstatea  objection 
Senate  ait  true t  Ihiaaelf 


DECISION 
STATE  EXIT 


Rclaxed/control  lUnspec 


'Control 


jUnapec . 


Y 


REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  A  SEQ  fe  CROSS-REF 

BLOCK 

DESCRIPTION  CONTINUATION 

-  -  1 - — - - - — — - 


ece  applicant  through  recruiting  cycle 


111.  COMMUNICATION  PATTERNS 


0VZEYIXV :  Will  sometimes  clarify  to  stall  And  let  time  to  think  of  a  way  to  handle  An 
objection.  Will  not  lie  to  a  kid.  Will  «ive  kid  very  careful  view  of  the 
responsibilities  end  procedures  for  enlistment.  Uses  *n  unusual  technique  of 
active  end  passive  voice  switches  to  make  it  seem  safe  and  eety  for  the  kid 
while  he  describes  it,  Sets  up  the  description  with  the  "old  adage  -  the 
biggest  liar  in  the  world  ii  an  Aray  recruiter.'' 


PREDICATE:  Vie  Aud  x  Kin  *  Olf-Cm  Dae  «  Specific 


STTEAZ/ 

SEMANTIC:  1-R  1-Q  1-C  I-A  I-E  P-C_*_  0th 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  RE-D 

P 
PP 


TECHNICAL  RESULT  OR  OUTCOME 
biggeet  liar  ->  only  here  to  help  you 
Aray  ie  desirable,  you  need  help.  I'll  give  it 
Describing  cycle  helps  prepare  applicant 


PATTERS  OPERATOR 

•UNIQUE 

PATTERNS:  APV 


TECHNICAL  RESULT  OR  OUTCOME 

Active  K  predicate  ->  passive  U,  A  predi¬ 
cates  for  safety 


EXAMPLE 

15(2) 


protocol  coding  worksheet 

1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  A  SEQ  9  CROSS-REF _ _ 

Purpose :  To  downplay  objections  by  using  reality,  comparisons,  and  other  techniques _ 

Cycle:  Pros_  Rap_  Qual_  FEBA _  Clo_  H-0_*  DEP__  F-UP_  M/A_  Oth_ 

Sotting:  Handling  objection,  usually  face  to  face,  with  P  who  has  heard  bad  things  of  R 
Hango:  BEG  (p.  16  .  para  3  ,  line  23  ?  END  (p.  17  .  para  3  .  line  10  ) 

XI.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  you  fail  a  course  in  training,  or  have  eone  other  eerioue  problem,  it _ 

isn't  a  reflection  on  the  Amy ,  but  on  you. 

2  ~  People  are  different.  »o  just  became  one  had  problems ,  it  doeen't  mean _ 

others  will . _ _ _ 


BOLE:  1  -  Must  be  honest. _ 

2  -  Use  reality,  truth,  to  your  advantage 


_  SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1.  B-0 

5  i 

1  Reality  statement!/  J 

Feels  threatened {comparisons  'Control 

Unspec . 

2. 

1  1 

i  5 

r~ 

3. 

!  : 

I  ' 

A. 

- 1 

1 

1 

i 

5. 

""" 

i 

1 

i 

6. 

l 

1 

i 
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III.  COMMUNICATION  PATTERNS 

OVERVIEW: 


PREDICATE:  Via  Aud  x  Kin  x  Olf-Coi  Uns  x  Specific 


syntax/ 

SEHART1C:  I-R  I-Q  1-C  X-A  x  I-E  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  RI 

CD 

P 


TECHNICAL  RESULT  OR  OUTCOME 
Conparison  between  kid  with  probleae  and  applicant 
Specifics  of  problea  used  to  show  reality  of  situation 
Coaparison  shows  differences,  sets  kid  up  for  acceptance 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  “  !  - 

PATTERNS:  ! 


A- 20 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  A  SZQ  10  CROSS-REF _ 

Purpose :  Beliefs  end  rules  sbout  closing 

Cycle:  Pros_  Rap__  Quel _  Ml _  FEBA _  Clojt  H-0 _  DEP_  F-UP_  M/A_  Oth_ 

Setting:  Various 

Benge:  BEG  (p.  17  ,  para  5  ,  line  14  )  END  (p.  17  .  para  7  ,  1 ine  49  ) 

II.  COKMUNI CATION  STRATEGIES 

BELIEF:!  -  the  hardest  part  of  training  eost  recruiters  —  asking  for  the  close. _ 

2  -  Everyone,  deep  down  inside,  hates  to  be  told  no. _ 

3  -  No  natter  what  you  do,  tou  still  nay  get  a  no. 

4  -  Kid  nay  not  have  the  option  to  say  yes. 

5  -  Most  parents  are  skeptical,  they  want  proof  of  what's  best  for  their  kid. 

6  -  You  know  when  to  ask  for  the  close  by  paying  attention. 

7  -  You  nay  not  have  to  foraally  FEBA,  it  depends  on  the  kid. 


RULE:  1  -  Don't  be  afraid  to  ask  for  the  close. 

2  -  No  tine  limit  with  a  kid  for  asking,  just  when  he  feels  the  kid  is  starting 
to  agree. _ 


SEQUENCE: 

X.  , 

SALES 

CYCLE 

1 

1 

1 

1 

1 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

i 

i 

s 

JL 

DECISION 
STATE  EXIT 

TEST 

l 

1 

1 

1 

1 

1 

1 

1 

i 

1 

1 

1 

i 

— i - 

2.  _ 

1 

1 

l 

i 

1 

i 

T 

1 

1 

i 

— i - 

3.  _ 

1 

1 

I 

i 

1 

l 

i 

y 

i 

r 

i 

■  i  — - 

4.  _ 

1 

i 

i 

i 

i 

i 

l 

i 

1 

i 

i 

i 

i 

— i - 

5.  _ 

1 

i 

i 

i 

i 

i 

l 

i 

i  i  ill 

«•  -  :  i  i  ! 
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PROTOCOL  COPING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  A  SEQ  11  CROSS-REF _ _ 

Torfoic  Bulet  and  beliefs  regarding  N  &  I  _ _ 

Cycle:  Fro* _  Rap_  Qual_  H4I_x  FEBA _  Clo_  H-0_  DEP__  F-UP__  K/A_  Oth_ 

Setting:  Face  to  face _ _ 

laa|e:  KG  (p.  18  .  per*  2  .  line  7  )  END  (p.  18  .  par*  4  .  line  33  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  It'*  inportant  that  he  onderttand*  everything  that1*  available  to  hin. _ 

2  -  Even  if  he  va»  looking  for  one  thing,  there  nay  be  aoaething  al»e  that'* 

import ant , 

3  -  Later  in  life  he  nay  have  different  intere»t«. 

4  -  Very  few  people  want  just  one  thing  out  of  the  Army  —  there'*  always  soae- 

thing  el»e. 

3  -  If  you  paint  the  picture  for  hin  «o  that  he  can  vitualitc  it  in  hi*  mind, 
it1*  easier  to  get  him  to  under«tand. 

BULK:  1  -  Eventually  you  reiterate  everything  that**  available  —  college ,  different 
option*,  etc. _ 


SALES  DECISION  DECISION 

SEQOIBCE:  CYCLE  STATE  INTER  FRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

i 

! 

1  1 

1  l 

2. 

1  1 

1  ! 

r 

3. 

i  l 

!  1 

•  ~ 

4. 

i  S 

1  1 

1  1 

• 

5. 

1  1 

1  1 

1  1 

1  « 

— 

6. 

1  1 

1  1 

1  1 

1  t 

— 
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[ 


PROTOCOL  CODING  WORKSHEET 


r 

r 


1.  BACKGROUND  INFORMATION 


I. D. :  Coder  2  S  A  SEQ  12  CROSS-REF  2A11 _ 

Purpose:  Paint  a  pictore  for  the  kid  of  adventure  training.  in  thia  ctie 

Cycle:  Proe_  Rap_  Qual_  Nil_  FEBAjt  Clo_  H-0_  DEP___  F-UP__  M/A_  Oth_ 

Setting:  Pace  to  face,  when  kid  ie  intereeted  in  adventure _ _ _ _ 

Range :  BEG  (p.  18  .  para  6  .  line  35  )  END  (p.  19  ,  para  1  .  line  32  ) 

II.  COMMUNICATION  STRATEGIES 


.-2  3 


111.  COMMUNICATION  PATTERNS 


OVERVIEW :  guided  fantasy/description  of  jumping  out  of  An  airplane  to  give  the  Rid 
A*  much  input  as  poeeible  about  reel  unique,  unusual.  Adventure  training. 
Excellent  passage. _ _ _ 


PREDICATE :  Vie  x  Aud  x  Kin  »  Olf-Gus  One  a  Specific  x 

syntax  / 

MHAWTIC:  1-R _  X-Q _  1-C  1-A  I-I  z  Kt  Oth  WBG 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  STRAT 

CEQ 
NBG 


TECHNICAL  RESULT  OR  OUTCOME 

Starting  with  V  ->K  and  leading  to  U  relieves  tension. 

Jusping  out  of  plane  ■  bizarre,  hint  about  unusual 

New  behavior  generator  -  associated  view  of  experience  for 
effect 


SPECIFIC 


Kinesthetic  predicate  —  stomach  tight,  now  relaxed  — 
adds  to  realism 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS:  NEG-Q 


TECHNICAL  RESULT  OR  OUTCOME 
Adds  excitement 
("Why  don’t  you  feel...") 


EXAMPLE 

19U.11) 


A-24 


BIPORT  TYPE 


PCW 


I.D.: 

COMMON 

PATTERNS 


Coder  2  S  A  SEQ  12  CROSS -REF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

■  j  - 

SCO-AM  S  "Let's  do  it  again,"  i.e.  join  Che  Aray  and  do  ic 

i 

CRI  i  Helps  assoc/disassoc.  for  realiss 

I 


yaoTocoL  codihc  worksheet 

1.  RACKGROUND  INFORMATION 

l.D.j  Coder  2  S  A  SIQ  13  CROSS-REF 


2 


SI PORT  TYPE:  __ 
I.D.:  Coder* 


PCW 


SEQ _ 13 


CROSS-REF 


BLOCK 

DESCRIPTION  CONTINUATION 

- , - 

PURPOSE:  {  shoving  the  benefits  of  continuing  through  the  Aray. 


III.  COMMUNICATION  PATTERNS 


OVERTXZV:  Putt  joinfc  to  college  while  in  the  Aray  in  a  different  framework  by  thowinj 
that  it  Actually  putt  you  ahead  of  your  peers  instead  of  behind.  Mostly 
Milt  money  for  school.  Anticipates  objection*  before  they*  re  stated. 
Teaches  ki4  tor  ting  *11  the  way  through  thi*  example. 


PREDICATE:  Visjx^  Aud _  Kin  *  01  f -Cut _  Unsjt_  Specific 

SYNTAX/ 

IBUniC:  X-R _  1-Q _  X-C _  I ~A  a  X-E _  f-C  a  Oth  FP-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  CEQ 


A-OUT 


PP-CON 


PATTERN  OPERATOR 

■UNIQUE 

PATTERNS:  APV 

STRAT 


TECHNICAL  RESULT  OR  OUTCOME 
Aray  counselor  *  RS  counselor,  familiarity 
Cost  savings,  etc. 

Lott  of  these  throughout  to  allow  kid  to  fill  in. 

Instead  of  being  behind  you're  ahead,  compared  to 
friends . 

The  whole  thing  it  future  pacing  to  go  in  and  get 
college 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

~  I 

I 

Seeat  to  lessen  importance  of  objections  throughout 

I 

I 

V.A.K  ->U;  aaae  as  above,  and  allows  kid  |  throughout 

to  fill  in  his  own  ideas  once  the  frame  i 

is  set  ! 


A-28 


HE POET  TYPE 


PCV 


I.D.:  Coder  2  S  A  SZQ  13  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATOCEMS:  MO 

MR  with  P 


TECHNICAL  RESULT  OR  OUTCOME 
Courses  you'll  "hove  to  take"  —  so  this  is  how;  Army 
Lots  throughout  to  Allow  his  to  guide  the  kid  forward 


A-29 


1.  BACKGROUND  INFORMATION 


PROTOCOL  CODING  WORKSHEET 


I.©.:  Coder  2  S  A  SEQ  14  CROSS-REF _ 

Purpose :  Bone  os  above,  to  point  pictures.  But  about  future  job  hunting  in  this  instance 

Cycle:  Pros Rsp_  Qual_  N4I_  FZBAjt  Clo_  «-0__  DIP_  F-UP_  M/A_  Oth_ 

Setting:  FIBA  on  leadership  skills,  in  person 

Reage:  BEG  (p«  20  .  pore  5  .  line  47  )  KBD  (p.  22  .  pore  1  .  line  1  ) 

IX.  COMMUNICATION  STRATEGIES 

RELIEF:!  -  Later  eaploynent  opportunities  ere  enhanced  by  Military  experience. 

2  -  Ride  have  to  take  lots  of  eooree  work  in  collets,  eo  ailiterv  is  e  good _ 

place  to  get  the  basic  courses,  as  well  as  extra  training. 

3  -  An  employer  vould  naturally  pick  the  person  with  military  experience  over 
one  without,  given  the  choice. 

4  -  Management  skills  are  picked  up  naturally  in  the  military. 


RULE: 


► 


SEQUENCE : 

1. 

2. 

3. 

4. 
3. 


6. 


SALES  DECISION  DECISION 


CYCLE  STATE  INTER 

1 

1 

• 

• 

1 

PRIMARY  PATTERN  STATE  EXIT  TEST 

;  : 

i  ! 

I  : 

1 

i 

! - - ! - 

1  ! 

1 

1 

1  ; 

1 

1 

( 

!  : 

:  ' 

1 

1 

1 

1 

i  - — | - 

!  ! 

i  i  i -  , 

ii  iii 

ii  iii 

1  1  '  _ ! _ • 

A-30 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Coapwtt  civilian  education  and  training  to  Army  education  opportunities  and 
training.  Putt  military  on  top  in  every  way,  avate natically.  Does  an 
Interesting  role  t«v««il  in  which  he  has  the  kid  role  play  an  employer,  with 
racruitcr  as  a  kid  just  coning  out  of  the  service,  competing  for  a  job.  Aaks 
employer  (kid)  to  hire  him.  This  i>  >ort  of  a  metaphorical  dote.  Manages 
to  present  laadcrship/supcrviaory  possibilities^  Amy  a»  directly  transfer- 
rable  qualities  to  civilian  lift.  The  antira  dialogue  i«  a  nica  future  paceT 


Via  Aud  Kin  Olf-Cus _  Dnt  x  Specific 

I-R _  I-Q _  I-C _  I -A  »  I-E  x  P-C  x  Oth  TP-CON 


PATTERN  OPERATOR 
CR1 

FP-CON 

P 


CD 


TECHNICAL  RESULT  OR  OUTCOME 

I 

S  tola  avitehaa  nake  kid  admit  Army  banefita 

!  Again  uaa a  thia  to  taka  kid  past  enlistment  in  hit  head 

S  Eaployar  will  obvioualy  choose  Army.  Many  others  showing 
'  Army  ia  superior  in  whet  ha  wants. 

!  ("Which  one  would  you  choose?") 

•  Chunk a  down  to  specifics,  than  back  to  general 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

”  i  “ 

I 

STRAT  i  UV  avitehaa;  uses  these  whan  talking  about 

S  business,  sound  right 

i 

I 

CR1  i  Uses  rola  avitehaa  as  a  way  to  taach  kid 

!  decision  making,  sorting 

i 

TENSE  S  Starts  with  now,  then  to  whet  you  have 


S  accomplished  after  you've  cone  out  of 
S  camp,  presupposing  already  dona.  Then 
«  discueses  what  ha  did  that  others  didn't 
S  while  ha  was  in  the  Army  including  letters 
S  of  racomaandation  and  conmendetiom, 

S  honorable  discharge,  etc.  —  Mow  ha  will 
!  gat  job  (future)  bringing  him  hack  to 
S  praaant  at  tha  and. 

i 


EXAMPLE 

21(3,44-53) 


throughout 


throughout 


f 


T 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  A  SEQ  15  CROSS-REF _ 

Pnrpoae:  Trial  close 

Cycle:  Pros__  Rap _  Qual _  H4I_  FZBA _  Clo_x  H-0_  DEP__  F- 'JP_  M/A_  Oth _ 

Setting:  Face  to  face 

Range:  BEG  (p.  22  .  para  5  «  liae  10  )  END  (p.  22  ,  para  5  .  line  21,22) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Verbally  walking  kid  through  processing  cycle  i«  a  good  way  to  aet  up  a _ 

trail  cloee.  _ 


ROLE:  1  -  Uses  thie  when  he  ien't  eure. 


SEQUENCE: 


1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


:  i  : 

:  i  : 

1  |  i 

1  i  ! 

|  1  ' 

— 

«  f  1 

1  i  5 

— 

;  1  : 

i  i  i 

!  !  1 

1  1  1 

1  1  1 

1  1  1 

1  1  1 

I  1  1 

1  1  1 

A- 3  3 


T 


■sr 


III.  COMMUNICATION  PATTERNS 

OVERVIEW:  Verbally  describes  processing  cycle  to  set  up  trial  close.  Uses  £  nuaber 
cf  slick  techniques  including  tense  ewitches  and  UV'a  in  very  neat  wavs. 
Very  rich  sequence. 


MEDICATE:  Via _  Aud _  Kin _  Olf-Cua  Pna  Specific 


smut/ 

SEMANTIC:  I-R  I-Q  I-C  X-A  I-E  P-C  Oth  FP-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  UV 


TECHNICAL  RESULT  OR  OUTCOME 

These  allow  kids  to  fill  in  Biasing  pieces  and  give 
feedback 


FP-CON 


Describes  kid  having  everything  he  thinks  he  wants 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS:  TENSE 


TECHNICAL  RESULT  OR  OUTCOME 
Used  for  future  pacing 


C-POST  with 
NEG-Q 


Interesting  cosbination  sets  up  a  no  to 
the  negative  questions  about  not  joining, 
i.e.  wouldn't  think  of  a  reason  not  to 
join 


EXAMPLE 


22(5,21-22) 


A- 3  4 


T 


PROTOCOL  CODING  WORKSHEET 

1.  background  information 

I. D.:  Coder  2  S  A  SEQ  16  CROSS-REF _ 

Purpose:  Prospecting  beliefs,  rule»,  strategies 

Cycle:  ?ros_x  Rap_  Quel _  NAI_  FZM_  Clo_  B-0__  DEP_  F-UP_  M/A_  Oth _ 

Setting :  Covert  ell  areas _ 

Benge:  BEG  (p.  22  .  pore  13  .  line  35  )  END  (p.  24.  .  pere  2  .  line  13  ) 

II.  COMMUNICATION  STRATEGIES 

HUP:!  -  Likes  cold  celle  because  be  cells  lote  of  ltide  end  generates  nore  interest. 

2  -  Kid's  plane  nay  change  later,  eo  if  you  plant  e  seed  you  nay  get  hia  later. 

3  •  In  big  cities  teide  are  nore  into  ekilled  training,  eo  you  night  plant _ 

different  kinds  of  eeede  in  different  location!. 

4  -  Keeping  introduction  low  key  helps  relax  kid  and  establish  rapport. _ 


RULE:  1  -  Plant  eeeds  in  kids . 

2  -  Keep  introductions  low-key,  naaee  not  titles. 


SEQUENCE: 

1. 

2. 

3. 

4. 
3. 
6. 


SALES 

DECISION 

DECISION 

CYCLE 

STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

1 

1 

1 

( 

1 

1 

1 

• 

1 

1 

1 

1 

1 

1 

1 

i  i  i  ! 

! _ j _ | _ 1 

1  !  !  T 

i  i  i  ■ 

• _ »  » _ ! 

1  !  i - — — r 


T~ .  "  'I 


A-3  5 


III.  COMMUNICATION  PATTERNS 


onxTnv: 


PREDICATE:  Viejt_  Aud  x  Kinjt 

mui/ 

SEMANTIC:  I-R _  I-Q  I-C 


Olf-Cua  Una  x  Specific 
I -A  X  I-Z  »  P-C  x  OthYB -CON, TP-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  MR  with  P 


C-POST 


TECHNICAL  RESULT  OR  OUTCOME 

Actually  bate*  a  lot  of  his  actions  on  what  he  thinks 
kid  is  thinking  —  leads  to  his  questions 

Have  you  thought  about  Aray  —  i.e.  think  about  it  now 


UV 


One  of  several  ways  of  softening 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS:  A-OUT 


TECHNICAL  RESULT  OR  OUTCOME 

Vhat-if  scenario  in  case  things  don't  work 
out  later 


EXAMPLE 

23(3) 


STRAT  with 
YE-CON,  FP-CON 


A  ->K,  U  chunks;  aeries  of  you  way,  but  I 
aay  (Yes,  but)  —  later  in  the  future  we'll 
get  together  and  I'll  show  you  what  we  can 
do  —  future  pacing 


23(3) 


I 

• 

I 

I 

• 


A-36 


1.  BACKGROUND  INFORMATION 


t 


PROTOCOL  CODING  WORKSHEET 


Z.D.:  Coder  2  S  A  SEQ  17  CROSS-REF _ 

Purpose:  More  beliefs  sbout  prospecting _ 

Cycle:  Prosjt  Rap__  Qual__  N4I_  FEBA _  Clo__  H-0_  DEP_  F-UP_  M/A_  Oth_ 

Betting:  Verioue  _ _____ 

Benge:  BEG  (p.  24  .  pare  12  .  line  37  )  END  (p.  25  ,  pare  A  .  1 ine  30  ) 

II.  COMMUNICATION  STRATEGIES 

BELIET:!  -  Soec  of  the  things  you  poet  need  to  entice  toaebody  recently  out  of  work  to 

cell. _ 

2  -  Can  take  kids  e  couple  yeere  to  figure  out  whet  they  went  to  do  with  their 

lives .  . 

3  -  If  kide  are  working  and  helping  out  their  parente,-  they  don*t  have  the  sense 
of  urgency  that  othere  have  —  they  are  now  oriented. 

4  -  Cet  into  echoole  two  vmyt :  cold  calle  and  appointnenti .  and  ASVAB  testing. 


RULE:  1  -  Poet  area. 


ssqoEBCE: 


1. 

2. 

3. 

A. 

5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

—  . . "1 

"" 

■ 

A- 3  7 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  SIQ  18  CROSS-REF _ 

Fnrpoit:  Rules  And  beliefs  on  working  with  echoole  in  prospecting  _ _ 

Cycle:  Pros_x  R*p_  Qu*l_  NAI__  FEIA_  Cio_  H-0_  DEP_  F-OT__  M/A__  Oth_ 

Setting:  Phone ,  echool _ _ 

leaf*:  BEG  Cp.  26  .  ptr«  1  .  line  1  )  END  (p.  27  .  tm  1  ,  1  ine  17  ) 

II.  COMMUNI CATION  STRATEGIES 

BELIEF:!  -  Hove  to  hove  e  food  working  relationship  with  echool  couneelore. 

2  -  Exposure  to  hide  is  inportent  eo  they  »ee  who  you  ere,  that  you're  not  on 

£££!: _ _ _ — 

3  -  Mott  counselors  ere  vi.lli.ng  to  help  as  long  as  you  s«W  then  and  follow  the 

rules . 

A  -  Counselors  like  to  be  stroked,  too. _ 


RULE:  1  -  Offer  to  personally  help  counselor  vith  students,  giving  tests,  etc. 

2  -  Find  out  rules  of  counselor,  vhen  to  cone,  etc.,  by  directly  asking. 

3  -  Bring  things  for  counselors,  to  stroke  then. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  ^ 

1 

! 

1 

I 

1 

1 

i 

1 

i 

• 

1 

1 

1 

i 

1 

i 

1 

i 

• 

1 

", 

1 

1 

• 

• 

I 

1 

l 

i 

1 

1 

i 

i 

i 

1 

« 

1 

1 

1 

l 

i 

• 

i 

i 

i 

i 

i 

1 

1 

1 

• 

- 1 - 1 

1  1 

1  1 

l  1 

i 

« 

t 

i  _ 

6. 


A-38 


REPORT  TYPE:  _ 
I.D.:  Coder_ 

BLOCK 

DESCRIPTION 


S  A 


CONTINUATION 


CROSS-REF 


5  -  When  you  give  to  eoneone  (counselor)  a  lot,  they  lUrt  to  feel  that 
they  owe  you  aoue thing  in  return,  and  it*a  hard  for  then  to  say  no  to 
you.  They’ll  go  to  hat  for  you  then. 

6  -  When  you’ve  established  good  rapport,  you  can  start  asking  wore 
questions,  i.e.  for  referral*. 


7  -  Moat  counselors  reelite  your  tiue  ie  important,  eo  you  can  tell  them 
to  tend  you  the  best  referrals,  not  Just  kids  who  vent  to  set  out  of 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D. :  Coder  2  S  A  SEQ  19  CROSS -RE F_ _ _ 

Pgrpon:  Beliefa  And  rulea  about  projecting  and  tine  nanagenent 

Cycle:  Proa_*  Rap_  Qual__  NAI_  F1BA__  Clo_  I-0_ _  DEP_  F-UP_  M/A__  Oth jt_ 

lettiai:  Proepecting  end  tie*  management  in  different  »r»ti _ 

Baagc:  BEG  (p.  27  .  w»  3  .  line  24  )  BND  (p.  29  .  para  3  .  line  35  ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF:!  »  Top  really  have  to  be  on  top  cf  poor  tine  in  a  one -men  station  since  there '» 
no  one  to  aaaiat  you. 

2  -  Travel  tine  it  eery  inportent  in  rural  ereee  because  of  treet  diatancet 
between  people. 

3  -Cone tent  changes  necessitate  daily  prospecting. 

A  -  If  kid«  don’t  heve  jobs,  cell  hone  et  meal  tine  become  they’ll  be  there, _ 

probably  catching  the  noit  fleck  for  not  working. 

3  -  Eatabliehed  office  hours  ere  only  e  guide,  have  to  be  flexible. 

BULK:  1  -  Never  just  wake  one  appointnent  far  away,  echedule  another,  or  nore ,  in  the 
aaae  direction. 

2  -  Set  up  apecific  tinea  to  do  thingt. 

3  ~  Work  on  proapecting  on  a  daily  baeia. 

A  -  Doeen't  plan  nore  than  two  days  out,  became  he  can't  keep  track  of  it. _ 

5  -  Call  grads  around  noon  became  of  belief  A  above. 

fe  -  Aleo  contacts  aeniora  right  after  achool  or  about  6:00,  or  Saturday  mornings. 


SEQUENCE: 

1. 

2. 

3. 

A. 

5. 


6. 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


A- 40 


r 


T 


212.  COMMUNICATION  PATTERNS 

OVERVIEW:  Civ  list  of  daily  Activities  One  »hort  example  of  talking  to  kid  about 
meeting  parent!  late  at  night  if  they  work  late. 


1 


1 


► 


PREDICATE:  Vis _ 

And 

Ein  » 

Olf-Cue  Uns  x  Specific 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C _ 

I-A  x  I-E _  P-C  x  Oth 

PATTERN  OPERATOR 

comoR  ~ 

PATTERNS:  MR 

RI-D  with  A-OUT 


TECHNICAL  RESULT  OR  OUTCOME 
Inova  parents  will  be  tired,  above  understanding 
Redefines  midnight  meeting  as  fun. 

("We'll  have  a  good  time.") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  • 

PATTERNS: 


A-41 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.J  Coder  2  S  A  SEQ  20  CROSS-REF _ _____ 

Pnrpoae:  Rulea  and  beliefa,  technique a  about  N  t  I  and  FEBA,  Cot  levela 

Cycle:  froa_x  Rap_  Quel NAIjt  FSBAjt  Clo_  H-0_  DEP_  F-UP__  M/A_  Oth_ 

Batting:  Office 

laaie:  BEG  (p.  30  ,  pare  7  .  line  21  )  END  (p.  32  t  para  1  »  line  24  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  You  have  to  aell  a  Cat  4  differently  becauae  he  probably  ian*t  interested 
in  continuing  hie  education  —  the  baaic  progran  ia  enough  for  bin. 

2  -  Not  different  in  proapecting  between  Cat  levtla. 

3  -  Cat  4*a  aren't  dunniea,  just  pore  specific,  looking  for  joba. 

A  -  You  probably  have  to  atreaa  benefita  pore  to  Cat  3A. 

3  -  Cat  3A*a  looking  for  college,  or  aope  type  of  further  education. 

6  -  Sons  people  vho  are  inert  (Cat  1)  expect  to  be  given  everything  on  a  silver 
plat  ter . 

SOLE:  1  -  You  have  to  be  youraelf  with  everyone. 

2  -  Have  to  key  youraelf  and  talk  on  the  level  of  each  applicant. 

3  -  Have  to  be  very  specific  in  preaentation  of  job  to  Cat  4. _ 

4  -  Sell  Cat  3A  college. 

3  -  Give  Cat  1  the  bare  facta,  becauae  of  belief  <  above. _ 


SEQUENCE: 

1. 


2. 


3. 


4. 


5. 


6. 


SALES  DECISION 

CYCLE  STATE  ENTER 


+ 

a 

l 

i 

T 


PRIMARY  PATTERN 

i  — — 
a 
i 
i 


a 

T 

T 

T 


i 

i 

i 


DECISION 
STATE  EXIT 


i 

a 


TEST 


T 


i 

T 

i 

I 

i 

T 

t 

l 

i 


A-4  2 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Different  opinion»  and  techniques  with  levels  of  applicants 


Vie  x  And  a  Ein  x  .  Olf-Cua _  One  x  Specific 


I-R  I-Q  I-C  I -A  X-E  P-C  *  Oth  PP-CON 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


CD 


P  with  MR 


HOC 


"Only"  the  Any  can  offer  thie  high-tech  training, 
ehove  uniqueness,  crcetee  epeciel  value. 

Coapliaents,  tiee  to  benef ite/joining 

("I'm  eure... you're  the  type  who  vents  to  excel...") 

("I 'a  eure  whet  you  vent...”) 

Stetee  these  for  kid,  then  presents  benefits  in  the 
eeae  order  that  kid  wants  thea. 


PATTERN  OPERATOR 
C/FS 


TENSE 


TECHNICAL  RESULT  OR  OUTCOME 

Plural,  usee  himself  as  part  of  Aray, 

aakes  it  aore  personal,  part  of  a  teas  of 
which  recruiter  is  already  part 

("You're  going  to  hate  ae...") 

Used  for  pacing,  setting  up  HOC,  FP 


I 


EXAMPLE 

31(1,3-10) 


throughout 


A-4  3 


REPORT  TYPE: 


PCW 


I.D.:  Coder  2  S  A  gQ  20  CROSS-REF 


COMMON 
PATTERNS : 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


FP-CON  with  MR, 
P 


A-OUT 


!  Free uppoees  joining,  going  through  the  experiences 
S  outlined,  notching  HOC 

j  ("You're  going  to  bote  Be...") 

I  You've. eccoapliehed  this,  now  we'll  put  you  through... 
!  offers  unique  opportunity  —  then  you'll  cone  beck  end 
i  thenk  ae. 


A- 4  4 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  SEQ  21  CROSS-REF_ _ _ 

Purpose:  Fre-Q  of  applicanta  —  qnick  aaaeaaaente 

Cycle:  Froe_  R*p__  Qualjt  NAI_  FEBA _  Clo_  B-0 _  IE? _  F-UP_  M/A_  Oth 

Batting:  la  person,  or  phone 

lease:  BEG  (p.  32  .  pars  7  .  line  38  )  END  (p.  34  .  pare  1  .  line  A 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  ~  If  they  know  their  social  security  amber,  they’ll  score  e  3B  or  higher  on 
the  ASVAB. 

2  -  If  a  kid  says  he's  had  Algebra  I,  Algebra  II,  he’ll  usually  score  s  50  or 
higher  on  the  test  —  he  pays  aore  attention. 

3  -  You  can  tell  if  someone  ie  paying  attention  by  matching  their  eyes,  and  snap 
then  out  of  it  (you  can  get  boring  if  you've  conducted  a  lot  of  interviews). 


IDLE:  1  -  Snap  the  kid  out  of  it  if  he  elipe  into  "la-la”  land. 


►  _  SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 


TEST 


I.D.:  Coder 

2 

S  A 

SEQ  21 

CROSS-REF 

BLOCK 

DESCRIPTION 

CONTINUATION 

BELIEF : 


4  -  Tou  can  tell  fron  talking  to  a  pereon  about  their  English  courses. 


vha t  kind  of  couraca  they've  had,  how  veil  they  can  read,  how  they'll 


do  on  the  ASVAB.  If  he  pretty  wall  tmderatanda  what  he  teade  ht  should 
be  at  least  a  3B.  Saae  with  the  word  probleae  on  the  »ath  portion  of 
the  teet. 


6 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X.D.S  Coder  2  S  A  SEQ  22  CROSS-RIF _ 

Purpose :  Motivation  and  sttitude  belief*  and  rules 

Cycle:  Proa Rap Qua  I Nil FEB  A Clo H-0 DEP F-UP_  M/A_x  Oth_ 

Betting:  M/A  _ _ 

Range :  BEG  (p.  34  .  para  7  .  line  17  )  END  (p.  37  t  para  A  .  1 ine  44  ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  A  large  majority  of  atreaa  ia  aelf-iapoaed, 

2  -  You  have  to  know  when  to  back  off  or  burnout  will  hit  you  between  the  eyc6 
snd  you  won't  accoaplish  anything. 

3  -  Station  conaander  has  to  watch  hia  people,  offer  encouragement,  etc.  See 
Sequence  below  for  general  outline. 

4  -  If  you  a  tart  acting  like  a  machine,  you  won't  put  people  in,  no  setter  what 

you  do,  snd  you  won't  under a tend  why. _ 


RULE:  1  -  You  have  to  realise  vhat  ia  happening  snd  take  tine  off  when  you  realise 
you  are  burned  out. 

2  -  After  burnout,  you  know  you'll  have  to  take  aoae  flack,  a  lot  of  "no' a," 
but  when  that  firat  kid  aaya  yea,  you’ll  be  okay. 


SALES 

SEQUENCE:  CYCLE 

DECISION 
STATE  ENTIR 

PRIMARY  PATTERN 

DECISION 

STATE  EXIT 

TEST 

1.  M/A 

1  “  "  "  " 

1 

f 

1 

'High  production 

Bad  stx’eak, 
nothing  works 

1 

1 

'Feel  vrons 

No  "clicks” 

2.  M/A 

i 

! Fttl  wrong 

Start  thinking 
"it's  me" 

T -  - 

(Feel  burnout 

Uot 

clicking 

i 

Station  conaander 

T - 

Outside 

3.  M/A 

'Burnout 

helps 

•Anger 

view 

4.  M/A 

1 

1 

! Anger 

Get  uad,  kick  things 

- 

'Relief,  okay 

Feels 

better 

5.  M/A 

i 

'Feels  better 

Devises  new 
work  plan 

«... 

1 - - 

! Noraal 

Clicks 

6. 

T  ■ 

i 

I 

i 

1 

1 

1 

A-47 


BIPORT  TYPE:  PCW 

2.0. :  Coder"  7 - - S  "  A — - hilj  ~U  — - CRUST-REF 


BLOCK 

DESCRIPTION  CONTINUATION 


5  -  Difference  between  listening  and  hearing.  You  aust  concentrate  to 


becoae  involved. 


-  You  need  tiae  completely  away  from  recruiting  when  you  get  burned 


-  Good  work  plan  will  help  you  get  back  after  burnout. 


-  It  helps  to  have  aoaebody  stroke  you  on  the  way  back  after  burnout , 


Wife  provides  support  since  he  has  no  one  else  in  the  station. 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  cycle  of  burnout  above  in  Sequence.  Was  dissociated  the  last  tine 
I?-  36,  par*.  3  —  describes  state).  Uses  New  Behavior  Generator  to  get 
hiasclf  back  on  track  (p.  37,  pars.  2).  Uses  auditory  "click"  as  positive 
feedback. - - 


PREDICATE:  Vis  »  Aud  x  Ein  x  01 f— Gus _  Uns  x  Specific  x 

syntax/ 

®EMAKriC:  I-R _  I— Q  I-C  I -A  I-E  P-C  Oth  NBG 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  J  — - 

PATTERNS:  J 


UNIQUE 

PATTERN  OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

EXAMPLE 

NBG 

j 

{Gets  him 
[burnout 

reoriented,  back  on  track  after 

1 

t 

1 

1 

1 

1 

37(2) 

PATTERNS: 

A- 4  9 


PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. B.S  Coder  2  S  A  SEQ  23  CROSS-REF _ _ _ 

Purpose :  Handling  objection* ,  primarily  girl  friend  doe»n*t  went  applicant  to  join _ 

Cycle:  Proe__  Rap__  Qual _  Nil _  PEBA _  Clo_  H-Ojt  DEP__  F-UP^  M/A__  Oth _ 

Setting:  Office 

laQge:  BEG  (p.  37  .  para  6  line  30  )  END  (p.  39  .  para  1  .  line  16  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Objectione  are  their  way  of  saying  they  need  tone  more  information. 

2  -  There  are  lota  of  opportunitiee  in  the  Array ,  for  exaaple  to  play  lots  of _ 

eporte,  but  you've  got  to  apply  yourtelf. 

3  -  One  of  the  most  powerful  thinge  in  the  world  i«  a  epouee,  male  or  female. 

They  can  be  the  deciding  factor. 

4  -  If  conditional  cloee  doesn't  work,  then  you  didn't  get  the  real  objection. 

5  -  There  are  101  different  objections. 

6  -  A  P  uay  not  join  because  he' a  being  badgered  by  others.  He  aay  need  stroking. 

RULE:  1  -  Be  careful  not  to  destroy  what  another  recruiter  has  said  to  the  kid,  j.e. 

''Can  I  play  eporte  in  the  Amy?"  *'0f  course. '' 

2  -  Find  out  objectione.  If  the  kid  says  "I've  got  to  thinfc  about  it,'1  you _ 

need  to  find  out  why,  and  confront  the  problem. 

3  -  Answer  the  questions.  fulfill  the  need. 

4  -  Take  the  objection  lightly  (fraaework  for  handling  "what  if"  —  »ec  bclov.) 


_  SALES  DECISION  DECISION 

SEQOEICE:  CYCLE  ^  STATE  ENTER  .  PRIMARY  PATTERN  STATE  EXIT  TEST 


j  i 

1  i 

i  ! 

!  i 

_ j _ j _ 

!  : 

1  1 

6. 


I 

I 

I 


I 

I 

1 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Begins  lecture  At  ARC  segaent  of  interview.  goes  right  into  handling  objec¬ 
tion*.  Example  of  sports.  points  out  that  there  are  lots  of  iportt  in  the 
Amy.  Then  example  of  handling  girl  friend's  objections.  Would  see  the 
applicant  end  the  girl  friend  together  if  necessary.  Seys ,  ‘'...do  you  think 
it  would  help  if  your  girl  friend  understood?"  —  Terrific  introduction  with 
presuppositions,  continues. 


Vis 


Audit  Ein 


Olf-Cus _  Ons  «  Specific 


I-R  I-Q  I-C  I-A  *  I-E  P-C  *  Oth 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


P 


INT 


Assuaes  kid  needs  sore  answers.  Sane  with  girl  friend. 
Assuaes  kid  needs  "help",  etc.  All  the  above  aaintain 
rapport  and  lead  the  applicant,  as  well  as  setting  the 
fraaework  for  seeing  kid  and  girl  friend  together. 

Clarifies  intention  of  applicant  with  girl  friend,  then 
shows  bow  he,  and  the  Amy,  can  "help"  no  natter  what  the 
intention. 


A-OUT 


Shows  how  joining  the  Aray  will  help  take  care  of  girl 
friend  after  they're  aarried,  a  better  choice  than  not 
joining. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


AS 


Applies  "what  if"  to  itself  brilliantly 
for  conditional  close. 


39(1) 


I 


A- 51 


REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  A  SEQ  23  CROSS-REF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  | 

PATTERNS :  CR1  i  Challenge*  applicant'*  decision  making  power,  doe*  he, 

{  or  the  girl  friend  make  the  decisions? 

S 

I 


I 


l 


f 


r 


i 


A- 5  2 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.S  Coder  2  S  A  SEQ  24  CROSS-REF _ 

Purpose:  Handling  objections,  priusrily  haircut ,  procrastination .  honesty _ _ 

Cycle:  Pros__  Rap_  Qual_  MI _  FEBA _  Clo_  H-Ojt  DEP _  F-UP__  M/A_  Oth _ 

Sett lag:  Office 

loage:  BEG  (p.  39  .  para  3  ,  line  26  )  END  (p.  41  .  para  2  ,  line  13  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  If  he  says  **I  don't  know  [if  I*u  ready  to  join]**  —  there  is  something  else. 

2  -  Haircuts  aren’t  important  in  the  light  of  education,  training,  etc. 

3  -  A  lot  of  people  are  afraid  to  admit  they  can't  uake  a  decision. 

4  -  Honeety  i«  important  and  kids  respect  it  in  you. 

3  -  If  jobs  are  filled,  especially  soae  of  the  very  popular  ones,  you  need  to 

enlist  and  go  after  it  uhen  you  re-enliet  later  because  the  people  that  are _ 

already  in  the  Array  are  the  ones  taking  those  jobs. 

6  -  It's  okay  if  the  kid  doesn’t  join  if  it  was  a  good  decision. 

M01M:  1  -  Beat  a  dead  horse.  Don’t  give  up  until  you  are  convinced  that  now  it  not  the 

Tight  tiae. 

2  -  Let  then  know  you're  going  to  call  back  later  so  it  doesn*t  cone  as  a  shock 
to  then. 

3  -  Get  him  to  agree  to  something,  then  try  to  close  again. 


SEQUENCE: 


1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

,  -  i  - 


; 

!  ! 

{  1 

S 

i 

i 

i 

S  i 

!  1 

i 

i 

i  1 

i  i 

!  | 

t 

L  1 

i  1 

_ ! _ 1 _ 

• 

_ 1 _ 

1  1  !  ! 

:  :  :  ! 

ii  it 

ii  ii 

ii  ii 

-53 


Ill.  COMMUNICATION  PATTERNS 


OVERVIEtf:  sm  up  conditional  clo«<  he  can't  possibly  meet,  knowing  the  kid  knows  it. 

Says  he  can't  take  cir«  cf  it,  but  then  co»p«r»i  vanity  to  iaportance  of  ~ 
money  for  education,  good  training,  getting away  froa  town,  etc.  Kid  would 
hivt  to  be  a  fool  not  to  go  along  with  the  logic  of  the  argument.  Uses  this 
to  get  to  aore  important  objections  if  they  are  there.  Then  discusses  pro¬ 
crastination  and  bow  to  puih  kid«  ahead  in  their  decision  making,  Discusses 
need  for  honesty  ml  how  he  convinces  kid  that  ho  is.  Alto  talks  about  the 

PREDICATE :  Vii  x  Attd  x  Kin  x  Olf-Cua _  Uns  x  Specific 

SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I -A  x  I-E  P-C  x  Oth _ 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 

R/S  with  CF/S 


TECHNICAL  RESULT  OR  OUTCOME 

Assumes  there  is  an  objection  if  kid  eaye  "I  don't  know." 

Coaparee  vanity  to  aoney  for  eehool  and  training,  sets  up 
cloee 


AS 

M-4  with  A-OUT 

RE-D 


Procrastination,  we  all  put  it  off  —  shows  kid  his  own 
foolishness  in  a  huaorous  way 

Exaaple  of  washing  truck  next  week,  shows  how  we  all 
procrastinate  and  how  useless  it  is 

States  kid's  real  need  to  sit  down  and  aake  a  decision 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  '  |  - 

PATTERNS:  ! 


A- 5  5 


SI PORT  TYPE:  _ PCU _ 

l.D.j  Coder  2  S  A  SEQ  24  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  KF 

I  NT 
CEQ 
C-IZ 


TECHNICAL  RESULT  OR  OUTCOME 

S  This  whole  thing  ia  about  life,  not  little  objections 

S  He'd  rather  be  honest  and  have  the  kid  aake  a  good  decision 

S  You  night  not  like  what  Z  have  to  say  *  At  least  Z'n  honest 

1 

S  Uses  his  techniques  as  counter  to  what  is  taught,  but  he's 
S  very  effective 


I 


A-56 


PROTOCOL  COD IWG  WORKSHEET  ' 


1.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  A  SEQ  23  CROSS-REF _ 

Purpose:  Views  about  persons!  style  in  rapport  and  FEBA _ 

Cycle:  Pros _  Rap_x  Qual_  N4I_  FEBA_*  Clo_  H-0_x  DEP_  F-U?__  M/A_  Oth _ 

Retting:  Office _ 

Range:  BEG  (p.  41  .  para  4  .  line  15  )  END  (p.  A3  ,  para  1  .  line  34  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Tou  don’t  necessarily  need  to  use  the  sales  book  or  the  JOIN  machine  if  you 
really  know  how  to  talk  to  people. 

2  -  Just  recruit  however  you  feel  coafortable. 

3  -  Most  nale  recruiters  talk  to  fenale  applicants  the  way  they  have  been  talking 
to  women  all  their  lives,  and  it  doesn't  work.  They  want  to  be  treated  equally. 

4  -  More  women  in  the  Aray  than  ever  before  means  nore  opportunities  for  then. 


RULE:  1  -  You  need  to  treat  women  the  sane  as  you  do  nen. 

2  -  Don't  worry  about  the  rejection  if  you  lose  the  applicant. 


_  SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

i 

1 

1 

I 

i 

I  ! 

1  ! 

!  * 

1 

1  i 

1 

!  j 

!  1  ! 

1 

1  1  1 

I  1  * 

1  1  1 

" 

i  i - 1 - 1 - 

ii  ii 

i  i  i 

-  -  »  i  i 

i  i  i 

i  i  i 

1  1  ! 

A- 5  7 


III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Talking  about  ta Iking  with  woaen,  priaarily.  The  need  to  be  direct  and 
treat  then  the  sane  a«  acn.  Handling  objections  to  basic  training. 


PREDICATE :  Vis  x  Aud  x 


Kin 


01 f Him  Ons  x  Specific 


8TVTAX/ 

mumc:  I-R  I-Q  I-C  I-A  x  i-e  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Asauaes  they're  looking  for  the  Any  to  do  eoaething  for 
them. 


AVARE 

C-U 


R/S 


Gives  inforaation  to  ease  kid's  aind  about  objection. 

Aray  has  aore  women,  it  aust  be  for  a  reason,  you  can  do 
it,  aore  jobs,  etc.  Allows  hia  to  present  jobs. 

If  you  lose  then,  you  never  had  then. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  !  ! 


A- 5  8 


PROTOCOL  CODING  WORKSHEET 


J.  BACKGROUND  INFORMATION 

I. D.;  Coder  2  S  A  SEQ  26  CROSS-REF _ 

Purpose:  Peeling  with  HSGC 

Cycle:  Pro»_x  Rap_x  Qual_  M*I_  FISA _  Clo_  H-0_  DEP_  F-UP__  M/A__  Oth _ 

Setting:  With  HSGC _ . 

Benge:  BEG  (p.  43  «  per*  3  .  line  37  )  END  (p.  45  .  per*  1  .  1  ine  49  ) 

II.  COMMUNICATION  STRATEGIES 

Bn.TFFil  -  More  Ride  ere  doing  nothing  vhen  they  graduate  now  then  before.  Parents  ere 
■ore  lenient.  Ride  would  be  better  off  in  the  Army, 

2  -  After  a  certain  aaount  of  tine  doing  nothing,  you  need  to  do  anything,  even 
if  it' a  wrong. 

3  ~  Couneel ore,  when  approached  with  this  view,  either  get  defensive  or  they _ 

agree  vith  you. 

4  -  Need  good  rapport  with  couneelore. 


BOLE:  1  -  Educate  your  coumclori.  Let  then  know  about  the  Array* a  benefitt. 


SZQUEBCE : 

1. 

2. 

3. 

4. 

5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 

!  I  !  - 


T 


i  "I 


T 


TEST 

i 

i 

i 

i 

i 

i 

T 

i 

i 

i 

• 

i 

i 

T" 

i 

i 

i 

T 

i 

i 

i 

1 - 

i 

i 

i _ 


A- 5  9 


T 


F~ 


111.  COMMUNICATION  PATTERNS 

OVERVIEW:  Importance  of  rapport  ("who  do  you  know”)  with  HSCC,  before  asking  for  help. 

Views  on  kid»  doing  nothing.  Establishing  rapport  vith  counselors,  letting 
thea  know  the  benefit*  of  the  Aray  and  getting  then  to  help  you  out  with  the 


PRED1CAS:  Viu  Aud__^  Ein  01  f-Cus  Dos  Specific 

rnriAX/ 

I-*, _  I-<3 _  I-C _  I -A  I-E  p-c  Oth 


pattern  operator  technical  result  or  outcome 

COMMON  }  - - 

PA  1  URNS:  A-OUT  with  INT  {  Doing  nothing  for  two  yeare  in  the  Aray,  huaorously 

I  present*  the  option  of  military  service  to  counselors 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  - -  i  - - 

PATTERNS:  ' 


A-60 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 
I.D. :  Coder  2  S 


SEQ _ 27 


CROSS-REF 


Purpose:  •  _ _ _ _ _ 

Cycle:  Pro* _  B*p_  Quel _  N*I_  FEBA_x  Clo _  B-0_  DEP_  F-UP_  M/A__  Oth _ 

Sotting:  Talking  vith  kid  obout  coopering  service* 

Sengs:  BEG  (p.  45  .  per*  3  .  line  33  )  END  (p«  47  t  per*  3  .  line  18  ) 

II.  COMMUNICATION  STRATEGIES 

-  Amv  benefit  is  short  enlistment. 


-  Can't  do  anything  about  the  color  of  the  uniforns,  but  they  aren't  reall 


inportant. 


-  Kid  will  tell  you  (directly  in  this  case)  if  you  left  sonething  out  that  he 


is  interested  in  (assumes  rapport). 


III.  COMMUNICATION  PATTERNS 

overview  : _ 


PREDICATE:  Vi»  x  Aud  x  Kin  «  01  f-Cua  Dai  x  Specific 


RTNIAX/ 

SEMANTIC:  I-R  I-Q  I-C  I -A  *  I-t  P-C  X  Oth  TB-CON.S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  I NT 


TECHNICAL  RESULT  OR  OUTCOME 

Coopering  color  of  uniform  to  value  of  progreac  — 
allows  hia  to  show  superiority  of  A  ray  after  ridiculous 
comparison  of  uniforms,  and  also  get  Rid  to  challenge 
recruiters  in  other  services  to  be  honest  and  match  on 
aerits 


P 

MO 


Everything  important  shows  superiority  of  Army  programs. 
Lots  of  examples  of  this  in  this  section 

Possibilities  brought  up  to  make  kid  think  about  benefits 
and  compare  other  services 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS:  YE -CON  with 

S-CON 


TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


Tells  kid  to  sake  his  own  decision 


47(1) 


("I'a  not  going  to  talk  bad  about  the  other 
recruiter . . .") 


but  then  says 

("...if  he's  lied  to  you  he's  going  to  lie 
to  you  again.  That's  a  good  possibility.") 


A-62 


7 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I.D.I  Coder  2  S  A  SEQ  28  CROSS-REF  _ 

Purpose:  Handling  objections,  FEBA,  together 

Cycle:  Pros _  Rap _  Qual _  Nil _  FEBAjc  Clo _  H-Ojt  DEP _  F-UP_  M/A___  Oth _ 

Setting:  Office  _ _ _ _ _ _ 

Range:  BEG  (p.  47  .  para  5  .  line  20  )  END  (p.  48  .  P*ra  3  .  line  49  ) 

IX.  COMMUNICATION  STRATEGIES 

mgLTKP;!  -  An  indirect  wav  for  a  kid  to  tell  you  you  forgot  some  inport ant  information 
is  to  throw  up  an  objection. 

2  -  If  he  says  "1  think  so,"  he  is  telling  you  there  may  be  some  doubt. _ 

3  -  The  “scared  factor"  is  always  there  with  everybody. 

A  -  Fear  is  good,  it  leads  to  caution  in  decision  Baking. _ 


RULE:  1  -  Save  the  "scared  factor”  for  last  —  it's  the  easieet  to  handle. 
2  -  Make  then  face  up  to  the  fear. 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 
STATE  EXIT 

TEST 

1. 

H-0 

1 

f 

1 

{Afraid  (kid) 

1  B" 

I 

1 

!R/S.  CF/S 

1 

1 

1 

1 

{Relief,  noraal 

1  1 

1  1 

1  1 

'Unspec.  ! 

2. 

H-0 

i 

i 

{Relief,  noraal 

i 

i 

{ RE-D  (fear  —  good) 

1 

{Curious 

■  < 

■  i 

{Unspec. 

3. 

H-0 

1 

1 

{Curious 

I  - 

{P-AWAKE.  C-POST 

1 

{Anticipating 

1  1 

{Unspec.  | 

A. 

H-0 

i 

j Anticipating 

!?,  they're  ~~ 
{scared,  too 

1 

'Comradeship 

i  i 

{Unspec. 

5. 

H-0 

i 

IConradeship 

i 

1CRI  (NBG) 

! Internal 
{dialogue 

1  c 

1  1 

{Unspec.  { 

6. 

H-0 

{Internal 

{dialogue 

i 

i 

!CE,  FP 

1 

{ Friend sh ip 

1  | 

{Unspec.  1 

A-63 


Ill .  COMMUNICATION  PATTERNS 


OVERVIEW:  Begin*  talking  about  kid  telling  you  you  forgot  something  by  Riving  an _ 

objection.  Shows  a  perfect  example  of  re-esta blishing  rapport  by  recapitu¬ 
lating  whet  they  were  talking  about  that  woe  so  inportent ,  then  leading  with 
the  benefits  of  the  Aray  college  fund  and  finishing  with  a  modal  operator  to 
keep  the  kid's  interest  up  (47,5,23-30).  Then  uses  more  modal  operators  to 
introduce  the  doubt/scared  factors  in  the  decision  to  join.  Then  describes  ~ 
excellent  guided  fantasy/future  pace  of  recruiting  station,  end  Aray  career  to 

MEDICATE:  Visjt__  And  x  Ein  x  01  f -Cus  Un*  x  Specific 

syntax/ 

SEMANTIC:  I-R  1-Q _  1-C _  I -A  at  I-g  X  P-C  x  Oth  PF.  DBF, 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  PF 

MO 

P 

CE 

R/S 


TECHNICAL  RESULT  OR  OUTCOME 

Re-establish  rapport  (47,5,23-30)  Pace-lead 

Lots  of  possibilities  to  ereate/maintain  interest/ 
cur iosity . 

Presupposes  he  left  something  out  if  he  hears  "yes-but" 

Fear  leads  to  caution,  makes  you  get  vhat  you  want. 

This  leads  the  applicant  into  asking  more  questions. 

Everyone  is  scared  —  allows  applicant  some  measure  of 
comfort. 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS:  DBF 


TECHNICAL  RESULT  OR  OUTCOME 

You* 11  either  make  friends  with  this  guy, 
or  get  another  one  instead 


FP-CON  with  STRAT 


Magnificent  use  of  the  senses,  starts 
visual,  leads  through  internal  dialogue, 
kinesthetics,  back  to  visuals  at  the  end: 
installation  -  ("You  can  look  forward  to 
meeting  many  more...") 


EXAMPLE 

48(3) 

48(3) 
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r 


REPORT  TYPE:  _ PCW _ __ 

I.D.:  Coder  2  S  A  SEQ  26  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


REPORT  TiT£ ; 


PCU 


I.D.:  Coder  2  S  A  SEQ  28  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS :  C-POST  with 

AVARS 


TECHNICAL  RESULT  OR  OUTCOME 
Set*  up  guided  fantasy /dialogue 
("Do  you  know  all  the  people  that  will  be  there?") 


CP/S 

MO 


S  They're  all  scared  too,  pute  hia  in  with  the  crowd,  eett 
I  up  the  aost  iaportant  part  of  the  fantasy 

I 

!  Direct  suggestions:  you  will,  you're  going  to,  etc. 

I 


PROTOCOL  COD I KG  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  SEQ  29  CROSS-REF _ 

Purpose :  Free t icing  handling  objection! 

Cycle:  Pro* _  Rep _  Quel _  M&X _  FEBA _  Cio_  H-Ojt  DEP _  F-UP _  M/A_x  Oth _ 

Setting:  Practices  in  hie  head  or  with  hie  wife 

Bangs:  BEG  (p.  49  .  para  1  .  line  1  )  END  (p.  50  .  para  1  ,  line  46  ) 

II.  COMMUNICATION  STRATEGIES 
BELIEF:!  -  Practice  ie  very  important. 

2  -  Success  cones  from  knowing  how  to  handle  people,  answer  their  questions. _ 

satisfy  then  —  so  that  people  can  agree  to  anything  you  offer  then. 

3  -  Have  to  learn  to  “pick  somebody’s  nind"  and  the  only  vay  is  to  teach  your¬ 
self  (along  with  watching  others). 

4  -  Gets  to  know  each  person  he  talks  to,  and  they  hia,  well  enough  to  use  them 
for  referrals  if  they  don’t  go  in. 


BULK:  1  -  Make  up  objections,  cone  up  with  ways  of  handling  then.  Practice  internally 
or  with  others  (wife). 

2  -  Don’t  be  satisfied  with  one  "no”  —  keep  on  going. 


SEQUENCE: 


1. 

2. 

3. 

4. 

5. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


6 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


nZDICATZ: 

STVTAZ/ 

semantic: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Describes  practicing  handling  objections,  Pih  conscientious  objector  a* 
An  example.  Talks  About  hi«  mentor  when  he  was  learning  to  recruit. 


Vi»  >  Attd  x  Rio  x  Olf-Cua _  Uni  »  Specific 


1-R _  1-Q _  X-C _  I -A  x  1-1  *  P-C  Otfc 


PATTERN  OPERATOR 
P 


TECHNICAL  RESULT  OR  OUTCOME 


C*n't  believe  the  objection  —  jets  Applicant  to 
clarify 


C-POST 


("Did  you  know...**)  aj  way  of  present  counterexample 


C-EX 


Shove  bov  yon  can  get  in  through  c.o.  status,  conditional 
close  is  followed  up  and  fxniahed 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


I 


I 


A-68 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 


I.D.:  Coder 


SEQ _ 30 


CROSS-REF 


Purpose:  Prospecting  beliefs  and  rules  —  cep.  referrsle 


Cycle:  Presji  Rep _ 

Sec ting:  Phone,  office 


Rente:  BEG  (p.  51  .  psrs  2  .  line  5  )  END  (p.  51  .  pare  1  .  line  52  ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Need  to  know  people ,  uutual  respect,  whether  they  join  or  not.  They'll 


help  you. 


2  -  Hot  s  waste  of  tiae  talking  to  people  who  uey  help  later. 

3  -  Vent  people  to  reaeaber  everything  you  tell  then  so  that  if  soaething  cones 


up  later  they'll  call  you.  Things  change. 


RULE :  1  -  Create  aystery  (using  MO)  —  then  lay  it  on  the  line.  Show  benefits  end 

aotivste  hia  to  help  you. 


SEQUENCE: 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


MEDICATE: 

mriAx/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Talks  about  getting  referral!  fros  people  vho  haven't  joined,  end  those  who 
decided  no  the  first  tine  but  have  changed  their  sinds  sonths  later. 

Describes  benefits  of  getting  aoseoae  elee  to  join  with  then,  i.a.  pronotionT 


Vis  i  Aud  x  Kin  »  01 f -Cue  x  Ups  *  Specific 
I-R _  I-Q  I-C  1-A  *  M  x  P-C  Oth 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


P 


MO 


MR 


Assuaes  he  still  intends  to  join  eventually. 

("Ready  to  join  yet?") 

Know  aoaeone  aho  sight. ..Takes  pressure  off  of  referring 
person,  the  friend  say  or  say  not  be  interested,  not  his 
responsibility.  Also  uses  to  create  nystery. 

Loosens  kid  sp  a  bit. 

("You  want  *  beer.") 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


A-70 


report  type:  _ l£ H _ 

J.9.  s  Coder  2  S  A  SEQ  30  CROSS-REF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  S 

PATTERNS :  C-POST  I  Worth  your  time  —  you  bet. 

I 

I 

I 

I 

I 

I 

I 

I 

• 

I 

I 


I 


I 

I 

I 

I 

I 

I 

I 


\ 
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PROTOCOL  CODING  WORKSHEET 


I.  background  information 

X.D.:  Coder  2  S  A  SEQ  31  CROSS-REF< _ ____ 

Purpoir.  Follow-up  on  people  who  hove  been  through  batic  training  to  nake  eurc  things 

Cycle:  Proe__  fep_  Qual_  NAI__  FEBA__  Clo__  H-0_  DEP_ ,  F-UPjt  M/A_  Oth _ 

Betting:  Office,  phone,  etc.  _ 

fence:  BEG  (p.  53  .  pore  1  ,  line  1  )  END  (p.  56  .  pare  1  .  line  8  _) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Belpe  to  creete  e  situation  in  the  cotunity  where  you're  not  juit  putting 

Bide  in  the  Army .  but  really  helping  then  out. _ 

2  -  Salee  cycle  ie  like  e  eloeed  loop  ayeten  and  includee  follow-up. _ 

3  -  Good  to  follow  up  with  parente  ae  well  a»  tide. 

4  -  Things  change  in  baeic  training  and  it*e  good  to  keep  up  eo  you  can  continue 

to  give  accurate  information  to  new  applicant!. _ 

5  -  When  you  follow  up  with  teide  after  baeic  training  they  know  you're  really 
concerned . 

MV LE:  1  -  Cloee  your  loop,  including  follow-upt  for  the  next  recruiter  who  cones  in. 

2  -  If  there  ie  a  problem  between  a  kid  and  hie  aeeignaent  or  hie  former _ 

recruiter,  etraighten  it  out. 

3  -  If  you  don't  know  everything  about  a  program,  put  out  the  effort  to  find  out 
everything  about  it  before  you  eell  it. 

4  -  Nobody' »  perfect,  eo  don’t  be  afraid  to  adait  to  the  applicant  if  you  made  > 
nil  take . 


SALES  DECISION  DECISION 


SEQUENCE : 

1. 

CYCLE  STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

\ 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

• 

1 

1 

1 

1 

1 

1 

1 

1 

1 

\ 

1 

1 

2. 

1 

1 

1 

I 

1 

1 

1 

1 

r 

• 

1 

3. 

! 

] 

i 

i 

1 

1 

4. 

i 

i 

1 

1 

1 

1 

i 

• 

i 

i 

1 

1 

1 

.  5. 

■'  "  i 

i 

i 

» 

1 

1 

1 

1 

1 

i 

i 

i 

1 

1 

1 

6. 

i 

i 

i 

1 

1 

• 

i 

i 

1 

1 

1 
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REPORT  TYPE:  _ PCW _ _ 

I.D.:  Coder  2  S  A  SEQ  31  CROSS-REF 


BLOCX 

DESCRIPTION  CONTINUATION 

'  ~  1,1  i  " "  —  "  - 

PURPOSE:  S  haven't  changed  eo  auch  that  whet  he  ie  telling  kids  now  it  no  longer 

}  accurate.  Also  talking  to  parents,  and  others  about  what  ha»  happened 
S  since  enlistment. _  _ 


BELIEF:  !  6  -  Iaportant  to  set  thingi  up  for  the  neat  recruiter  in  your  poeition, 

|  7  -  Trest  people  badly  and  you'll  blow  it  in  the  co—unity. 

J  8  -  If  a  kid  "throve  you  aside"  became  you  made  a  aistake,  you  didn't 
|  have  hia  anyway. 


PROTOCOL  COD  I  MG  WORKSHEET 


2.  BACKGROUND  INFORMATION 

2.D. :  Coder  2  S  A  SEQ  37  CROSS-REF _ __ 

Purpose :  Maintaining  notivation  in  doting 

Cycle:  Proe__  Bap _  Quel _  UAI _  FEBA _  Clojt  H-0 _  DEP__  F-UP__  M/Ajt  Oth _ 

Setting:  Office 

tenge:  BEG  (p.  69  .  pare  3  line  15  )  END  (p.  69  .  pare  5  line  49 _ ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Accepting  the  challenge  of  a  "no"  is  inport ant. 

2  -  Fear  of  rejection  ie  probably  alvaya  there  —  but  you  can  learn  to  accept  it. 

3  -  Have  to  do  differently  than  when  you  were  growing  up .  Wo  isn’t  final  for 
a  recruiter.  A why,  or  you  won't  find  out. 

4  -  A  person  nay  want  to  join  at  another  tine. 


1XJLE:  1  -  learn  to  accept  *'no"  and  turn  it  around. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


S  ! 

S  ! 

1.  1  1 

i  i  : 

i  i  : 

f  i 

i  i  i 

j  1 

2‘  !  ! 

i  i  ; 

l  i 

i  i 

1  1 

3.  ! 

i  i  i 

I  l  I 

i  -  •  -  »  - 

A*  i 

i  1  i 

i  i  i 

f  i 

i  i  i 

i 

s.  : 

i  1  i 

i  i  i 

1  !  1 

i  «  i 

6.  ! 

i  T  l 

i  f  i 

1  i  i 

i  i  i 

PROTOCOL  CODING  WORKSHEET 


1.  RAC KG ROUND  INFORMATION 

I. 0. :  Coder  2  S  A  SEQ  36  CROSS-REF _ 

Purpose:  Projecting  rule* 

Cycle:  Proeji  Rep Quel NAI__  FEB  A Clo_  H-0_  DEP_  F-U?_  M/A_  Oth_ 

Setting:  Open 

teste:  REG  (p.  66  .  para  6  .  line  23  )  END  (p.  68  .  per*  I  .  line  3  ) 

II.  COMMUNICATION  STRATEGIES 

RELIEF :1  -  Many  people  ere  afraid  to  get  oot  end  talk  About  the  Aray  became  they  aay 

eey  e one  thing  wrong.  Most  people  ontaide  the  aervica  really  don’t  know  about  it. 

2  -  If  you  think  of  everyone  ee  poaaible,  it  will  be  eaeier. 

3  -  Just  walking  up  end  aaVing  people  to  join  will  aaVe  you  feel  like  you're 
invading  their  apace  —  even  though  you  always  ere  in  a  »en»c  —  but  that's  the 
challenge . 

A  -  There' »  always  soaething  that  could  work. 

5  -  If  you're  inventive  you  have  aore  avenues  to  try,  to  lead  to  a  close. _ 

RULE:  1  -  Talk  to  a«  aany  people  at  you  can.  Don't  be  afraid  to  get  out  and  do  it. 

2  »  Uae  what  you've  gained,  tell  the a  what  you  know,  however  little  it  may  be. 

3  -  Take  what  you  need  out  of  the  recruiting  course  and  me  vhat  applies,  adapt 

it  at  needed. _ 

4  -  Make  your  own  ttyle. 

5  -  Don't  be  afraid  to  try  new  thinga  —  be  inventive.  Make  things  up,  try  thee 
all. 


sxquDCE: 


1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION 

CYCLE  STATE  INTER  PRIMARY  PATTERN 


DECISION 

STATE  EXIT  TEST 


j 

i 

I 


I 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Pep  talk  at  ARC  regarding  Attitude 


PREDICATE:  Vie  x  Aud  x  Kin  x  Olf-Gue _  One  x  Specific 

SYWIAX/ 

SEMANTIC:  I-R _  I-Q  I-C  I-A  X  I-Z  x  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P  with  C-POST 


TECHNICAL  RESULT  OR  OUTCOME 

You  did  well  before,  you  can  again  (atated  as 
question) 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  j  J 

PATTERNS:  i 


A-77 


r 


i 


FBOTOCOL  COPING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  A  SIQ  35  CROSS-REF _ ______ 

Purpoae:  Motivating  yourself  m  a  recruiter 

Cycle:  Froa_  Rap_  Qual_  H4I_  FEBA_  Clo_  B-0_  OEP_  F-UP_  M/A_*  Oth_ 

Batting:  ARC  talk 

Saage:  XEG  (p.  65  .  pare  7  .  line  26  )  END  (p.  66  .  para  4  .  line  21  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Recruiting  ie  a  couple te  change  froa  the  job  they  were  doing  before. 

2  -  There  are  ways  you  can  nae  the  job  later. 

3  -  He  thinks  the  job  ie  fun  —  but  he  thinka  very  few  othera  would. 

4  -  Recruitera  are  out  here  to  help  people. 

3  -  You’re  going  to  take  a  lot  of  flack,  no* a. 


RULE :  1  -  Accept  the  challenge  of  recruiting. 

2  -  Look  forward  to  the  job,  don't  look  at  it  at  puniahaent. 

3  -  Believe  in  youraclf. 

4  -  Keep  on  truckin',  even  when  you  get  flack,  let  it  bounce  off  of  you. 

5  -  Believe  the  job  can  be  accomplished, 

fe  -  Maintain  a  positive  attitude,  enjoy  what  you* re  doing,  have  fun  at  it. 


ssqozacE: 

1. 

2. 
3. 


4. 


5. 


i. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 

|  |  !  - 


TEST 


A- 7  8 


REPORT  TYPE: 


I.D.:  Coder  2  S  A  SEQ  34 


CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  CO 


C-POST  with 
NEG-Q 


P  with  R/S 


TECHNICAL  RESULT  OR  OUTCOME 

Give*  the  kid  a  little  relief  And  under* tending 

("I  CAn  ace  you're  An  individual.^  don' t  expect  you  to 
juap  on  the  bandwagon.") 

Conditional  eloaa  — -  can  you  think  of  a  reason  why  you 
wouldn't... 

While  you  think  about  it,  let'a  take  the  next  atep  — 
leads  kid  further  into  cycle. 

Makes  hit  work  aeea  easy,  wore  relief  for  kid,  less 
coaplexity  in  processing.  Sets  up  trial  close. 

("Only  thing  left  to  do...") 

Ready  to  aake  the  decision.  Moves  into  close.  It's 
iaportant  so  aake  the  decision  now. 

("You've  put  thought  into  this...") 

("Army  puts  a  lot  of  aoney  into  this...") 
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III.  COMMUNICATION  PATTERNS 


OVESVZEV:  Describes  the  entire  tales  cycle  froa  the  point  oi  view  of  the  applicant, 
supplying  his  responses  to  what  he  thinks  the  kid  it  thinking. 


PREDICATE:  Vis  x  Aud_x 

syntax/ 

SEMANTIC:  I-R  I-Q 


Kin  x  Olf-Cua  Una  x  Specific 
I-C  I -A  s  I-E  x  P-C  x  Oth  FF 


COMMON 

PATTERNS: 


PATTERN  OPERATOR 
MO 


S/S 


TECHNICAL  RESULT  OR  OUTCOME 

Puts  kid  on  the  ust  spot  as  recruiter  of  hsving  to 
deaonatrate  his  abilitiee.  also  gets  hia  to  take  the 
challenge  and  allow  recruiter  to  sell  hia  on  his 
abilities . 

("May  be  qualified...") 

Places  eaphasie  on  benefits  available  in  terms  the  kid 
can  understand. 

("We're  talking  dinero  here  buddy...") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS:  !  ! 


A- 8  0 


1 


REPORT  TYPE:  _ PCU _ 

I.D.:  Coder  2  S  A  SEQ  34  CROSS-REF 


SLOCK 

DESCRIPTION 

BELIEF: 


RULE: 


_ CONTINUATION  _ __ _ _ 

|  3  —  They’ve  been  prepared  eince  the  phone  cell  to  tell  you  "no”  but  if 
}  you1 ve  done  your  job  veil  in  the  interview,  they’ll  heve  a  herd  tine 
|  spying  ao,  without  ■eking  qp  on  excoae  — 1  provided  he  can  nake  his  own 

!  decision*.  _ _  . 

|  6  -  The  kids  think  you  «ey  be  lying  to  thea ,  so  that  is  always  *  reason 

I  for  then  to  take  a one  tine, 

|  7  -  If  you  remind  the  Rid  he's  under  no  obligation  if  they  can’t  find  hin 

}  s  job  he  wants,  then  he  feels  he* a  still  in  the  driver's  seat. _ 

J  8  -  If  you  offer  the  kid  everything  he  wants  and  he  doesn*t  fulfill  hit 
!  part  of  the  bargain,  by  joining,  he**  going  to  feel  guilty  and  you'll 
!  hear  froa  bin  in  a  couple  of  days. 

!  9  -  If  he  goes  along  with  it,  he'll  feel  it*s  over  with,  he's  in  the 
!  Army  now,  and  he  got  vhat  he  wanted. 

i  10  -  When  he  gets  thank*,  that  means  nore  than  anything  elae. _ 


6  -  When  presenting  the  Cl  Bill,  say  $10,800,  not  ten  grand,  it  sounds 
■ore  inpressive  that  way. 

7  -  At  closing,  remind  the  kid  he's  nnder  no  obligation  to  join  if  they 

don't  have  what  he  wants  at  processing.  Resell  benefits  at  this  tine 
as  well. _ _ 


I 

1 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  A  SEQ  3  A  CROSS-REF _  .  .  _ __ 

Purpose:  - 

Cyc U :  Proa  x  Bop  x  Qual  N4I_ _  FEBA  x  Clo  »  B-0  X  PEP  F-UP__  M/A  x  Oth  _ 

Sotting:  _ 

Range:  BEG  (p.  61  .  pore  A  line  29  )  END  (p.  63  .  para  1  line  7 . _) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Going  in  it  e  big  etep  for  no»t  kide. 

2  -  Very  few  Ride  actually  think  they  Are  going  to  enliet  when  they  to  in  for 


the  eppointaent. 

3  -  Ride  have  heerd  lote  about  the  A ray  —  they  went  to  be  ehown  how  it  really 
ie. 

A  -  When  you  get  to  talk  to  kide,  about  what  they  are  intereeted  in,  they  think 
'fcaybe  theee  guys  aren't  little  eoldiere  aarching  around  all  the  tine  ...  they're 


individual 

BULB:  1  -  Keep  the  interview  low  key,  eo  it  ien't  eo  frightening. 

2  -  Talk  about  whatever  he  wante  to  talk  about,  froa  fiehing  to  the  last  aath 
teet  he  took. 

3  -  Give  thea  tine  to  think  about  joining,  but  offer  then  the  teet,  etc,  to  eee 
if  they're  qualified. 

A  After  teet,  alwaye  congratulate  thea  on  how  well  they  did.  Make  hia  feel 
good  about  what  he'd  done. 

5  -  Don't  lie  to  hia,  tell  hia  what  he'»  qualified  for. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


FBIMARY  PATTERN 


DECISION 
STATE  EXIT 


A-82 


REPORT  TYPE:  _ 
I.D. :  Coder 

BLOCK 

DESCRIPTION 


PCM 
S  A 


CONTINUATION 


5EQ _ 33 


CROSS-REF 


PURPOSE:  {  •round  problems  getting  a  particular  job.  and  ■•intern  motivation  for 

•  yourself  end  the  kids.  _ 


BELIEF: 


1  5  -  If  you  push  kids  through  too  fast  you  can  run  into  two  problens: 
j  first,  it  "coning  keek  end  biting  you.**  second,  PEP  loss. 

!  6  -  If  you  fieri  aoae  thing  else  e  kid  will  be  happy  with,  if  he  can't 
}  iet  exactly  what  he  wants ,  then  you  have  covered  yourself  later  if  he 
t  comes  back  end  complains. 

!  7  -  think  of  die  cycle  as  five  weeks.  Most  recruiters  mistakenly  don't 
J  do  that,  end  feel  they  haven't  done  something  right.  Have  to  allow  tine 


!  for  people  to  «o  through  the  processing  cycle. 


PROTOCOL  CODING  WORKSHEET 


t 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  A  SEQ  33  CROSS-RIF _ 

Purpose:  Handling  asking  aiesion  in  the  context  of  hit  »tyl«.  Bow  to  be  careful,  work 

Cycle:  Proa _  Rap_  Qual__  N4I_  FI  BA _  Clojc  H-0_  DEP__  F-UP__  M/Ajt  Oth _ 

Setting:  H/A 

Haag*:  BEG  (p.  38  .  para  3  lint  43  )  END  (p.  61  .  para  2  _  .  line  22__) 

II.  COMMUNICATION  STRATEGIES 

mriTOT*!  -  Qnct  aiesion  it  aade ,  the  number  it  behind  hia. 

2  -  My  job:  pot  ptoplt  in  the  Amy ,  or  help  than  get  in  the  Any  —  asking _ 

nieeion  aeane  it'e  done. 

3  -  Not  having  nieeion  made  near  the  end  of  the  month  it  like  having  a  pert  on 
with  a  cattle  prod  behind  you  hitting  you  in  the  aiddle  of  the  back  —  a  tense 
of  urgency. 

4  -  You  don’t  need  people  from  the  chain  of  coanand  calling  you  to  remind  you _ 

that  yon  haven't  aade  nieeion  yet  —  you  know. 

RULE:  1  -  Ai  long  at  nieeion  it  aade,  ttay  on  an  even  keel. 

2  -  Work  on  the  concept  that  you're  going  to  aake  nieeion  by  the  third  week  of 
the  month .  Feaiible  if  you  etart  two  veekt  ahead  of  the  beginning  of  the  aonth. 

3  -  At  the  end,  if  you  haven't  aade  it,  that'e  when  you  ttart  to  push.  Not  to 
hard  that  they  walk  away  from  you  though.  If  you  push  too  hard  you  can  lote 
then . 

4  -  Aik  if  there  it  anything  elee  a  kid  night  be  interested  in  that  he  would  be 
happy  with,  in  cate  he  can't  get  exactly  what  he  wante. 

SALES  DECISION  DECISION 


SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN 

S  1 

: 

1.  !  1 

STATE  EXIT  TEST 

• 

1 

1 

1 

1 

i  ! 

2.  !  : 

1 

1 

1 

•  l 

3.  !  ! 

« 

1 

:  i 

4.  :  : 

1 

• 

1 

i  i 

c  I  1 

3  •  1  1 

1 

1 

-  .  * 

- 1 - 1 

•  1  II) 

£  1  J  II 

••  _  1  *  1  1 

A-B4 


REPORT  TYPE:  _ PCW _ _ 

1.  D. :  Coder  2  S  A  SEQ  32  CROSS-REF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  } 

PATTERNS :  C-POST  with  P  j  Ins  true t ion* 1 ,  sake  a  deciaion,  or  I'll  teach  you. 

S  The  deciaioo  ia  preauppoeed  to  be  enliataent. 

I  ("Are  you  the  type... sake  a  deciaion  and  atick  with  it?" 

I 

I 

» 

1 


j 


A-8  5 


III.  COMMUNICATION  PATTERNS 

OVERVIEW:  Lots  of  information  on  closing,  » tar  ting  with  his  attitudes  on  aotivation  for 
himself,  aission,  etc.  How  to  apeed  kids  up  when  you  need  then  to  enlist  — 
aotivation  strategies  for  the  kids,  U»e»  M-4  of  first,  second,  third  gear  ~ 
to  describe  hi«  shifts  in  speed  working  with  the  different  kids  to  getthec 
in ,  aeet  their  needs,  and  make  mission  all  at  the  i«m  tiae.  The  closer  to 
the  end  ot  the  month,  if  he  hasn't  made  it,  the  faster  he  works,  the  more  he~ 
pushes  the  kidt  —  but  ho  tel do a  hat  to  go  through  that. 


PREDICATE: 

Via _ 

And  X 

Ein _ 

Olf-Cua  Dns  Specific 

SYNTAX/ 

SEMANTIC: 

I-R _ 

I-<J _ 

I-C 

I -A  x  I-I  x  P-C  x  Oth  S-CON 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

COMMON 

PATTERNS: 

P 

1 

!  Two 

choice  closes.  ("Let's  get  together")  aaintains 

S-CON  with  MO. 
P 


CE 


PATTERN  OPERATOR 


UNIQUE 
PATTERNS : 


rapport  at  doling.  ("I'll  have  your  paper  work  ready") 
aaiuaet  you'll  go.  ("that' a  good  enough  for  me...")  — 
it  might  not  be  for  others,  but  I  aust  trust  you,  i.e., 
we  are  working  together. 

Motivator:  if  you  wait  you  night  not  get  the  job. 

Creates  the  illusion  of  choice. 

("If  I  give  you  a  week  to  think  it  over  will  you  jo.n?") 
("We  have  to  do  it  now,  you  gotta  go  now.")  —  Motivator, 
TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


A-86 


REPORT  TYPE:  _ PCU _ _ 

2.D.:  Coder  2  S  A  SEQ  32  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


-  The  aaiority  of  the  tiae  he  hae  made  aiesion  earl 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  S£Q  32  CROSS-REF^ _ _ 

Purpose:  Methods  and  beliefs  about  closing,  handling  procrastination,  motivating  Ps  ,  etc. 

Cycle:  Pros__  Rap_  Qoal_  NAI_  FEBA _  Cloji  H-0^  DEP_  P-UP_  M/A__  Oth _ 

Setting*.  Phone,  office  -  - 

luge:  BEG  (p.  36  .  pare  3  line  12  )  END  (p.  38  .  P*re  1  .  line  40  _) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  More  inportent  to  etey  in  your  beet  sequence  then  to  nafce  mission.  Sequence 
leede  to  ■eking  mission. 

2  ~  You*!!  have  days  when  you  eccoaplieh  nothing,  but  it*a  okay. 

3  *  If  you  jmt  vprry  ebout  the  nunber  (mission)  you  lose  youreelf,  end  don't 
pey  ettention  to  your  epplicente. 

A  -  You* 11  notice  the  nunber  nesr  the  end  of  the  month  if  you  haven't  made  it  yet. 

5  -  You  con  get  everyone  to  move  et  the  me  speed  you  eove,  i.e.  epplicents _ 

can  be  eped  up  et  the  end  of  the  north  if  you  need  to  get  then  in. _ 

BUIE:  1  -  "I  shall  enliet  no  pereon  before  hie  tine.*1 

2  -  You  have  to  treet  those  Ride  with  kid  gloves. 

3  •*  Get  everything  done  with  a  Rid  before  you  send  him  to  the  MEPS. 

A  -  Keep  •  eolid  work  pattern  going.  _ _ 

5  -  Uee  down  days,  where  you  aren't  accomplishing  much ,  to  do  paperwork  end _ 

other  office  routine. 


SEQUEICE: 

1. 

2. 

3. 
A. 
5. 

4. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

,  J  J  } 

II  I  • 

!  !  «  ! 


T 


I  "  '  '  ~T 


T - r 


A- 8  8 


^"■4  10 


REPORT  TYPE:  _ PCW _ _ 

I.D.:  Coder  2  S  A  SEQ  31  CROSS-REF _ 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMO*  |  •• 

PATTERNS :  AS  with  R/S,  RE-D|  Usee  reality  and  honor  to  ease  a  tense  situation. 

i 

I 

i  (’’Have  you  ever  nade  a  mistake... ?") 

I 

i 

i 

i 

i 

i 

t 

i 

i 


t 

)■ 


A- 8  9 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

STYTAX/ 

semantic: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Long  description  of  different  facets  of  followup.  Includes  handling  problems 
for  eoaeone  who  didn't  get  what  he  was  promised.  Alto,  the  importance  of 
making  »ure  you  do  a  good  follow-up  to  close  your  loop  for  the  next  recruiter 
vho  comes  through.  Includes  examples  of  straightening  out  problems  with 
other  stations  and  recruiteri,  aswell  a«  talking  to  parents. 


Via  x  Aud  x  Kin  x  01 f-Gua _  Dna  x  Specific 


I-R  I-Q  I-C  I  “A  *  I-E _  P-C  »  Oth  YB-CON ,  S-CON 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


P 


Eases  families'  contact  with  hia  about  boot  caap  with 
huaor ,  acknowledging  the  difficulties  of  boot  camp  at  the 
aaae  tine. 


YB-CON 


(’’Written  any  bate  aail...") 

In  case  he  told  kid  soaething  that  has  changed  and  was 
different  for  the  kid,  he  acknowledges  the  problem  and 
attcapts  to  rectify  it  by  gaining  more  knowledge  —  shows 
concern. 


PATTERN  OPERATOR 


TECHNI CAL  RESULT  OR  OUTCOME 


S-CON 


Wants  straight  inforaation  froa  the  old 
Aray  recruiter  regardless  of  what  it  was , 
so  he  can  solve  the  problem. 


("If  you  lied  I  went  to  know...") 


RE-D 


Let's  people  at  unit  where  kid  is  com¬ 
plaining  know  that  the  kid  sounds  wrong, 
but  be  really  isn’t. 


EXAMPLE 

54(1.27-32) 


("He’s  not  crasy...") 


¥ 


III.  COMMUNICATION  PATTERNS 

ovEivrrv: 


PREDICATE:  Vis _ 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  I-R 

I-Q _ 

I-C 

Olf-Cuj _ ■  Uns  Specific 

I-A  I-E  P-C  z  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-£X 


TECHNICAL  RESULT  OR  OUTCOME 

Not  reedy  to  join  now  —  let'*  find  *  tine  when  you 
will  be  —  allow*  for  the  possibility. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  J  - 

PATTERNS:  !  } 


A-91 


r — - - - - - 

PROTOCOL  CODING  WORKSHEET 

|  1.  BACKGROUND  INFORMATION 

I  X.D.:  Coder  2  S  A  SEQ  38  CROSS-REF _ _ _ 

Purpose :  M/A  rules  end  beliefs 

Cycle:  Prot__  Rap_ '  Qu*l_  N4I_  FEBA _  Clo_  H-0__  DEP__  F-UP_  M/A_x  Oth_ 

Set tin*:  M/A 

'  “ 

lu|i;  BEG  (p.  71  .  per*  4  line  9  )  END  (p.  73  .  per*  1  line  16  ) 

XI.  COMMUNICATION  STRATEGIES 

IHHTil  ~  You  challenge  yourself  by  giving  yourself  tine  freaet  end  goslt. 

2  -  If  you  make  your  goal  ahead  of  tine,  you  can  take  e  break. 

3  -  Mot  realistic  to  get  too  epecific  on  types  of  people,  just  go  for  quality. 

4  -  Set  e  goal  above  miction,  e.g.  four  for  •  Mission  of  two  i»  reelietic. _ 

5  -  People,  i.e.  First  Sergeant,  celling  you  down  for  not  making  mission,  ere 
etupid. 

6  -  If  you  get  off  treck,  you* 11  find  yourself  doing  Meaningless  things  that 
von't  help  you  nakc  Mission. 

RULE:  1  -  Program  yourself  out  with  tiaes  end  goals.  Keep  yourtelf  buffer  tiae  (end 
protpect) ,  tt  well . _ 

2  -  Don't  hold  someone  to  long  you  lo«e  then, _ 

3  -  If  you  don't  aafcc  your  goal,  don't  let  it  bring  you  down.  Be  tetitfied  with 
whet  you  do,  as  long  as  you're  doing  everything  you  can  do, 

4  -  Looks  back  on  the  nonth  end  evaluates  etch  protpect.  If  he  didn’t  make  it, 

v  he  puts  it  behind  him  end  looks  forward  to  next  nonth. _ 


SEQUENCE: 

1. 

2. 

3. 


4. 


3. 


6. 


SALES 

CYCLE 

DECISION  DECISION 

STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

1 

s 

! 

i 

i 

i 

i 

i 

1 

- 1 - 

■ 

I 

1 

: 

_  i 

i 

i 

i 

- 1 - 

! 

i 

i 

i 

I 

! 

»  i 

•  i  I 

•  iii 

•  i  ! 

A-92 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  A  SEQ  39  CROSS-REF _ 

Purpose:  Undere tending  who  to  proepect 

Cycle:  Broe^x  Rep__  Quel__  H&I__  FEBA_  Clo_  E-0_  DEP_  F-UP__  M/A__  Oth _ 

Setting:  All  over 

Benge:  BEG  (p.  76  .  per*  2  line  2  )  END  (p.  76  .  pore  6  _  .  line  33  _) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  You  cen  heve  e  lerge  voloae  of  people  who  ere  oheolutely  worth lee»  to  you. 

2  -  You  need  to  get  the  right  typee  of  people. 

3  -  People  with  no  eenee  of  urgency  ere  worthleee  to  you.  They  think.  "Why _ 

vould  I  need  to  do  thet  right  now?" 

U  -  It  doesn't  hurt  to  hong  out  with  eophotaoree  become  in  the  long  run  it  will 
pey  off  for  you. 

3  -  Spend  aoet  of  your  ti»e  with  people  vho  need  to  plan  out  their  futures. 


BOLE:  1  -  Put  youreelf  in  the  job  porket  of  people  thet  cen  nove  now:  H5  greds, 
college  people,  seniors ,  people  thet  cen  moke  e  dec i» ion. 


SALES  DECISION  DECISION 


SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

i 

i 

i 

i 

i 

i 

i 

i 

i 

2. 

i 

1 

i 

i 

3. 

! 

i 

i 

! 

A 

m  m 

1 

i 

i 

! 

! 

5. 

- 1 - - 1 - 

*  i  i 

i  *  i 

*  i  i 

6. 

i  i  i 

i  i  t 

i  i  * 

PBgTTjPB.  rBDIWC  VOBKSHEET 

1.  BACKGROUND  INFORMATION 

I.D.:  Co der  2  &  A  JEEQ  40  CBQ&S-ffiF _ ______ 

Tnrpoit:  Motivation  strategies 

Cycle:  Pros _  Bap _  Qual _  JU1 _  P£BA__  Clo _  SO  IE?_  F-UP__  M/A_x  Oth_ 

Setting:  __ ____________ 

Boast:  BES  (p.  77  .  pore  3  .  line  6  )  BSD  fp.  81  «  part  3  line  13  ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF: I  -  If  you  have  been  having  problems  making  n is tram ,  too  «ay  need  help  froa  a 
station  co— ander.  Look  Bock  on  hov  far  throng!  tax  crtle  people  have  been 
getting. _ 

2  -  Physical  disqualif icmtiaa  is  beyond  you  to  o  certain  degree. 

3  -  QNE's  aay  have  aoae  thing  to  do  with  how  you  ore  talking  to  people. 

A  -  Being  on  the  right  rack  involves  being  inventive. 


BUIE:  1  -  If  you  can’t  figure  out  what  the  problea  is.  coll  •for  help. 

2  -  If  you  have  a  system  that  worked.  But  it  just  foiled  two  nonths  in  a  rov, 
you  may  have  to  change  it  all  around. 


sales  decision 

CYCLE  STATE  ENTER 


DECISION 
STATE  EXIT 


SEQtlKKB 


TWHACT  TATTEES 


TEST 


REPORT  TYPE:  _ PCW _ 

I.D.;  Coder  2  S  A  SEQ  40  CROSS-REF _ __ 

BLOCK 

DESCRIPTION  _ CONTINUATION  — 

| 

BELIEF:  i  5  -  If  I  me  several  thing  that  don't  work,  I  know  I'»  dealing  with  en 

{  individual  case  with  this  person.  If  »Y  new  technique  wcla  with  a  - 

{  couple  more  people f  though,  I  can  adapt  it_into  »y  aalee  presentation. 

|  6  -  Keeping  on  the  ritht  track  can  be  a  big  challenge  by  itself.  — 

J  7  -  HOC:  1)  Ritht  tract.  2)Reall«tic  eoale,  3)  When  to  aak  for  help. 

}  4)  Accepting  the  challenge,  3)  Being  inventive.  These  are  all  tied _ 

!  together. 

J  8  -  Everyone  will  need  help  eventually.  It  can  be  too  late  if  you  wait, 
!  aak  for  it. 

|  9  -  If  nothing  ia  "clicking,"  aee  vouraelf  near  the  end  of  the  uonth, . 

J  ait  back  and  aay  nothing  ia  working  —  tine  for  help  (all  senses 
i  involved)  . _  ■ 


A-95 


nOTDCOL  LOC 

Coder:  ________  Subject 

REF  !  CYCLE  TOPIC 


1(12)  |M/A  'Belief*  about  M/A 


PEP* .  And  aaking  it  fun 


!  !m/a 


|5(11)  | Pro*, M/A  [Handling  problem  u* 


7(10)  [Pros.Rap, ! Rapp or t  And  finding  dba  while  prospectin 


MSI 


5  111(2)  [MS  I. FT  BA.  [Determining  MSI 


|12(2)  ' FEBA.Clo  [FEBA  And  eloting  procedure*  _ 


12(10)!H-O  'Handling  objection* ,  Avoiding  thea  to  begin  with 


13(16) [FEBA  [Giving  the  Applicent  the  aenae  of  control 


15(9)  'Proa, M/A  'Attitude  About  job  And  treating  other* 


Listeni 


FEBA,  difference  between  fact*  and  evidence 


*  of  closing  and  handling  objection* 


strategic* 


Handling  PEP* 


14  123(9)  'PEP 


17(1) 

[MSI 

18(4) 

[FEBA 

PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  B  SEQ  1  CROSS-REF _ _ 

Purpose:  h/A  beliefs _ 

Cycle:  Pros  Rep  Quel  N&I  FEBA^^  Clo__  H— 0  DEP_^  F— UP^^  M/Ax  Qth 

Setting: 

Benge:  BEG  (p.  1  pere  12  .  line  37  )  END  (p.  2  pere  9  line__24___) 

II.  COMMUNICATION  STRATEGIES 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  B  SEQ  2  CROSS-REF _  ... 

Purpose:  Procedures  about  prospecting,  using  DEPs,  end  asking  It  ell  fun _ 

Cycle:  Pros_x  Rap_  Qual N&1_ _  FEBA Clo H-0 DEP_x  F-UP__  M/Ajc  Oth _ 

Setting:  _ _ 

tenge:  BEG  (p.  3  per*  7  line  26  )  END  (p.  3  P*ra  S  line  24 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  Happiness  cones  froa  helping  people,  end  it  makes  you  work  better. 

2  -  PEPs  have  to  earn  their  noney,  too.  Help  with  referrals,  neetlng  people  _ 
(beach  trips  in  Winnebago). 

3  -  Satisfaction  comes  froa  seeing  DEPs  go  in  at  higher  rank,  with  rewards. 

4  -  If  you  go  Into  stores  regularly,  at  the  same  day  end  tine,  people  will  pet 
used  to  it,  and  start  to  refer  people  to  you,  knowing  you’ll  be  there. 

5  -  Walk-Ins  are  usually  not  qualified,  so  waiting  around  for  thea  In  the  office 
won' t  help . 

RULE:  1  -  Don't  sit  around  the  office  all  day  —  canvas. 

2  -  To  Increase  the  chances  for  success,  split  up  the  day:  grad  lists,  tests  ir. 
the  aornlng,  call  seniors,  or  catch  then  out,  afternoons.  Sec  RPI  rack  on  top  of 
car  at  basketball  courts,  parks,  etc. 

3  -  Make  the  job  Interesting  or  you'll  fail. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


. 

i--  -  -1 

. 

-  J 

_ -  —  ■ 

L  - - 

A-98 


PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  B  SEQ  3  CROSS -RIF _ _ 

Purpose:  Handling  problems  with  using  the  phone 

Cycle:  Pros_x  Rap_  Qual_  NSI_  FEBA__  Clo__  H-0 _  DEP__  F-UP _  M/Ajc  Oth _ 

Setting:  Office,  phone  — — 

Range:  BEG  (p.  5  para  11  .  line  42  )  END  (p.  6  pare  2  ,  line  19  __) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  You  can  only  talk  on  the  phone  for  ao  long,  then  you  get  tired  of  it. 


RULE:  1  -  Schedule  times  and  breaks  for  the  phone. 

2  -  Move,  change  positions,  even  talking  on  the  phone,  and  notice  the  differences 
in  tone  and  attitude . _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  1  1 

II  II 

1  1  1 

1  1  1 

1  1  1 

1  1  1 

_ 

1  1  1 

1  f  1 

_ 

1  1  1 

1  1  1 

1  1  1 

1  1  1 

. 

1  1  1 

1  1  1 

fc-100 


PROTOCOL  CODING  WORKSHEET 


1 


I.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  B  SEQ _ A 


CROSS-REF 


Purpose:  Establishing  rapport  end  finding  dominant  buying  aotlve.  In  prospecting _ _ 

Cycle:  Pros  x  Rap  x  Qual  N&I  x  FEBA  Clo  H-0  PEP  F-UP  M/ A  0th 

Setting:  Office,  erea  canvassing  _ _ — 

Benge:  BEG  (p.  7  para  10  .  line  31  )  END  fp.  9  P*ra  10  .  line  32  . _) 

11.  COMMUNICATION  STRATEGIES 


BELIEF:  1  -  Steps  In  the  sales  cycle:  find  the  dominant  buying  motive,  concentrate  on 
It.  Don't  worry  about  all  the  other  steps. 

2  -  The  guy  will  tell  you  what  he's  Interested  In  while  you’re  establishing 
rapport.  If  you* re  listening,  he*s  going  to  tell  you. 

3  -  When  someone  first  walks  in  they* re  going  to  be  tense.  You  can  watch  them 
relax,  listen  for  voice  tone  changes,  watch  eyes  light  up,  more  eye  contact, 
watch  body  language. 


RULE:  1  -  Stress  the  dominant  buying  aotlve,  avoid  other  areas  where  there  could  be 

problems . 

2  -  Once  you  have  satisfied  the  dbm,  close. 

3  -  Make  the  guy  feel  confident,  make  him  feel  you’re  interested  in  him  joke  with 

him,  etc. _ 


P- 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


_  .  _l 

. 

-  - 

_  .  _ 

. 

_  .  _  _  _ 

-  - 

-  -  ■ 

_ 

- 

—  - 

la  ■ 

_ 
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III.  COMMUNICATION  PATTERNS 


PREDICATE:  Vis  x  Aud  x  Xin _  Olf-Cus _  Uns _  Specific 

SYNTAX/ 

SEMANTIC:  I-R  I-<}  I-C  I-A  x  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  J  - 

PATTERNS:  P  |  Aeeuaes  there  is  sonething  else  kid  is  interested  in. 

{  Forces  kid  to  either  come  up  with  something  else,  or 
|  concentrate  on  that. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  _  - 

PATTERNS:  !  • 


A-10  3 


PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  B  SEQ  5  CROSS-REF _ 

Purpose:  Determining  N  &  1  _ _ 

Cycle:  ?ros_  Rap__  Qual _  N&ljt  FEBAjc  Clojc  H-0 _  DEP _  F-UP_  M/A_  Oth _ 

Setting:  Office 

Range:  BEG  (p.  11  .  para  2  line  2  )  END  (p.  11  ,  para  14  ,  line  39  ) 

II.  COMMUNICATION  STRATEGIES 

BELIE?:  1  -  The  only  way  you’re  going  to  find  out  N  &  I  la  to  ask  fact  finding  questions- 
2  -  Present  the  most  Important  Interest  last  because  that  Is  the  one  they'll 
remember  best. 


RULE:  1  -  Find  out  which  thine  is  most  Important  to  them  by  going  down  a  list  of  things 

and  asking  thea  to  pick  the  three  most  important.  Then  do  presentations  or,  the 
three,  with  the  most  Important  last.  Then  close. _ 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION- 
STATE  EXIT 

TEST 

1.  __ 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1  1 

2. 

1 

1 

-4 - 

1 

1 

1 

1 

1  1 

3.  _ 

i 

i 

1 

1 

1 

1 

1 

1  1 

1  1 

4.  _ 

i 

» 

1 

1 

1 

“t™ 

1 

1 

_ 1 _ 

1  I - - 

11  1  1 

5-  _ i _ j _ ! _ _ ! 

;  1  - i - : 

6.  '  j  < 

- 1 - 1 -  l _ _ _ i _ i 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 
I.D.:  Coder  2  S 


SEQ _ 6 


CROSS-REF 


Purpose:  FEBA  and  closing  procedures 


Cycle:  Pros _  Rap _  Qual__  N&I__  FEBA  x  Clo  x  H-0 

Setting:  Office _  _  _ _ 


Range:  BEG  (p.  12  .  para  2  .  line  4  )  END  (p._ 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 


12  ,  para  8  line 34 


2  -  If  kid  says  he  doesn't  need  to  look  at  the  book,  he'll  lust  close  on  him  cher 


3  -  Asks  if  he's  ready  to  enlist,  never  "go  down  and  take  the  physical,  take  the 


SEQUENCE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


05 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE 

SYNTAX/ 

SEMANTIC: 

COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Discusses  the  order  In  yhich  he  would  approach  dosing  after  PEBA.  Direct 
asking  for  close,  without  kinesthetics,  using  pr^rnpositlons  ■ 


Via_x__  Aud^__  Kin  01  f -Cub  U ns  x  Spadilc 

I~R  «  I-Q _  I-C _  I-A  x  I— £  P-C _  Oth _ 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

*  I 
I 

UV  j"Set  you  up  for  test"  —  different  than  "give/take"  test 

[avoids  negative  feelings  (X) 

I 

?  ["Are  you  ready-.-?"  assumes  accaae ,  places  question  or. 

! timing 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME  EXAMP 1 E 


A-106 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  B  SEQ  7  CROSS-R£F_ 


Cycle:  Pros  Rap  Qual  NAI^__  FEBA  Clo^  H~Q  x  DEP__  F~UP__  m/a___  oth_ 

Setting:  Office  _ 

:  BEG  (p.  12  .  para  10  .  line  38  )  END  (p.  13  ,  para  H___,  line__28 

COMMUNICATION  STRATEGIES 

-  Kid6  will  usually  eay  no  to  "are  you  ready  to  be  all  you  can  be  In  the 


United  States  Arm 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


Ill-  COMMUNICATION  PATTERNS 

OVERVIEW :  H«ndll;n£_£_J|jjo2-jind_belji£^j(erslis_tent. 


PREDICATE:  Vis___  Aud  Olf—Gus  Uns  Specific 

STRIAE/ 

SEMANTIC:  1-R _  1-Q _  1-C _  I -A  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  F 


TECHNICAL  RESULT  OR  OUTCOME 

Presupposes  kid  needs  more  inforaation  if  he  says  no. 

(“What  is  it  you're  not  sure  about,  what  is  it  you 
want  to  know?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  exaXP’  r 

UNIQUE  ;  - - — — - —  ,  - — 

PATTERNS:  J  ! 


A-108 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  B  SEQ  8  CROSS-REF _ _ 

Purpose:  Giving  the  applicant  the  tense  of  control _ 

Cycle:  Pros _  Rap  Qual _  N&I  FEBA  x  Clo  H-0  PEP  F-UP _  M/A _  Cth _ 

Setting:  Office,  at  desk;  outside  of  office  aa  well _ 

Range:  BEG  (p.  13  ,  para^^^_,  line  32  )  END  (p.  IS  >  P*ra  3  t  line  17  ) 

II.  COMMUNICATION  STRATEGIES 

nin-TEF;  1  -  if  you  give  the  kid  your  teat,  he* 11  feel  in  control,  confident,  and  he'll 
give  you  aorelnf ormatlon  —  everything  you  need.  Giving  him  the  JOIN  Machine 
keyboard  does  the  tame.  Giving  hla  tales  book  also. 

2  -  If  a  recruiter  has  been  having  trouble  with  a  tale,  give  the  kid  to  another 
recruiter  and  go  through  the  role  reversal  of  teats,  JOIN,  etc. 

3  -  This  Is  a  big  step  In  a  guy’s  life  —  giving  him  the  keyboard  makes  It  easier 

for  him. _  — 


RULE:  1  -  Out  In  the  field,  just  let  them  talk  as  long  as  they  want  —  they'll  let 

you  know  when  they're  ready  for  interview. 


> 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


- 

i 

i 

i 

i 

\ 

I 

.. 

\ 

i 

| 

- 

i 

i 

i 

L— — — 

' 

— 

i 

i 

_  ■  _ 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Intereetlng  use  of  rep  eysteas  in  his  description  of  role  reversal  with  kid 
The  equivalent  of  CRI  end  presuppositions  In  language. 


PREDICATE:  Vie _  Aud _  Kin _  Olf-Gus _  Uns _  Specific 

SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  } 

PATTERNS:  ! 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS: 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


A-lll 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 
I.D.s  Coder  2  ! 


S  B  SEQ  9  CROSS-REF 


Cycle:  P rot  x  Rep  Quel  Nil FEBA  Clo  H-0 DEP F-UP M/a_x  Oth_ 

Setting:  ... 

Range:  BEG  (p.  15  t  pare  9  .  line  33  )  END  (p.  16  ,  pera  — S  ,  line 23 

II .  COMMUNICATION  STRATEGIES 

-  Recruiters  are  in  the  Army,  volunteers,  even  if  not  Into  recruiting  — ~  it's 


a  iob  that  has  to  be  done.  If  you  get  that  into  your  head,  you’ll  be  happy  as 


a  recruiter 


If  people  see  you  complaining.  pissed  off.  they’re  going  to  have  that  opinion. 


of  the  Am 


-  Attitude:  smile  at  people  when  you  talk  to  them,  look  them  in  they  eye,  be 


ourself  in  a  military  wa 


-  Treat  people  as  people,  not  Just  someone  to  put  in  the  Army,  when  prospectir. 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


2 


I.  BACKGROUND  INFORMATION 


I 


PROTOCOL  CODING  WORKSHEET 


I. D.t  Coder  2  S  B  SEQ  10  CROSS-R£F__ _ 

Purpose:  Listening,  not  just  hearing _ 

Cycle:  Pros  Rsp  Qual  N4I_x  FEBA  CIo  H-0 _  PEP  F-UP _  M/ A  Oth 

Setting:  ____________________ 

tenge:  BEG  (p.  17  ,  pars  1  ,  line  1  )  END  (p.  17  .  P*ta  7  ,  line  35  ) 

II.  COMMUNICATION  STRATEGIES 


BELIEF:  1  -  A  lot  of  tines  people  will  say  things  s  recruiter  won’t  really  hear  because 
he  isn't  really  listening.  Only  picking  up  vhat  he  wants  to  hear. 

2  -  A  lot  of  recruiters  would  rather  talk  than  listen,  but  it’s  important  to 
listen. 

3  -  Listening  is  not  just  hearing.  You  can  "hear  feelings." 


RULE:  1  -  If  a  kid  strays  froa  one  topic  to  another,  you  need  to  pick  up  on  It. 

2  -  He  would  interrupt  a  recruiter  who  was  missing  the  point  as  in  1,  and  get 
on  the  sane  track  as  the  kid. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


i 

i 

i 

i 

i 

* 

i 

1 

f 

1"""  '  - 

_ 

l 

i 

i 

i 

f 

_  .  i 

—  . 

i 

i 

_ 

! - 1 

i 

i 

i _ 
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F 


III.  COMMUNICATION  PATTERNS 

OVERVIEW: 


PREDICATE: 

STNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


Vis _  Aud _ 

I-R _  I— Q _ 

PATTERN  OPERATOR 
M-4 


Rio  x  Olf-Gus  Uns  x  Specific 

I-C _  I-A _  I-E _  P-C  x  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 

I  —  - 

I 

! Shows  difference  between  facts  end  benefits. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  -  j  - 

PATTERNS:  ! 


A-115 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.s  Coder  2  S  B  SEQ  12  CROSS-REF _  . 

Purpose:  Ways  of  closing  end  handling  objections  - 

Cycle:  Pros__  Rap__  Qual__  Nil_  FEBA—  Clojt  H-Ojc  DEP__  F-U?__  M/A_  Oth _ 

Setting:  Office  - - - 

Reage:  BEG  (p.  19  .  pare  1  line  1  )  END  (p.  20  .  pete  6  line  26  _  ) 

II.  COMMUNICATION  STRATEGIES 

BELIE?:  1  -  If  after  FEBA  kids  still  object,  soaething  la  wrong.  One  of  us  isn’t _ 

listening. 

2  ~  Believes  he's  never  had  the  problem  of  a  kid  not  understanding  him. _ 

3  -  Knows  when  they  sit  in  his  chair  whether  they’re  going  to  go  or  not  (they're 
going  to  when  they  sit  in  the  chair?). 


RULE:  1  -  If  there  are  still  objections  after  FEBA.  go  back  and  find  out  what  you 

left  out. _ 


SALES  DECISION  DECISION 


SEQUENCE: 

CYCLE  STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

1.  _ 

“  1 

1 

1 

1 

1 

I 

1 

1 

1 

1 

1 

1 

1 

1 

f 

i  - 

t 

i 

i 

2.  _ 

1 

1 

1 

1 

1 

1 

i 

i 

-i 

3.  _ 

1 

1 

-  -  | 

1 

1 

1 

1 

» 

i 

i 

J 

4. 

1 

I 

» 

1 

1 

1 

_| 

i 

i 

5.  _ 

1 

1 

P 

1 

1 

1 

1 

1 

- 

i 

i 

i 

"  ”  "  I  "" 

1 

1 

t 

1 

i 

6. 


III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Discusses  objections,  lack  of  good  coamunlcation/understandlng ,  how  he  knows 
if  a  Rid  is  going  to  bo,  how  to  handle  a  particular  objection:  parent 
wanting  kid  to  finish  school  first. 


PREDICATE :  Vis  x  Aud  x  Kin  x  Olf-Gus  Uns  x  Specific 


SYNTAX/ 

SEMANTIC:  I-R 


P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS :  CRI  with  INT 


A-OUT 


TECHNICAL  RESULT  OR  OUTCOME 

Challenges  kid  to  sake  his  own  decision,  satisfy  himself, 
not  his  nother.  Clarifies  who  kid  is  satisfying. 

Says  kid  won't  do  as  well  in  school  if  he  is  there  only  to 
satisfy  bob.  Satisfy  her  better  by  going  later. 

Sane  as  above:  "Are  you  the  man  of  the  house,  or  your 
wife?" 

Same  as  above,  uses  self  as  example. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ;  -  .  - 

PATTERNS:  '  ! 


A-117 


UPTPCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  B  SEQ  13  CROSS-SET _ _ 

Purpose:  Prospecting  strategies 

Cycle:  Pros_x  Rap _  Qua1_  *OI__  FERA__  Clo _  B-0 _  CEP _  F-UP _  M/A_  Oth _ 

Setting:  _ ^ _____ 

Range:  BEG  (p.  21  ,  para  6  line  21  J  ESB  (p  _  23  ,  para  7  ,  line  £1  ) 

12.  COMMUNI CATION  STRATEGIES 

BELIEF:  1  -  A  person  can  get  a  sseatal_<«*gc  of  you  twerr  the  phone  from  your  voice.  He'll 
know  If  you're  really  interested  or  jgst  trying  to  get  the  appointment. 

2  -  When  he  moved  around  while  talking  ton  the  phone,  looked  out  the  window,  he 
projected  more  energy  over  the  phone,  the  kids  at  the  other  end  responded  better. 

3  -  Part  of  being  successful  is  probably  being  a  little  weird  —  experimenting  , _ 

trying  everything.  Others  probably  can't  see  rhemselves  doing  these  things- _ 

4  -  Older  people  are  wcrrrb  approaching  because  they  may  have  nephews,  sons,  etc. 
to  refer. 


RULE: 


1  -  Experiment  all  the  time. 


2  - 

Stop  people  anywhere  to  talk. 

3  - 

Have  to  sit  down  and  look  at  the  area 

yon" re  working  to 

decide 

where  tc 

prospect . 

4  - 

Go  anywhere  you  can  get  exposure. 

5  - 

Don't  cold  call  until  you're  tired 

of 

calling.  After  a 

certair 

i  nunber  of  no's 

-ill 

away  from  the  phone  for  a  while. 

6  - 

Get  the  calls  out  of  the  way  in  the 

morning,  then  later 

in  the 

evening . 

SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ESTER  PESSARY  PATTERN  STATE  EXIT 


- 1 

1 

1 

| - | 

1  I 

1  1 

1 _ J 

| - 1 

( 

I 

I - - - 1 

1 

1 

1 — 
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1 

1 
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1 

1 
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! 
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.  _  1 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Talks  about  changing  his  position,  where  he  was  sitting,  looking,  etc,  when 
talking  on  the  phone,  and  how  It  helped  to  experiment  with  different  ones  — 
and  the  different  level  of  effectiveness. 


PREDICATE:  Vis _ 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

l-Q _ 

I-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


Olf-Cus  Una  Specific 
I -A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  -  j  - 

PATTERNS:  !  J 


A-119 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  B  SEQ  14  CROSS-REF 

Purpose:  Handling  DEPs 


Cycle: 

Proa  Rap  Qual  N&I  FEBA  Clo  H-0  DEP  x  F-UP  M/A 

Oth 

Setting 

• 

• 

Range: 

BEG  (p.  23  .  para  9  .  line  45  )  END  (p.  25  ,  para  9  .  line 

32  ) 

11.  COMMUNICATION  STRATEGIES 

BELIEF: 

1  -  Doesn't  know  how  to  lose  DEPs  —  knows  how  to  keep  then. 

2  -  If  you  don't  go  to  see  then  you  could  alss  important  information  —  the 

phone 

isn't  enough. 

3  -  Getting  out  with  your  DEPs  in  public  gives  you  and  them  good  exposure. 

helps 

with  referrals. 

4  -  Seeing  DEPs  in  groups,  and  individually,  are  both  important. 

RULE:  1  -  Get  to  know  DEPs  well. 

2  -  Keep  track  of  them  from  the  start. _ 

3  -  Treat  then  as  friends  or  co-workers. _ 

A  -  Take  them  out  for  a  hamburger,  epend  time  with  then,  do  things  with  them. 

5  -  Actually  go  to  aee  them. 

6  -  Have  DEPs  help  refine  high  ichool  list.  Bake  some  phone  calls,  etc. _ 

7  -  Talk  with  parents. _ 

8  -  Actually  tries  to  enlist  on  the  beach,  or  wherever  he  Is  with  DEPs. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

— 

— 

— 

— 

— — — _| 

..  ■  ■ 

A-120 


REPORT  TYPE:  _ PCV _ 

I.D. :  Coder  2 _  S  B  SEQ  14  CROSS- REF 


BLOCK 

DESCRIPTION _  CONTINUATION _ 

■  j " 

BELIEF:  j  9  -  Necessary  to  get  DEPs  together  in  »  group  —  teaches  some  military 


111.  COMMUNICATION  PATTERNS 


PREDICATE:  Vi»  Aud  Kin  Olf-Cui  Uni  Specific 
SYNTAX/ 

SEMANTIC  i  1-R  I-Q  I-C  I-A  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  !  ~  ~  . 

PATTERNS:  ! 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  -  - 

PATTERNS:  J  | 


A-122 


I.  BACKGROUND  INFORMATION 


PROTOCOL  CODING  WORKSHEET 


I.D.: 


Coder 


SEQ _ 15 


CROSS-REF 


Purpose:  Follow-up  contacts 

Cycle:  Pro* _  Rep _  Quel _  Nil _  FEBA _  Clo _  H-0 _  HEP _  F-UPjt  M/A _  Oth_ 

Setting:  _ _ 

Rsnge:  BEG  (p.  25  .  pars  11  .  line  35  )  END  (p.  26  ,  para  4  line  40 

II.  COMMUNICATION  STRATEGIES 


BELIEF:  I  -  Have  to  aake  sure  kids  are  ha 


j-Ji 


after  they  go  In  or  they  can  come  back  and 


ut  the  bad  word  out"  on  you  In  the  eotmunlt 


If  vou  keen  track,  you  can  at  least  know  what  la  happening  and  handle  any 


-  Often  forget  things  that  are  useful,  but  they  pop  back  up  when  you  need  them. 


reOTOCOL  LOG 


Coder: 

2 

Subject:  C 

n 

:  REF 

1  CYCLE 

TOPIC 

1 

11(2) 

IMP. M/A 

lM/A  and  DEP  management 

2 

17(5) 

IM/A 

IM/A 

3 

110(2) 

SClo.H-0 

{Closing  and  B-0  principles 

4 

111(5) 

[Proa.MP 

IMP  prospecting 

5 

112(4) 

iProa 

{Prospecting  with  achool  couaaelora.  teachera,  etc. 

6 

ll4(ll)!FEBA.B-0 

iH-0,  competition  with  other  services  (Air  Force  eap.) 

7 

115(6) 

iNil.FEBA 

'Prineiplea  of  Nil,  FEBA  and  closing 

!  JClo  1 

6 

:  i7(7) 

{Nil.FEBA 

IFEBA,  Nil,  and  avoiding  QNE'a 

9 

!18(7) 

[Rap 

Jlaportance  of  rapport 

10 

119(7) 

,'Rap,  Pre-Q 

{Creating  challenge  for  the  kid  and  Pre-Q 

11 

120(7) 

IPro* ,M/A 

'More  self-motivation  atrategies  and  incentive* 

12 

122(5) 

JPros.FEBA 

{Rule*  and  principle*  of  eanvaaaing,  aelling  appointment* 

13 

123(7) 

1 Pro*, Nil, 

{Vhat'a  covered  in  firat  appointment 

!  Ifeba  ! 

14 

124(3) 

{Pro* 

,'Plamiing  achedule,  prospecting 

15 

127(3) 

1  Rap. Nil. 

'Way*  of  handling  a  kid  vho  didn't  do  veil  on  test 

!  Ifeba  ! 

16 

128(5) 

iNil.FEBA. 

{Handling  aomeone  with  prior  aervice  experience 

1  !H-o  ! 

17 

129(4) 

IFEBA 

lOifferent  approaches  to  different  people/categorie* 

18 

131(4) 

IMP 

{Handling  MP* 

19 

133(1) 

!MP.F-Up 

{Handling  MPs  and  follov-up  after  enlistment 

20 

136(2) 

'Pro* 

'Prospecting,  mostly  on  phone 

i  i  i 

_ 1 _ 1 _ ! _ 

1 

J _ 

1 

J _ 

1 

J _ 

1  t  1 

_ 1 _ ! _ ! _ .. _ _ _ _ _ _ _ 

1 

1 

1 

1 

1 
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I  f  1 

1  l  1 
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i 


i 

i 
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A-124 


W r 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.:  Cod«r  2  S  C  SEQ  I  CROSS-RIF _ 

Purpose:  M/A 

Cycle.:  Pros__  *ap_  Qual_  N&I_  FEBA _  Clo_  H-0__  DEPjc  F-UP_  M/Ajt  Oth _ 

Set  dog: 

Range:  BEC  (p.  1  ,  pare  2  .  line  1  )  END  (p.  3  .  pare  6  line  33  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  The  aost  Important  thing  about  recruiting  la  Motivation,  901  of  the  sale  — 
going  to  rub  off  on  the  applicant. 

2  -  Motivation  lies  In  leadership  —  if  your  leader  doesn’t  give  a  damn,  why 
should  you. 

3  -  If  you  are  proud  of  the  Army,  recruiting  is  not  a  problem.  That*s  what  the 
kid  is  looking  for. 

4  -  DEPs  can  give  you  a  sure  referral  a  lot  of  the  time  —  that  gets  you  up  if _ 

you’ve  been  down. 

RULE:  1  -  You  have  to  look  forward  to  sitting  down  with  a  kid  and  telling  hia  about  the 

Anny. 

2  -  If  you  haven’t  made  it  by  the  13th,  start  looking  for  what  the  problei  is. _ 


f  ' 

SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


H  ,  —  ■ 

— — —  1 

_ 

A-125 


REPORT  TYPE:  _ _ PCW _ _ 

1.0. :  Codar  2  S  C  SEQ  1  CROSS-REF 


BLOCK 

DESCRIPTION 

BELIEF: 


_ CONTINUATION _ 

5  -  Little  things  DEP»  aarn.  like  t-shlrts,  aean  a  lot  to  the  kids, 
that'i  motivation  for  thaa  —  that  Motivates  me. 

6  -  Recruiters  need  to  ba  aotlvatad.  Drill  targeants  are  the  most 
aotlvatad  people  you'ra  going  te  aaet«  This  starts  an  Army  career. 


PEPa  start  to  ldollaa  thair  raeruitar 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  C  SEQ  2  CROSS-REF  _ _ 

Purpose:  M/A _ 

Cycle:  Pro* _  Rep _  Quel _  N&I _  FEBA _  Clo _  H-0 _  DEP _  F-U? _  M/A_x  Oth _ 

Setting:  _ __ _ _ _ 

lenge:  BEG  (p.  7  ,  pere  5  ,  line  22  )  END  (p.  7  ,  pere  9  ,  line  4fe  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  You  have  to  heve  en  experienced  NCO .  He  should  keep  people  going. 

2  -  Don’t  be  efreid  to  esk  your  NCO  for  help  or  you’re  just  ripping  yourself  off. 


1  -  Don't  turn  enything  down.  Tske  chellengee.  Control  the  fear. 

2  -  Get  e  good  guy  end  uodel  youreelf  efter  him. 

3  -  Get  into  those  books,  be  willing  to  leern. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  3  CROSS-RIF__ _ 

Purpose:  Closing  sod  H-0  principles 

Cycle:  Pros _  Rap__  Qual _  Nil _  FEBA _  Clojc  H-Ojt  DEP _  F-UP_  M/A__  Oth _ 

Setting:  ^ _____ _______ __ 

Eeage:  BEG  (p.  10  .  pare  2  line  7  )  END  (p.  11  ,  per*  3  line  23  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :  1  -  You  nay  not  get  exactly  what  you  want  first  tine  around,  but  if  you  re-enllst 
you  can  get  lust  about  anything. 

2  ~  Trial  close  la  not  important. 

3  -  You  want  kids  to  feel  they  are  a  part  of  the  interview,  almost  In  control  of 
It.  That's  really  important. 

3  -  Everyone  has  a  bad  image  of  a  recruiter.  You  have  to  overcome  that,  the  key 
is  to  care  about  them. 


RULE:  1.  Tell  kids  that  If  they  get  to  MIPS  and  can't  get  what  they  want,  don't  go. 

2.  Let  kid  know  he  la  In  control,  and  that  he's  trying  to  make  decisions  at  the 
same  tine. 

3.  Help  him  make  the  decision,  but  let  hia  think  he  Bade  It  on  his  own. 

4.  You  have  to  think  of  the  other  people  involved  in  the  sale,  parents,  etc- 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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A-128 


REPORT  TYPE:  _ 
I.D.:  Coder 


PCW 
S  C 


CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


PROTOCOL  COD IHC  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  4  CROSS-REF _  _ 

Purpose:  PEP  prospecting _ 

Cycle:  Pros_x  Rap _  Qual _  N&I _  FEBA _  Clo _  H-0 _  DEP_x  F-UP _  M/A__  Oth _ 

Setting:  - 

Range:  BEG  (p.  11  ,  para  5  .  line  25  )  END  (p.  12  ,  para  2  ,  line  22  ) 

II.  COMMUNICATION  STRATEGIES 

nn-TEF:  l  -  You  don't  have  to  ask  for  referrals  fron  DEPa  —  they  know  about  the 
promotions,  etc.,  they’ll  give  them  to  you* 

2  -  PEP  program  forces  kids  to  finish  school.  Actually  makes  It  easier  on  the _ 

kids. 

3  -  Asks  kids  to  call  him  by  his  first  name,  but  they  don’t  out  of  respect. _ 

4  -  Believes  he  gets  about  2  appointments  out  of  10  calls. 


RULE:  1  -  Spend  a  lot  of  time  in  the  schools. 

2  -  You  have  to  talk  to  the  kids  about  their  problems,  talk  to  their  friends- 

3  -  Give  then  a  sense  of  being  in  the  military.  You're  ripping  the  kid  off  if  yen 
don't.  Prepare  kid  for  basic,  start  telling  him  what  to  do. 


SALES  PEC IS ION  PECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Vis  Aud _  Kin _  Olf-Cus  Uns  x  Specific 


I-R _  I-Q _  I-C _  I -A _  I-E _  P-C _  Oth  FP-CON ,  S-CON 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


P  with  FP-CON 


Tells  kid  date  by  which  he  wants  referrals,  motivation. 
"We"  maintains  and  strengthens  rapport  and  motivation. 


(“We’re  going  to  get  you  promoted...”) 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


S-CON 


Tells  kid  if  he  doesn't  fulfill  his  part, 
he’ll  be  discharged.  Forces  kid  to  finish 
school  to  protect  his  interests. 


11  (8.36-L3) 


A-131 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  S  CROSS-REF _ 

Purpose:  Prospecting  with  school  counselors,  teachers,  etc. 

Cycle:  Pros_x  Rap _  Qual _  N4I_  FEBA__  Clo _  H-0__  DEP _  F-U?_  M/A__  Oth _ 

Setting:  Schools 

Range:  BEG  (p.  12  ,  pars  A  line  27  )  END  <p.  14  .  pars  10  .  line  38  _) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  Gets  a  lot  of  referrals  froa  h.s.  counselors. 

2  -  Counselors  want  snail  favors. 

3  -  When  you  bring  counselors  gifts,  book  covers  etc.,  they  feel  obligated. _ 

A  -  Most  recruiters  waste  tine  by  calling  all  seniors  cold,  when  they  could  get 
information  from  counselors  and  save  tine. 

3  -  Most  of  the  teachers  (in  his  area)  were  in  the  military,  educated  through  Cl 
Bill  —  it  helps. 


RULE:  1  -  Ask  career  counselors  what  seniors  are  planning. 

2  -  Give  classes,  lectures,  in  school. 

3  -  You  have  to  have  an  effective  ASVAB  program,  for  tine  management. 

A  -  Spend  time,  lunch,  joking,  with  teachers.  It  Beans  a  lot  to  them. 

5  -  When  something  doesn't  work,  find  an  alternative. 

6  -  You  have  to  show  students  that  you  are  interested  in  more  than  just  getting 
them  in  the  Army  —  show  what  the  ASVAB  is  for,  aptitude  in  certain  areas. 

7  -  Start  with  key  people,  class  president  first,  football  star,  etc. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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6. 


8EP0RI  TYPE:  _ PCW 

I.D.:  Coder  2 _  S _ C 


CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION _  _  _ _ 


6  -  Recruiter  needs  to  find  his  personality  end  relate  it  to  the  job. 


The  sane  thine  doesn't  work  for  everybod; 


A  lot  of  students  think  you,  end  ASVAB ,  ere  only  alaed  et  gettin 


thea  in  the  Ara 


for  hia. 


8  -  Use  yearbooks,  school  papers,  etc,  end  cold  call  froa  there 


football  gaae,  cell  aost  valuable  player  Saturday  night . _ 


-  Take  kids  lust  back  froa  basic,  over  to  the  high  school. 


33 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Talks  about  aethods  and  attitudes  with  counselors,  teachers,  students.  Had  no 
publicity  for  A5VA-B  —  had  to  go  to  the  school  and  start  talking  to  kids  about 
what  it  was  really  for.  Increased  testing  greatly. 


PREDICATES  Via _ 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  1-R _ 

I-Q _ 

I-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


Olf-Cus  Una  Specific 

I-A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  1  ! 

PATTERNS:  !  ! 


A-134 


PROTOCOL  COPIHC  WORKSHEET 


r - 

; 

’I 

I.  BACKGROUND  INFORMATION 

X.D.S  Coder  2  S  C  SEQ  6  CROSS-REF _ 

Purpose:  H-0 ,  competition  with  other  services  (Air  Force  esp.) _ _ 

Cycle:  Pro* _  Rap_  Qual_  NAI__  FEBAjt  Clo_  H-Ojt  DEP_  F-UP__  M/A__  Oth_ 

Set tint:  Office 

Baafe:  BEG  (p.  14  .  per*  11  .  line  39  )  END  (p.  15  .  P*ra  A  line  43  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Air  Force  e*«y  to  overcoae  became  hie  father  did  20  years  in  the  Air  Force 

and  retired  en  E-5.  Selection  really  slow.  Took  hia  3  jeer*  in  the  Array  to _ 

aake  E-5. _ 

2  -  Using  your»elf  a*  an  example  really  help*  the  kid. 

3  -  If  you  »pend  the  tiae  to  tell  the  kid  everything  he* 11  need  to  get  the  job 

and  that  if  he  can't  get  it  not  to  to,  he*  11  probably  go  anyway  became  he  feels 
obligated  to  you  for  talcing  the  tiae  with  hin.  He'll  tell  hi*  friends  you  told 
him  that  as  well . _  _ 


RULE:  1  -  You  can't  promite  the  kid  a  *pecific  job.  He'll  go  looking  for  it.  If  he 
find*  out  you  lied,  you’ve  lost  the  contract.  Tell  hin  you  can't  talk  about 
specific  jobs. 


SALES  DECISION  DECISION 

SEQOIBCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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A-135 


III.  COMMAS'! CATION  PATTERNS 


OVERVIEW:  Gives  example  of  talking  to  parent  when  calling  for  kid  and  kid  isn’t  hone. 

Gets  parent  Interested  first  «—  “are  you  familiar  with  the  Army  college  fund. 


PREDICATE:  Vis  Aud  Kin  Olf — Gus  Uns  x  Specific 

STNIAX/ 

SEMANTIC:  I-R  I-Q  1-C  I-A  *  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS :  AWARE 


TECHNICAL  RESULT  OR  OUTCOME 
Allows  him  to  give  info  on  college  fund  to  parent 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  ;  - 

PATTERNS:  !  ! 


A-136 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. 0.  s  Coder  2  S  C  SEQ  14  CROSS-REF _ __ 

Purpose:  Planning  schedule,  prospecting 

Cycle:  Pros  z  Rsp  Qual  N4I___  PE&A  Clo__ _  H-0  DEP__  F-UP  M/A__  0 ,  - 

Setting:  ,  _  -  -  — — - - 

Range:  BEG  (p.  24  .  pars  3  line  28  )  END  (p.  25  .  pars  7  .  line  49  _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  Contact  kids  at  least  three  tinea  if  they  missed  an  appointment  —  too  many 
possible  reason*  to  ignore. 

2  -  If  you  can  get  parent  interested,  e.g.  in  college  fund.  Rid  will  call  you  back. 

3  -  You  get  about  25X  of  kids  you  contact. 

4  -  Average  high  school  senior  probably  changes  his  mind  about  4  times  in  the 
course  of  the  school  year. 

5  -  As  soon  as  you  hit  the  right  senior,  others  will  follow  because  of  the  peer 
pressure. 

RULE:  1  -  Schedule  grad  appointments  fron  11-lunch.  Paperwork  after  lunch.  Call 

seniors  after  school  (301  by  the  end  of  September). 


PROTOCOL  CODIBC  MBBKSHEET 

I.  BACKGROUND  INFORMATION 

I.D.:  Code r  2  S  C  CRP55— REF  _ 

Purpose:  Whet's  covered  io  first  appointment 

Cycles  Pros_x  Rep_  Qual _  N&Ijx  IIBAjt  do  H-0 _  DEP__  F-UP__  M/A_  Oth _ 

Setting:  First  appolntaent 

Range:  BEG  (p.  23  .  pare  7  line  25  )  2ND  (p.  V»  .  para  1  line  25  ) 

21.  COMMUNICATION  STRATEGIES 

RELIEF:  1  -  If  you  stay  with  the  eheet  listing  things,  tou  won't  nlss  too  nany  things. _ 

2  -  Most  recruiters  will  have  a  kid  cone  into  the  office  first  because  they  are 
afraid  to  get  out  of  their  ovra  environment. 

3  -  House  calls  are  best  because  you  can  null  parents  and  kid  will  ro  along. _ 

Parents  understand  VA  benefits,  etc.,  will  really  help  out  once  they're  sold. _ 


RULE:  1  -  Uses  sheet  provided  by  the  Army  that  lists  important  points. 

2  -  Suggests  they  take  ASVAB  in  school  if  it's  available  if  not  he  offers  to 
test  then  and  set  up  next  appolntaent. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 


2. 


3. 


A. 
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PROTOCOL  CODIHC  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.t  Coder  2  S  C  SEQ  12  CROSS-REF _ 

Purpose:  Rules  end  principles  of  canvassing.  selling  appointments,  etc. 

Cycle:  Prosj:  Rsp_  Quel N4I—  FEBAjt  Clo_  H-0 DEP_ _  F-UP_  M/A__  Oth _ 

Setting:  Canvassing  mostly 

Range:  BEG  (p.  22  ,  perm  5  .  line  40  )  END  (p.  23  .  pare  5  line  22  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  People  who  work  In  fast  food  places  have  low  standards. 

2  -  A  ray  can  offer  kid  $574/mo.  vs.  250-300  in  fast  food  —  gives  recruiter _ 

leverage. 

3  -  Fast  food  place  la  a  neutral  ground,  good  place  to  start  before  bringing  the 
kid  into  station. 

4  -  Trying  to  get  coamltaent  on  the  first  appointnent  causes  a  pressure  sale. _ 

Turns  people  off. _ 


RULE:  1  -  When  area  canvassing,  never  go  out  into  an  area  unless  you  have  a  set  place 

to  go. 

2  -  Usually  just  drop  a  card  in  those  fast  food  places  —  the  kids  usually  call 
back. 

3  -  Holds  all  appointments  in  fast  food  places.  Usually  schedule  follow-up _ 

appointment  In  station. _ 

4  -  Just  make  contact  Initially.  Offer  2  choices  for  first  appointment,  either 

home  or  neutral  place/fast  food. _ 

SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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111.  COMMUNICATION  PATTERNS 

OVERVIEW:  Mostly  tlae  aanageaent  strategies,  planning.  Last  sentence  Is  *  good  challenge 
when  prospecting  in  fast  food  places  —  see  below. 


PREDICATE:  Vis 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  1-R _ _ 

I-Q _ 

1-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


_  01f~Cng  Uns  Specific 

_  I -A  1-X _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 

Challenge  —  presupposes  choice,  i.e.  the  Aray 

("Is  this  what  you  want  to  do  for  the  rest  of  your 
life?’) 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  fya^»'  - 

UNIQUE  J  - —  ,  —  ~  ~~ 

PATTERNS:  !  ! 


A-140 


PROTOCOL  COOING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  11  CROSS-REF _ __ 

Purpose:  More  self-cot lvetlon  strategies  snd  Incentives 

Cycle:  Pros_x  Rap__  Qual _  N&I__  FEBA _  Clo_  H-0 _  DEP_  F-UP_  M/Ajt  Oth _ 

Setting :  .  _ -  -  — 

Range:  BEG  (p.  20  ,  pars  7  line  34  )  END  (p.  22  >  pare  1  line  32  _  ) 

II.  COMMUNI CATION  STRATEGIES 

mgi.TKT :  l  -  Knows  he* a  done  a  good  job  when  he  gets  hi a  gold  badge. 

2  -  You  should  exercise  because  It  helps  you  keep  your  Bind  clear. 

3  -  In  recruiting  you  can  control  your  own  destiny  —  Bake  it  or  fall. 

4  -  Little  rewards,  tlae  off,  etc,  help  out. 

5  -  Biggest  thing  about  tine  management  is  to  cake  a  plan  and  stick  to  It. 


ROLE:  1  -  Stick  to  your  time  aanagement  plan.  Plan  a  week  out. 

2  -  Start  your  planning  with  DEPs. 

3  -  Canvas  a  little  if  you're  golnR  to  be  out. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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111.  COMMUNICATION  PATTERNS 

OVERVIEW :  Talks  about  several  ways  of  challenging  kid  and  pointing  out  that  the  Aray 
isn't  aasy. 


PREDICATE:  Vis  Aud__  Kin  Olf ~Cus  Una  x  Specific 

STHZAX/ 

SEMANTIC:  1-R  1-Q  x  1-C  1-A  x  1-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  | 

PATTERNS:  P  with  AWARE  !  Creates  impression  that  Baking  it  in  the  Army  is  tough 

!  to  challenge  kid. 


CEQ 


Average  enlistment  in  Aray  is  about  a  year  of  college 
challenge. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  -  - 

PATTERNS:  !  ! 
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PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  10  CROSS-REF _ 

Purpose:  Cresting  challenge  for  the  kid  end  Pre-Q 

Cycle:  Pros _  Rapjc  Qualjt  Nil _  FEBA__  Clo _  H-0_  DEP _  F-UP_  h/A__  Oth _ 

Setting:  Office 

Range:  BEG  (p.  19  ,  pars  7  line  47  )  END  (p.  20  .  para  3  line  17  ) 

II.  COMMUNICATION  STRATEGIES 


BELIEF :  1  -  Challenging  the  kid  aakes  hia  open  to  venting  to  get  In  and  prove  hlaself. 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Describes  ways  of  gaining  rapport  and  opinions.  In  MO  example  he  softens  by 
combining  HP's  with  unspecified  verbs. 


Vis  Aud _  Kin  Olf-Cus  Uns  x  Specific 

I-R  *  I-Q  x  I-C  I-A  1-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 


MO  with  UV 


To  prevent  dlscouregeaent  later  if  kid  is  disqualified, 
and  to  keep  up  interest  and  curiosity.  Softening. 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


A-144 


REPORT  TYPE:  _ 
I.D.:  Coder_ 

BLOCK 

DESCRIPTION 


PCW 
S  C 


CONTINUATION 


CROSS-REF 


5  -  Kids  can'c  handle  titles  because  they  have  no  experience  with 


residents tion.  Makes  them  on  guard. 


6  -  If  kids  find  out  their  friends  have  joined,  by  seeing  them  on  the 


icture  board,  it  makes  them  curious  and  they  want  to  be  a  part  of  it. 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

Z.D.s  Coder  2  S  C  SEQ  9  CROSS-REF  _ 

Purpose:  Importance  of  rapport 

Cycle:  Pros _  Rap_x  Qual _  N4I_  FEBA _  Clo _  H-0__  DEP_  F-UP _  M/A__  Oth _ 

Setting:  _________________ 

Range:  BEG  (p.  18  .  per*  7  .  line  AO  )  END  (p.  19  ,  per*  3  ,  line  45  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  Always  establish  rapport  first.  It**  degrading  to  just  walk  Into  an  office 

and  have  questions  asked  before  rapport.  People  want  you  to  sit  down  and  explain 
things  to  them,  even  if  they  are  disqualified. 

2  -  The  rapport  will  make  the  guy  tell  you  what  you  need  to  know  about  qualifica¬ 
tions  . 

3  -  Everything  has  to  be  geared  toward  caring. 

4  -  Difference  between  rapport  and  caring  is  a  thin  line. 


RULE:  1  -  First  thing  is  to  eliminate  the  title.  Use  names. 

2  -  Stop  kids  in  front  of  picture  board  to  see  if  they  know  kids  who  have  jcir.es. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S  C  SEQ  8  CROSS-REF 

Purpose:  FEBA,  N  &  1,  end  avoiding  QNE^ 

Cycle:  Pros  Rep  Quel  N&I^t  FEBA  x  Clo^_  H-C  PEP  F-UP  M/A  0  th  . 

Sect lag:  Office 

Reage:  BEG  (p.  17  .  pare  7  line  38  )  END  (y.  18  ,  para  5  _  ,  line  36 ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  If  a  kid  knows  you're  trying  to  fulfill  your  needs  and  not  his,  you're  liable 
to  get  a  QNE.  QNE's  are  the  responsibility  of  the  recruiter. 

2  -  SMAATTRESS  is  dean  good  because  some  of  the  things  in  it  the  kid  probably _ 

thought  he  couldn't  have.  Helps  to  find  hidden  wants. 


RULE:  1  -  Use  SMAATTRESS  for  more  than  identifying  his  first  three  interests. _ 

2  -  You  have  to  use  that  line:  "Now  why  is  that  important  to  you?" 

3  -  You  have  to  keep  asking,  play  the  little  game  — -  which  2  out  of  3  —  to  find 
which  are  most  important. 

4  -  Take  your  tine  with  the  SMAATTRESS. 


111.  COMMUNICATION  PATTERNS 


OVERVIEW :  Talks  about  painting  pictures  for  kids.  Does  nice  fantasy  using  all  rep 
systems,  snds,  ate.  Talks  about  using  JOIN,  pitfalls 


PREDICATE:  Vis  x  Aud  x  tin  »  Olf-Cus  Ons  x  Specific  x 
SYNTAX/ 

SEMANTIC:  1-R  I-Q  I-C  I-A  x  1-E  x  P-C  Oth  FP-CON 


COMMON 

PATTERNS: 


PATTERN  OPERATOR 
P 

AWARE  with  C-POST 


TECHNICAL  RESULT  OR  OUTCOME 
Uses  we  to  create/maintain  rapport/teanwork 
Sets  up  selling  benefits  of  college  fund,  G1  Bill 
('Do  you  know  why  most  kids  don’t  complete  college?") 


FP-CON 


Creates  fantasy  of  kid  having  new  truck,  partying, 
impressing  his  friends,  etc. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  !  ! 


A- 14  8 


REPORT  TYPE: 
I.D.:  Coder 

BLOCK 

DESCRIPTION 


BELIEF: 


_ PCW _ _ 

2  S  C  SEQ  7  ~  CROSS-REF 


CONTINUATION _ 

5  -  Should  have  a  book,  class,  on  how  to  paint  pictures  for  kids. 

6  -  If  he  telle  •  kid  he  Is  going  to  get  «  $5000  bonus  for  going  in, 
he  won't  worry  about  the  job  he's  going  to  Ret •  He's  thinking  about 
buying  a  eer/ truck. 

7  -  JOIN  puts  the  kid  in  e  position  of  wanting  to  ask  the  recruiter 
to  tell  him  more  about  whet  he  hee  seen. 

8  -  You  can’t  be  eetlefled  with  comltaent  on  one  eepect  of  JOIN, 
because  it  could  fell  later  end  kid  will  have  already  made  up  his  mind 
not  to  go  because  you  failed  to  sell  him  the  first  time. 

9  -  You  have  to  sell  the  kid  the  first  time. _ 


A-149 


T 


PROTOCOL  CO DISC  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  7  CROSS-REF _ 

Purpose:  Principles  of  N  &  I,  FEBA,  end  closing 

Cycle:  Pros _  Rap__  Qual _  N&ljt  FEBAjc  Clojt  H-0 _  DEP__  F-UP__  M/A _  Oth _ 

Setting:  Office 

Image:  BEG  (p.  14  .  perm  6  line  43  )  END  (p.  17  .  Pert  5  line  36  ) 

II.  COMMUNICATION  STRATEGIES 

w.t.ti!P}  l  -  Doesn’t  believe  he  hes  e  problea  with  eeles.  Enlists  about  77X  of  the  people 
he  talks  to. 

2  -  Many  recruiters  are  afraid  to  ask  for  a  commit  cent  —  leads  to  a  large  QSE _ 

rate. _ 

3  -  Kids  need  to  know  why  they  should  loin,  what  they'll  get  out  of  an  enlistment. 
Most  recruiters  don't  know  how  to  paint  that  picture. 

4  -  Most  kids  don't  finish  college  because  of  aoney  problems.  Army  can  take  care 

of  those.  _  _  _  _ 


RULE:  1  -  Constantly  asks,  "Is  that  what  you  want?"  to  be  sure  of  kid's  Interest. 

2  -  Use  the  Join  as  a  starting  point,  elaborating  on  each  subject.  Show  thez  all. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  kid  with  Halted  options  because  of  test  scores.  Suggested  kid  do 
what  he  did,  join  now,  get  the  job  you  went  after  achieving  sooethlng  In  the 
service.  Describes  how  he  gained  rapport  by  taking  an  Interest  In  the  kids  vw. 


PREDICATE:  Vis_ ^  Aud  Kin  Olf—Gus  Uas  Specific 

stvzaz/ 

SEMANTIC:  I-R  I-Q  1-C  I-A  1-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  KF 

M-4 


TECHNICAL  RESULT  OR  OUTCOME 

Sets  larger  fraaework  than  Job,  refocuses  kid  on  goals 

Uses  self  as  an  exaople  to  show  kid  ways  to  get  what  he 
wants 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  1  -  -  - 

PATTERNS:  ! 


A-152 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  16  CROSS-REF _ 

Purpose:  Handling  someone  with  prior  eervlce  experience 

Cycle:  Pro e Rap Qual__  N4I_x  FEBAjc  Clo H-Ojt  DEP F-UP M/A Oth _ 

Sec tins:  Office 

Range:  BEG  (p.  28  ,  para  3  .  line  11  )  END  (p.  29  t  para  3  ,  line  11  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:  1  -  Someone  with  prior  experience  In  the  nllltary  can  disagree  with  things  you 
offer  based  on  their  own  personal  experience. 

2  ~  Always  a  doubt  In  his  aind  about  whether  or  not  the  person  believes  in  hix. 

3  -  The  JOIN  can  be  used  to  reprogram  the  thinking  of  a  prior  eervlce  kid  because 
a  lot  has  changed. 

4  -  One  bad  experience  In  the  military  Is  going  to  cause  him  to  be  withdrawn. _ 

5  -  They  always  want  to  talk  jobs. _ 

6  -  They  have  a  lot  of  objections.  They  are  the  worst  kind  of  applicant. _ 

1  -  If  prior  service  candidate  tells  you  about  past  problems,  point  out  changes 

that  have  happened.  _ _ 

2  -  Use  the  JOIN  to  reprogram  the  guy  froa  what  his  experiences  were. 

3  -  A  kid  without  prior  eervlce  juet  needs  to  be  aade  to  understand  the  benefits. 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 
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Y 


REPORT  TYPE:  _ PCW _ 

2.D.:  Coder  2  S  C  SEQ  16  CROSS-REF _ 

BLOCK 

DESCRIPTION  CONTINUATION _ _ _ _ 

I 

BELIEF:  J  7  -  A  young  kid,  la  contrast,  he a  no  concept  of  whet  the  job  Is  like  — 


lust  get  then  to  understand  the  benefit! 


PROTOCOL  COD IMG  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  17  CROSS -REF _ 

Purpose:  Different  approachea  to  different  people/categoriea _ 

Cycle:  Proe _  Rap__  Quel _  Nil _  FEBAji  Clo _  H-0 _  DEP _  F-UP _  M/A _  Oth _ 

Setting:  Office  _ _____ 

Range:  BEG  (p.  29  ,  para  4  .  line  12  )  END  (p.  31  .  para  2  ,  line  25  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEP:  1  -  Use  different  approaches  for  different  people /categories . 

2  -  3A'«  dbn  la  going  to  be  education. 

3  -  If  kid  picks  5  areas  of  Interest,  the  computer  should  have  a  least  one _ 

available. 

A  -  The  average  college  atudent  coning  In  doesn’t  want  to  go  to  school  right  ther, ■ 
He  wants  the  money  for  later. 

3  -  A  Cat  1  can  get  anything  he  wants.  They're  easier  to  sell.  They're  self _ _ 

centered  and  very  obnoxious. 

RULE:  1  -  Stress  education  with  a  3A. 

2  -  Decide  what  to  sell  baaed  on  the  kida  answers. 

3  -  Ask  them  to  pick  5  different  things  they  would  be  Interested  In  doing. 

A  -  Tell  a  Cat  1  he  can  pretty  uuch  have  whatever  he  wants. 

5  -  Let  the  Cat  l'a  and  2' a  think  the  world  of  thenaelvea. 

6  -  Never  make  a  crack  at  another  service.  Juat  aell  the  shorter  enllstaent  tises. 

7  ~  Stress  strength  of  Army  contract,  let  klda  know  you’re  not  going  to  turn _ 

around  and  screw  then. _  _ 


SEQUENCE: 


SALES 
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STATE  ENTER 


PRIMARY  PATTERN 
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REPORT  TYPE:  _ _ _ PCW 

1-D.:  Coder  2  S  C  SEQ  17  ~  CROSS-REF 


BLOCK 

DESCRIPTION 


BELIEF: 


_ CONTINUATION _ 

6  -  Cat  1  usually  looking  for  Adventure  because  usually  they've  led  a 
life  of  studying.  They  went  to  get  away  froa  it.  to  very,  let  go- 

7  -  People  will  compare  the  services  end  usually  go  for  the  shorter 
contract . 

8  -  The  Aray  guarantee  le  the  strongest.  Air  Force  doesn’t  have  open 


contract! .  ao  Aray  offers  aore  chance  to  get  what  you  wanted. 


PROTOCOL  CODING  WORKSHEET 

2.  BACKGROUND  INFORMATION 

2.0. :  Coder  2  S  C  SEQ  18  CROSS-REF _  _ 

Purpose:  Handling  DEPs _ 

Cycle:  Pros _  Rap_  Qual _  Nil _  FEBA__  Clo _  H-0 _  DEP_x  F-UP _  M/A__  Oth _ 

Setting:  _ _ _ . _ 

Range:  BEG  (p.  31  .  pare  4  ,  line  29  )  END  (p.  32  ,  para  2  ,  line  26 _ ) 

21.  COMMUNICATION  STRATEGIES 

Mn.xzy.  1  -  Biggest  problem  ao»t  recruiters  have  with  DEPs  is  not  following  up  with  thea. 

2  -  A  high  rate  of  PEP  loss  is  because  there  is  a  problem  with  the  recruiter  — 
he  thinks  hc*s  got  him  and  doesn’t  have  to  worry  anymore. 

3  -  Recognition  eeans  a  lot  to  the  kids,  even  just  a  T-shirt. 

4  -  If  a  recruiter  with  a  bad  attitude  (feeling  down)  talks  to  a  PEP,  the  PEP _ 

nay  have  the  same  one  2-3  weeks  down  the  road. _ 


RULE:  1  -  Have  a  lot  of  PEP  functions.  Quarterly  get  everyone  together,  including 

parents  and  others,  recognise  achievements  (referrals). 

2  -  Do  things  with  DEPs,  maintain  contact,  tell  then  about  new  things. 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  19  CROSS -RIF _ _ 

Purpose:  Handling  DEPs  end  follov-up  after  enlistment 

Cycle:  Pros _  Rep _  Quel _  Nil _  FEBA _  Clo _  H-0 _  DEPjc  F-UPjc  M/A__  Oth _ 

Setting:  -  - — 

Reage:  BEG  (p.  33  ,  pare  1  line  1  )  END  (p.  36  ,  para  1  ,  line  7  _ ) 

II.  COMMUNICATION  STRATEGIES 

aFn.TPP;!  -  when  you  cootact  the  parents  when  the  kid  has  left  for  basic,  when  the 

parents  later  talk  to  the  kid’s  friends,  they'll  mention  that  the  recruiter  was 
interested- _ 

2  -  If  you  keep  In  touch  you  can  handle  problems  before  they  get  too  big. 

3  -  If  you  stay  fired  up  it  will  rub  off  on  the  kid. 

4  -  When  one  PEP  gets  promoted  the  others  will  want  It  too- 
3  -  The  PEP  skill  book  helps  prepare  them  for  basic. 


RULE;  1  -  After  PEP  leaves  for  basic,  go  to  parents  house  and  find  out  how  he’s  doing. 
2  -  Flat  out  tell  the  kid  that  when  he  does  It  helps  you  both,  not  just  hii- 


3  -  If  a  kid  has  brought  you  a  lot  of  referrals,  and  gotten  promoted,  don't 
linger  on  that  because  you  can’t  offer  hla  any  gore-  No  core  incentive- 

4  -  Constantly  stress  rank  structure,  tell  the  kid  where  he'll  be,  painting  the 
picture. 


SALES 

SEQUENCE:  CYCLE 


1. 

2. 

3. 

4. 

5- 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


—  -■  1 

1 

1 

[  - 1 

1 1  '  —  -  ■■■  i 

1 

1 

i —  1 1 - 

i 

» 

1 

1 

1 

1 

] 

i 

i 

1 

1 

1 

f 

i 

i 

1 

1 

- I 

1 

i - ! 

i 

i 

i - 1 - - 
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TEST 


6- 


REPORT  TYPE:  _ PCW _ _ 

I.D.:  Coder  2  S  C  SEQ  19  CROSS-REF 


BLOCK 

DESCRIPTION  CONTINUATION 

— '  l'“ 

BELIEF:  j  6  -  If  you  push  «  kid  for  aore  referrals  after  he’d  gotten  promoted 

j  he’ll  think  you  don't  care  about  anything  but  yourself. 


Ill.  COMMUNICATION  PATTERNS 


OVERVIEW :  Describes  contacting  parents  on  F-Up.  Handling  DEPs.  motivating  then,  etc- 


PREDICATE:  Vis  x  Aud  x  Kin  x  0  If -Gas _  Uns  x  Specific _ 

SYNTAX/ 

SEMANTIC:  1-R  x  I-Q  I-C  I-A  x  I-E  x  P-C  Oth  FP-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  FP-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Direct  suggestions  about  being  an  honor  grad,  getting 
promoted,  etc.  Tells  kid  what  he  will  get  —  motivation. 


P 


After  promotion  —  motivator,  presupposes  he  should 
feel  good. 


("How  do  you  feel  about  yourself...?") 


C-POST 


Uses  to  future  pace. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  i 

PATTERNS:  !  ! 


A-160 


REPORT  TYPE 


PCW 


l.D. : 


COMMON 

PATTERNS 


Coder  2 _  S  C  SEQ  19  CROSS-REP 


PATTERN  OPERATOR 
SD 


TECHNICAL  RESULT  OR  OUTCOME 
Lets  the  kid  fill  In  soae  of  the  picture  for  himself. 


(“...going  to  be  something.') 


|  A- 161 

I 


PROTOCOL  CODING  V0RK5HEZT 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  20  CROSS-REF _ 

Purpose:  Projecting 

Cycle:  Prosjc  R*p_  Quel _  N4I_  FEBA _  Clo__  H-0 _  D£P_  F-UP_  M/A__  Oth _ 

Setting:  Phone,  asking  appointment 

lu|e:  BEG  (p.  36  ,  pare  2  .  line  8  )  END  (p.  38  .  para  A  ,  line  23  ) 

II.  COMMUNICATION  STRATEGIES 


BELIEF:  1  -  If  you  schedule  appointment*  on  the  quarter  hour,  the  first  thing  the  kid  will 
think  it  that  It  will  only  take  15  alnutee  — »  he'e  more  likely  to  make  appointment- 


RULE:  1  -  The  only  thing  you  want  In  that  first  appointment  Is  to  establish  rapror: 


and  determine  his  interests. 


A-162 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE; 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Demonstration  role-play  of  initial  phone  call.  Good  techniques  of  painting 
pictures,  future  pacing,  etc. 


Vl«  *  Aud  x  Kin  x  Olf-Cus  Una  x  Specific 


I-R  X  I-Q _  I~C  X  I -A  a  I-E  x  P-C _  Oth  FP-CON.S-CON 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


P  with  MR 


"1  know  you're  proud..."  pacing. 


P 


Lots  of  these  to  present  and  gather  Information. 


C-POST  with 
FP-CON 


Specificity  forces  kid  to  paint  internal  image  recruiter 
can  then  relate  to.  Sets  up  FEBA 


S-CON 


(“What  type  of  car...*) 
Conditional  close. 


NEG-Q  with  P 


Gives  kid  an  offer  he  can  hardly  refuse.  Can't  say  no 
to  the  negative  question. 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


A-163 


PROTOCOL  LOG 


Subject: 


Coder:  _ 

TV  |  REF 


TOPIC 


I  11(7)  {Rap 


Establishing  rapport 


*3(2)  {Proa, Rap, 


Way*  of  handling  tough  sales  situations.  making  then 


1 


|H-0 


work 


*3(3)  {Pros  ,H-0 


Further  ideas  about  H-0  and  projecting 


16(3)  {Pros, 


Importance  of  co«»unication,  using  recruiter*«  wife 


I 


jFEBA.F-Up 


! 


IH/A 


I 


8(9)  {Pros  {Working  the  uarket  in  your  eree,  prospecting 


6 _ 

7  _ 

8  _ 

9 

10 
II 


10(7)  {Rap,Pre-Q{Establishing  repport,  end  Pre-Q  strategies 


13(4) 


NAI.FEBA  {Strategies  for  W6I.  FI BA 


15(9) 


FEBA 


jFEBA,  H-0  with  kid  who*s  engaged 


18(12) 


Rap, FEBA  {Different  features  and  how  to  eell  then 


21(3) 


FEBA 


{Painting  pictures  for  hide 


22(7) 


Rap .FEBA, {Strategies  for  Motivating  applicants 


Clc 


12 


24(5) 


H-0 


jBandling  varioua  objections,  how  to  think  about  then 


13 

14 

15 

16 

17 

18 
19 


26(13) 


Pro* _ I  How  he  gett  ideas  for  projecting 


29(5) 


Clo 


{Future  pacing  kids  for  HEPS 


31(3) 


Rap, PEP  {Rapport 


34(5) 


Proa, Rap  {Rapport 


35(6) 


M/A 


{Motivating  recruiter* 


39(11) 


FEBA.M/a  {Helping  recruiter  with  fear  of  rejection.  FEBA  techniques 


41(2) 


Pros  . _ {Working  different  Markets,  different  recruiters  attitudes 


F-Up ,M/a 


20 


42(8) 


M/A 


{Importance  of  atation  commander  to  M/A 


21  *44(1 ) 


Proe  {Prospecting,  strategies 


22  147(3) 


M/A 


5elf-aotivation 


23  152(4) 


M/A 


{More  M/A 


24  !53(7) 


Clo 


{When  and  how  to  go  for  a  close 


25  {55(3) 


H-0 


{Turning  objections  to  positives,  coaparisons  to  society 


26  >57(3) 


Pros  {Ways  to  approach  people,  attitudes  to  take  when 


-L 


{prospecting 


27  { 59(5) 


H6I.FEBA, {Getting  community  exposure,  various  selling  techniques 


H-0 


28  !61(7) 


HU, FEBA  {W6I,  FEBA  beliefs  end  rules 
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PROTOCOL  COD IMG  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  D  SEQ  1  CROSS-REF _ _ 

Purpose:  Establishing  rapport _ 

Cycle:  Pros  Rep  x  Quel  N&I  FEBA  Clo  B-O  PEP  F-UP  M/ A Oth 

Setting:  Office  .  _ 

Range:  BEG  (p.  1  ,  pare  7  .  line  35  )  END  (p.  3  ,  pare  1  ,  line  5  ) 

Zl.  COMMUNICATION  STRATEGIES 


BELIEF: 1  -  If  the  P  cones  through  the  door  he's  got  Interests. 


-  Sone  Rs  shake  hands  and  take  the  P  right  back  to  the  JOIN  machine  without 


explaining  or  talking  with  hln  first 


-  You  have  to  open  the  P 


which  can  be  tough  If  he's  Introverted. 


-  Sone  Rs  think  they  can  open  the  P  up  by  running  their  mouths  —  wrong. 


7 


III.  COMMUNICATION  PATTERNS 

OVERVIEW :  Describes  aethods  of  gaining  rapport  and  opening  Ft  up  to  get  to  know  then- 
Describes  taking  P  Interested  In  electronics  to  Radio  Shack  for  Interview. 


PREDICATE:  Vis_x 
SYNTAX/ 

SEMANTIC:  I-R 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  | 

PATTERNS:  P  with  MF  |  Iapliee  something  other  then  recruiting  quite  often. 

i 

i 

|  (“had  a  rough  day  ...  alt  back  ...  enjoy  tine  with 
!  you...") 

i 

t 

!  Softening  techniques. 

i 

i 

!  (“cone  look  at  sonething  with  n«.. 


Aud  x  Kin  x  Olf-Cus  Uns  x  Specific 
I-Q  I-C  I-A  x  I-E  P-C  x  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  J  - 

PATTERNS:  ! 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  2  CROSS -REF  _ 

Purpose:  Ways  of  handling  tough  sales  eltuetlona  end  asking  then  work 

Cycle:  Proa  x  Rap  x  Qual  N&I  FEBA  Clo  H-0  x  PEP  F-UP  M/ A  Oth 

Setting:  Office,  school,  etc. 

Range:  BEG  (p«  3  ,  para  2  .  line  6  )  END  (p.  5  ,  para  1  ,  line  11  ) 

II .  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Everyone  la  entitled  to  their  opinion,  and  getting  into  battles  about  them 
won’t  help  anything. 


RULE:  1  -  If  Ps  bring  up  touchy  subject,  l.e.  Viet  Nam,  thank  them  for  their  opinions 

and  acknowledge  that  everyone  has  their  own.  Leave  It  alone  beyond  that. _ 

2  -  If  a  P  wants  Information,  or  a  special  program,  call  whoever  you  need  to, 
do  your  homework,  and  get  It  for  him. 


SEQUENCE: 


1. 

2. 

3. 


4. 


5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


11 

11 

!  !  i  i 

')  ii 

I 

1 

1 

i 

I 

- 1 - 

1 

1 

1 

1 

1 

» 

1 

1 

1 

1 

1 

1 

1 

_ 1 _ 

1 

1 

_ 1 _ 

I 

1 

1 

_ 1 _ 

i  i - —  i" 

i  i  i 

i  i  i 

- 1  _____  i  i  , 

•  i  i  i 

'  i  ii 

_ i _ i _ _ _ i _  i 

I 

1 

1 

- 1 _ 

1 - 

1 

\ 

_ I _ 

- 1 - 

i 

_ 1 _ 

1  < 

1  t 

- L-  „  ,  ■ 
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Ill-  COMMUNICATION  PATTERNS 


OVERVIEW:  Brings  up  a  classroom  situation  In  which  he  was  giving  his  pitch  and  a  kid 

brought  up  Viet  Nam-  He  simply  acknowledged  the  kid's  opinions,  thanked  his 
«nd  told  hia  he  was  glad  to  know  them.  and  went  on.  Meta-comment  strategy- 
Later  that  aane  kid  wanted  to  go  to  West  Point,  but  was  late  In  applying. 

He  arranged  conference  calls,  did  his  homework,  etc,  and  got  the  kid  In _ 

through  another  program.  Opened  up  the  high  achool  for  hla  because  the  kid's 
dad  was  the  principal. 


PREDICATE:  Vis _ 

Aud 

Kin _ 

Olf-Cus  Una  Specific 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C _ 

I-A _  I-E _  P-C  x  Oth 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  | 

PATTERNS:  M/W  with  IN  J  Acknowledge  the  importance  of  kid 'a  opinions,  maintain 

i  rapport  and  avoid  conflict  about  no-win  discussion  (Viet 
J  Nam) .  He  essentially  mete-commented  to  stay  out  of 
!  trouble. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  j 

PATTERNS:  !  j 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. 0. :  Coder  2  S  D  SEQ  3  CROSS-REF_ _ 

Purpose r  Further  ideas  about  H~0  end  prospecting 

Cycle:  Pro*  x  Rep  Quel  N&I  FEBA  Clo  B-0  x  PEP  F~UP  M/A  Oth 

Setting:  Everywhere _ 

tenge:  BEG  (p.  5  .  p ere  3  .  11m  13  )  END  (p.  6  ,  P«re  3  ,  line  24  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Married  guy*  ere  different  —  they  ueuelly  coae  In  looking  for  tecurlty. 

Mey  have  worked  e  short  tlae,  tone  to  echool  for  e  yeer  or  so,  but  feel  they  are 
et  e  dead  end.  They'll  cone  In  eore  ceutlou*. 

2  ~  Important  to  Involve  the  wife  In  the  decl*lon.  If  ltld  is  sincere  he'll  go 
along  with  joint  meeting  with  wife. 

3  -  Family  can  be  edded  pressure  on  kid  when  he  goe*  In,  cen  cause  problems  if 
you  don't  take  care  of  It. 


RULE:  1  -  Call  ahead  to  school  to  find  out  when  you  cen  see  kids,  pull  them  out  of 
class,  etc.  Get  to  know  people,  like  then,  don*t  argue  with  them  or  try  to 
forcibly  put  your  point  across. 

2  -  Do  little  extra  things  for  Berried  people  when  they  go  in,  to  help  out. 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 
STATE  EXIT 

TEST 

1. 

1 

1 

1 

1 

1 

-4— 

1 

1 

1 

1 

1 

1 

1 

1 

1 

-  -i  - 

1 

1 

1 

1 

1 

2.  _ 

» 

i 

i 

4. 

• 

1 

i 

i 

-1- 

1 

\ 

1 

3. 

i 

i 

i 

-4- 

1 

1 

1 

i 

i 

\ 

t 

1 

_  J 

4. 

i 

i 

i 

4. 

1 

1 

1 

i 

i 

1- 

1 

1 

1 

5.  _ 

i 

i 

i 

-4- 

1 

1 

r 

t 

t 

-4- 

1 

1 

I 

6 . 

i 

i 

* 

1 

1 

1 

l- 

1 

1 

1 

1 

1 
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REPORT  TYPE:  _ 
I.D.:  Coder 

BLOCK 

DESCRIPTION 


PCV 
S  D 


CONTINUATION 


CROSS-REF 


-  Wife  nay  sot  listen  to  kid  because  she  has  her  mind  made  u 


listen  to  you  because  you're  in  uniform,  you're  a  professional 


She’ 11 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  working  with  married  people,  and  their  wives,  to  make  the  decision. 

out  with  little  things  when  they  ship  out,  like  a  brochure  of  the  fort- 


PREDICATE:  Vis  x  Aud  x  Kinjt 

SYNTAX/ 

SEMANTIC:  I-R  I-Q  x  I-C 


Olf-Gus  Uns  x  Specific 
I-A  x  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  AWARE 


TECHNICAL  RESULT  OR  OUTCOME 

Lets  P  know  R  understands  him  —  in  this  case  the 
iaportance  of  his  wife  in  the  decision  process. 


P  with  MO 


Leaves  hlaself  an  opening  if  his  assumptions  are  wrong. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

unique  !  I  - 

PATTERNS:  ! 
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PROTOCOL  COD IMG  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  4  CROSS-REF _ _ _ 

Purpose:  Importance  of  comnunl cation »  importance  of  Rs  wife  to  the  sale  _ _ 

Cycle:  Proa  x  Rap__  Qua!  N&I_  FEBA  x  Clo__  H-O  PEP  F~U?  x  M/A_x_  Oth 

Setting:  Office,  parties,  everywhere 

Range:  BEG  (p.  6  para  5  line  27  )  END  (p.  7  ,  para  3  line  41  ) 

II.  COMMUNICATION  STRATEGIES 

ngt.T -  Communication  needs  to  be  developed.  Can  be  taught  to  a  point,  common _ 

sense. 

2  -  Rs  wives  are  very  important.  A  lot  of  tinee  they  can  save  you  the  sale  — • 
esp.  with  married  people. 

3  -  Young  wife  of  a  P  nay  want  the  woman’s  point  of  view  of  military  wife.  Rs 
wife  can  give  It  to  her. 

4  -  Extra  effort  of  wife  can  help  build  referral  system  also. 

5  -  Referral  system  Is  more  than  asking  people  for  them. 


T 


III.  COMMUNICATION  PATTERNS 

OVERVIEW :  Describes  usefulness  of  Involving  wife  of  P  as  well  as  wife  of  R  in  the 
process.  Talks  about  referral  systea,  new  recruit  Is  the  best  salesman, 
or  the  worst.  _  _  _ _ 


PREDICATE:  Vis  x  Aud  x  Kin  x  Olf-Cus  Uns  x  Specific 

SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  I-E  x  P-C  x  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  i 

PATTERNS:  C-POST  i  Sets  up  important  thought. 

i 

I 

!  ("Do  you  know  the  best  talesman...?") 


CF/S 


Sets  framework  of  P  being  more  than  just  a  new  recruit, 
but  also  a  salesman. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  j  ! 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  S  CROSS -REF _ 

Purpose:  Working  the  aarkct  In  your  area,  prospecting 

Cycle:  Pros_x  Rap_  Qual_  X&l _  FEBA_  Clo_  H-0_  DEP_  F-UP_  K/A_  Oth_ 

Setting:  N/A 

Range:  BEG  (p.  8  ,  para  9  ,  line  43  )  END  (p.  10  ,  para  3  .  line  35  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  To  recruit  quality  you  have  to  know  what  the  narket  Is. 

2  ~  Just  because  a  guy  goes  to  college  doesn't  nean  he’s  quality. 

3  -  50  or  above  on  ASVAB  Is  quality. 

A  -  Farmers  are  beautiful  In  the  nornlng  —  they'll  talk  to  you,  give  you  leads 
Before  they  go  out  In  the  fields. 


RULE:  1  -  For  publicity,  have  the  paper  cone  take  pictures  of  you. 

2  -  Get  on  talk  shows  on  the  radio. 

3  -  Listen  to  people,  even  if  It's  old  folks  telling  you  war  stories.  They' li 
bring  referrals. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

t 

1 

1 

1 

1 

2. 

1 

1 

3. 

• 

1 

4. 

1 

1 

1 

5. 

1 

1 

1 

1 - 

1 

1 

1 
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T 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  D  SEQ  6  CROSS-REF _ 

Purpose:  Establishing  rapport,  end  Qual  strategies 

Cycle:  Pros _  Rapjc  Qualjc  N&I _  FEBA _  Clo _  H-0  DEP _  F-UP _  M/A _  Oth_ 

Setting:  Office 

Range:  BEG  (p.  10  ,  para  7  .  line  48  )  END  (p.  13  .  para  3  ,  line  8  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  You  can  tell  "pro-military"  fron  haircut,  cleanliness ,  etc.  Can  presume _ 

some  discipline.  Find  out  more  with  rapport. 

2  -  Summer  is  the  vorst  time  for  basic  training,  the  heat  is  rough. 

3  -  If  you've  established  good  rapport,  body  language:  leaning  forward  in  chair, 
looking  at  you  rather  than  away,  etc.  Alsd,  more  elaboration  on  points  fron  P, 
confiding  things  they* re  unhappy  about,  etc.  They’ll  tell  you  what  you  need  to 
know  without  too  many  questions. 


RULE:  1  -  To  establish  rapport,  ask  P  about  himself,  then  listen. 

2  -  Key  in  on  accomplishments,  j.e.  basic  training  completed  if  P  is  in  the 
military. 

3  -  Rapport  is  increasing  when  P  starts  elaborating  on  his  answers.  He’ll 

elaborate  on  what's  most  Important  to  him  —  that's  vhat  R  listens  for. _ 

4  -  You  know  you  have  trust  when  P  gives  you  honest  answers  that  are  obviously 

different  from  the  one  he  thinks  a  R  wanted  to  hear. _ 

5  -  Lean  forward  in  your  chair,  if  P  does  too,  rapport  is  well  established- 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

|  •  i  :  i 

!  i  i! 

Is  a  . 


— 

_ 

— 

— 

- 1 - 

1 

1 

1 

1 

- 

1 

1 

1 

1 

1 

1 

— 

■  —  ■  1 

1 

1 

-  1 

A-175 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  7  CROSS-REF _ 

Purpose:  Strategies  for  N  &  I,  FEBA 

Cycle:  Pros _  Rap _  Qual _  NAIji  FERAjc  Clo _  H-0 _  DEP _  F-UP__  M/A_  Oth _ 

Setting:  Office 

Range:  BEG  (p.  13  ,  para  4  .  line  9  )  END  (p.  15  ,  para  1  ,  line  26  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  A  mistake  sone  Rs  make  is  trying  to  sell  a  P  who  already  asked  to  join  — 
they  can  end  up  talking  P  out  of  It ■ 

2  -  You’re  wasting  Ps  tine  If  the  sale  is  already  nade. 

3  -  Difference  between  selling  and  going  into  an  information  node.  Information 

mode  is  giving  Information  to  reinforce  already  made  points. _ 


RULE:  1  -  Take  notes,  but  don't  start  filling  out  a  200  card  until  the  P  wants  to  join. 

2  -  If  a  P  wants  to  join,  sign  him  up,  don't  sell  him. 

3  -  Turn  objections  into  advantages. _ _ 


SEQUENCE: 


1. 


2. 


3. 


4. 

5. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


•  i 

i 

i 

■ 

f 

t 

i 

r-  -  -  -■ 

i 

! 

1 

1 

! 

r- 

■—  —  -  1 

1—  - 

1 

I 

1— ■  -  — 

i  n 

i  i 

- 1 -  ■— r  ■ - t 

t  i  i  i 
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III.  COMPLICATION  PATTERNS 

OVERVIEW:  _ 


PREDICATE:  Vis _ 

Aud 

Kin 

STNIAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

Olf-Gus  Dnt  Specific 


I -A  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-POST 


TECHNICAL  RESULT  OR  OUTCOME 

Ajki  a  series  of  questions  to  build  the  point  that  the 
Ps  objections  ere  not  es  important  as  the  benefits  — 
gets  him,  through  his  answer,  to  refute  his  own  points 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  | 

PATTERNS:  !  ! 


A-178 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  D  SEQ  8  CROSS-REF _ 

Purpose:  FEBA,  H-0  with  kid  who’s  engaged. 

Cycle:  P ro* _  Rep  Quel  N&I  FEBA  x  Clo  H-0  PEP  F-UP  M/A  Oth _ 

Setting:  Office 

Range:  BEG  (p.  15  ,  pare  9  ,  line  40  )  END  (p.  18  ,  pare  8  line  25  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  you  can  show  that  you  can  aolve  a  problem,  the  P  nay  then  open  up  wanting 
to  know  nore  —  possible  key  to  the  sale. 

2  -  The  word  "pension"  can  be  a  key  that  P  1«  looking  toward  retirement  — _ 

especially  someone  who's  married. _ 

3  -  If  you  sell  a  2-year  enlistment  and  the  P  doesn’t  qualify,  that’s  a  problem- 
But  if  you  sell  a  3-year  program  and  he  qualifies  for  a  2-year,  that's  an  added 
benefit . 


RULE:  1  -  Point  out  the  benefits  of  the  relatively  early  retirement  of  the  military 
in  comparison  with  the  private  sector. 

2  -  Restate  the  objection  before  trying  to  turn  it  around. 

3  -  Handle  the  objection  to  leaving  the  area  by  saying  that  it's  only  for  a  3 
year  period.  Always  sell  the  3  year  enlistment.  Then  if  he's  qualified  for  a 
2  year  program,  it’s  another  benefit. 


SALES  DECISION  DECISION 

SEQUENCE;  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


_ 

1 

.  . 

_ 

_ 

- — 

_ _ 

*-179 


REPORT  TYPE:  PCW 

I . D . :  Coder  2  S  D  SEQ  8  CROSS- REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


III.  COMMUNICATION  PATTERNS 


PREDICATE:  Vi* _  Aud _  Kin _  Olf-Gus _  Uns _  Specific _ 

STHTAZ/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  I-E  P-C  Oth  S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  S-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Sets  up  close  by  ashing  if  he  can  provide  benefit,  will 
that  help? 


C-POST 


Asks  questions  a  kid  has  to  say  yes  to,  creating 
agreement . 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS:  i  ! 


A-181 


PROTOCOL  CODING  WORKSHEET 


1-  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  D  SEQ  9  CROSS-REF _ 

Purpose :  Different  features  end  how  to  sell  then 

Cycle:  Pro*  Rap  x  Qual  N&I  FEBA  x  Clo  B-0  x  PEP  F-UP M/A Oth 

Setting:  — 

Range:  BEG  (p.  18  .  para  12  .  line  36  )  END  (p.  20  .  para  11  line  36  ) 

II.  COMMUNICATION  STRATEGIES 

lin.TKP:l  -  People  that  get  married  eventually  want  their  ovn  hones  —  so  you  can  tell 
VA  benefits ■ 

2  -  You  can  tell  if  a  P  is  responsible  by  grooming,  etc. 

3  -  Important  to  let  kids  know  you  care  about  then. 


RULE:  1  -  Save  something  to  discuss  with  fiance/wife,  l.e.  VA  home  buying  benefits. 

2  -  Get  the  P  to  do  you  a  favor  —  enhances  rapport  —  l.e.  finding  oat  about 
theater  tickets  at  his  school. 

3  -  If  a  P  elaborates  on,  and  justifies,  his  objection,  back  off,  don't  pursue 
it. 

4  -  You  have  to  be  in  control  of  the  interview  but  let  the  P  think  he  is  — _ 

giving  hln  options  will  do  it. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


. 

r 

L- 

h~ 

_ 

*-182 


t  PROTOCOL  CODING  WORKSHEET 

'  I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  D  SEQ  10  CROSS-REF _ 

Purpose:  Painting  pictures  for  kids _ 

Cycle:  Pros_  Rap _  Qual_  Nil _  FEBAjc  Clo__  H-0_  DEP_  F-UP_  M/A__  Oth _ 

Setting:  Setting _ 

tenge:  BEG  (p.  21  ,  para  3  .  line  13  )  END  (p.  22  ,  para  5  line  15  ) 

II.  COMMUNICATION  STRATEGIES 


BELIEF:!  -  Doesn't  like  the  aovies  because  of  Inaccurate  portrayals  of  Army. 


111.  COMMUNICATION  PATTERNS 

OVERVIEW :  Describing  recruiting  P  who  was  In  the  Marines  and  unhappy  with  some  of  it. 

Feints  two  pictures:  one  of  the  past  when  the  P  had  just  completed  basic 
end  was  feeling  good,  the  other  was  to  future  good  feelings.  Talks  about 
where  he  gets  the  pictures  froa:  his  own  experience,  imagines  hlaself  as  a 

Bouse  In  the  corner  watching  the  P  go  through  things  he  went  through,  and _ 

describes  It  for  hia. 


PREDICATE:  Vis  x  Aud  x  Kin  x  Olf-Cus  Uas  z  Specific 
SYNTAX/ 

SEMANTIC:  1-R  I-Q  I-C  z  I-A  z  I-E  P-C  z  Oth 


FATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  ! 

PATTERNS:  SUB-T  !  Uses  tine  to  take  the  P  back  and  forth  from  past 

!  pleasant  experiences  to  future  ones,  linking 
|  the  good  feelings'  by  showing  the  P  that  the  Army  can 
!  provide  those  good  feelings  the  same  as  they  were  in  the 
!  past. 


MR 


Tells  the  P  what  he  is  thinking  —  leads  hia  to  think  what 
he  needs  to  to  join. 


RI-D 


Creates  tension,  relieves  it* 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ! 

PATTERNS:  !  ! 


A-184 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 
I.D.s  Coder  2  S 


S  D  SEQ  11  CROSS-REF 


F  M-HPT 


:  BEG  (p.  2  pare  7  line  17  )  END  (p.  23  .  para  5  line  44 _ ) 

COMMUNICATION  STRATEGIES 

1  -  ps  ofcen  chink  about  what  it  would  be  like  to  be  a  R  like  him.  He'll  then 


help  with  lots  of  referrals 


-  If  a  P  is  procrastinating .  you  may  have  to  get  tough  with  him. _ 


ROLE:  1  -  Encourage  P  to  think  about  what  It  would  be  like  to  be  a  R. _ 

2  -  If  a  P  procrastinates  too  ouch,  tell  him  what  you  want  him  to  do 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


85 


III.  COMMUNICATION  PATTERNS 


OVERVIEW ’ 


PREDICATE:  Vis 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  I-R 

I-Q 

I-C 

Olf-Cus  Uns  Specific 

I -A  I-E  P-C  Oth  S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  SUB-T 


TECHNICAL  RESULT  OR  OUTCOME 

Takes  P  Into  future  accomplishments ,  reverses  roles 
allowing  P  to  enulate  R. 


S-CON 


Uses  It  to  close. 


("If  I  can  get  you  this  then  you'll  go,  If  you  qualify  — 
If  you  don't,  you'll  have  to  take  something  else.") 


ORO  -i1 


Give  P  the  order  in  which  he  wants  him  to  Join  in 
relationship  to  other  things  he  has  planned.  Motivator 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ; 

PATTERNS :  ! 


REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  D  SEQ  11  CROSS-REF _ 

TECHNICAL  RESULT  OR  OUTCOME 
Motivator,  presupposes  it's  time  to  join  now. 
("Had  enough  tioe...") 

Discipline  ■  advancement 


PATTERN  OPERATOR 


COMMON 

PATTERNS:  P 


CEQ 


A-187 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.t  Coder  2  S  D  SEQ  12  CROSS-REF _ 

Purpose:  Handling  various  objections,  ss  well  as  how  to  think  about  then 

Cycle:  Pros Rap Qual N&l FEB  A Clo H-Ojc  DEP F-UP M/A_  Oth 

Setting:  N/A 

Range:  BEG  (p.  24  .  para  5  ,  line  22  )  END  (p.  25  ,  para  6  line  44  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  An  objection  is  nothing  nore  than  an  individual  wanting  nore  Information , 
or  procrastination. 

2  -  Taking  objections  as  negative  is  a  problem  with  Rs  —  they  aren't  negative- 

3  -  Sometimes  the  obvious  solutions  don't  strike  you  until  you  get  away  froa _ 

the  situation  for  a  while. _  _ 


RULE:  1  -  Don’t  take  objections  as  negative. 

2  -  If  a  guy  is  procrastination,  you  have  to  dig,  probe  more.  Get  his  to  talk 
and  you  listen. 

3  -  Sometimes  you  need  to  get  away  and  think  of  a  solution  to  an  objection. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

1 

1 

1 

1  1 

1  1 

1  1 

1  1 

1 

1 

I 

1 

1 

1  1 

1  1 

1 

1 

1  1 

1  t 

1 

1 

1  1 

1  1 

1 

1 

1 

1 

1  1 

1  1 

l_  J  _  1 
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Til.  COMMUNICATION  PATTERNS 


OVERVIEW:  Defines  objections.  Describes  ways  of  handling  then,  including  his  thought 
processes  in  handling  a  problem  —  making  a  phone  cell  Instead  of  waiting 
for  the  nail.  (Auditory,  kept  saying  to  hlaself  how  slow  the  Bail  was, 
then  the  phone  rang  end  he  realised  he  just  needed  to  use  it  in  this 
Instance.) 


PREDICATE:  Vis _ 

Aud _ 

Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


0 If -Cos  Ups  Specific 

I-A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  i  "  |  - 

PATTERNS:  !  ! 


PROTOCOL  CODING  WORKSHEET 


I-  BACKGROUND  INFORMATION 

I. D.t  Coder  2  S  D  SEQ  13  CROSS-REF _ _ 

Purpose :  How  he  gets  Ideas  for  prospecting 

Cycle:  Pros_x  Rap_  Qual_  Nil _  FERA _  Clo_  H-0_  DEP_  F-UP_  M/A_  Oth__ 

Setting:  Everywhere 

Range:  BEG  (p.  26  .  para  13  .  line  41  )  END  (p.  28  .  para  3  ,  line  43  ) 

II.  COMMUNICATION  STRATEGIES 

BKI.TK?:!  -  Some times  when  you’re  In  the  office  with  all  the  work  going  on  around  you, 
you  don't  have  tlae  to  alt  and  analyte  what  you  can  do. 

2  -  Sometimes  you  can  get  a  R  to  llaten  to  you  differently  than  they  would  in 
class. 

3  -  A  HS  can  be  a  bad  place  to  actually  recruit  in  If  the  peer  pressure  Is 
oriented  away  from  talking  to  Rs . 

4  -  You  may  have  to  figure  out  the  best  place  to  do  your  recruiting  in  your _ 

area.  Weigh  pros  and  cons. 

RULE:  1  -  Take  the  JOIN  down  to  shopping  nails,  set  up  a  booth,  and  prospect. 

2  -  If  a  recruiter  is  having  problems,  don’t  necessarily  go  and  start  looking 
for  problems. 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


e. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

1 

1 

1 

1 

1 

1 

1 

_ 

1-  - 

1 - 

1 

1 

1 

■■ 

— 

1 

\ 

. 

1 

- -J 

_ 

1 

1 

I 

■  ■—  1 

A-190 


PROTOCOL  COD IMG  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.t  Coder  2  S  D  SEQ  14  CROSS-REF _ 

Purpose:  Future  pacing  Ps  for  ME  PS 

Cycle:  Pros _  Rap _  Qual _  Nil _  FEBA  Clo  x  B-0  PEP  F-UP _  M/A _  Oth _ 

Setting:  Office 

tenge:  BEG  (p.  29  ,  para  S  line  10  )  END  (p.  31  ,  para  1  line  49  ) 

II.  COMMUNICATION  STRATEGIES 

>ELIKF:1  ~  The  MEPS  counselor  is  the  best,  noat  professional  NCO  he’s  going  to  aeet _ 

at  the  HEPS. 

2  -  You  need  to  think  of  everyone  as  on  the  saae  teen. 

3  -  Hot  preparing  the  P  can  backfire  on  you.  Especially  law  violations. 

Important  for  certain  jobs  with  security  clearances. 

4  -  Use  discretion  about  telling  parents  what  the  P  says. 

5  -  If  you  have  good  enough  rapport,  you’ll  have  none  of  these  problems. _ 


RULE:  1  -  Never  put  down  the  MEPS  GC,  always  build  them  up. 

2  -  You  need  to  communicate  with  the  MEPS  GCs. 

3  -  Always  be  honest  ulth  the  P.  Let  him  know  about  the  limitations  of  the  CC. 

4  -  Prep  the  P.  Tell  him  what  to  expect.  Have  him  call  if  It’ll  take  2  days. 

Keep  the  communication  going.  _ 

5  -  Get  the  P  to  be  totally  honest  about  law  violations. 

6_^__Rave  him  medically  checked  ahead  of  time  if  he  has  had  eurgery  or  other 
possible  disqualifying  problems. _ 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


|  j  i  i 

•  !  j 

- 1 -  -  —  -  .  ! 

!  i  j  j 

— 

j  ! 

-  -  i  :  i 

11 

i  i  1 

■  ■ 1 1 

t - 1 

j  f - 1 

- 1 _ _ _ _ i- _ L__ _ 1 

- -  — 

*-191 


PROTOCOL  CODING  WORKSHEET 


2.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  D  SEQ  15  CROSS-REF _ 

Purpose:  Rapport _ 

Cycle:  Pros Rap  x  Qual__  NII^ _  Ft  BA Clo_  H-0 DEPje  F-UP M/A Oth 

Setting:  Everywhere 

Range:  BEG  (p.  31  .  para  3  line  53  )  END  (p.  33  ,  para  1  line  42  ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Get  to  know  the  P's  fatally  and  friends. 

2  -  Get  Involved  in  the  conaunlty. 

3  -  If  a  P  just  comes  In  and  plops  down  In  a  chair  In  your  office,  that’s  rapport 

4  -  People  are  people  and  will  accept  you  for  what  you  are  and  how  far  you'll  go 
for  then. 

3  -  The  worst  thing  in  the  world  for  a  recruiter  is  PEP  loss-  That’s  death- 
6  -  If  rapport  is  superficial,  you’re  leaving  yourself  open  for  PEP  loss. _ 


RDLE:  1  -  If  PEPS  start  coning  in  and  hanging  around  your  office,  put  them  to  work. 
Make  then  feel  they're  a  part. 

2  -  You  need  to  do  the  nost  work  with  the  kid  when  he’s  In  PEP. 

3  -  Get  DEPs  to  come  in  every  way  you  can  think  of.  Have  lots  of  functions. 

Dinners,  barbecues,  get  then  to  study,  etc.  Help  with  their  studies,  or  get 
thea  to  your  office  to  study _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 


TEST 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  D  SEQ  16  CROSS-R£F__ _ 

Purpose:  Rapport 

Cycle:  Pros  x  Rep  x  Qual  N&I  FEBA  Clo  B-0  DEP__  F-UP  M / A  Oth 

Setting:  Everywhere 

Range:  BEG  (p.  34  ,  pare  5  ,  line  12  )  END  (p.  35  ,  para  2  line  13  ) 

II.  COMMUNICATION  STRATEGIES 

»PT.igy;i  -  if  a  guy  Is  having  problems  establishing  rapport  he  nay  be  scared,  he  may 
have  been  In  the  military  envlronaent  too  long. 

2  -  If  you  do  everything  for  your  Ra  you  aren’t  doing  then  justice. 

3  ~  You  have  to  be  Innovative,  get  out  of  set  patterns. 


RULE:  I  -  Find  out  everything  you  can  about  your  Rs  (trainer).  Analyze  problems- 
2  -  Don’t  do  everything  for  then. 


► 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


4. 


6. 


93 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  17  CROSS-REF _ 

Purpose:  Motivating  recruiters 

Cycle:  Pros _  Rap _  Qual _  Nil _  FEBA _  Clo _  H-0 _  DEP _  F-UP_  M/A_x  Oth _ 

Setting:  Everywhere 

Range:  BEG  (p.  35  .  para  6  .  line  20  )  END  (p.  37  ,  para  7  line  32  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  You  have  to  ahow  Ra  different  things  you  do  —  "print  the  pump." 

2  -  There* a  nobody  In  recruiting  coanand  that  doean’c  have  the  aaarta  to  do  the 
job. 

3  -  People  are  acared  of  the  rejection. 

A  -  You  need  a  positive  attitude. 

5  -  Station  companders  need  to  aotlvate  Ra  the  way  Rs  do  Pi. 

6  -  Most  valuable  thing  you  can  give  a  R  la  tlae  off. 

7  -  You  need  to  like  recruiting  to  think  it* a  fun. 

RULE:  1  ~  Laugh  at  rejection. 

2  -  Tell  yourself  rejection  is  the  exception.  "I'm  good." 

3  -  Regroup  to  get  past  the  rough  tiaes.  Sometlaes  you  need  to  get  away  froz  the 
office . 


SEQUENCE: 

1.  _ 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

1 

1 

1 

1 

1 

—  1 

DECISION 
STATE  EXIT 

TEST 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

2.  _ 

1 

1 

1 

1 

1 

“*T" 

I 

l 

—  I 

- 1 - 

1 

1 

1 

- 

1 

1 

1 
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PROTOCOL  CODIHC  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. 0. :  Coder  2  S  D  SEQ  18  CROSS-REF 

Purpose:  Various  _ _ _ 

Cycle:  Proa _  Rap _  Qual _  N&I _  FEBAjc  Clojt  H-0 _  DEP__  F-UP _  M/Ajt  Oth _ 

Setting:  Varioua  -  - 

Range:  BEG  (p.  39  .  para  11  .  line  33  )  END  (p.  40  .  para  3  line  52  _) 

II.  COMMUNICATION  STRATEGIES 

«gi.TKr;i  -  Have  to  aak  people  how  thing*  sound  to  then,  then  close. 

2  -  Trying  to  eell  tvo  people  at  the  aane  tine  la  asking  for  trouble.  They  have 
different  needs.  _ _ 


RULE:  1  -  Take  rejection  as  a  challenge. 

2  -  Fit  information  to  needs,  nake  a  program  for  the  P. 

3  -  Don't  try  to  sell  tvo  people  at  once.  Bring  then  back  to  the  office  and 
have  a  R  for  each. 

4  -  In  the  first  place,  sell  the  Aray,  not  the  jobs  or  anything  else.  Then  3t 
the  end,  bring  the  two  Ps  back  together  and  talk  about  then  wearing  the  sane 
uniform,  etc. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  helping  R  with  fear  of  rejection,  and  techniques.  How  to  split 
Ps  up  so  each  has  his  own  R,  then  put  then  back  together. 


PREDICATE:  Vis _ 

Aud 

Kin 

STMTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

Olf-Cus  Uns  Specific 
I-A  I-E  P-C  Oth 


PATTERN  OPERATOR 

cotton 

PATTERNS:  CEQ 


TECHNICAL  RESULT  OR  OUTCOME 


Pear  of  rejection  is  normal  — *  motivating  R  to  keep  going 


P 


Used  to  bring  Ps  back  together  after  you  split  thee  up: 
wearing  the  uniform  together,  pride,  etc- 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  1  | 

PATTERNS:  !  ! 


A-196 


PROTOCOL  COD IMG  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  19  CROSS-REF _ 

Purpose:  Working  different  markets,  different  Rs  attitudes 

Cycle:  Proe_x  Rep _  Quel _  N&I _  FEBA _  Clo _  H-0 _  DEP _  F-UPje  M/A_x  Oth_ 

Setting:  Everywhere 

Benge:  BEG  (p.  41  ,  pars  2  ,  line  2  )  END  (p.  42  ,  para  A  ,  line  34  ) 

II.  COMMUNICATION  STRATEGIES 

BEI.IEP:!  ~  R  who  likes  the  schools  can  forget  that  Ps  graduate  but  you  still  have  to 
pursue  them. 

2  ~  College  drop  out  rate  Is  high,  have  to  go  after  those  Ps. 

3  -  More  often  than  not  Rs  don’t  plan  far  enough  In  advance  for  different _ 

opportunities  to  present  things. 


BULK:  1  -  Remember  to  work  all  the  seniors  that  graduated  the  next  year  as  graduates. 
Don't  let  them  slip. 

2  -  Remember  the  mid-range  and  long-range  Ps. 

3  -  Plan  programs  way  ahead,  e.g.  career  days  at  schools. 

A  -  Get  something  that  will  attract  attention,  e.g.  an  M-60  tank.  Hawk  missile 
team,  etc.  Get  publicity  for  It. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


_ 
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PROTOCOL  CODING  WORKSHEET 


1.  background  information 

I.D.j  Coder  2  S  D  SEQ  20  CROSS-REF _ 

Purpose:  Importance  of  station  compander  to  M/A 

Cycle:  Pro* _  Rep _  Quel _  Nil _  FEBA _  Clo _  B-0 _  DEP _  F-U?_  M/A_x  Oth _ 

Sec Cln(:  Office 

Sense:  BEG  (p.  42  ,  pere  8  .  line  39  )  END  (p.  43  .  para  7  line  49  ) 

II-  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Stetlon  contender  has  to  check  on  Re,  guide  then. 

2  -  Mission  cen  be  looked  et  in  two  ways;  It  cen  store  Che  guy  In  che  face, 
leading  to  crisis  management,  or  you  cen  get  on  *  roll  and  forget  ebout  It-  If 
you  worry  about  the  people,  end  get  out  end  talk  to  thea,  alsslon  takes  care 

of  Itself. 

3  -  If  you’re  good  you  don’t  need  to  worry  ebout  alsslon  —  just  be  positive. 


SOLE:  1  -  Do  your  work,  play  the  percentages,  end  alsslon  will  take  care  of  Itself. 

2  -  Make  plans,  know  your  area.  Schools,  employment  centers,  canvassing,  etc. 

3  -  Talk  to  the  placement  counselor  at  the  employment  center,  take  him  to  lunch, 

help  each  other. _ 


SALES 

DECISION 

DECISION 

SEQUENCE: 

CYCLE 

STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

1.  _ 
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1 

1 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  D  SEQ  21  CROSS-REF^ _ _ 

Purpose:  Prospecting  strategies 

Cycle:  Pros  x  Rap  Qual  N&I  FEBA  Clo  H— 0  PEP  P~^P  M/ A  Oth _ 

Setting:  Everywhere 

Range:  BEG  (p.  44  ,  para  1  ,  line  1  )  END  (p •  46  ,  para  1  ,  line  7  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  ~  You  need  Irons  In  the  fire,  everywhere. 

2  -  Personnel  aanagers  can't  take  every  applicant,  they  can  be  a  good  source  of 
referrals . 

3  -  Libraries  can  be  a  good  place  to  post. 

4  -  Boys  clubs,  beauty  parlors  for  women,  etc. 

5  -  If  you  follow  all  these  leads,  plus  your  phone  work,  something  has  got  to _ 

give. 


RULE:  1  -  Keep  track  of  your  Irons  in  the  fire,  and  your  plans. 

2  -  Work  with  personnel  offices  in  big  plants,  take  hla  to  lunch,  establish 
rapport,  etc. 

3  -  Put  up  a  display  In  the  library  if  possible,  do  a  film  presentation. 

4  -  Same  with  boy6  clubs,  beauty  parlors,  radio  stations,  etc. 

5  -  Know  your  radio  station's  market,  demographics. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


-  - 
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.  -  - — 
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- 

-  ----- 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  22  CROSS-REF _ 

Purpose:  Self-gotivatlon 

Cycle:  Pros  Rsp  Qual  N&I  FEBA  Clo  H-0  PEP  F-UP  M/A  x  Oth _ 

Setting:  N/A 

Range:  BEG  (p.  47  ,  para  3  .  line  8  )  END  (p.  48  ,  para  3  .  line  6  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  Wants  to  be  challenged  with  something  he  hasn’t  done. 

2  ~  Wants  a  USAREC  jacket,  for  no  donut  rollers  three  months  In  a  row. 

3  -  Training  program  needs  to  be  aore  realistic,  fit  the  needs  of  recruiters _ 

better. 

4  -  You'll  feel  good  about  yourself  If  your  people  feel  good  about  theaselves- 


RULE:  1  -  Keeps  a  chart  of  who’s  doing  what  so  he  can  contact  the  station  cocrtanders 
and  make  sure  everybody  Is  doing  ok. 

2  -  Keep  open  communication  between  everyone,  instill  the  desire  to  be  successful. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


A-200 


I.  BACKGROUND  INFORMATION 


PROTOCOL  CODING  WORKSHEET 


I. D.:  Coder  2  S  D  SEQ  23  CROSS-REF _ 

Purpose:  More  M/A 

Cycle:  Pros _  Rap _  Qual _  N&I _  FEBA _  Clo _  H-0 _  DEP _  F-UP _  M/A_x  Oth _ 

Setting:  Everywhere 

Range:  BEG  (p.  52  .  para  4  line  8  )  END  (p.  53  .  para  5  line  43  ) 

II.  COMMUNICATION  STRATEGIES 

BELI£P:1  -  Attitude  can  be  a  lot  of  things.  You  have  then  about  everything. 

2  -  You  have  to  learn  to  live  with  yourself.  If  your  attitude  Is  good,  no _ 

natter  what  someone  does,  you'll  get  over  it. 

3  -  If  someone  has  to  chew  you  out,  that’s  probably  their  problem. 

4  -  Attitude  of  receptiveness  will  help  a  R.  Ability  to  accept  challenges,  goals 

to  achieve. _ 

5  -  Difference  between  a  crier  and  a  wlap« _ 


RULE:  1  -  Motivate  people,  joke  with  them,  encourage  then,  etc. 

2  -  Never  criticize  a  guy  and  just  leave  him.  Always  finish  positive. 


SEQUENCE: 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


REP0R1  TYPE:  __ 
I.D.:  Coder 


PCW 
S  D 


SEQ _ 23 


CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION  _ 


-  You  have  to  give  people  some  motivation,  negative  or  positive  is 


III.  COMMUNICATION  PATTERNS 

OVERVIEW: 


PREDICATE:  Vis _ 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

1-Q _ 

I-C 

Olf-Cus  Uns  Specific 
I -A  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

RATTEENS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Confidence  builders,  future  pacing,  for  a  R  who  had 
been  down  but  improved. 


A-OUT 


Tells  R  he  recruited  years  earlier  not  to  disgrace 
him:  motivator,  jokingly. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  J 

PATTERNS:  !  ' 


A-203 


1.  BACKGROUND  INFORMATION 


PROTOCOL  CODING  WORKSHEET 


I. D.t  Coder  2  S  D  SEQ  24  CROSS-REF _ 

Purpose:  When  snd  how  to  go  for  s  close 

Cycle:  Pros _  Rsp _  Qual _  Nil _  FEBA _  Clojc  H-0__  DEP _  F-U?__  M/A__  Oth_ 

Setting :  Office 

Asage:  BEG  (p.  33  ,  per*  7  .  line  48  )  END  (p.  55  ,  para  1  ,  line  15  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  ~  There's  no  set  cine  for  the  close  —  whenever  you're  ready.  Like  reading 
a  thermometer.  If  you  get  a  no.  It  neans  they  weren’t  ready. 

2  ~  You  have  to  feel  what  he’s  feeling,  look  at  him,  know  the  P. 


RULE:  1  -  Go  for  the  close  whenever  you  feel  ready. 

2  -  Be  up  front  with  the  P,  ask  why  he  isn’t  ready,  etc. 

3  -  Make  him  talk,  think. 

4  -  If  a  P  says  it  sounds  good,  act  as  If  he*s  joined. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

1 

1 

I 

» 

1 

1  "  ~ 

1 

— — 

1 

1 

1 

i—  — 

111.  COMMUNICATION  PATTERNS 


PREDICATE:  Via  »  Aud  x  Kin  x  Olf-Cus  Uns  «  Specific 
SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  x  1-E  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Lost  of  "we"  to  maintain  rapport,  even  when  the  P 
is  saying  no.  Also,  assumes  close  with  "Welcome 
aboard." 


R/S  with  M-4 


When  P  procrastinates,  uses  to  motivate 

("don't  you  think  mom  and  dad  are  going  to  break 
your  plate  eventually...?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ;  - 

PATTERNS:  !  ' 


A-205 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  D  SEQ  25  CROSS-REF _ 

Purpose:  H-0 

Cycle:  Pros _  Rep _  Qual _  Nil _  FEBA _  Clo _  H-Ojc  DEP _  F-UP__  M/A _  Oth 

Setting:  N/A 

Range:  BEG  (p.  53  .  para  3  line  17  )  END  (p.  57  t  para  1  ,  line  3 

II.  COMMUNICATION  STRATEGIES 

nw.TCT;!  -  You  get  manipulated  every  day  of  your  life  —  by  parents,  teachers,  salesse 
etc. 

2  -  He's  not  manipulating,  he's  giving  choices.  You  night  not  get  that  other 
places . 

3  -  Army’s  regimentation,  approach  to  drugs,  and  other  problems  compare _ 

favorably  to  rest  of  society. 

4  -  You  can  never  cover  all  the  situations  possible  with  a  P. 


RULE:  1  -  Compare  Anny  to  regular  jobs,  life,  etc. 

2  -  Turn  objections  Into  positives. 

3  -  Close  to  graduation  from  basic,  call  the  family. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE:  Vis  x  Aud  x 
STHTAX/ 

SEMANTIC:  I-R  I-Q  x 


Kin  x  Olf-Cus  Uns  x  Specific 
I-C  I -A  I-E  x  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  CEQ  with  C-POST, 

R£-D 


TECHNICAL  RESULT  OR  OUTCOME 

Redefines  manipulation  into  giving  information, 
choices . 


R/S  with  A-OUT 


Army's  rigidity  compared  to  everyday  life  —  no  worse. 
Gives  kid  realistic  sense  of  responsibility. 


C-EX 


Uses  to  give  responsibility,  compares  Army's  drug  problem 
to  other  places,  shows  that  they  handle  it  better. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  !  ! 


A-207 


PROTOCOL  CODING  WORKSHEET 

2.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  D  SEQ  26  CROSS-REF _ 

Purpose:  Ways  to  approach  people,  ettltudes  to  take  when  prospecting 

Cycle:  Pro«_x  Rap _  Qual _  Nil _  FEBA _  Clo _  H-0 _  DEP _  F-UP__  M/A _  Oth 

Setting:  Everywhere 

Range:  BEC  (p.  57  t  para  3  .  line  7  )  END  (p.  39  ,  para  1  line  I 

II.  COMMUNICATION  STRATEGIES 

nrr.TEF:!  -  No  magic  formula,  you  just  have  to  talk  to  people. 

2  -  Boy  scouts  are  great  to  recruit.  Relate  to  adventure. 


RULE:  1  -  Force  yourself  to  get  used  to  greeting  everyone  you  see. 

2  -  If  2-3  people  are  there,  approach  one.  Pick  something  to  conaent  on,  t. .  g  • 
football  jacket,  comment  on  game. 

3  -  Coaaent  on  things  they  say,  relate  to  Army. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Talks  about  approaching  people  in  different  settings. 


PREDICATE:  Via  x  Aud  x  Kin  x  Olf-Cus  Una  x  Specific 
SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  x  I-E  P-C  Oth  YB-CON 


PATTERN  OPERATOR 


COMMON 

PATTERNS:  P 


YB-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Makes  atatenents  to  start  conversations,  gathers  Info  by 
making  assumptions  P  has  to  respond  to. 

Reframes  objections. 


(~Yeah...ve  ain't  had  a  war  lately.”) 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  i  | 

PATTERNS:  !  ' 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.J  Coder  2  S  D  SEQ  27  CROSS-REF _ 

Purpose:  Various 

Cycle:  Pros _  Rap_  Qual _  Nil_x  FEBA_x  Clo_  H-0_x  DEP_  F-U?_  M/A_  Oth__ 

Setting:  Various 

Range:  BEG  (p.  59  ,  pare  5  .  line  6  )  END  (p.  61  .  pars  1  .  line  20  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  ~  Parents  are  looking  for  the  welfare  of  the  kid.  Kid  Is  lookinR  for  challenge 

as  well. 

2  -  People  didn’t  get  money  by  squandering  it. 

3  -  A  lot  of  Rs  are  Intimidated  by  people  with  money  because  they  don't  have  it. 

4  -  a  lot  of  Rs  don't  get  enough  exposure  —  concerts,  church,  etc. 


RULE:  1  -  Instill  in  parents  that  Amy  is  a  stepping  stone  to  further  kid.  Money, _ 

tuition  assistance,  training,  discipline,  etc. 

2  -  Be  up  front  with  parents.  Show  then  the  benefits,  how  it  will  help  their 

kid. _ 

3  -  Goes  to  the  opera,  school  productions,  church,  lets  people  see  hits  in  uniform . 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


SALES  DECISION  DECISION 

CYCLE  ^  STATE  ENTER  (  PRIMARY  PATTERN  STATE  EXIT  TEST 
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6. 


A-210 


F 


1III.  COMMUNICATION  PATTERNS 

OVERVIEW: 


PREDICATE:  Vis _  Aud _  Kin _  Olf-Gus _  Uns _  Specific 

STWIAX/ 


SEMANTIC: 

I-R _ 

I-Q  I-C  I -A  I-E  P-C  Oth  S-CON 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

COMMON 

PATTERNS: 

A-OUT 

1 

1 

1 

1 

1 

1 

1 

Army  can  provide  challenges  that  help  P  get  ahead  — 
good  for  parents  to  see  Any  positively. 

R/S 

S-CON 

t 

1 

1 

1 

1 

1 

1 

1 

Employers  look  at  Army  experience  like  work  experience. 

If  he  makes  it  through  the  Army,  he'll  continue  his  goals 
more  motivation  for  parents. 

MF 

1 

1 

1 

1 

Get  parents  to  see  big  picture,  have  faith  in  kid. 

IN 

1 

1 

1 

1 

1 

t 

Lots  of  pointing  out  to  parents  their  intentions,  and  his 
are  to  help  the  kid  —  Army  will  fulfill  them. 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  -  |  - 

PATTERNS:  !  ! 


A-211 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  D  SEQ  28  CROSS-REF _ 

Purpose:  N  &  I,  FEBA _ 

Cycle:  Pro* _  Rep _  Qual _  NSIjt  FEBAjc  Clo _  H-0 _  DEP _  F-UP_  M/A_  Oth _ 

Setting:  Various 

Range:  BEG  (p.  61  ,  per*  7  .  line  40  )  END  (p.  63  ,  pare  1  .  line  S3  ) 

II.  COMMUNICATION  STRATEGIES 

«gt.TT-p«i  -  Cat  l'e  and  2'e  nay  have  nore  experience  In  life.  More  culture,  developtaent, 
travel,  etc.  But  you’ll  pick  up  apeciflce  through  listening. 

2  -  It's  easy  to  get  into  stereotyping.  Can  lead  to  a  canned  approach. 

3  -  3A  could  be  smart  but  have  no  common  sense. 

4  -  Tvo  kinds  of  education:  formal  and  street.  You  gotta  have  both. 

5  ~  You* 11  treat  Cat  4's  a  little  differently  because  they  are  Halted,  but  if 
you're  real  straight  with  them  they'll  send  you  referrals. 


RULE:  1  -  Offer  everyone  the  same  things,  but  you  nay  talk  a  little  different  to 
different  levels  (Cat). _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  D  SEQ  28  CROSS-REF 


BLOCK 

DESCRIPTION 

BELIEF: 


_ CONTINUATION _ 

6~Youaavgetpeo£le_out__of__the_ordinaryj^  who  don’t  patch  what  the 


books  say  they  ere  eupposed  to  want. 

7  -  The  more  you  find  out  ebout  the  P  the  better  off  you  ere. 

8  -  Consistency  cones  froa  constant  prospecting,  follow-up. 


Sometimes 


PROTOCOL  LOG 


Coder:  2  Subject:  t 

P#  |  KEF  !  CYCLE  TOPIC  _ 


1  !  1  (2 )  ! Pro*, Rep  (Using  hie  personal  telente  for  attention  end  repport  in 


(the  echoole  _ _ _ 


Gaining  repport  in  a  very  difficult  situation _ 


4(3)  (N4I,FE1A  (Belief  about  benefit*  and  appropriateness  of  certain 


applicant* 


5(3)  (M/A  (M/A  related  to  station  cosiander  _ _ 


5(5) 


6(7)  (Proa, Re 


8H5EH 


while  prospect 


how  to  approach  kid  with  select  information 


7(7)  (FEBA.Clo  (To  get  the  close,  by  meeting  all  the  kids  needs 


10(4)  (Pro*,  (Usin 


and  Pros 


specific  interests,  and  present  to 


(N6I.FEBA  (2  kids  at  once 


info  and  maintaining  rapport 


More  on  selling  the  two  friends 


ersonalizing  the  process 


objections,  specifically  homosexual ity  in  the 


how  to  approach  a  group  of  tough  kids 


IS _ |32( 12 )  ( Pre-Q,  (Handling  a  kid  who  is  difficult 


17  (37(3)  (Pros 


18  (38(5)  (M/A 


19  (42(7)  (M/A 


M/A 


21  (46(2) 


Ways  of  prospecting  —  being  an  advertising  billboard 


Strategies  for  knowing  which  rules  to  follow.  M/A 


(Rules  for  motivation 


Personal  motivations 


ue st ions  and  asking  from  lists  such  as  ASVAB 


out  in  the  area 


23  (50(5) 


referrals  and  handling  follow-ups,  includin 


ii 

I 


PROTOCOL  LOG 

Coder:  _ 2 _  Subject: _ E 


w 

!  RIF 

1  CYCLE 

TOPIC 

24 

154(6) 

(Pros , 

iPhone  prospecting  and  referrals,  Pre-Q 

1 

1 

(Pre-Q 

1 

1 

25 

!56(3) 

i  Rep  t  FE2A 

{Selling  a  part-time  job  as  the  major  benefit 

26 

161(10) 

1M/A 

(Things  to  be  a  successful  recruiter 

27 

166(9) 

lH-0 

(Handling  a  variety  of  objections 

28 

175(3) 

BSBM 

(How  to  present  to  different  groups,  CAT  levels,  etc. 

PROTOCOL  CODING  WORKSHEET 

3.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  1  CROSS-REF _ _ 

Purpose:  Using  his  skill  In  ping  pong  to  get  attention  end  establish  rapport  in  schools 

Cycle:  Pros_x  Rapjc  Quel _  N4I_  FEBA _  Clo _  H-0 _  DEP _  F-UP_  M/a__  Oth _ 

Setting:  School  gene  rooms  or  other  erees  he  can  play  ping  pong 

Benge:.  BEG  (p.  1  pare  2  line  3  )  END  (p.  1  ,  para  4  ,  line  32  ) 

II.  COMMUNICATION  STRATEGIES 

inmji  -  if  there  is  e  ping  pong  table  around,  he  can  get  kids'  attention  end  use  It 
to  talk  about  joining. 

2  ~  It's  better  to  have  Ps  narchlng  around  in  a  drill  teaa  (club)  than  painting 
on  the  walls. 

3  -  Ps  getting  together  to  drill,  narch  in  parades,  get  their  parents  involved, 
etc,  is  good  for  getting  Ps. 

4  -  Getting  cooperation  from  the  National  Guard  unit  is  a  good  way  to  get  support. 


RULE:  1  -  Get  Ps  Involved  In  any  way  possible,  using  your  talents  and  other  resources- 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 
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1 

1 

1  1 

1  1 

•  1 

1  1 
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1  1 

1 
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1  1 
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1 
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1  1 

1  1 

A-216 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Interesting  sequence  of  events  described.  R  started  off  showing  off  his  ping 
pong  skills  to  get  attention  from  the  kids  In  a  school.  This  led  to  crowds  of 
Ps  around  to  watch  R  play,  during  which  time  he  talked  about  the  Army.  This 
led  to  the  formation  of  «  precision  drill  team,  with  the  help  of  a  guv  froo 
one  of  the  local  National  Guard  units.  This  led  to  parental  involvement  and 
lots  of  referrals. _ _ _ 


PREDICATE:  Vis _ 

Aud 

Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


Olf-Cus  Uns  Specific 

I -A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  1  ;  - 

PATTERNS:  !  ' 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  E  SEQ  2  CROSS-REF _ _ _ 

Purpose:  Gaining  rapport  In  s  very  difficult  sltuetion 

Cycle:  Prosjc  Rap  x  Qual__  N&I__  FEBA  Clo  H-0  DEP_  F-UP _  M/A__  Ot.ii _ 

Setting:  Outside  situations  when  there  la  a  hostile  group  of  people  to  deal  with 
Range:  BEG  (p.— para  4  .  line  10  )  END  (p.  3  .  para  3  line  23  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  It  is  tougher  working  In  a  minority,  tough  area.  If  you’re  white  with  short 
hair,  looking  nllltary,  etc. 

2  -  The  biggest,  toughest  looking  kid  in  a  crowd  is  likely  to  be  the  boss. 


RULE:  1  -  Don't  start  talking  about  the  Army,  listen  to  the  other  people's  jargon 
(snide  remarks,  opinions)  first. 

2  -  Ask  Innocuous  questions  to  lead  up  to  asking  to  join  the  Arav,  like  "What 
are  you  doing?”  "Do  you  go  to  school  here?",  etc. 

3  ~  Use  whatever  response  you  get  and  relate  It  to  joining  the  Array,  no  matter 
how  ridiculous,  to  establish  rapport. 


SALES  DECISION  DECISION- 

SEQUENCE;  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

— 

— 

— 

- 

- 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  jogging  at  one  of  the  high  schools,  with  hl»  colonel  who  demands 
that  he  stop  everyone  end  ask  then  to  join  the  Army.  He  sees  a  gang  of 
tough  looking  Rids  he  doesn't  want  to  approach,  but  feels  he  has  no  choice.  _ 

Walks  up  to  the  biggest,  toughest  looking  kid  and  asks  hla  to  join.  When 
the  kid  laughs  he  asks  what  he  wants  to  do  when  he  grows  up.  The  response  Is 
to  be  a  hoodlum.  He  responds  back  with  "would  you  like  to  have  some  formal 
training?"  Establishes  rapport,  and  actually  Bakes  an  appointment  with  the  ?• 


PREDICATE:  Vis _  Aud _  Kin _  Olf-Cus _  Uns  x  Specific 

SYNTAX/ 

SEMANTICS  I-R  I-Q  I-C  I-A  x  I-E  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P  with  AS,  C/FS 


TECHNICAL  RESULT  OR  OUTCOME 

Rapport  establishing,  accepting  information  given 
(see  above).  Gets  him  out  of  tough  situations. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ! 

PATTERNS:  1  ! 


A-219 


PROTOCOL  CODING  WORKSHEET 


1-  BACKGROUND  INFORMATION 


I. p.s  Coder  2  S  E  SEQ  3  CROSS-REF _ 

Purpose:  Beliefs  sbout  benefits  and  appropriateness  of  certain  Ps 

Cycle:  Pros_  Rap__  Qual _  NAljt  FEBA_x  Clo _  H-0 _  DEP_  F-UP_  M/A__  Oth__ 

Setting:  N/A 

Range:  BEG  (p.  4  .  para  3  .  line  28  )  END  (p.  5  .  para  1  line  1  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Doesn’t  feel  competition  froa  regular  Army  (he’s  AR)  because  of  two 

different  prograas /philosophies .  He  recruits  fron  a  completely  different  group 
of  people. 

2  -  If  a  kid  wants  to  go  to  school  first,  that**  his  "bread  and  butter." 


BULK:  1  -  Sell  regular  Army  first,  then  reserve  If  they* re  going  to  school. 

2  -  If  a  kid  wants  regular  Aray,  he  turns  then  over.  If  they  want  reserves, 
they  are  turned  over  to  him. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


PROTOCOL  CODING  MOKESITggT 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  4  CROSS-REF 

Purpose:  M/A  related  to  station  contender 

Cycle:  Pros _  Rsp _  Qual _  Nil _  FEBA _  Clo _  H-0 _  DEP _  F-UP _  M/A_x  Oth _ 

Setting:  N/A 

Rsoge:  BEG  (p.  5  pars  3  line  4  )  END  (p.  5  para  3  line  22  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Believes  he's  hlsovn  boss,  though  he  is  sublect  to  the  station  commander. 

2  ~  It's  easy  to  run  his  own  program  when  he* a  producing. 

3_ ~  Producing  effectively  will  make  him  the  master  of  his  own  tine. 

fLZ,  wr*t  two  hour  days,  or  eighteen.  Can  work  more  two-hour  than  eighteen 

though,  because  he  knows  how. _ 


BULE:  1  -  Turns  over  everything,  stats  etc.,  that  will  help  the  station  commander.  But 
makes  his  own  program,  picks  his  own  hours. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 
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PROTOCOL  CODINC  WORKSHEET 


2.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  E  SEQ  5  CROSS-REF 

Purpose:  Quick  Pre-Q  while  prospectin 


Rente:  BEG  (p.  5  .  pere  5  line  25  )  END  (p.  6  ,  pera  3  line  6 

11.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Can  recognize  right  away  If  e  penon  li  going  to  go  into  the  reserves, 
provided  they're  qualified. 

2  -  Ien't  eure  how  he  knows,  just  that  he  doea.  Ba»  a  feeling  when  he  talks  to 
then. 

3  -  Can’t  tell  mentally.  Can  tell  If  they* re  a  criminal,  and  their  attitude,  i 

he'll  have  a  good  chance  with  then.  _ _ _ 


ROLE:  1  -  Asks,  real  quick,  if  they've  ever  had  anv  trouble  with  the  law. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION- 
STATE  EXIT 


6. 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  E  SEQ  6  CROSS-REF _ _ 

Purpose:  Knowing  how  to  approach  a  kid  with  certain  Info,  but  not  other  Info  he  aay  have 
Cycle:  Pros  x  Rap  x  Qua!  x  N&I^jc  FEBA  Clo__  B-O  DEP___  F-UP___  M/A _  Oth - 

Setting:  Phone  _ — - — 

Range:  BEG  (p.  6  ,  para  7  ,  line  IS  )  END  (p.  7  »  P*r*  *  »  *ine _ 21 — ) 

11-  COMMUNICATION  strategies 

BELIEF :1  -  Can  just  feel  If  a  kid  wants  to  go. 

2  -  A  lot  of  the  parents  In  the  area  enroll  their  kids  in  the  local  junior  college 
just  to  get  rid  of  thea  for  another  2  years  —  just  an  extension  of  HS.  It's 
nice  for  the  kids  who  want  to  stay  local- 

3  -  Asking  too  many  Pre-Q  questions  right  away  Isn’t  a  good  idea  because  it  ter.cs 
to  scare  thea  off  before  they  even  know  about  the  program- 

4  -  200  Cards  are  his  blble- _ 


RULE:  1  -  Don't  bring  out  personal  information  you  know  about  a  Rid  If  it  isn't 
relevant. 

2  -  Don’t  get  too  auch  Pre-Q  information  from  the  P  right  away  before  givir.-:  thee 
information  about  the  program.  Feel  them  out  first.  Do  a  200  card  right  of: 
the  bat.  Get  as  much  information  over  the  phone  as  possible. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

-  -  -  -- 

— 

....  - 

_____________ 
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REPORT  TYPE: 
I.D.:  Coder 

BLOCK 

DESCRIPTION 

i 

BELIEF:  ! 


PCI.' 

2  S  E  5EQ  6  '  ~  'CkGSS- REF 

_ CONTINUATION _ _ _ 

5  -  About  50%  of  the  tine  he  can  get  kids  to  bring  In  their  documents 
from  ha v^ng^talked  on^ the_phone  (diploaa,  birth_certif lcate ,  social 
security  card). 

6  -  Feels  he  has  a  tentative  agreenent  to  do  It  by  the  end  of  the 


conversation  in  most  cases . 


? 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  E  SEQ  7  CROSS-REF _ 

Purpose:  To  get  the  close,  by  meeting  «11  the  kids  needs 

Cycle:  Pros _  Rap _  Qual__  N&I_ _  FEBAjc  Clojc  H-0 _  DEP_  F-UP_  M/A__  Och _ 

Setting:  Everywhere _ _ 

Range:  BEG  (p.  7  ,  para  7  ,  line  35  )  END  (p.  9  ,  para  9  .  line  A3  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  ~  Some  Rs  can  nake  a  beautiful  presentation,  but  can't  ask  for  the  close /cop¬ 
al  tnent. _ 

2  -  Saying  "why  don’t  you  go  down  end  take  the  exam,  see  a  counselor,  see  what's 
available,"  is  a  waste  of  tine. 

3  -  If  you  get  the  P  pumped  up  and  ready  to  go,  he'll  help  with  the  parents. 
They* 11  have  their  questions  ready  when  the  R  gets  there. 


RULE:  1  -  They've  got  to  be  committed  to  join  If  what  they  want  is  available,  before 
sending  them  down  to  MEPS. 

2  -  Get  the  commitment  right  off  the  bat,  unless  parental  consent  is  needed. _ 

3  -  If  parents  needed,  get  the  P  committed  on  the  first  interview,  see  the  parents 
afterwards.  Don't  make  it  the  same  Interview  if  you  can  help  it. 

A  -  Assure  the  parents  of  what  time  is  Involved,  how  long  the  P  will  be  away, _ 

good  points  and  bad,  etc. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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REPORT  TYPE:  _ 
I.D.;  Coder 


PCW 
S  E 


CROSS-SET 


BLOCK 

DESCRIPTION 


CONTINUATION 


A-226 


PROTOCOL  CODINC  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.J  Coder  2  S  E  SEQ  S  CROSS-REF _ _ 

Purpose:  Using  ASVAB  for  Pre-Q  and  Pros _ _ _ 

Cycle:  Pros_x  Rap _  Qual_x  N4I_  FEBA  Clo_  H-0  DEP__  F-UP _  h/.\ —  Cc'n - 

Set ting:  Phone  and  in  person - 

Range:  BEG  (p.  10  ,  para  4  ,  line  36  )  END  (p.  H  >  Para  ^  »  *ine _ — -1 

II.  COKi IUN I CATION  STRATEGIES 

«FTTFy:l  -  Makes  It  on  ASVAB  list.  Would  rather  look  at  the  list  before  making  an _ _ 

sppolntinent  because  he  knows  the  P's  already  mentally  qualified. - 

2  -  ASVAB  is  one  of  his  best  selling  tools  because  he  can  tell  P  how  he  did  or. 
the  test.  The  computer  printout  the  P  gets  lsn*t  quite  as  puch  as  what  R  has 

so  the  P  doesn*t  really  know  how  he's  doing. _ 

3  -  Once  he  knows  they're  mentally  qualified  R  can  give  his  presentaticr, ,  gatr.cr 

docuoencs ,  set  up  physical.  Cuts  out  a  3-day  testing  period- _ _ 


RULE;  1  -  Doesn't  go  in  to  his  whole  sales  pitch  on  the  phone,  just  a  start. _ 

2  -  If  R  gets  a  good  feeling  about  the  P  over  the  phone,  he'll  cut  the  preser:a 
tion  short  and  bring  him  in  for  the  Interview. 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


- 

1 

1 

1 

- - 1 - 

.  _  J 
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1 
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. .  _  . 

1 

1 
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-  ,  ...  - 

1 

1 

1 
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III.  COMMUNICATION  PATTERNS 

OVERVIEW:  Describes  using  the  ASVAB  list  and  contacting  Ps  and  using  their  scores  as 
e  selling  tool.  "  ~ 


PREDICATE:  Vis _ 

Aud _ 

Kin 

STWTAX/ 

SEMANTIC:  I-R 

l-Q _ 

I-C 

Olf-Cus  Ubs  Specific 
I-A  I-E  P-C  Oth 


PATTERN  OPERATOR 
COMMON  ' 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Lets  P  know  he  is  qualified,  presupposes  Aray  has 
soaething  to  offer  that  P  would  be  Interested  in. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

UNIQUE 
PATTERNS: 


A-228 


PROTOCOL  COD IHC  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.j  Coder  2  S  E  SEQ  9  CROSS-REF _ 

Purpose:  To  Pre-Q,  fill  very  specific  interest*,  and  present  to  two  ?«  ft  once 

Cycle:  Pros_  Rap Qualjc  NAIjc  FEBA_x  Clo_  H-0__  DEP F-UP_  M/A__  Oth 

Setting:  Office 

Range:  BEG  (p.  11  ,  pars  11  .  line  44  )  END  (p.  15  .  para  2  ,  line  11  ) 

II .  COMMUNICATION  STRATEGIES 

BELIEF:!  -  For  soneone  Interested  in  law  enforcement,  MP  is  ideal,  provided  he's 
qualified. 

2  ~  Can  tell  if  soneone  is  intelligent  from  conversation. 

3  -  If  they  volunteer  information  quickly,  they  are  probably  telling  the  truth. 

If  they  hedge,  they  nay  be  lying. 

4  -  Law  enforcement,  MP's,  has  special  qualifications,  security  clearances,  etc. 
Tougher  for  non-HS  grad  than  a  H5  grad. 

5  -  If  a  P  is  learning  to  fly  a  plane,  he  has  to  be  fairly  bright. 

RULE:  1  -  Concentrate  on  what  the  P  is  interested  in  (law  enforcement  in  this  case)  and 

sell  him  the  benefits  of  the  training  and  experience  as  well  as  the  job. _ 

Also  explain  the  benefits  of  going  in  as  a  HS  graduate. 

2  -  If  a  P  is  Interested  in  college,  but  hasn't  graduated  HS  yet,  wait  for  him 
to  get  some  college  credits  before  you  put  hia  in,  so  ~he  can  go  in  as  a  3A  HS 
graduate. 

3  -  If  a  P  takes  the  test,  says  he  wants  college,  is  Interested  in  your  programs, 
he's  a  legitimate  candidate. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


- 1 

- 1 

1 - 

1 - 

- i 

- i 

i - 

6. 


111.  COMMUNICATION  PATTERNS 


OVERVIEW: 


Describes  a  young  Ban  who  caae  In  with  a  friend.  The  P  was  interested  only 
In  lav  «nf orcemcnt ,  but  hadn't  graduated  fron  HS  because  he  was  bored  with  TT 
Describes  giving  the  two  Ps  the  CAST,  joking  with  then  getting  up  a  coopeti-  _ 
tlon  onteltscoresjendhow  he  presented  information  to  then-  Found  out 
friend  was  interested  In  learning  to  fly,  was  in  feet  already  taking  lessons, 
end  wanted  to  go  to  college.  _ _ 


PREDICATE :  Vis  x  Aud  x  Kin  x  Olf-Gus  Uns  x  Specific 


STNTAX/ 

SEMANTIC:  1-R  1-Q  I-C  I-A  *  I-E  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  AWARE 


TECHNICAL  RESULT  OR  OUTCOME 

Present  info  about  qualifications  in  a  gentle  way 
to  set  up  giving  the  test. 


C/FS 


Talks  about  finding  out  "in  my  Bind"  if  P  is  qualified, 
makes  it  aore  personal,  enhances  rapport,  shows  concern . 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  1 

PATTERNS:  !  ! 


I 


ft-230 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  10  CROSS-REF _ 

Purpose:  Catherine  Pre-Q  Info  end  Maintaining  rapport 

Cycle:  Proa  Rap  x  Qual  x  N&I  FEBA  Clo  H-0  PEP  F-UP  M/A _  0th _ 

Set tin*:  Office 

Range:  BEG  (p.  15  ,  para  8  .  line  26  )  END  (p.  16  ,  para  9  t  line  30  ) 

II.  COMMUNICATION  STRATEGIES 

Rjg.TEF:!  -  If  a  kid  can  laugh  and  joke  with  you,  or  with  hit  friend  in  front  of  you, 

he* a  at  ease. _ 

2  -  If  you  can  create  a  bit  of  competition  between  friends,  you  may  be  able  to 
get  then  both. 

3  -  Just  getting  a  P  to  take  the  teat  lan*t  enough  to  know  if  he’ll  go. _ 


III.  COMMUNICATION  PATTERNS 


PREDICATE:  Vis  »  Aud  x  Kin  «  Olf-Cm  Dm  Specific 
SYNTAX/ 

SEMANTIC:  I-R  1-Q  T-C  I-A  *  X-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Xf  he  can  outdo  hit  friend,  lt't  worth  taking  the  test. 
Especially  since  there  isn't  anything  else  to  do. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS:  !  ! 


I 


I 


A-232 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.O.s  Coder  2  S  E  SEQ  11  CROSS-RIF _ 2EI0 _ 

Purpose:  More  on  selling  the  two  friends 

Cycle:  Pros _  Rep _  Qualjc  N&Ijt  FEBAjt  Clo _  H-0 _  DEP _  F-UP _  M/A _  Oth _ 

Set Cla( :  Office 

Range:  BEG  (p.  16  ,  pare  11  ,  lias  32  )  END  (p.  21  >  pare  8  ,  line  35  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  OK  to  goad  e  P  Into  finishing  school,  helps  hla  end  R. 

2  -  A  P  finishing  school  proves  he's  Interested  In  the  program. 

3  -  A  Blow  In  the  eyes,  a  look  as  If  he  lust  won  something.  Is  an  Indicator  that 
a  P  la  really  Interested  In  aoaethlng. 

4  -  A  P  switching  over  to  asking  questions  from  just  joking  and  being  a  little 
defensive  Is  a  good  sign  of  Interest. 


RULE:  1  -  Get  Ps  to  finish  school  If  possible. 

2  -  Keep  In  touch  with  the  P  while  he  finishes  school. 

3  -  For  Ps  Interested  In  travel,  sell  the  "space  available  progran." 

4  -  If  you  tell  a  P  about  all  the  police  checks,  special  security  clearances,  etc, 
and  he  still  calmly  and  readily  gives  Information,  he's  probably  eorally 
qualified. 

5  -  Evasiveness  often  aeans  lying.  Not  looking  you  In  the  eye,  nervousness 
with  hands,  etc,  also. 

SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

. 

*• 

1—  ■ 

5-  _ 

- 

r— — 

. 

«•  _ 

1 

i  —  -  ■  ,  1 

1 
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REPORT  TYPE:  _ 
I.D.:  Coder^ 

BLOCK 

DESCRIPTION 


BELIEF: 


RULE: 


CONTINUATION 


5  ~  There  ere  eo  many  restrictions  on  e  3A  non-HS  grsd,  that  It  Is  a 


d i sservlce  not  to  try  to  get  hla  to  finish  school.  R  has  no  pressure  to 


put  then  In  because  of  his  numbers. 

6  -  You  cen  tell  how  two  Ps  ere  feeling  about  jolnli 
look  at  each  other.  _ 


the  way  they 


7  -  If  a  P  la  mentally  and  physically  qualified,  and  everything  Is  going 
"too  smooth"  It  «ay  be  tine  to  worry  about  aoral  qualifications.  The 
first  feeling  you  have  with  a  walk- In  is  often  "there's  something  wrong 
with  then."  It's  a  concern  In  the  back  of  your  alnd. 

6  -  People  have  to  be  Qualified  aentally.  aorally  and  physically  — 


then  R  will  have  peace  of  alnd. 

7  -  If  a  P  has  passed  the  Physical  for  flyir 


he's  probably  ok 


physically. 

8  -  Ask  specific  questions  off  the  Spear  sheet. 

9  -  You  can  tell  a  P  Is  telling  the  truth  If  he  gives  you  specific 
correct  information  about  something  you  can  verify  in  your  own  experience 


A-234 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Talks  about  selling  the  two  Pa  together  after  qualifying  them  on  the  test. 

Men cloned  travel  and  thay  raally  lit  up  —  than  ha  knew  he  had  then.  Pushed* 
the  travel  aspect,  apace  available  prograa. 


PREDICATE:  Via 

Aud 

XI  n 

— ^  1 

■ 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-<5 _ 

I-C 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


Olf-Gus  Una  Specific 

I-A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ! 

PATTERNS:  !  ' 


A-235 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  E  S£Q  12  CROSS-REF  2E10.1I _ 

Purpose:  FEBA  In  cloelng,  personalizing  the  process 

Cycle:  Pro* _  Rap__  Qual_  Nil _  FEBAjr  Clo_x  H-0_  DEP_  F-UP__  M/A__  Oth__ 

Setting:  Office 

Rsnge:  BEG  (p.  24  .  pare  3  .  Une^ JL^_)  END  (p.  23  .  pare  1  ,  line  30  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  the  kid  tested,  qualified,  end  knowing  what  he  needs  to  do,  the  timing 
won’t  be  so  important. 

2  -  If  you  keep  him  bu«y,  without  stale  tine,  he’ll  stay  interested. 

3  -  If  you  get  Ps  involved,  even  though  they  aren't  officially  PEPS,  they  will 
stay  interested. 


RULE:  1  -  Give  the  P  a  check  list  of  tMngs  to  do.  Then  spread  out  the  tasks  while 
he  waits.  If  he  has  to  wait  to  join. 

2  -  Get  Ps  Involved,  es  you  sou  Id  PEPS,  even  If  they  aren’t  officially. 

3  -  One  P  joining  Is  reinforcing  to  his  friend. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

1 

1 

1 

1 

2. 

• 

1 

1 

1 

3. 

1 

1 

1 

4. 

1 

! 

5. 

i 

i 

i 

6. 

i 

i 
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III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Explains  to  P  advantages  of  waiting  to  join. 


PREDICATE:  Via  Aud  Kin  Olf-Gua  Una  Specific 
SYNTAX/ 

SEMANTIC:  I-R _  I-Q _  I-C _  I -A _  I-E _  P-C _  OthFP-CON .YB-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  FP-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Lets  P  know  bow  he  should  choose  based  on  future 
possibilities. 


CE 


Lets  P  know  what  will  happen  in  different  situations, 
leading  his  toward  best  decision. 


YB-CON 


Give  options,  directs  toward  best  decision. 


P 


Presumes  worth  of  knowing  R,  AR,  while  waiting  to 
join. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  J 

PATTERNS:  !  ' 


A-237 


PROTOCOL  CODING  WORKSHEET 


I.  BACECRCLTJD  12*7 ORMAT ION 

I. D. :  Coder  2  S  E  SEQ  13  CROSS-REF _ 

Purpose:  Handling  objections,  specifically  perceived  homosexuality  in  the  Army 

Cycle:  Pros _  Rsp _  Qual _  N&l _  FEBA _  Clo _  H-0_x  DEP _  F-UP _  M/A__  Oth _ 

Sec tins:  Office,  elsewhere 

Range:  BEG  (p.  27  .  para  5  .  line  43  )  END  (p.  28  »  para  5  ,  line  27  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  The  AR  Is  a  business  and  should  be  sold  as  one. 

2  ~  The  Army  does  as  veil  as  possible,  and  better  than  aost  other  similar 
organisations  to  keep  homosexuality  out. 


RULE:  1  -  Treat  the  AR  as  a  business. 

2  -  Compare  the  Army’s  position,  procedures,  effectiveness  at  controlling 
homosexuality  to  other  organizations  and  businesses. 

3  -  Admit  that  there  are  problems,  but  point  to  the  efforts  to  control  them- 

4  -  Approach  the  objection  the  same  with  males  and  females. 


S  -  Never  accept  a  no,  never  let  a  P  die.  Put  them  on  the  back  burners  If  it 
is  going  to  take  longer  than  the  normal  time  frame.  Keep  up  unless  they _ 


absolutely  sa 

y  no. 

SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 
STATE  EXIT 

TEST 

1. 

1 

1 

1 

1 

1 

1 

1 

1 

1 

f 

1 

1 

4 

■ 

f 

1 

1 

1 

2. 

1 

1 

1 

1 

“T 

l 

l 

1 

1 

3. 

• 

1 

1 

1 

“T 

1 

1 

1 

1 

1 

4. 

1 

1 

— 1 - 

1 

1 

i 

“T1 

1 

l 

_ L 

1 

1 

5. 

1 

1 

1 

1 

1 

i 

-1 

1 

1 

«. 

1 

1 

1 

1 

1 

i 

1 

1 

1 

1 
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Ill .  COMMUNICATION  PATTERNS 


OVERVIEW: 


Describes  way  of  handling  the  objection  that  there  are  a  large  number  of 
lesbians  In  the  Army.  Points  out  that  It  isn't  e  larger  percentage  than 

the  rest  of  society,  or  other  major  businesses,  end  that  the  Army  tries _ 

bard  to  control  the  problem.  Also,  that  It  exists,  but  that  you  can't  catch 
everyone  and  some  people  will  beat  the  system. 


PREDICATE:  Vis  x  Aud  x  Kin  x  Olf-Cus  Uns  x  Specific 


SYNTAX/ 

SEMANTIC:  I-R  x  I-Q  x  I-C  I-A  I-E  P-C  x  Oth  YB-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  YB-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Maintains  rapport,  allowing  explanation  about  how  Army 
tries  to  control  problems,  and  accepts  kids  reticence 
to  join,  but  asks  if  it  is  all  right  to  keep  contact. 


M-4 


Compare  Army  directly  with  major  corporations  to  show 
effectiveness 


C/U  with  MF 


Show  Army  is  just  a  part  of  society  as  a  whole  In  this 
issue. 


CD  with  RS 


TV  movies  are  just  for  your  entertainment,  not  accurate 
representations  of  the  larger  picture. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 
UNIQUE  |  j  "  “ 
PATTERNS:  !  ! 


A-239 


REPORT  TYPE : 


PCW 


1-D.s  Coder  2  S  E  SEQ  13  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  CEQ 


TECHNICAL  RESULT  OR  OUTCOME 


Army  ■  business /employment  agency. 
Homosexuals  who  get  through  system  ■  liars, 
deceitful 


UV 


Softens  descriptions  of  dealing  with  problem,  and 
procedures 


A-240 


PROTOCOL  coding  worksheet 

I.  BACKGROUND  INFORMATION 

I. O.:  Coder  2  S  E  SEQ  14  CROSS-REF _ 2E2 _ _ 

Purpose:  Deciding  how  to  approach  group  of  tough  kids 

Cycle:  Pros_x  Rapjc  Qual__  NSI__  FEBA__  Clo__  H-0_  DEP___  F-UP__  M/A__  Oth _ 

Setting:  Outside  of  office  _  _  — 

gaage:  BEG  (p.  28  ,  para  9  line  41  )  END  (p.  31  .  para  6  line  17  ) 

II.  COMMUNICATION  STRATEGIES 

pin.Titr:!  -  You  can  tell  by  looking  at  aone  groups  (chains  for  belts,  nohawk  hair  cuts, _ 

smoking  weed)  If  they’re  a  waste  of  tine  to  approach.  You  can  tell  If  you're _ 

going  to  get  an  adverse  reaction,  snide  remarks. 

2  -  You  can  know  that  you* 11  be  seen  as  a  red  neck  square  by  these  kids. _ 

3  -  Kids  will  try  to  bolster  their  egos  by  asking  snide  remarks. _ 

4  -  If  you  can  catch  a  kid  off  guard,  you  can  get  to  say  what  you  want  before  he 
starts  trouble. 

3  -  More  important  to  satisfy  the  colonel  than  avoid  problems  from  the  kids- _ 

RULE:  1  -  You  need  to  pacify  groups,  and  others,  If  you  are  trapped  Into  an  adverse 
situation. 

2  -  The  way  to  handle  these  situations  is  to  strike  first,  catch  the  guy  off _ 

guard  before  he  can  start  problems. 

3  -  Make  a  mental  image  of  what  you're  going  to  do. 


SALES 

SEQUENCE:  CYCLE 


1. 

2. 

3. 

4. 
3. 
6. 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


A-241 


HI.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  decision  on  how  to  approach  cough  group  mentioned  In  PCW  #2. 

Associated  laagc  o/  himself  being  attacked,  but  he  felt  no  choice  because 
the  colonel  was  with  hla.  Felt  like  a  fr?  pound  weakling  going  up  against 
the  big  bully.  Only  way  to  win  was  to  strike  first. 


PREDICATE: 

Vis _ 

Aud 

Kin _ 

Olf-Gus  Uns  Specific 

SYNTAX/ 

SEMANTIC: 

1-R _ 

I-Q _ 

I-C 

I-A _  I-E _  P-C _  Oth _ 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

COMMON 

PATTERNS: 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  i  | 

PATTERNS:  !  ! 


A-  242 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  E  SEQ  15  CROSS-REF 


Purpose:  Handling  s  kid  who  Is  difficult,  procrastinates,  plays  genes 

Cycle:  Pros _  Rap___  Qual  x  NSI^  FEBA  x  Clo  x  H-0 _  PEP  F-UP  M/A _  Oth _ 

Setting:  N/A 

Range:  BEG  (p.  32  ,  para  12  ,  line  25  )  END  (p.  34  ,  para  3  ,  line  27  ) 

II.  COMMUNICATION  STRATEGIES 

1KLIEF:1  -  Sometimes  people  will  deceive  you,  juit  shopping,  no  real  interest.  Or _ 

somewhat  Interested  but  just  comparing.  You  can*t  help  it. 

2  -  Some  people  have  to  realize  they’re  going  nowhere  fast  before  they  will 
really  listen  to  you. 


PROTOCOL  CODING  WORKSHEET 

I-  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  16  CROSS-REF _ 

Purpose:  laportence  of  Pre-Q  over  the  phone 

Cycle :  Pro« _  Rep  Quel  x  N4I _  FEBA  Clo  B-0  PEP  F-UP _  M/A _  Oth _ 

Setting:  Phone 

tenge:  BEG  (p.  34  .  pere  5  line  31  )  END  (p.  37  »  pare  1  line  3  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  females  ere  herd  to  recruit  because  they’re  finicky. 

2  -  If  you  forget  to  Pre-Q  on  the  phone,  the  R  end  the  P  can  end  up  embarrassed. 

3  -  Sometimes  hard  to  ask  a  woman  about  her  weight  or  other  very  personal  things 
over  the  phone. 

A  -  If  you  have  enough  rapport,  you  can  ask  the  necessary  questions. 

5  -  Not  as  hard  asking  the  questions  as  netting  the  answers. 


RULE:  1  -  Pre-Q  as  much  as  necessary  on  the  phone  before  the  appointment. 

2  -  Make  sure  you  maintain  rapport  while  asking  the  tough  questions. _ 

3  -  You  have  to  let  people  know  the  importance  of  the  answers  to  the  questions. 

A  -  Put  females  In  right  away. 

5  -  Ask  for  goals,  adapt  to  them. 

6  -  U»es  the  phone  for  Pre-Q  and  making  the  appointment,  that's  all. _ 

7  -  Put  some  humor  Into  the  conversation  to  make  the  questioning  easier. 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 
STATE  EXIT 

TEST 

1.  _ 

1 

• 

1 

1 

1 

1 

1 

1 

» 

1 

1 

1 

1 

1 

—  >  - 

1 

• 

1 

1 

1 

1 

2.  _ 

i 

i 

i 

1 

1 

™T" 

• 

I 

i 

1 

1 

1 

3.  _ 

i 

i 

1 

1 

! 

i 

i 

—i- 

1 

1 

1 

A.  _ 

1 

i 

i 

Om 

1 

1 

"f" 

• 

l 

1 

1 

• 

1 

5. 

I 

1 

1 

1 

1 

_ 1 _ 

i 

i 

_ 1 _ 

1 

1 

-i  i - 1 -  1  — 

•  i  i 

6.  !  !  !  ! 
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REPORT  TYPE: 
I.D.:  Cod 


CONTINUATION  _ _ _ . 


-  Females  have  so  many  more  areas  for  problems.  They  change  their  minds 


a  lot  quicker.  You  want  to  put  a  female  in  right  away,  net  let  her 


linger.  More  single  female  parents  than  male. 


-  Benefits  and  programs  are  the  same  for  males  and  females.  _ 


-  The  word  military  scares  women.  It's  a  unique  group  that  you  can 


olnt  is  the  phone.  Most  people  hate  the  phone, 


PROTOCOL  COP  DIG  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  17  CROSS -REF _ 

Purpose:  Ways  of  prospecting  —  being  «n  advertising  billboard 

Cycle:  Proa_x  Rap Qual__  Nil FEB  A Clo H-0 DEP F-UP_  M/A__  Oth 

Setting:  Schools,  parks,  etc. 

Range:  BEG  (p.  37  ,  para  3  ,  line  5  )  END  (p.  38  .  para  1  ,  line  7 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  you  wear  an  outfit  that  says  Army  all  over  it.  wave  to  the  sane  people 
every  day,  people  will  recognise  you  —  you  can  use  It  la  phone  contacting. 


RULE:  1  -  Make  calls  for  the  appointment ,  not  just  contact  —  It's  a  waste  of  tlae. 

2  -  Rehearses  things  he  has  planned  when  he  jogs. 

3  -  If  you  run,  or  do  some  other  regular  activity,  do  It  In  the  same  place  at 
the  same  tine  each  day. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  ^  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

A. 

3. 

f>. 


I 


A-246 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  E  SEQ  18  CROSS-REF _ 

Purpose:  Strategies  for  knowing  which  rules  to  follow,  motivation.  attitude,  meta-rules 

Cycle:  Proa _  Rap _  Qual _  Nil _  FEBA _  Clo _  H-0 _  DEP _  F-UP _  M/Ajc  Oth _ 

Setting:  N/A 

Range:'  BEG  (p.  38  ,  para  5  ,  lias  21  )  END  (p.  41  ,  para  9  t  line  AO  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  There  are  aoaetlnes  two  seta  of  rules  to  follow.  You  have  to  use  coupon _ 

sense  to  know  what  your  prlorltlea  are  In  a  particular  situation  —  recruiting 
Included.  Believes  hi a  rule  parallel  PSAREC'a. 

2  -  Believes  he’ll  continue  being  succesaful  If  he  keeps  working  the  phone. 


RULE:  1  -  If  a  rule  keeps  working,  keep  using  It.  If  It  works  once.  It  will  work, 
again. 

2  -  Stop  using  a  rule  if  It  stops  performing  like  It  haa  In  the  past. 

3  -  The  criterion  for  a  rule  la  that  It  gets  the  job  done. 

4  -  All  rules  are  subject  to  change,  depending  on  the  situation  and  the 
environment. 

5  -  Stay  away  from  boredom,  don't  get  complacent. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


_ 

..  _ 

—  1- 

■  " 

- 

— 

_ 

- - 

_ 

A-247 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Discusses  rules  and  act a- rules,  pergonal  goals  and  motivations,  reasons  for 
choo ting  this  job.  For  him,  the  challenge  to  succeed  1»  laportant,  attain 
goals,  have  enough  money  to  live  on,  the  benefit!  of  retirement,  to  earn 

respect . 


PREDICATE:  Via _  Aud _  Kin _  Olf-Gua _  Una _  Specific 

SYNTAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  J 

PATTERNS:  \ 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  - -  J  - 

PATTERNS:  !  ! 


A-24  8 


PROTOCOL  COD IHC  WORKSHEET 

I.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S  E  SEQ  19  CROSS-REF _ 

Purpose:  Rules  for  motivation _ 

Cycle:  Pros _  Rep  Qual _  N&I  FEBA  Clo  H-0  PEP  F-UP _ M/A  x  Oth _ 

Setting:  N/A 

Benge:  BEG  (p.  42  .  para^^^^,  line  13  )  END  (p.  A3  ,  pare  2  ,  line  19  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :!  -  A  lot  of  people  don’t  give  theaselves  enough  credit  for  whet  their  abilities 
ere. 

2  -  Some  people  feel  there's  no  chance  of  getting  to  be  the  president  of  the _ 

company,  but  they  nay  have. 

3  -  Every  long  range  goal's  got  a  thousand  little  ones  to  get  to  It.  You’ve _ 

got  to  work  your  way  up. 

4  -  Nothing  Is  impossible. 


RULE:  1  -  Have  faith  In  yourself,  your  abilities. 

2  -  Set  long  range  goals. 

3  -  Never  accept  no. 

4  -  Don’t  wait  for  others  to  take  care  of  you. 


SEQUENCE: 


1. 


2. 


3. 


4. 


5. 


6. 


SALES  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN 

i  i 

i  i 

i  • 

i  i 

- 1 - 1 - 


+ 

I 

I 

+ 


1 


DECISION 
STATE  EXIT 


TEST 


9 


r 


REPORT  TYPE:  _ PCW 

I.D.s  Coder  2  S  E  SEQ  19  CROSS- REF 


BLOCK 

|  DESCRIPTION 

BELIEF: 


_ CONTINUATION _ _ 

5  -  Welting  for  It  to  happen  for  you,  end  griping  about  It  afterwards 
Is  es  auch  your  fault. _ _ _ 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  E  SEQ  20  CROSS-REF _ 

Purpose :  Personal  motivations 

Cycle:  Pros _  Rap _  Qual__  N&I  FEBA _  Clo _  H-0  PEP  F-UP _  M/A  x  Oth _ 

Setting:  N/A 

lance:  BEG  (p.  43  ,  para  7  ,  line  36  )  END  (p.  44  ,  para  6  ,  line  17  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Needs  to  progress  as  far  as  possible  to  etay  where  he  Is.  He'd  stay  a  couple 
of  years  longer  If  he  could  advance . 

2  -  The  badge  a  R  wears  shows  how  good  they've  been. 

3  -  If  someone  lasts,  they’re  good  at  recruiting. 

A  -  You  can  judge  a  R's  quality  by  his  attitude,  whether  he  enloys  It,  whether 
he  gets  past  the  Initial  three  year  period. 


&ULE: 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

!  ! 

i  i 

! 

— 

i 

■ 

_ 

. 

— 

! 

— 

_ 

•  i 

•  i 

—  1 

L _ J 

*  i 

1  .  i  ! _ 

A-251 


li 


PROTOCOL  COD IDG  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  21  CROSS-REF _ 

Purpose:  Pre-Q  questions  and  asking  from  lists  such  as  ASVAB 

Cycle:  Pros _  Rap_x  Qual _  N&I _  FEBA _  Clo _  H-0 _  DEP _  F-UP___  m/a _  Oth _ 

Setting:  Phone  costly 

tenge:  BEG  (p.  46  ,  pars  2  ,  line  4  )  END  (p.  48  ,  pars  11  ,  line  43  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEP:1  -  Thinks  about  the  following  while  prequalifying  on  the  phone:  do  they  meet 
the  age  requirement,  are  they  criminals,  physically  qualified? 

2  -  A  lot  of  times  people  will  conceal  lav  violations  because  they  think  It  will 
disqualify  them. 

3  -  Can  sometimes  tell  over  the  phone  if  someone  is  giving  spontaneous  reaction, 
or  if  they’re  trying  to  hide  something,  from  change  in  voice  tone,  or  a  split 
second  delay  in  giving  an  answer. 


RULE:  1  -  Ask  questions  about  specific  possible  problems  in  qualification-  Do  they 

have  asthma,  epilepsy?  Do  they  have  children,  etc.?  Taken  tests  like  ASVAB  or 
siallar?  How  are  their  grades?  What  subjects?  Married? _ 

2  -  Ask  questions  and  watch  the  expression  on  their  face. _ 

3  -  Look  over  the  ASVAB  list,  and  compare  the  scores  to  what  the  Ps  said  they 
were  interested  in  to  see  if  they  are  qualified.  Then  let  them  know  how  well 
they  qualified  over  the  phone  to  establish  rapport. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

1— - 

— 

-- 

_ 

-  -  f 

_ 1 

_ I 

1 

1 _ _ _ 1 

A-252 


REPORT  TYPE:  __ 
I.D.:  Coder 


[OSS -REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  his  various  ways  of  determining  people's  Pre-Q  and  telling  if  they 
ere  being  honest  with  him  or  not.  Mostly  beliefs  end  rules. _ 


PREDICATE:  Vis 

Aud 

Xin 

SYNTAX/ 

SEMANTIC:  I-R _ 

i-a _ 

I-C 

Olf-Cus  Uns_  Specific 


I-A  I-E  P-C  Ocfc 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  SD 


technical  result  or  outcome 

Creeces  curiosity,  which  cress  are  they  qualified 
in 


KF 


("Qualified  is  acny,  many  areas...") 

Sets  frame  of  qualifications ,  then  says  he'd  like  tc 
talk  about  it  further.  Sets  tap  need  for  appointment 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

WIQUE  1  I 

PATTERNS:  ! 


A-254 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND'  INFORMATION 

I. D.J  Coder  2  S  E  SEQ  22  CROSS-REF _ 

Purpose:  Pre-Q  out  in  the  area _ 

Cycle:  Pros_  Rap_  Qualjc  N&I _  FEBA _  Clo_  H-0 _  DEP__  F-UP__  M/A_  Och_ 

Setting:  Outside  of  office 

Range:  BEG  (p.  49  ,  para  7  line  15  )  END  (p.  50  ,  para  1  line  10  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Another  place  for  area  canvassing  is  the  college  campus. 

2  -  College  kids  obviously  have  the  smarts ,  you  can  go  into  athletic  departments 
to  check  them  out  physically. 

3  -  In  area  canvassing  you  can  atart  to  Pre-Q  by  appearance,  but  you  really  have 
to  get  them  in  a  conversation  to  be  able  to  tell  —  depends  on  where  you  meet- 
Shopping  In  mall  different  from  standing  in  the  unemployment  line. 


RULE:  1  -  Know  the  Instructors  and  counselors  in  athletic  departments  for  free  access 
to  training  equipment/people. 

2  -  Meeting  someone  on  the  street,  get  them  into  a  conversation  so  you  car,  start 
to  Pre-Q. 

3  -  Concentrate  on  people  who  are  employed. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

1 

1 

1  1 

1  1 

1  1 

1  1 

-  1  1 

1 

1 

1  1 

1  1 

1 

1 

1 

1  1 

1  1 

1—  *  1 

1 

1 

1 

1  1 

1  1 

1—  1  t 

1 

1 

1  1 

1  I 

1  1 

1 

1 

- L  - 

1  1 

1  1 

- 1 - 1 _ _ 

A-255 


BLOCK 

DESCRIPTION 


CONTINUATION _  _ 


-  Prefers  to  aeet  people  who  ere  eaployed  because  thev  can  obviously 


hold  a  lob.  People  who  are  uneaployed  In  aost  cases  have  had  a  problem 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  23  CROSS-REF _ 

Purpose:  Getting  referrals  and  handling  follow-ups  with  Ps,  including  PEPS 

Cycle:  Pros_x  Rap_  Quel Nil FEB  A Clo H-0 DEPjc  F-UPjc  M/A_  Oth__ 

Setting:  Verloua _ 

Image:  BEG  (p.  50  ,  pere  5  ,  line  20  )  END  (p.  54  ,  pare  2  ,  line  16  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Referrals  ere  reel  lnportent. 

2  ~  Most  referrals  cone  from  HSs  because  R's  trying  to  recruit  a  3A  HS  market. 

3  -  Kids'  lifestyles  have  changed  since  they  got  out  of  school  so  you  don’t _ 

contact  them  In  the  sane  organised  way. 

A  -  It's  a  big  ego  motivating  factor  to  be  in  the  armed  forces  while  still  In 
school,  so  the  tclds  like  to  be  contacted  regularly.  They  like  to  brag. 


RULE:  1  -  Stay  in  constant  contact  with  the  high-schooler«  who  still  have  tvo  years 
left  of  school. 

2  -  Contact  people,  especially  seniors,  every  week. 

3  -  Contact  graduates,  who  are  in,  once  a  quarter  —  usually  during  a  slack 
moment . 

A  -  Keep  little  platoons  in  each  school. 

3  -  Give  the  senior  person  in  each  school  responsibility. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


f 

( 

1 

1 

1 

1 

1 

1 

f 

1 

( 

f 

1 

i 
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1 

1 

1 

1 

t 

- - 

i 

i 

-1 

1 

I 

-- 

i 

1 
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1 

1 -  _  _  .1 

i 

i 
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A-257 


REPORT  TYPE:  _ 
I.D.:  Coder 

BLOCK 

DESCRIPTION 


:rqss-ref 


BELIEF 


CONTINUATION 


5  -  The  senior  person  In  esch  school  reslizes  they  sre,  so  they  send  lots 


of  referrals.  The  fifth  or  sixth  person  Isn’t  the  point  of  contact  but 


he's  brought  into  contact  with  the  rest  of  the  group.  Doesn't  mind  not 


being  nuaber  1 


-  It's  often  best  to  lust  tell  kids  vhat  you  want  then  to  do. 


He's  the  old  sergeant  and  they're  the  new  private,  and  they  respect 


that  —  they're  going  to  sake  an  honest  effort  to  do  vhat  they're  asked. 


DEPS  want  to  be  told  vhat  to  do.  They  vent  to  play  Army  even  if 


they  aren't  In  yet.  They  thrive  on  orders.  It's  kind  of  like  practice. 


-  Continue  to  ask  kids  questions,  after  they've  lolned,  to  make  sure' 


they  stay  out  of  trouble. 


-  Demand  help.  If  they  react  negatively,  then  ask. 


8-Get  DEPS  to  bring  eligible  Ps  to  activities,  help  going  through  vear 


books  for  referrals,  etc. 


111.  COMMUNICATION  PATTERNS 


OVERVIEW : 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Talks  about  handling  kids  on  follow-up,  either  kids  who  are  still  In  school 
cr  kids  who  have  graduated  and  are  actually  serving  on  weekends.  Stresses 
the  importance  of  staying  In  touch  with  high-schoolers  since  they  can  get 
In  trouble  and  jeopardise  their  future  service.  Also  goes  Into  detail  about 
how  he  gees  kids  to  bring  hla  referrals.  Good  linguistic  examples  of  a 
number  of  patterns  used  tor  motivation  and  putting  his  requests  or  orders 
Into  a  framework  In  which  they  will  be  net. 

Vis  x  Aud  x  Kin  x  Olf-Gus _  Una  x  Specific 


I-R  x  I-Q  x  I-C  I-A  x  I-E  x  P-C  x  Oth  S-CON 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


UV 


Asks  nonspecific  questions  to  gather  general  information 
—  allows  P  to  give  him  more  if  necessary. 


P  with  CEQ 


Presumes  things  are  ok  with  Ps,  possibly  motivates  them 
to  keep  things  going  smoothly.  Also  uses  "I  want"  to 
mean  "you  will."  Presupposes  the  CEQ.  Uses  the  word 
"expect"  in  the  same  way. 


MO 


Lets  P  know  he  "can’t"  get  hold  of  referral  —  gives 
responsibility  back  to  P  who  referred.  Lets  him  know  he 
"needs"  more  information  —  further  motivation. 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


EXAMPLE 


SCO-AM 


APV 


Suggests  need  referrals  for  Army  by  talking  1  52  (39) 

about  softball  team  and  referrals  simul-  | 
ta..;jusly.  Which  team  we  need  them  on  is  | 
ambiguous  -  (baseball  or  Army?)  J 

I 

I 

("We  need  them  on  the  team.")  \ 

1 

I 

Uses  to  set  up  what  he  wants  (passive)  !  52(11) 

then  to  give  the  orders  (active)  —  leads  \ 
in  gently  to  order  giving  | 


A-259 


REPORT  TYPE: 


PCW 


I.D.s  Coder  2  S  E  SEQ  23  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  NEG-COM 


TECHNICAL  RESULT  OR  OUTCOME 

Used  as  motivators  —  gives  orders  by  telling  what  he 
doesn’t  want.  Forces  kid  into  doing  what  he  does  want . 


C-L1NK 


Links  suggestions  together  in  a  chain  of  activities  that 
will  be  carried  out  (presupposed)  so  they're  seen  as  a 
single  unit  of  behavior. 


S-CON 

R/S  with  C/FS, 
HOC,  IN 


Makes  request  for  help  based  on  the  kid  not  having  anything 
else  to  do  — *  making  it  difficult  to  refuse. 

All  used  to  set  up  getting  kid  to  help  —  motivators  to 
show  how  his  help  is  important.  Often  done  by  icplication 


A-260 


PSD TO COL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  24  CROSS-R£F_ _ __ 

Purpose:  Phone  prospecting  end  referrals,  Pre-Q 

Cycle:  Pros_x  Rap_  Qualjt  Nil _  FEBA _  Clo_  H-0__  DEF _  F-UP__  M/A__  Oth _ 

Setting:  Phone  _ 

Reage:  BEG  (p.  54  .  pare  6  ,  line  20  )  END  (p.  56  .  pare  1  line  10  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEP:!  -  Bee  had  e  little  eucceee  getting  referrals  when  prospecting  on  the  phone _ 

with  someone  who  wasn't  Interested  or  qualified. 

2  -  Some Claes  Ps  feel  Insulted  when  you  call  then  up  on  the  phone  to  talk,  about 
the  Army  and  they* re  not  about  to  refer  any  of  their  friends  to  you. 

3  -  Feels  In  hls  pre-q/PreQ  he  has  narrowed  dovn  who  he  Is  calling  so  they  are 
more  likely  to  be  Interested  In  what  he  has  to  offer. 


RULE:  1  -  After  someone  Is  disqualified  on  the  phone,  continue  to  establish  rapport  to 
ask  for  referrals.  _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 

i  t  • 

1.  !  !  ! 


TEST 


III.  COMMUNICATION  PATTERNS 


OVERVIEW :  Talks  about  his  Halted,  but  sometimes  positive,  euccess  Retting  referrals 
from  someone  who  is  either  not  Interested  or  not  qualified  to  join.  Gives 
a  few  examples  of  what  he  asks  for. _ 


PREDICATE:  Via 

Aud 

Xin _ 

SYNTAX/ 

SEMANTIC:  I-R  x 

1-0 _ 

X-C _ 

Olf-Gus  Una  x  Specific 
I -A  X  I-E _  P-C  X  Oth  YB-CON , S-CON 


PATTERN  OPERATOR 
COMMON  • 
PATTERNS:  TB-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Even  though  not  qualified,  still  can  help  by  giving 
a  referral. 


C/FS  with  P 


S-CON 


Must  have  other  friends  like  you  —  expands  scope  of 
conversation  to  Include  others  who,  it  is  presupposed, 
she  knows,  who  might  also  be  mentally  qualified- 

If  others  have  mentioned  interest  in  service,  then  you 
should  tell  me  their  names  (Implied). 


PATTERN  OPERATOR  '  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  .  '  - 

PATTERNS:  '  >' 


A-262 


REPORT  TYPE: 


PCW 


I.D.s  Coder  2  S  E  SEQ  24  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  SD 


TECHNICAL  RESULT  OR  OUTCOME 

Completely  deletes  what  kind  of  job  he  Is  talking  about 
to  keep  Interest  up  and  ?et  the  referral. 


(“Others  interested  in  a  part-time  Job?") 


A-263 


PROTOCOL  CODING  WORKSHEET 


I-  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  E  SEQ  25  CROSS-REF _ 

Purpose:  Selling  e  part-tlae  job  es  the  major  benefit 

Cycle:  Pros  Rap  x  Qual__  N4I__  FEB  A  x  Clo  H-0 _  PEP  F-UP__  M/A _  Oth _ 

Setting:  Various 

Range:  BEG  (p.  56  .  pars  3  .  line  11  )  END  (p.  61  ,  para  8  ,  line  32  ) 

II.  COMMUNICATION  STRATEGIES 

BKI.TEP:!  -  Sells  part-tine  job,  number  1,  and  change  of  pace,  number  2.  Also  sells 
local  adventure  and  benefits. 

2  -  Knows  what  they* re  asking  if  they  work  at  McDonald’s,  so  then  can  compare 

Army’s  much  better  pay  for  one  weekend.  Make  as  much  as  working  all  week  at 
McD’s . _ 

3  -  Selling  a  quick,  easy,  fun  way  to  make  aoney.  Opportunity  to  get  away  for  a 
short  time. 

4  -  Training  isn't  a  big  thing. 

RULE:  1  -  First  find  out  if  they’re  working,  then  offer  part-time  job  and  go  Into _ 

comparison  with  present  job. 

2  -  When  they  are  Interested  in  money,  and  he  knows  their  N  &  I,  he  thinks  about 
what  areas  of  training  are  available  that  will  match  their  N  &  I. 

3  -  Get  density  lists  of  jobs  available  every  week.  If  they  want  something  that 

isn't  available,  lean  them  towards  another  area. _ 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 
STATE  EXIT 

TEST 

1.  _ 

1 

1 

1 

* 

* 

— I— 

1 

1 

1 

1 

1 

• 

1 

1 

1 

-  i 

1 

1 

1 

1 

1 

2.  _ 

1 

1 

1 

-4- 

1 

1 

7 

I 

I 

-  4 

1 

1 

1 

3.  _ 

i 

i 

i 

-4- 

1 

1 

1 

t 

i 

r 

1 

1 

1 

4.  _ 

i 

i 

i 

-4- 

1 

1 

i 

i 

i 

~  i  - 

1 

1 

1 

5. 

i 

i 

1 

1 

_ \ _ 

i 

i 

« 

1 

i i "  i 

>i  i  i 

A.  '  1  1  i 

ft-264 


REPORT  TYPE:  PCW 

2.D.:  Coder"  7 - - S  L — - SET?'  ~7!>  ~  - - CRUSE- REF _ _ 

BLOCK 

DESCRIPTION  CONTINUATION _ _ _ 

) 

BELIEF:  !  5  -  Kids  like  the  thought  of  being  part  of  a  military  organization  while  _ 

|  they’re  still  in  school. _ 

|  6  -  If  he  can  get  theta  thinking  about  aoney,  then  he  can  throw  in  all  the 
|  other  things  on  top  of  it. 

|  7  -  Most  people  have  2  or  3  areas  of  Interest. _ 

{  8  -  Think*  many  reserve  recruiter!  get  in  trouble  by  telling  specific  jobs 
!  that  might  pot  be  available. 

!  9  -  Someone  Interested  In  MP'a  can  get  their  needa  act  In  HI. 

10  -  Someone  Interested  In  Infantry  wants  to  get  dirty,  excitement.  They 

!  can  get  that  In  combat  engineer  unit,  which  has  many  different  jobs _ 

!  within  it.  _ _ 


RULE :  !  4  -  Stays  in  constant  contact  during  the  week  with  the  Active  Station 

|  Technician  (AST)  who  can  accept  somebody  Into  unit,  guarantee  a  job _ 

!  available,  etc,  ao  he  doesn't  have  to  wait  for  the  weekend  when  the _ 

|  station  commander  is  there. 

!  5  -  If  a  job  isn’t  available,  go  Into  a  related  area  and  compare. _ 

|  6  -  Once  they're  sold  on  the  second  field,  atress  the  benefits  of  that 
field.  Then  what  they  have  to  do  to  get  there.  Then  do  the  infomatlcr. 
!  packet . 


A- 26  5 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  what  he  actually  sells  to  get  Ps  Into  the  AR.  Orders  his  priorities 
with  part-time  work  ahead  of  everything  else.  Also  talks  about  staying 

abreast  of  available  jobs  with  the  AST  at  the  reserve  station,  end  how  he _ 

leans  people  in  the  direction  available  jobs  related  to  their  interests- 
Nice  examples  of  refraining  interests  and  redefining  units  so  they  will  be 
•ore  attractive.  _ 


PREDICATE;  Vis  x  Aud  x  Eln  x  Olf-Cua  Una  »  Specific 


SYNTAX/ 

SEMANTIC;  I-R  x  I-Q  x  I-C  x  I-A  x  I-E  x  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS;  UQ  with  C/ES, 
RE-D,  C-EX 


TECHNICAL  RESULT  OR  OUTCOME 

Challenges  P  "only"  wanting  one  thing  by  changing 
fraae  size,  redefining,  counter-examples,  etc. 


C/U  with  MR 


"You  don't  want  infantry,  you  really  want  excitement." 
"You  don't  want  Infantry,  you  want  to  get  out." 


C-LINK 


Links  desires  to  specifics  of  jobs  and  fields,  then  ho- 
he  can  get  these  by  Joining.  Creates  a  chain  of  thoughts, 
all  within  the  framework  of  the  job  area  he's  presenting. 
Actually  makes  engineering  sound  as  "glamorous"  as 
infantry. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS :  !  ! 


A-266 


REPORT  TYPE: 


PCW 


1.0. :  Coder  2  S  E  SEQ  25  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  OKDl 


TECHNICAL  RESULT  OR  OUTCOME 

Acts  as  a  suggestion  for  first  thing  to  come  to  the 
P's  Bind  as  well.  Maintains  rapport  at  the  sane  time, 
while  getting  P  to  go  internal. 


("The  first  thing  that  comes  to  ay  Bind...") 


AD' 


"Elite"  engineering  unit  —  elite  how?  Makes  it  sound 
glaaorous . 


A-267 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


I. D.:  Coder  2  S  E  SEQ  26  CROSS-REF^ _ 

Purpose:  Things  to  be  s  euccessful  R _ 

Cycle:  Pros _  Rap_  Qual _  N4I__  TEBA _  Clo_  H-0_  DEP_ _  F-UP__  M/A_x  Oth_ 

Set tin*:  N/A 

Range:  BEC  (p.  fel  ,  para  10  ,  line  38  )  END  (p.  66  ,  para  8  line  24  ) 

II.  COMMUNICATION  STRATEGIES 

Mrr.TKPji  -  Iaportant  to  pay  attention  to  detail  In  recruiter  school.  Even  things  that 
seem  unlnportant . 

2  ~  Learn  regulations,  the  basic  course. 

3  -  Know  where  to  look  for  things  when  you  don’t  know  the  answer  ~  learn  that 
first.  Know  the  601-210  —  It's  the  blblc  for  Rs . 

4  -  School  Is  an  Ideal  situation  but  lt*s  going  to  be  different  In  the  field. 

5  -  You  want  the  new  Rs  to  be  positive,  ready  to  go,  etc. 

6  -  They  need  to  know  product  knowledge,  be  prepared  for  changes. 


RULE: 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


. 

-  -  - 

_  .  . 

1 

A-268 


REPORT  TYPE: 

PCW 

1 .D . :  Code” 

- 2 - 5  E  5H3  7E  CKS55-REF 

BLOCK 

DESCRIPTION 

CONTINUATION 

*  1 

1 

BELIEF:  j 

7  -  Don't  let  an  interview  personally  affect  you  if  it  doesn't  go  good. 

i 

i 

8  -  There’s  going  to  be  a  certain  percentage  of  failure  for  each  success, 

i 

i 

recognize  it . 

i 

i 

9  -  Do  the  best  you  can  to  where  you  feel  good,  not  Just  minimum 

i 

i 

standards. 

i 

i 

10  -  When  you've  accomplished  what  you're  supposed  to,  stop,  take  a  deep 

i 

i 

breath  and  feel  relaxed  and  then  go  in  and  make  more.  After  you  make 

i 

i 

requirements  everything  seems  easier. 

i 

i 

11  -  Don't  let  the  pettiness  bog  you  dovn. 

i 

i 

12  -  Do  the  best  you  can.  It's  more  than  what’s  required. 

i 

i 

13  -  Recruiting's  a  good  field  if  you  keep  your  self  respect  and  remember 

i 

i 

that  you're  a  professional  soldier,  the  cream  of  the  crop  or  you  wouldn't 

i 

i 

be  out  here. 

i 

i 

14  -  Don't  give  your  respect  and  your  authority  away  when  you're  out  in 

i 

i 

Che  field. 

t 

i 

15  -  You  make  decisions.  If  you  make  them  and  you  fail,  it's  your  fault. 

i 

» 

But  don't  get  bogged  down. 

i 

i 

16  -  Set  your  goals,  work  towards  them. 

i 

i 

17  -  Do  it  your  way,  so  that  you’re  satisfied  with  yourself. 

i 

i 

18  -  Some  recruiters  learn  ok  in  school  but  get  out  and  start  taking 

i 

i 

short  cuts,  forgetting  what  they  learned,  and  they  get  in  a  jam. 

i 

i 

19  -  Take  the  basics  and  adapt  them  to  your  personality. 

i 

i 

20  -  The  most  important  thing  is  to  do  it  your  own  way. 

» 

i 

21  -  It  cakes  experimenting,  and  some  time  to  figure  out  what's  good  and 

i 

i 

what's  bad. 

i 

i 

22  -  Accomplishing  goals  is  a  by-product  of  setting  them. 

i 

i 

23  -  Four  major  things:  1)  trust  yourself,  your  style,  2)  set  goals  to 

i 

i 

accomplish,  beyond  what's  required,  3)  go  for  it,  4)  have  product 

i 

i 

knowledge. 

i 

i 

24  -  Most  people  get  bogged  down  with  pettiness  and  never  determine  their 

i 

i 

best  style.  They  get  Into  a  vicious  circle. 

i 

i 

i 

i 

i 

i 

i 

i 

A- 269 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 
I.D.  s  Coder  _2___  £ 


S  E  SEQ  27  CROSS-REF  2E13 


Purpose:  Handling  objectives 

Cycle:  Pros_  Rap_  Qual_  N&l _  FEBA__  Clo_  H-Ojt  DEP__  F-UP_  M/A_  Oth _ 

Setting:  Office,  phone 

Range:  BEG  (p.  66  .  pare  9  line  25  )  END  (p.  74  .  para  2  t  line  5  _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  An  objection  Beans  he  hasn't  explained  his  program  well  enough  or  given  then 


options 


-  Joining  the  reserves  doesn't  put  you  behind  In  school.  It  actually  puts  you 


ahead  because  of  the  other  benefits  and  the  opportunity  to  continue  in  school 


and  tralnln 


-  Basic  training  for  females  is  geared  for  them.  Has  put  in  small  women  who 


have  done  fine 


-  Work  up  to  the  standards  in  basic. 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


0 


REPORT  TYPE: 
l.D. :  Cod 


PCW 


-REF 


2E13 


BLOCK 

DESCRIPTION 


BELIEF: 


OVERVIEW : 


_ CONTINUATION _ 

5  -  Many  women  pay  lots  of  money  to  get  In  shape  In  lets  adequate _ 

programs,  and  break  those  programs  —  that  won’t  happen  In  basic.  This 
one  will  get  you  In  the  beat  shape  you've  aver  been  In. 

6  -  If  you  flatter  the  women,  it  will  help  them  believe  they  can  handle 
basic.  Same  with  men. 

7  -  The  things  you  learn  in  basic  are  valuable,  and  especially  worthwhile 
because  you  get  paid  to  learn  them. 

8  -  Believes  there  should  be  no  objections,  you’re  stupid  if  you  don’t 
see  how  this  will  help  you. 

9  -  The  Army  is  no  different  than  lots  of  other  major  organizations  in 

the  sense  of  having  homosexuality  as  a  problem  (see  SEQ  #13). _ 


as  earlier  (SEQ  #13).  Uses  an  incredible  number  of  presuppositions,  as 
well  as  complex  equivalences  and  MRs,  to  make  negatives  into  positives, 
to  lead  to  good  feelings,  to  link  ideas,  etc. _ 


Ill-  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Lengthy  passage  ea  objections.  Talks  about  objections  Including  being _ 

behind  In  echool,  the  difficulty  of  basic  training,  end  how  good  Ps  will  feel 
when  they  finish  It,  as  well  es  the  other  values  In  It.  Believes  there  are 
no  valid  objections  —  the  prograa  is  too  good  end  everyone  should  want  it- 
Actually  has  e  vision  of  the  P  coming  beck  looking  great  end  feeling  great 
after  basic.  Sees  the  end  result  and  describee  it  for  the  P.  Reiterates 


objection  about  women  in  the  Array  no t_  really  be inyt  women-  Contaents  the  sace 


Vis  x 

Aud  x 

Kin  x  Olf-Gus  Una  »  Specific 

I-R  x 

I-Qjf. 

I-C  x  I-A  x  I-E  x  P-C  x  Oth  YB-CON 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

C-POST 

« 

!  Sets  up  ability  to  change  frame  size  and  focus 

!  objection. 

1 

of  the 

NIG-COM 

C-L1NK 

1 

!  Softens  reality  of  problems . 

i 

i 

!  Connects  problems  to  solutions. 

i 

SD 

i 

I  Leaves  out  how  applicant  will  find  solutions, 

i 

answers . 

ORDl? 

i 

!  Lists  the  order  of  events  in  chain  In  which  process  will 

i  go  from  objection  to  success  in  basic. 

1 

t 

PATTERN 

OPERATOR 

TECHNICAL  RESULT  OR  OUTCOME 

EXAXPL 

ft-  272 


r 

i 


REPORT  TYPE:  _ PCW _ 

I.D.s  Coder  2  S  E  SEQ  27  CROSS-REF  2E13 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  ! 

PATTERNS:  P  with  MR,  CEQ  '  Many  usee.  Presupposes  future  success  based  on  past. 

J  Presupposes  maturity,  which  leads  to  success, 
j  Softens  objection  by  pointing  out  impossibility  of 
1  avoiding  problem. 

|  People's  problems  have  nothing  to  do  with  Army  — 

|  separates  Army  from  problems. 

i  Presupposes  importance  of  goals  being  higher  than 
S  objections. 

i  Presupposes  desires  of  kids,  to  look  different,  etc. 

|  Presupposes  other  kids  doing  nothing,  joining  the  Army 
|  more  worthwhile  than  that,  gets  you  ahead. 

!  Presupposes  kid  can  do  it,  since  he  guarantees  it. 

!  Presupposes  basic  is  valuable  since  It  is  hard, 
i  Basic  sounds  like  torture,  presupposes  it  isn't. 

!  Presupposes  qualify  means  quality. 

|  Presupposes  you  want  excitement,  etc.  if  you  want  Infantry 
!  —  sets  up  FE&A  in  available  job  areas. 

!  Presupposes  it's  valuable  to  be  forced  in  basic,  since  you 
J  couldn't  do  it  otherwise  —  turns  negative  into  positive, 
i  Presupposes  if  people  see  you  differently,  you  must  be 
!  better. 

!  Presupposes  you  can  only  get  these  benefits  in  Army. 

!  Presupposes  you'll  join  by  talking  about  what  will  happen 
S  when  you  come  back.  As  if  frame. 


j  Many  more. 

MF  with  M/V,  C-EX!  All  used  to  make  Ps  believe  basic  will  be  ok. 

i 

I 

C/FS  with  CU,  CD  '  Used  to  show  you  can't  get  away  from  problems. 

Also  to  show  women  that  they  aren't  in  competition  with 
!  men  in  basic  training. 


RE-D  |  Basic  is  to  help  you,  not  break  you. 

!  ("These  elements...")  used  to  describe  undesirables,  tends 
!  to  distance  people  with  problems  from  Army. 

i 

I 

R/S  |  Used  throughout  to  point  out  that  the  problems  aren't 

!  with  the  Army,  but  with  society.  Basic  geared  toward 
!  females.  Tou  won't  be  behind  in  school.  Points  out 
i  fallacy  of  objections. 


CHAINS 


YB-CON 


Moves  kid  toward  good  feelings  consistently,  step  by 
step.  Often  redefines,  points  out  reality,  creates 
relief,  shows  benefits,  future  paces. 

Accepts  existence  of  problems  but  sets  up  to  negate 
their  relative  Importance. 


A-273 


protocol  coding  worksheet 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  E  SEQ  28  CROSS-RIF _ 

Purpose:  How  to  present  to  different  groups,  CAT  levels,  etc. 

Cycle:  Pros _  Rap _  Qualjc  Nil _  FEBAjc  Clo _  H-0 _  DEP _  F-UP_  M/A _  Oth_ 

Setting:  Phone,  office 

Range:  BEG  (p.  75  ,  para  3  .  line  9  )  END  (p.  78  ,  para  5  ,  line  17  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  You  don’t  want  to  mention  programs  If  you  know  people  are  not  qualified  for 
then. 

2  -  Lower  CAT  levels  are  easier  because  If  you  find  a  job  they’re  qualified  for 
they'll  take  it.  Higher  levels  are  nore  finicky.  Lower  categories  already  sold, 
begging  to  get  In. 

3  -  Recruiting  for  reserves  means  short  tine  gains.  Motivations  of  recruits  are 
different,  e.g.  excitement  for  a  short  tine.  Don't  want  to  spend  a  long  tiae 
away  from  home. 


RULE:  1  -  Avoid  lower  category  levels.  Recruit  for  quality,  let  the  rest  walk  in  the 
door. 

2  -  Still  sells  everyone  on  a  part-time  job. 

3  -  The  styles  the  sane  for  selling,  but  different  programs  for  different  levels. 

4  -  Know  what  kind  of  group  you're  up  against  and  prepare  what  you  think  will  be 

interesting  and  beneficial. _ 


SEQUENCE: 

SALES 

CYCLE 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION- 
STATE  EXIT 

TEST 

1.  _ 

1 

1 

1 

1 

• 

1 

1 

1 

1 

1 

1 

1 

t 

1 

1 

1 

1 

1 

1 

1 

1 

2.  _ 

1 

1 

—L. 

1 

1 

1 

1 

1 

—  1 

1 

1 

1 

3.  _ 

i 

1 

1 

1 

1 

1 

—  J- 

1 

1 

1 

A.  __ 

i 

i 

1 

1 

f 

1 

1 

1 

1 

1 

5.  __ 

i 

i 

1 

1 

_ 

1 

1 

_ ! _ 

1 

1 

«  !  - - 

«•  :  ! 
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REPORT  TYPE: 
I.D.:  Cod' 

BLOCK 

DESCRIPTION 


CONTINUATION  _ _ 


-  Males  will  make  a  decision  on  the  spot  more  often.  Women  want  to  oill 


it  over  —  they  need  more  reinforcement. 


Middle  age 

g 

rou 

p. 

26  and  u 

P. 

start  to  feel  they  need  to  make  a 

decision  for  the  future.  More  readily  make  a  decision.  Probably  have 


already  sold  themselves.  But  they  don't  have  a  sense  of  urgenc 


-  For  the  younger  group,  it* a  the  first  big  decision  they  have  ever 


made . 


5 


1(1)  iBap.Ntl,  8 Dealing  with  kid  and  parents  together 


8 FEB A .Clo  I _ _ _ _ 


with  other  eervicea  _ 


mx.cio  j _ _ _ 


4(8)  {FEBA.M/A  {Motivation  in  selling,  persistence 


5(3)  {Pros.HAI, {Becontac t ing  people,  baying  motives,  picking  up  signals 


REA 


6(12)  |B-0  {Handling  fear  of  baeic 


17(6) 


88(3) 


!  9  ( 5 ) 


13(3)  8  Rap. DEE 


*15(10 )  1M/A 


20(ll)!rEBA 


DEPs,  kids  in 


Taking  tine  and  being  direct  with  kids  when  you  need  to 


s  of  establishing  rapport 


'.Maintaining  rapport  with  kids,  inelud 


{basic  _  _ 


Personal  motivators 


Beliefs  and  etrategies  for  self-motivation 


lists  of  goals  to  stay  motivated 


IFEBA,  even  in  tough  areas  —  high  income 


of  techniques  and  goals  for  Pre- 


N&X  and  FEBA 


15  824(9)  8DEP 


16 


M&l.Clo 


17 

usiSirflHI 

Distrust 

DEP  management 


{Pushing  kids  to  get  in,  noticing  differences  in  kids 


their  interests 


29(2)  8 Bap, DEP 


30(5)  IM/A 


20  831(13)88-0 


21  833(8)  {Pros 


35(1)  8H-0 


23  837(3)  ! FIBA.H-0 


24  838(9)  !Clo 


40(1)  8M/A 


42(5)  {M/A 


DEP  management 


'Buies  for  self-motivation _ 


Handling  objections  to  baeic  train 


Area  eaavaeaiag  strategies  _ 


8H-0,  mostly  fear 


8 Presentation  skills  in  H-0  prinaril 


Knowing  when/how  to  close  _ 


Handling  burnout 


{The  need  for  self-motivation 


PROTOCOL  CODI1C  WORKSHEET 


1.  BACKGROUND  INFORMATION 


X.D.s 


Coder 


CROSS-REF 


Purpose:  Peeling  with  kid  end  parent »  together 

Cycle:  Proe__  Rep  «  Quel  N&I^,  FEBA  x  Clo  x  H-0  PEP  P-UP  M/A  0 th 

Setting:  Hone  visit 

Benge:  BEG  it.  1  pere  1  line  1  )  END  (p.  3  Pare  3  line  13  ) 

II.  COMMUNICATION  STRATEGIES 

BELIKE:!  -  Sonetlnes  you  heve  to  telk  to  the  perente  end  Ignore  the  kid.  even  when 


ou're  ell  together*  If  you  convince  the  perente  the  kid  will  often  go  elon 


-  What  they  esk  ebout  not t  le  whet  they're  noet  Interested  In. 


BULB:  1  -  If  you  think  there  Is  a  problem  with  the  perente,  go  telk  to  them. _ 

2  -  Whatever  they  ask  the  most  questions  ebout  Is  what  you  sell. 

3  -  If  they  lean  forward  they're  Interested,  backward  they're  bored. 

A  -  If  you  say  It's  tine  to  leave,  end  they  esk  you  to  stay.  It's  a  good  sign 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


5 


Ill.  COMMUNICATION  PATTERNS 


OVERVIEW :  Dttcrlbes  kid  he  had  problems  with  because  the  kid  thought  his  parents _ 

would  object  to  aervlce.  Went  to  the  hone  and  talked  with  the  parents » 
ignoring  the  kid  for  an  hour  and  a  half.  Convinced  the  parents,  and  the 
kid  went  along.  Convinced  the  parents  by  gelling  college  fund,  found  out 
that  the  father  had  been  In  favor  all  along  and  that  the  Bother  was  the  only 
problem.  Once  she  was  aold  on  the  collage  money,  that  was  It.  At  one  point 
oe  aald  it  was  time  to  leave,  the  mother  asked  hla  to  stay  and  have  coffee — 


MEDICATE:  Via _  Aud _  Kin _  Olf-Cua _  Una _  Specific 

syntax/ 

SEMANTIC:  1-R  I-Q  1-C  1-A  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  ; 

PARKINS:  ! 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  | 

PATTERNS:  j  ! 


A-278 


r 


BE PORT  TYPE:  _ PCV _ 

I.D.*  Coder  i  S  F SEQ  1  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  F  SZQ  2  CROSS-REF_ _ _____ 

Purpose :  Ways  of  conpetlng  with  other  services  _ _ 

Cycle:  Proa_  Rap_  Qual_x  NAI_  FEBA_x  Clo_x  B-0_  DEP__  F-UP_  M/A_  Oth__ 

Setting:  Office,  phone 

Baoge:  BEG  (p.  3  ,  pars  5  .  line  18  )  END  (p.  4  .  pars  2  ,  line  20  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  It*s  beat  to  be  honest  with  aoaeone.  especially  If  you  think  the  other 
aervlcea  are  proalalng  something  they  can*t  deliver. 

2  ~  Sometimes  aoaeone 'a  gradea  can  suffer  froa  outside  reasons,  but  they  can 
still  be  Intelligent. 


BULB:  1  -  Don't  promise  anything  to  someone  before  you  know  they’re  qualified  for  It. 

2  -  Tell  them  to  go  ahead  and  check  the  other  services. 

3  -  Stay  In  contact,  even  after  they  say  no. 


SEQUOCZ: 


1. 


2. 


SALES  DECISION  DECISION 

CYCLE  ^  STATE  ENTER  (  PRIMARY  PATTERN  ^  STATE  EXIT  TEST 


III.  COMMUNICATION  PATTERNS 


0 VERY LEV:  Describes  a  college  woman  who  was  looking  et  all  the  services,  how  the 
others  weren't  honest  with  her.  Finally  got  her  by  following  up  and 
showing  caring  end  honesty. 


PREDICATE:  Vis 

Aud 

Kin 

•MM. 

mmmmm 

SYNTAX/ 

SEMANTIC:  1-R _ 

I-<2 _ 

I-C _ 

PATTERN  OPERATOR 

COMMON 

PATTERNS: 


Olf-Cus  Una  Specific 

I-A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  !  ! 


A-281 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 
I.D.:  Coder  2  £ 


S  F  SEQ  3  CROSS-REF 


Purpose:  Motivation  In  telling,  persistence 


PEBA  x  Clo 


M/A  x  Oth 


Ssttlog:  _______________________ 

Image:  BEG  (p.  A  ,  pare  6  .  line  36  )  END  (p.  3  ,  para  1  .  line  A  ) 

11.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Loves  to  help  out  people  who  need  a  alsslon,  get  extra  points,  and  beat  out 


the  other  services. 

2  -  Tou  can  outsell  the  other  services  because  of  the  available  prograas. 

3  -  Peels  any  kid  he  talks  to  Is  his  until  he  can't  work  It  anymore  and  the  kid 

Is  definitely  turned  off.  _ 


4  -  Would  rather  lose  a  few  who  are  turned  off  to  get  the  aany  who  aren't. 


RULE:  1  -  Constantly  resell  what  you  have  so  they  don't  go  to  one  of  the  other  services. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


r282 


PROTOCOL  COD IH G  WORKSHEET 


2.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  F  SEQ  A  CROSS-REF _ 

Purpose:  Recontacting  people,  getting  buying  aotlves,  picking  up  signals _ 

Cycle:  Proajt  Rap _  Quel _  N&Ijt  FEBAjc  Clo _  H-0 _  DEP__  F-UP_  M/A _  Oth__ 

Setting:  _ _ _ 

Range:  BEG  (p.  5  .  para  3  .  line  7  )  END  (p.  6  .  para  6  .  line  19  ) 

II.  COMMUNICATION  STRATEGIES 

BKLIKF:!  -  The  More  people  you  talk  to  the  better. 

2  -  A  lot  of  recruiters  go  off  the  deep  end  and  don’t  catch  the  ultimate  buying 
■otivc. 

3  -  You  can  tell  a  lot  froa  body  Motions,  facial  expreaalons,  a  little  smi -e ,  If 
he  leans  forward,  etc. 

4  -  Once  you  get  your  point  acroaa,  a  lot  of  questions  become  unimportant. _ 

Sometimes  they* re  just  to  get  a  response  froa  you. 


RULE:  1  -  Talk  to  as  many  people  as  possible. 

2  -  Always  recontact. 

3  -  Once  you  catch  the  ultimate  buying  motive,  you  should  always  work  that  the 
aost.  Reiterate  that  time  and  again. 

4  -  Pay  attention  to  bodv  cues,  etc. 

5  -  What  they  ask  about  most  la  what  they're  interested  In.  It  always  tells  you 
what  the  buying  motive  Is,  and  their  fears. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

- 

- 

. . 

-1 

. 

.  .  .  . 

_ 

— 

— 

_ 

A-283 


* 

1 


REPORT  TYPE:  _ PCW _ 

l.D.s  Coder  2  S  F  SEQ  4  CROSS-REF _ 

BLOCK 

DESCRIPTION  CONTINUATION 

-  ■  - 

i 

RULE:  i  6  -  Don't  let  then  e«k  questions  just  to  get  you  to  respond,  don’t  give 


then  the  response 


offensive  or  defensive 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  F  SEQ  5  CROSS-REF _ _ 

Purpose:  Handling  fear  of  basic 

Cycle:  Proa__  Rap _  Qual _  Nil _  7EBA _  Clo _  H-Ojt  DEP _  F-UP _  M/A__  Oth _ 

Sec ting:  Field 

Mange:  BEG  (p.  6  ,  para  12  ,  line  32  )  END  (p.  6  ,  pare  12  ,  line  43  ) 

II.  COMMUNICATION  STRATEGIES 

BKLTEF : 1  -  If  a  question  la  important,  he’ll  keep  asking  it. 

2  -  A  lot  of  guys  aak  about  basic  training  because  of  fear. 


BOLE:  1  -  Overcome  some  of  the  fear  of  basic  by  Ignoring  it  to  a  point.  If  they  come 
Back  to  it,  say  it  isn't  all  that  difficult. 

2  -  When  you're  on  someone  elec’s  turf,  don't  give  then  the  advantage.  You  take 
it. _ 


SEQUENCE: 

1. 


SALES  DECISION 

CYCLE  STATE  ENTER 

i 

i 

• 

i 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  F  SEQ  6  CROSS-REF _ 

Purpose:  Persistence 

Cycle:  Pros_x  Rep _  Quel _  Nil _  FEBAjc  Clo_x  1-0 _  DEP _  P-UP _  M/A__  Oth _ 

Setting:  _ _ _ _ 

Benge:  BEG  (p.  7  .  pere  6  .  line  10  )  END  (p.  7  ,  pere  10  .  line  29  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  A  kid  wouldn't  heve  sgreed  to  en  sppolntaent  in  the  first  piece  if  he  wasn't 


interested* 


-  If  a  kid  gets  a  full  scholarshl 

5  7 

ou  might  as  well  hang  it 

up 

kid  really  wants  to  go.  or  if  you  can  convince  the  parents  —  then  the  kid  will 


ultimate!' 


ersistin 


2  -  Show  his  what  the  program  will  do.  If  it  doesn't,  be  the  first  to  admit  It 

3  -  The  only  time  to  give  up  is  when  the  kid  gets  a  scholarship  to  college. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


-286 


PROTOCOL  COD IMG  WORKSHEET 


1.  BACKGROUND  INFORMATION 


I.D.: 


Coder 


CROSS-REF 


Purpose:  Taking  tlae  end  being  direct  with  kids  when  you  need  to 

Cycle:  Pros_x  Rap_  Qual _  Nil _  FEBA_  Clo__  H-0__  DEP_  F-UP_  M/A_  Oth _ 

Set  tins*.  Office,  phone  _ _ _ 

tense:  BEG  (p.  8  .  para  3  .  line  3  )  END  (p.  9  ,  para  3  .  line  _ 12  ) 

11.  COMMUNICATION  STRATEGIES 

1  -  Tine  heals  all  wounds.  A  long  tine  scans  years  and  years.  _ 


-  Tou  nay  need  to  be  downright  rude  and  vulgar  in  aone  circumstances. 


RULE:  1  -  Be  firm  when  you  have  to. 

2  -  Set  the  kid  up  for  a  change  if  that’s  what  he  needs. 
y  -  When  he  nakes  the  change,  accept  It,  be  friendly. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


5 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  case  of  a  young  man  who  was  living  on  his  parents  welfare  checks. 

He  was  asked  to  Intervene  by  «  social  worker.  He  celled  the  kid  end  chewed 
fain  out,  told  hia  he  was  no  good,  end  he  didn't  went  to  have  anything  to  do 
with  hln  —  but  cell  him  when  he  grows  up.  So  the  kid  did,  cane  In  end 
joined  the  Amy. 


MED1C4TE!  Vis  »  Aud  x  Kinji 

SYNTAX/ 

SEMANTIC:  I-R  1-Q  x  I-C 


Olf-Cus  Uns  x  Specific 
I-A  x  1-E  P-C  x  Oth  AIF 


COMMON 

PATTERNS: 


PATTERN  OPERATOR 

CEQ  with  AIF, 
RE-D,  C/U 


TECHNICAL  RESULT  OR  OUTCOME 

i  . 

{  Defined  the  kid  as  lazy,  and  not  worth  his  tine,  to  set 
'  up  the  presupposition  below.  Other  notlvatlons  to  get 
!  his  act  together  as  well  — *  such  as  telling  hln  he  didn't 
|  want  hln  In  the  Amy.  Set  up  a  polarity  response. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ! 

PATTERNS:  !  ! 


I 


I 


A-288 


REPORT  TYPE: 


PCW 


1.0. :  Coder  2  S  F  SEQ  7  CROSS-REF 


TECHNICAL  RESULT  OR  OUTCOME 

|  Used  to  future  pace  the  kid  calling  later  on  —  and  at 
|  the  aaae  tine  insure  that  the  kid  would  really  be  ready 
j  someday,  and  that  would  be  when  he  called.  Stated  as  an 
|  afterthought,  the  last  thing  he  mentioned  —  also  the 
|  moat  Important. 

!  ("One  other  thine,  when  you're  ready  to  grow  up,  call  me.') 

|  Followed  up  when  the  kid  came  in,  setting  new  frame  in  which 
'  to  deal  easily. 

!  ("I  guess  you're  ready.**) 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  F  with  MF 


i 


A-289 


PROTOCOL  CODING  BORKSEgJ 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  T  SEQ  8  CROSS-REF _ 

Purpose :  Waye  of  establishing  rapport _ 

Cycle:  Froe iipjt  Quel Nil PE  BA Clo B-0 DEP_  F-UP_  M/A__  Oth _ 

Set tin*:  Office 

lease:  1EC  (p.  9  pere  5  line  17  )  END  (p.  12  ,  pare  3  ,  line  9_  _  ) 

II.  COMMUNICATION  STRATEGIES 

lELgF:l  -  He  can  communicate,  bring  things  dovn  to  their  level. 

2  -  Speaking  to  kids  aa  you  would  to  troopa  won’t  work. 

3  -  They  have  to  find  out  you*re  a  human  being. 

A  -  To  be  effective  at  communication  you  have  to  have  good  rapport. 

3  -  Ride  come  In  pretty  tight,  but  you  can  see  then  loosen  up. 

6  -  You  have  to  get  then  to  talk  to  you  or  you  can’t  help  then. 

7  -  If  you  have  then  pretend  you  ate  someone  else.  It  May  help  thee  loosen  up. 

8  -  If  you  get  them  to  understand  uhy  they  have  to  talk  to  you,  they  will. _ 

IDLE:  1  -  You  have  to  bring  things  down  to  the  level  of  the  kids  you*re  talking  with. 

2  -  Talk  to  then  about  problems,  girl  friends,  etc.  Make  then  see  you  as  a _ 

human  being. 

3  -  You  have  to  be  quick  —  when  you  get  a  commitment,  get  them  up  there  as 
soon  as  possible,  before  they  change  their  alnd» 

A  -  If  kid  Isn’t  t,oing  to  college,  needs  money,  push  money. 

3  -  Crack  a  few  jokes  to  get  kids  to  loosen  up,  gain  rapport, 
fc  -  When  they  get  more  talkative,  rapport  1»  Increased. 

SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


.  !  i  i 

i  i  i 

i  i  i 

i  i  i 

i  i  i 

_ i _ i _ _ 

- 1 - 1 — - - - 

i  i 

{  ! 

r— — 

i  i 

i  i 

i  i 

i  i 

. 

i  i 

_ i _ i - 

— 

_ 

A-290 


REPORT  TYPE:  _ PCW _ _ __ 

1 . D . :  Cod er  1  S  F  SEQ  8  ~  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION  _ 


-  Consent  on  eituetion  if  need  be,  to  get  kid  to  loosen  u 


8  -  Ask  hov  others  get  bln  to  open  up,  suggest  he  think  of  recruiter  as 


•oseone  kid  Is  close  to. 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  ways  of  getting  and  maintaining  rapport.  Joking  with  kids,  talking 
on  their  level,  watching  for  then  to  loosen  up,  listening  for  them  to  get 
■ore  talkative.  Describee  Ineffective  recruiter  who  would  talk  to  kids  like 

they  were  troops,  not  personable  enough.  Mentions  difficult  kid  to  Ret _ 

talking  —  mcta-commented  to  open  the  kid  up. 


PREDICATE:  Vie  »  Aud  x  Kin  x  Olf-Cue  Una  x  Specific 
SYNTAX/ 

IQUITIC:  1-R  x  I-Q  x  X-C  X-A  x  I-E  P-C  x  Oth  AIF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  {  ” 

PATTERNS:  P  .  S  Alwaya  preauaea  he  and  kid  are  a  teas •  Xn  that  frame 

{  the  quickness  seems  less  pushy. 

i 

i 

i  ("Let's  deal  vlth  this... get  your  physical,  put  you  In 
J  the  Army.") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  ;  ! 

PATTERNS:  !  i 


Pr-292 


1EP0RT  TYPE: 


PCW 


I.D.:  Coder  2  S  ?  SEQ  8  CROSS-RIF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  | 

PATTERNS :  MO  with  P  S  Meta-coanent .  Explained  to  kid  that  he  had  to  talk  or 

|  they  wouldn't  get  anywhere. 

i  ("You're  not  very  talkative,  are  you?") 

i 

S  Tag  question  to  elicit  a  quick  answer.  Says  (presuaes)  — 

S 

j  ("You're  not  like  this  at  hone,  are  you?") 


C-EX  with  P,  {  Asks  kid  bow  his  aoa  gets  hia  out  of  his  shell  —  want6  to 
A1F  !  know  what  to  do.  Cats  ianedlate  answer  and  explanation. 

j  Suggests  kid  pretend  recruiter  is  his  older  brother. 


CO 


Explained  a  progran  could  be  set  up  especially  for  that 
kid  —  personalises  the  process. 


I 


PROTOCOL  CODING  WORKSHEET 


2.  BACKGROUND  INFORMATION 

I.D.s  Coder  2  S  F  SEQ  9  CROSS-REF _ 

Purpose:  Maintaining  rapport  with  kids.  Including  PEPS,  kids  In  basic 

Cycle:  Proa _  Rap_x  Quel _  Nil _  FEBA _  Clo _  B-0 _  DEPjt  F-UP_x  M/A_  Oth _ 

Sett  lag:  __ ___________ __ __ ______ __ _____ 

lease:  BEG  (p.  13  ,  para  3  .  line  6  )  END  (p.  13  »  para  7  ,  line  3&  ) 

21.  C0KMUN1 CATION  STRATEGIES 

mri.Tgr:!  »  a  kid  wants  you  to  like  hla,  care  about  hla.  Everybody  wants  to  be  liked. 

2  -  Once  you  show  a  kid  that  you  do  like  hla  and  care  about  hla,  he’ll  do  aore 
thing a  for  you- 

3  -  A  lot  of  parents  don’t  spend  aa  auch  tine  with  their  kids  at  they  should  — 
get  others  to  do  It.  Recruiter  can  do  It. 


RULE:  1  -  Spend  tlae  with  kids. 

2  -  Treat  thee  like  anybody  else. 

3  -  Get  kids  to  write  when  they're  In  basic.  Can  call  drill  sergeant  If  they 
don't. 

A  -  Contact  parents  while  kid's  In  basic. 


_  SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

- 

■ 

A. 

- 

PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  F  SEQ  10  CROSS-R£F_ _ 

Purpose:  Personal  aotlvators _ _ 

Cycle:  Pros _  Rap_  Qual _  Nil _  FEBA___  Clo _  H-0 _  DEP_  F-UP_  M/Aji  Och__ 

Setting:  _ _ 

Range:  BEG  (p.  13  .  para  11  ,  line  42  )  END  (p.  13  ,  para  2  .  line  15  ) 

XI.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Not  satisfied  with  just  one  thing. 

2  -  Doesn't  want  to  be  there  but  still  wants  to  to  the  best  job  he  can.  Doesn't 
vent  to  do  a  half-assed  job.  Will  shoot  for  the  highest  rank  possible. 

3  -  Achieving  recruiter's  rank  will  give  hla  satisfaction  that  he  did  the  best 
he  could  do. 

4  -  Making  mission  Is  just  half-assed. 

5  -  Likes  to  hear  someone  tell  him  he  did  a  damn  good  job.  Likes  awards,  he' 6 
greedy.  Wants  everything  he  can  get. 

IDLE:  1  -  Don’t  do  a  half-assed  job. 

2  -  Making  mission  is  just  half-assed. 

3  -  Over  produce  at  least  one  or  two  guys  a  month. 

4  -  Challenge  other  recruiters. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  1 

1  1 

1  1 

1  1 

- 

i  i 

i  i 

i  i 

•  i 

- 

1  1 

i  i 

i  i 

_ 

i  i 

i  i 

- 

i  i 

i  i 

— -  —  -  1 _ 1 _ 

- -  i 

A-295 


REPORT  TYPE:  _ 
I.D.;  Coder_ 

BLOCK 

DESCRIPTION 


PCW 
S  F 


CONTINUATION 


SEQ _ 10 


CROSS-REF 


6  -  Likes  to  challenge  other  recruiters.  If  he  gets  beat  out  for 
recruiter  of  the  «onth  or  quarter,  be  sett  pined. 

7  -  Know*  he’*  done  a  good  job  when  parent*  coge  la  *nd  thank  him  for 


PROTOCOL  COPING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I. D.j  Coder  2  S  F  SEQ  11  CROSS-REF__ _ _ _ 

Purpose:  Beliefs  end  etretegles  for  eelf  ■otivetlon _ 

Cycle:  Pros _  Rep _  Quel _  Nil _  FEBA _  Clo _ '  H-0 _  DEP _  F-UP _  M/Ajt  Oth _ 

Setting:  _______________________________________ 

Range:  BEG  (p.  15  ,  pare  10  .  line  33  )  END  (p.  17  t  pare  3  ,  line  26  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Wants  something  in  hie  life.  Needs  excitement  constantly.  Likes  the 
challenge,  likes  to  vln. 

2  -  Gamesmanship  and  strategy  lead  to  satisfaction. 

3  -  Knows  he  could  get  out  of  the  Arny  and  make  15  tlaes  as  «uch  aoney,  but  he 

likes  the  Army,  so  he* 11  do  the  best  he  can,  even  in  a  job  he  doesn't  like. _ 

4  -  Likes  the  idea  of  retlrenent  after  20  years,  a  check  to  fall  back  on  no _ 

natter  vhat • 

5  -  Nobody’s  perfect,  everyone  makes  Mistakes. 

IDLE:  1  -  Satisfaction  cones  when  you've  won  or  at  least  made  a  tying  effort. _ 

2  -  If  you  do  nothing  and  don’t  care  to,  you'll  be  a  loser. 

3  -  Don't  be  afraid  to  admit  nlstakes. 

4  -  Don’t  let  the  job  get  to  you.  If  you  need  to  go  hone,  go  hone. 


SALES  DECISION  DECISION 


III.  .  COMMUNICATION  PATTERNS 

OVERVIEW:  Long  list  of  personal  motivators-  Also  a  brief  Mention  cf  getting  referrals 
in  a  restaurant.  Lott  of  comments  about  money.  values,  ttc- 


PKP.PICATE :  Vi»  x  Aud  x  Kin  »  Olf-Gm  Una  »  Specific 


SYNTAX/ 

SEMANTIC:  I-R _  I-Q _  I-C _  I-A _  I-E _  P-C  x  Oth  DBF,  S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  DBF  with  S-CON, 

R/S,  IN 


TECHNICAL  RESULT  OR  OUTCOME 

Clvea  double  bind  to  restaurant  ovner  —  aays  if  he 
doesn't  want  him  to  recruit  his  employees,  he'll  have 
to  pay  them  more.  Cats  restaurant  manager  to  work  with 
him,  give  him  referrals. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  j 

PATTERNS:  !  ' 


A-299 


PROTOCOL  COD 1»C  WORKSHEET 


1.  BACKGROUND  INFORMATION 


1.6.: 


Coder 


SEQ _ 12 


CROSS-REF 


Purpose:  Waking  lists  of  goals  to  stay  activated _ 

Cycle:  Pro*_  Rap _  Qual _  Nil _  FEJBA_  Clo__  H-0_  DEP__  F-UP _  K/A_x  Oth _ 

Set  tin*:  — __ _____ _ _____ ______ ___ _____ _____ __ ___ _ ________ _______ 

laa|i:  1EC  (p.  18  ,  para  1  .  line  1  1  END  (p.  18  ,  para  1  ,  line  10  ) 

11.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Catting  one  out  of  five  kids  you  talk  to  would  be  real  hard. 


-  After  achieving  rank  in  recruiting,  there  is  nothing  else  for  hie  to  do 


since  he  doesn't  want  to  take  over  the  station. 


RULE:  1  -  Make  a  list  of  things  you  want  to  accoapllsh,  and  don't  detract  from  it 
2  -  Keep  updating  your  goals. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


PROTOCOL  COD IRC  worksheet 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  P  SEQ  13  CROSS-R£F_ _ 

Purpose:  FEBA,  even  in  tough  areas  —  high  Income _ 

Cycle:  Pro* _  Rep _  Quel _  Nil _  FEBAjc  Clo _  H-0_  DEP _  F-UP _  M/A_  Oth_ 

Setting: _ _ 

lenge:  BEG  (p.  20  .  para  11  .  line  38  )  END  (p.  21  t  pare  6  .  line  20  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  people  in  Aaerlce  have  noney,  they  don’t  think  their  klde  need  to  go _ 

into  the  service. 

2  -  A  high  Income  area,  averaging  over  a  hundred  thousand  a  year.  Is  really _ 

tough  to  recruit  In. 

3  -  If  he  had  money,  hie  eon  would  go  In  the  service  first,  to  see  what  It  was 
like. 

4  -  It  is  still  possible  to  aell  a  kid  from  a  family  with  money. 

5  -  You  have  to  find  out  what  works  hy  trial  and  error. 

RULE:  1  -  If  a  kid  has  noney,  sell  him  by  comparing  him  to  his  dad  and  what  he  went 

through. _ 

2  -  Don't  be  afraid  to  try  anything  as  long  as  lt»e  not  illegal. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

1 

1 

1 

1-  i 

1 

1 

1 

1 

• 

1 

1 

i 

1 

I 

l 

i 

1 

2-  i 

1 

1 

1 

1 

1 

1 

- r  ■ 

i 

i 

i 

i 

3*  i 

1 

_ 1 

1 

i 

i 

i 

i 

i 

*•  i 

1 

1 

1 

_ 1 _ 

1 

1 

• 

- 1 - 

i 

i 

i 

i 

• 

5-  i 

1 

1 

1 

1 _ 

1 

• 

■  -  i 

1 - 

i 

i 

i 

i 

6.  | 

1 

1 

1 

_ 1 _ 

I 

I 

_ 1 _ _ 

1  . - 

i 

i 

- 1 

A-301 


Ill.  COMMUNI CATION  PATTERNS 

0VEJLVW:  Talks  about  recruiting  In  high  Incone  areas,  recruiting  high  lncone  family 

EdT  - 


PREDICATE :  Vis___  Aud__  E4.n<^_  Olf-Cus  Una  z  Specific 
SYNIAX/ 

SEMANTIC:  I-R  I-Q  I-C  I-A  z  I-E  z  P-C  z  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  NEG-<J 


TECHNICAL  RESULT  OR  OUTCOME 
Forces  kid  to  think  of  vhat  he's  presenting 


HOC  vlth  AS 


Gets  kid  to  think  about  how  his  dad  was  helped  by 
service,  so  he  should  follow  along. 


CONS 


Convinces  kid  that  he  may  know  how  to  have  money  but 
not  keep  it  —  service  will  teach  him  skills. 


OR 


Gives  kid  illusion  of  choice  —  either  Join  the  Army, 
or  get  in  trouble. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  - -  J  - 

PATTERNS:  !  ' 


A-302 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.s  Coder  2  S  F  SEQ  14  CROSS-REF _ 

Purpose:  Variety  of  techniques  end  goal a  for  Pre-Q,  N&I  end  FEBA 

Cycle:  Proa_x  Rap _  Qual_x  N&I_x  FEBAjt  Clo _  H-0 _  DEP _  F-UP _  M/A _  Oth _ 

Setting:  Various 

Range:  BEG  (p.  21  .  para  12  .  line  38  )  END  (p.  23  .  para  5  line  17  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  The  SMAATTRESS  technique  Is  successful.  Boring  but  successful. 

2  ~  You  can  deviate  from  It  a  little  but  not  too  auch. 

3  -  Spending  tlae  on  the  phone  la  Ineffective.  Get  the  appolntaent  and  get  face 
to  face  If  you  want  to  be  effective. 

4  -  Spending  ten  minutes  on  an  unqualified  person  isn't  a  waste  if  you  have _ 

back-up  people  to  see,  good  tlae  management. 

3  -  Anybody  who  won't  talk  to  aoaebody  who  night  not  be  qualified  la  stupid  «— 
spend  tine  with  the  kid  and  find  out  for  sure. 


RULE:  1  -  Don't  spend  more  than  about  4  aloutes  on  the  phone.  Get  the  appolntaent. 

2  -  Get  people  from  the  sane  area  and  aake  3  or  4  appolntaents  to  Manage  your 
tlae  well. 

3  -  Couldn't  care  less  over  the  phone  about  Pre-Q. 

4  -  Your  objective  In  the  appointment  Is  to  sell  the  Aray.  The  aoney,  the 
programs ,  the  college  fund. 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN 

s  s 

I  I 

I  I 

I  I 

- 1 - 1 - 

I 

- 1 - 1 - 

I  I 

I  I 

- 1 - 1 - 


+ 


DECISION 
STATE  EXIT 

I - 

\ - 

\ - 

\ - 

\ - 


TEST 

4 - 

4 - 

4 - 

4 - 

4 - 


A-303 


REPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  F  SEQ  14  CROSS-REF 

BLOCK 

DESCRIPTION _ CONTINUATION _ 


6  -  The  phone  le  boring,  spend  eg  little  tlae  on  It  at  possible. 

7  -  Without  the  money,  programs,  college  fund,  the  Army  would  have  e 
tough  tlae  recruiting. 

8  -  la  thle  eree,  eell  college  Money.  It  le  eueh  e  poor  area,  most 
people  never  had  five  thousand  dollars  before. 

9  -  Sell  the  kid  what  internets  hla  —  once  he's  in  he's  going  to  like 


It  aayva 


It'i  i  means  to  hie  goele 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 


I.D.: 


Coder 


SEQ _ 15 


CROSS-REF 


Furpoac:  DEF  management 

Cycle:  Fro* _  Rap _  Qual _  Nil _  FEBA_  Clo _  H-0_  DEPjt  F-UP_  M/A___  Oth _ 

Setting:  ______ _____________________ _________ ___ 

Range:  BEG  (p.  24  .  para  9  ,  line  38  )  END  (p.  24  ,  para  9  ,  line  47  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  a  guy  doesn't  talk  to  hi*  DEF*  all  the  tine  he’*  going  to  have  losses . 


2  -  Every  recruiter  ha*  then,  tho*e  that  deny  it  lie. 

3  -  If  you  do  what  you  are  auppoeed  to.  following  up. 


function*  once  a  quarter. 


take  then  to  dinner,  hold  your  own  function*,  give  a  *hlt,  etc.  —  you’ll  do  ok. 


PROTOCOL  COD IHC  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  F  SEQ  16  CROSS-REF_ _ 

Purpose:  Pushing  kids  to  get  In,  noticing  differences,  etc. _ . 

Cycle:  Pros__  Rap_  Qu»l_x  '  N6I_x  FEBA _  Clo_x  H-0_  DEP__  F-UP__  M/A__  Oth _ 

Setting:  -  - 

Inage:  BEG  (p.  25  ,  pare  1  line  1  )  END  (p.  27  ,  pare  A  t  line  16 _) 

II.  COMMUNICATION  STRATEGIES 

BKLUfil  -  World  experience  Is  different  between  high  school  kids  end  college  kld6. _ 

Msterlsllsa  less  for  college. 

2  -  DEPers  can  tell  you  which  kids  are  smart,  end  they  will. _ 

3  -  Some  schools  can’t  put  out  s  3A,  others  are  good. 

4  -  Doesn't  like  to  make  judgments  on  appearance  because  s  kid  nay  never  have 
been  taught.  Army  can  teach  him.  Can  judge  partly  on  a  kid  who  parts  his  hair 
down  the  middle.  Just  because  he*a  sloppy  doesn't  mean  he  don’t  care. 

5  ~  Everyone  has  something  good  In  him. 

RULE;  1  -  Get  kids  In  as  soon  as  possible  —  It  works.  Tell  them  the  job  might  not 

be  there  If  they  wait  too  long. _ 

2  -  Always  be  truthful  with  kids . _ 

3  -  Co  through  SMAATTRESS  with  a  kid  with  a  high  QT  who  knows  what  he  wants. _ 

4  -  Spends  more  time  with  higher  level  Rids  because  he*d  rather  recruit  then- 

3  Use  ASVAB  and  DEPers  to  pre-screen  kids  for  you. _ 


6  -  Treat  all  kids  as  human  beings.  Treat  3A’s  a  little  different  because  there 
Is  gore  available  to  then*  __  _ 


SALES 

SEQUENCE:  CYCLE 

DECISION  DECISION 

STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

1. 

S  iii 

•  iii 

i  iii 

i  iii 

2. 

i  i  i  i 

3. 

i  iii 

i  iii 

4. 

i  iii 

1  iii 

_ 1 _ 1  1 _ ! 

i - 1  i  i  i 

i  i  iii 

cl  1  »  II 

5- - 1 - 1 - 1 - 1 - : 

la  lit 

* 


REPORT  TYPE:  _ 
I.D.:  Coder 


PCW 
S  F 


SEQ _ 16 


CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


-  Don't  ludee  on  appearance. 


8  -  Look  at  the  Arny'a  overall  perapectlve  —  vhat  you  can  uce  as  a 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D. :  Coder  2  S  F  SEQ  17  CROSS-REF  _ 

Purpose:  Distrusting  people,  finding  their  Interests 

Cycle:  Pros_  Rap_x  Qual_x  H&Ijt  FEB  A Clo H-0__  DEP F-UP M/A__  Oth _ 

Setting:  Office  _ 

Range:  BEG  (p.  28  ,  pare  1  .  line  1  )  END  (p.  28  ,  para  7  ,  line  37  ) 

21.  COMMUNICATION  STRATEGIES 


Mrt.TRT:!  -  if  you  interrogate  a  kid,  he’ll  think  you  think  he*s  lying,  and  you  won't 
get  anywhere. 

2  ~  Recruiters  aake  the  alstake  of  thinking  they  have  the  buying  motive,  but 
they  sell  the  wrong  thing.  They  need  to  ask  more  questions. 

3  -  You  can  find  out  what  the  kid  wants  by  asking  enough  questions.  Sometimes 
by  being  direct. 


RULE:  1  -  Distrusting  everyone  until  they  prove  they're  trustworthy  and  questioning 
everything  they  say  like  It  was  an  Interrogation  won't  work.  You  can  do  It  to 
a  degree  but  don't  let  the  kid  think  you’re  doing  It. 

2  -  Ask  lots  of  questions,  go  to  other  things,  aake  sure  you  have  the  dominant 
buying  aotlve.  Cover  It  three  tlaes  in  the  sane  area,  then  go  to  something  el6e. 

3  -  If  a  kid  cones  Into  the  station  wanting  the  Army,  you  should  get  him.  But 
he  needs  that  certain  click.  Find  It. 

A  -  Be  direct  If  you  have  to  —  tell  the  kid  to  tell  you  what  he  wants. 


SEQUENCE: 

1. 

2. 

3. 

A. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

i  i  I  i 

ii  it 

- 1 - 1 - 1 - 1 - 

;  i  i 


4 - 1 - f 

i  i  i 

i  i  i 

4 - 1 - f 

I  <  I 

I  I  I 

4 - 1 - 4 

I  I  I 

I  I  » 

4 - 1 - - - 4 


J - L 


A-308 


Y 


REPORT  TYPE:  PCW 


l.D.J 

Coder" 

2  S  C  SEQ  21  CROSS-REF 

BLOCK 

DESCRIPTION 

CONTINUATION 

BELIEF: 

- r 

i 

i 

i 

5  -  He  ves  able  to  use  street  lingo  In  his  former  post  —  but  he  would 

i 

• 

clean  It  up  when  he  vent  Into  the  schools,  counselors  offices,  etc. 

i 

• 

6  -  In  his  present  one,  he  has  to  be  much  more  careful  and  articulate 

I 

i 

with  his  speech. 

i 

i 

7  -  There  is  a  great  deal  of  preludlce  in  his  current  area.  He  realized 

i 

i 

he  needed  to  be  "vise  and  professional"  now. 

« 

I 

8  -  Had  no  question  that  he  would  be  successful. 

t 

« 

9  -  He's  American  first  —  If  you  can't  do  it  here  you  can't  do  it  any 

i 

i 

place.  He's  providing  a  service. 

i 

i 

10  -  If  you  have  the  ability  to  communicate  with  someone  else  and  6hov 

i 

i 

them  that  you're  really  trying  to  help,  they'll  accept. 

i 

i 

11  -  Being  courteous  will  get  you  respect. 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

I 

i 

i 

i 

i 

« 

i 

i 

i 

« 

i 

i 

i 

i 

I 

i 

i 

i 

i 

i 

A-309 


PROTOCOL  COD IRC  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  C  SEQ  22  CROSS-REF _ 

Purpose:  Establishing  rapport  by  being  professions!  snd  courteous 

Cycle:  Pros _  Rapjs  Quel _  N&l _  PEBA _  Clo _  B-0 _  DEP _  F-UP _  M/A__  Oth _ 

Setting:  Applicant's  house 

Range:  BEG  (p.  42  ,  para  3  ,  line  5  )  END  fp.  A3  .  para  7  ,  line  22  ) 

21.  COMMUNICATION  STRATEGIES 
BELIEF:!  -  Be  very  polite  to  parents. 

2  -  It's  something  to  have  a  family  like  that  Invite  you  to  stay  for  dinner. 

3  -  It's  best  to  avoid  the  issue  of  race  In  certain  of  these  situations. _ 

4  -  In  previous  area,  he  could  have  thrown  his  tie  and  hat  In  the  Biddle  of  the 
street,  and  no  one  would  have  cared.  Here  it's  different. 

5  -  In  the  South  and  Southeast,  In  rural  areas,  «any  of  the  older  people  served 
in  the  Armed  Forces,  perhaps  In  Korea.  They'll  notice  right  away  If  you're  out 
of  uniform.  It's  different  In  the  city. 


RULE:  1  -  Avoid  talking  about  race  If  It's  a  touchy  issue  In  the  area. 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

i  S  S  ! 

ii  ii 

!  i  I 

- 1 - 1 - - 1 - 

i  ; 

- 1 - 1 - - 1 - 

i  I  i  ! 

- 1 - 1 - 1 - 1 - 

i  '  S 

- 1 - ( - I - ( - 


i 


6. 


A-310 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  a  visit  to  the  hoae  of  a  kid  and  how  he  was  very  polite  and  careful 
with  the  kid's  parents.  Very  polite  to  parents.  Involved  thee  right  away. 
Never  brought  up  racial  alxture  of  the  Army  —  avoided  the  Issue  altogether. 
Compares  that  to  other  eree  he  worked  In  In  which  things  were  much  looser. 


PREDICATE:  Via  x 

Aud  Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q  x  I-C 

Olf-Cus  Dm  x  Specific 
I -A  x  1-E  P-C  x  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  i 

PATTERNS:  P  with  MF  !  Look  forward  to  working  with  parents  to  satisfy  son's 

i  needs  —  presupposes  they  are  all  working  for  the  same 
!  goals,  sets  up  his  presentation,  sets  frame. 


CEQ 


Army  ■  a  development  company. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J 

PATTERNS:  !  \ 


A-312 


PROTOCOL  CODUB 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder__2__  S  C  SEQ  23  OESS-KEF _ _ 

Purpose:  Telephone  techniques 

Cycle:  Pros  i  Rep  x  Quel  %  WI  PEBA  dc  fi-0 _  PEP  F-UP  M/A  Oth 

Setting:  Phone 

Benge:  BEG  (p.  A3  .  pars  9  .  line  27  1  END  (p .  48  t  pars  4  ,  line  29  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  —  Everyone  bates  the  telephone  —  lnc3— feln. 

2  -  But  the  phone  nil!  nshe  or  break  you. 

3  ~  He'd  rather  be  speaking  to  s  group  —  likes  the  visual  contact. 

A  -  You  can  go  alles  on  the  phone  quickly,  tnheress  to  actually  drive  around  Is 
slower.  Also  saves  tine  on  Pre-Q. 

5  -  If  you're  cordial,  you  won’t  offend  anyone. 

6  -  It's  s  confidence  builder  for  new  Is  to  realise  they  have  as  nuch  control 
over  the  phone  as  the  P  they’re  talking  tn.  Most  Ra  are  afraid  to  use  It. 

RULE:  1  -  Pre-Q  on  phone.  Height,  weight ,  la*  vi-plationt ♦ 

2  -  Accept  all  objections  and  redefine.  Be  coTdlal. 


SALES 

SEQUENCE:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRTMAEY  PATTERN 

DECISION 

STATE  EXIT  TEST 

i  i 

i  i 

i  i 

i  i 

■  i 

2. 

i  : 

•  < 

3- 

_ 

_ 

•  * 

•  i 

■  * 

«■ _ ] 

1 - 

i 

- 1 - 

<  : 

- 1 - : 

111.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Role  play  of  «  typical  phone  prospecting  call.  Good  rapport  skills.  Lott 
of  redefinitions  end  presuppositions  to  enhance  rapport.  Lots  of  HOs  end 
other  things  to  create  curiosity.  Persistence  os  well.  See  below. _ 


Vie  »  Aud  x  Kin  x  Olf-Cue  Une  x  Specific 

1-R  x  1— Q  x  I-C _  I-A  x  1-E  P-C  *  Oth  YB-CON.PF, 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

"  i  . 

i 

P  vlth  MR,  MO,  |  Handle*  objection  before  it  it  brought  up  — 

AWARE,  YB-CON  |  allows  him  to  ask  questions  within  the  frame 

|  of  understanding  they're  Intrusiveness.  All 
'  softening  techniques. 

i 

i 

|  ("Probably  sounds  rude...") 


PF 


Accepts  answers,  tells  about  personal  experiences 
that  are  similar,  asks  questions  to  expand  on 
similarities.  Restates  many  answers. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


;  ; 

i  s 

I  I 


A-314 


REPORT  TYPE: 


PCW 


I.D.:  Coder  2  S  C  SEQ  23  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  IT-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Relates  agreements  and  benefits  to  vhat  they'll 
talk  about  later ,  and  other  benefits. 


CU 


CEQ  with  A-OUT, 
IN 


S  Takes  raising  crops  and  expands  up  to  Importance 
|  of  farnlngt  then  to  playing  a  role  In  the  future  of 
|  the  country. 

i 

{  Takes  pleylng  a  role  in  the  future  into  another  way 
S  to  do  it  —  by  joining  the  Army. 


C/FS  with  CD 


Mentions  joining  the  Army  as  a  "short  period  of  time" 
after  which,  he  can  come  right  back  and  continue.  As 
if  it  is  hardly  an  interruption.  Short  compared  to 
what? 


SD  with  N,  MO, 
UV 


Lots  of  ways  of  being  vague  to  create  curiosity  and 
kid  to  agree  to  an  interview  to  get  the  answers. 


P  with  RE-D 


Lots  of  presuppositions  to  keep  rapport,  show  that 
they  are  looking  for  the  same  things.  Two  choice 
close  for  appointment. 


A-315 


.  PROTOCOL  COD IHC  WORKSHgyT 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  24  CROSS-REF _ 

Purpose:  Quick  techniques  for  getting  H  t  I 

Cycle:  Pro* _  Rap _  Qual _  NAI_x  FEBA _  Clo _  H-0 _  DEP _  F-UP _  M/A _  Oth _ 

Setting: 

age:  BEG  (p.  48  ,  para  6  line  32  )  EKD  (p.  51  .  para  3  ,  line  B  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  —  Giving  a  kid  a  hypothetical  situation  of  anything  he  could  have,  he'll  tell 
you  what  Interests  him. 

2  -  A  lot  of  tlaes  klde  will  throw  out  falae  leada. 

3  -  Army  can  aeet  jutt  about  any  needa,  provided  that  the  kid  will  share  then. 

4  -  You  need  to  continually  probe. 

3  -  People  buy  for  different  reaaona,  but  If  you  get  the  contract,  you  hit  the 
right  one. 


RULE:  1  -  Continually  probe  for  M  &  1. 

2  -  If  you  get  the  contract,  you  net  the  need. 


SALES 

SEQUENCE:  CYCLE 


1. 

2. 

3. 

A. 

5. 

6. 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


A-317 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Another  role  play  of  techniques  for  gathering  N  &  1.  Lott  of  language 

Set  terns  demonstrated  end  commented  on.  Beliefs  about,  getting  Information 
lscussed  also. _  _ 


PREDICATE:  Vie  x  Aud  x  Kin  x  Olf-Cus  Una  «  Specific 
SYNTAX/ 

SEMANTIC:  1-R _  1-0  «  1-C _  1-A  *  I-E  x  P-C  x  Oth  S-CON.  A1F. 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  M-4  with  AIF 


TECHNICAL  RESULT  OR  OUTCOME 

AIF  suggesting  kid  could  have  anything  he  wanted* 
Allows  kid  to  let  his  Imagination  run  and  gives 
Interests  freely.  Also  uses  the  word  "harvest** 
In  describing  how  the  kid  can  get  everything  he 
wants  --  related  to  farming,  what  the  kid  does* 
Sets  up  the  close. 


SD 


Challenges  deletions  In  kid's  goals  to  get  him  to  be 
more  specific. 


C-POST 


Sets  up  fantasy  of  jumping  out  of  plane. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  i  ! 


A-318 


REPORT  TYPE: 


2.D.:  Coder  2  S  C  SEQ  24  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  PP-CON 


B-CON 


SCO- AM 


TECHNICAL  RESULT  OR  OUTCOME 

Fantasy  of  juaplng  from  plane  —  highly  kinesthetic. 
Consents  on  experiencing  and  not  just  seeing  — 
interesting .  Forces  kid  to  be  associated  in  images. 

Conditional  close. 

Create  possibility,  curiosity,  motivation. 

Ambiguity  between  literal  meaning  and  just  realize, 
l.e.  agree. 

(“...realize  your  mind...") 


h-  319 


REPORT  TYPE:  _ PCW _ 

l.D.s  Coder  1  S  C  SEQ  2k  ~  CkbSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


PROTOCOL  CODIHC  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. 0.  t  Coder  2  S  C  SEQ  25  CROSS-RE? _ 

Purpose:  Handling  objections.  Including  ones  that  cone  up  efter  you  have  agreement 

Cycle:  Pros _  Rap _  Qual _  Nil _  FEBA _  Clo _  H-Ojt  DEP_  F-UP_  M/A__  Oth _ 

Setting:  Office,  phone,  etc. 

Range:  BEG  (p.  51  .  pars  5  ,  line  10  )  END  (p.  33  ,  para  1  .  line  40  ) 

II.  COMMUNICATION  STRATEGIES 

ngMrwrji  -  TouVre  not  the  only  recruiter  here.  When  he  walks  out  the  door,  he*s  got 

a  vhole  lot  of  people  trying  to  recruit  hie  back  vhere  he  vaa.  You  can  prepare 
bin  before  he  leaves. 

2  -  An  objection  means  the  kid  needs  more  Information. 

3  -  You’re  going  to  have  objections  In  sons  fora  during  an  Interview. 

4  -  A  hard  one  to  handle  would  be,  "I  an  not  joining. ..don't  call  ne  no  more..." 

3  -  Handle  objections  vlth  parent:,  peers,  as  ayeteaatlcally  as  with  the  kldt. 


HOLE:  1  -  If  a  guy  gets  cold,  or  refuses  to  coanlt,  then  you  have  to  go  back  and 
reprobe  for  the  dominant  buying  notlve. 

2  -  You  gust  enphaalze  and  Instill  In  a  guy  the  Importance  of  joining  the 
United  States  Army. 

3  -  Prepare  a  kid,  before  he  leaves  your  office,  for  the  peer  pressure  he's 
going  to  iSL  not  to  Join. 

4  -  Talk  to  the  people  who  are  giving  the  kid  a  hard  time  If  necessary. 


SEQUENCE: 

1. 


2. 


3. 


4. 


5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


— 

} 

1 

! 

_ l _ : _ 

•  i 

i  i 

_ i _ i 

— 

— 

_ 

_ 

- — i 

i 

i 

- 1 - 

_ 

_ _ 

- , - 1 

i  i 

i  i 

_ l _ 1 _ 

i 

i 

_ » 

- 1 - 1  i - - — i 

•  iii 

i  •  |  i 

_ I - - - - 

A-321 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  handling  competition  from  peer  pressure.  reprobing  for  dominant 
buying  motive,  handling  objections.  Tells  kid  how  to  handle  friends  when 
they  pressure  the  kid  not  to  join.  Long  description  of  e  woman  who  didn't 
mnt  her  eon  to  join,  end  his  systematic  ref femes,  redefinitions,  pre¬ 
suppositions,  end  other  language  patterns  to  knock  out  each  of  her  polntsT 


PREDICATE:  Vie  x  Aud  x  Kin  x  Olf-Cue  Uni  x  Specific 
SYNTAX/ 

SEMANTIC:  1-R  I-Q  I-C  I-A  x  X-E  P-C  x  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  ! 

PATTERNS:  AWARE  j  Continually  tells  kid  he  "knows''  what  he  should  do, 

|  how  important  it  is  to  his  future,  service  to  country, 
S  etc. 


IN  with  R£~D 


Tells  kid  he's  a  "little  more  man"  then  his  friends 
—  motivates  him  to  handle  their  criticism. 


P 


Lots  of  presuppositions  about  kid  and  friends/peers, 
all  designed  to  get  him  into  a  framework  where  he  can 
handle  the  pressure. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J 

PATTERNS:  !  ! 


I 


A-322 


REPORT  TYPE: 


PCV 


1.9.1 

COMMON 

PATTERNS 


Coder  2  S  C  SEQ  25  CROSS-REF 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


CU  with  CONS 


Handling  Bother  on  phone,  points  out  that  If  all 
■others  (CU)  felt  that  way,  she  wouldn’t  be  experiencing 
her  freedom  now  (CONS). 


IN  with  R/S,  AS, 
C/FS,  RE-D 


Says  what  aen  in  the  Any  ere  doing  Is  allowing  her  son 
to  finish  high  school.  Treaendous  guilt  trip  to  motivate 
her  to  think  of  the  wider  issues.  Also  suggests  her  son 
give  that  saae  opportunity  to  others.  Also  his  intentions 
are  only  to  show  hln  some  of  the  programs  available. 


N  with  UV 


j  ("...is  he  too  good  to  allow  soaebody  that  opportunity?") 

Lots  of  vague  language  to  allow  her  to  fill  in  her  ovn 
|  pictures  to  feel  guilty  about.  Also  to  sound  more 
|  philosophical. 


RE-D 


Redefines  killing  as  peace  keeping.  No  duress,  free  will. 


A-OUT 

P 

R/S 


Clves  several  ‘possible  new  outcomes  that  sound  a  lot 
better,  more  palatable,  than  her  objections. 

Two  choice  close  for  interview  —  I  could  come  out  there 
or  you  could  bTing  him  here. 

Reminds  her  that  they  haven't  been  involved  in  a  major 
conflict  since  1972  —  she  can  take  that  label  and  bum 
It. 


A—  323 


PROTOCOL  CODING  WORKSHEET 


■  m  <  [•* 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  two-choice  close. 


PREDICATE:  Vis _  Aud _  Kin  x  Olf-Cus _  Unaji_  Specific 

SYNTAX/ 

SEMANTIC:  1-R  I-Q  I-C  I-A  x  1-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 
Each  of  these  closes  presupposes  the  kid  agrees. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  i  ! 


I 


A-325 


PROTOCOL  CODINC  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.s  Coder  2  S  C  SEQ  27  CROSS-REF _ _ 

Purpose:  Handling;  PEPS,  making  sure  pot  to  lose  then 

Cycle:  Pro*  Rap_  Qual^  FEBA  Clo  H-0  DEPjt  F-UP  M/A  Oth _ 

Settlag:  Iverywhere 

laage:  BEG  (p.  54  ,  pare  3  .  line  5  )  END  (p.  57  .  pare  5  .  line  15  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Only  aedlcal  reasons  should  be  allowed  a»  a  PEP  lota.  You  have  to  be 
forceful  with  these  kids.  They  work  for  you. 

2  -  PEPS  are  eery  laportsnt.  Believes  he's  s  aaster  st  giving  talks  to  people 
to  aake  them  feel  Important.  Many  recruiters  fall  to  do  that. 

3  -  Very  Important  for  PEPs  to  stay  In  touch,  cone  lnt  talk  with  him,  etc. 

A  -  PEP  *  s  job  Is  to  get  referrals. 

3  -  Prefers  dealing  vlth  the  group  to  one  on  one.  Cet  a  feel  for  weapons,  drill 
together,  march,  etc.  Could  tell  he  had  a  good  program  when  they  got  motivated. 

RULE;  1  -  Instill  In  them  that  you  are  the  sergeant  and  they* re  the  privates. 

2  -  Instill  their  Importance  Into  then. 

3  -  Make  them  come  In,  stay  In  touch.  When  he  had  his  ovn,  they  had  to  call _ 

every  Monday.  If  they  didn’t  he  called  on  Tuesday. 

A  -  Make  them  get  referrals. 

5  -  Get  the  kids  a  feel  for  weapons,  drill  together,  aarch,  etc.  Also,  help _ 

going  over  high  school  llttb,  getting  referrals.  "Privates  are  to  be  used." 

6  -  Give  things  away  at  PEP  function!  for  referrals,  achleveaenta .  etc. 


SEQUENCE: 

1. 

2. 

3. 

A. 

3. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


S  i 

1  1 

1  1 

1  1 

1  1 

1  1 

1  1 

1  f 

i  I 

I  : 

1  1 

1  1 

•  * 

•  i 

1  • 

i 

1  1 

1  1 

i  i 

«  i 

1  1 

1  1 

1  1 

•  i 

-  !  ! 

A-326 


REPORT  TYPE:  _ PCW 

I . D .  s  Coder  2  S  C  ^7  ~~  CkWs-REF 


BLOCK 

DESCRIPTION  CONTINUATION 


BELIEF: 

i 

i  6  -  Doing 

these  activities  helps  when  they  get  to  basic. 

1 

1 

RULE: 

!  7  -  Don't 

let  thea  get  on  a  first  naae  basis,  they  call  you  Sergeant, 

you  coll  then  Private.  So  aatter  what  you  do,  let  then  know  you're 
the  boas.  _ 


111.  COMMUNICATION  PATTERNS 


SYNTAX/ 

SEMANTIC:  1HR  I-Q  x  1-C  *  I-A  x  I-E  P-C  *  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  CE  with  P,  MO 


CEQ  with  CONS 


TECHNICAL  RESULT  OR  OUTCOME 

Ordering  then  to  stay,  the  only  wey  they  leave  la  If 
be  fires  then,  and  he  isn't  going  to.  Gives  orders  to 
kids  in  the  fra aevork  of  what  he  wust  know  about  them, 
and  how  they  will  let  him  know. 

Giving  responsibility  and  defining  It  for  the  kids. 


KF  with  R/S 


Reminds  them  that  without  them  there  wouldn't  be  an 
Army.  Gives  a  sense  of  greater  Importance. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

unique  ;  “  j  - 

PATTERNS:  '  ' 


A-328 


PROTOCOL  CODIHC  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  BEQ  28  CROSS-REF _ 

Purpose:  Working  with  guidance  couneelore,  eehoole,  getting  referrele 

Cycle:  Pro*  x  Rep  x  Quel  HA  I  FEBA  Clo  H-0  PEP  F-UP _  M/A  Oth _ 

Setting:  Schools 

Range:  BEG  ( p .  57  .  pars  9  .  line  20  )  END  (p.  60  .  pars  1  .  line  1  ) 

II.  COMMUNICATION  STRATEGIES 

BE1.TB?:1  -  There’s  not  s  guidance  counselor  out  there  that  cannot  be  comunlcated  with 
if  It's  done  properly. 

2  -  Moat  recruiters  do  things,  directly,  that  guidance  counselors  don't  like. 

3  -  Counselors  have  a  very  deep  sense  that  they  are  In  control  of  the  schools 
—  education,  the  future,  la  In  their  hands. 

4  -  One  of  the  biggest  Mistakes  a  recruiter  can  do  la  go  Into  a  school  with _ 

poor  personal  hygiene.  Another  la  nake  Innuendoes,  or  get  overly  friendly  with 
the  school  girls. 


IDLE:  1  -  Treat  school  counselors  very  delicately. _ 

2  -  Don’t  be  too  friendly  or  nake  Innuendoes  to  the  girls. 

3  -  Don’t  conduct  appointments  In  school.  Just  get  name,  address,  phone,  and 
contact  later. 

4  -  You  have  1200  nlles  a  aonth  on  your  vehicle,  and  a  nice  credit  card  — 
use  It. 

3  -  Give  a  gift  at  the  beginning  and  the  end  of  the  school  year  to  the  counselor. 


SALES 

SEQUIICB:  CYCLE 

1. 

DECISION  DECISION 

STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

1  '  S  ! 

:  i  i  i 

2. 

3. 

4. 

5. 

6. 

1  III 

1  III 

-  — 1  _l  1  1 

*-329 


REPORT  TYPE:  _ 
I.D.:  Coder_ 

BLOCK 

DESCRIPTION 


PCW 
S  G 


CONTINUATION 


CROSS-REF 


BELIEF: 


RULE: 


5  -  Recruiting  In  schools  It  a  watt e  of  time,  you  shouldn’t  conduct 
appointments  In  schools.  School  1»  for  on*  purpose:  to  learn.  Just 
make  the  contact,  tet  the  name.  address,  and  phone,  and  contact  the  kid 
later.  Bine  times  out  of  ten,  the  ttiehtr'i  going  to  be  pitted  If  you 
take  a  kid  cut  of  cleaa. 

6  -  Wanta  tc  be  on  hit  own  turf  when  conducting  an  Interview. 

7  -  If  you  include  the  counaelor  In  the  total  process,  the  will  help 

you.  It  will  get  you  aore  reapect. _ 


6  -  A  new  recruiter  thould  be  Introduced  to  the  guidance  counselor  by 
the  old  one,  and  bring  a  gift. 

7  -  Always  check  vlth  the  counselors  before  you  go  running  around  the 
school. 

8  -  Let  them  knov  about  appolntaentt.  Sane  with  processing  for  enlitt- 

ment.  Always  Include  the  counselor  in  the  total  process. _ 


A-330 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  C  SEQ  29  CROSS-REF _ 

Purpose:  Preparing  kid  for  HEPS 

Cycle:  Proa Rap Qual NAIja  PE  BA Clo_x  H-0 DEP P-UP M/A Oth 

Setting:  Office  _ _____ 

Range:  BEG  (p.  60  ,  para  11  .  line  18  )  END  (p.  61  ,  para  3  ,  line  18  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Tou  earn  reapect  at  MEPS  by  doing  your  Job  acrupuloualy. 

2  -  The  MEPS  counaelora  are  there  to  help  teldc  get  in  the  Arny,  not  keep  them 
out . 

3  -  Kid  ahould  only  go  If  he  geta  what  he  wanta. 


ROLE:  1  -  Don’t  aend  an  applicant  to  MEPS  In  the  fraae  of  alnd  that  he  can  conceal 
anything.  Let  him  know  the  counaelora  there  are  there  to  help  him  get  In  the 
Army,  not  keep  him  out. 

2  -  Tell  the  kid  not  to  go  If  they  don’t  have  what  he  wants,  end  to  call  him. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  ^  STATE  ENTER  ^  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

A. 

5. 


A-331 


Ill.  COMMUNICATION  PATTERNS 


OVERVIEW: 


TRXD1CAJR:  Via  x  Aud  x  Tin  x  Olf-Gus  Una  ,  Specific 


Describes  the  etete  of  Bind  he  wants  to  eend  kids  to  MEPS  In.  Also 
d_eaonst rates  whet  he  tells  the  kld'before  he  sends  hla.  Good,  thorough 
description  to  future  psce  end  prepare  hla  for  the  experience.  He  lets 
the  kid  know  that  the  Counselor  et  MEPS  Is  there  to  help  hla. 


SYNTAX/ 

SEMANTIC:  I-R  I~Q  *  1~C  I-A  »  I-g  p-C _  Oth  PP-CON 


PATTERN  OPERATOR 
COMMON  “ 

.PATTERNS:  P  with  PP-CON 


CEQ 


TECHNICAL  RESULT  OR  OUTCOME 

Tells  kid  about  MEPS  GC's  good  Intentions,  and  vhat 
will  go  on  there.  MEPS  CC  Is  ("cordial,  laid  back") 
—  the  presupposition  being  that  he  Is  safe  and  open 
to  what  you  want.  Sets  up  his  suggestion  not  to  let 
the  GC  force  anything  on  hla  that  he  doesn't  want. 

MEPS  GC  «  Your  link  between  elvillanship  and  the  Aray . 


PATTERN  OPERATOR 
UNIQUE  “ 

PATTERNS: 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


A-332 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


I. D.:  Coder  2  S  G  SEQ  30  CROSS-REF 

Purpose:  Getting  kids  to  send  letters  beck,  end  stay  In  touch  after  enlistment 

Cycle:  Pros _  Rap _  Qusl _  Nil _  FEBA _  Clo _  H-0 _  DEP _  F-UPjt  M/A _  Oth_ 

Setting: 

Range:  BEG  (p.  61  .  para  7  .  line  26  )  END  (p.  63  .  para  6  .  line  lfe  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  It*s  inportant  to  get  kids  to  stay  In  contact  after  they  enlist. 

2  -  Believes  the  rapport  cones  fron  caring  and  sharing. 

3  -  May  be  the  sane  kind  of  power  over  people  that  the  Pope,  or  a  minister 
would  have. 

4  -  Feels  no  guilt  about  putting  people  Into  jobs  in  the  Army  because  he  didn't 
twist  their  arms.  Gets  a  lot  of  thanks  for  his  help. 


REPORT  TYPE:  _ PCW 

l.D.s  Coder  2  S  C  SEQ  30  CROSS-REF 

BLOCK 

DESCRIPTION  CONTINUATION _ 


BELIEF :  J  5  -  Would  be  very  disappointed  If  they  didn't  contact  him  later. 


Doesn’t  like  to  contact  kids  while  they’re  In  beslc  If  he  hasn't  heard 
iron  then  because  he  feels  they're  having  a  herd  enough  tine. _ 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


I.D.: 


Coder 


SEQ _ 31 


CROSS-REF 


Purpose:  To  fill  kid  in  on  what  basic  training  will  be  like  before  he  goes 


Clo  z  H-0 


Setting:  _ _ _ 

Benge:  BEG  (p.  63  .  pars  10  .  line  24  )  END  (p.  64  .  para  1  ,  line _ 7 

11.  COMMUNICATION  STRATEGIES 
BELIEF :1  -  Basic  Is  tough. 


2  -  It  Is  only  laportant  to  do  the  best  you  can. 

3  -  Expects  to  hear  f ron/about  kids  while  they’re  In  basic. 

4  -  You  have  to  give  them  direction  and  guidance. 


BOLE:  1  -  Prepare  the  kids  to  leave  for  basic. 

2  -  Gives  the  little  talk  and  poen  at  the  last  DEP  function. 


SEQUENCE: 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


-335 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  preparing  kids  for  basic  training.  Recites  the  poea/metaphor 
he  gives  them  as  an  added  pep  talk. _ 


PREDICATE:  Via^  Aud  x  Kin  x  Qlf-Cu»  Upg  %  Specific 
SYNTAX/ 

SEMANTIC:  1-R _  1-Q  *  I-C _  I-A  x  2-E  P-C  x  Oth  YE -CON 


PATTERN  OPERATOR 
COMMON  --  -  — 
PATTERNS:  MF  with  YB-CON 


TECHNICAL  RESULT  OR  OUTCOME 

Sets  framework  that  it  will  be  difficult,  but  the 
kid  can  do  it. 


P  with  MO 


M-4 


Tells  kid  what  he  expects  from  hits,  what  he  can  do, 
all  in  a  positive  framework.  Knows  they  ("are  doing 
their  best.") 

Give  nice  poem  about  doing  their  best  -  good 
motivator 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  - -  i  - 

PATTERNS:  ! 


A-336 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  32  CROSS-REF _ 

Purpose:  Beliefs  about  DEPs  sod  follow-up,  getting  referral*  from  enlisted  personnel 

Cycle:  Pros _  Rsp _  Quel _  N&I _  FEBA _  Clo _  H-0 _  DEPjc  F-UPjt  M/A _  Oth _ 

Setting:  _ _ 

Benge:  BEG  (p.  64  .  pare  5  .  line  15  )  END  (p.  65  .  pare  4  ,  line  26  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  he  doesn’t  get  a  letter  once  or  twice  a  week  from  a  kid  he* a  enlisted, 
he  doesn’t  think  he's  doing  his  job.  Not  enough  rapport. 

2  -  Rapport  leads  to  lower  PEP  loss. 

3  -  When  that  guy  comes  back  he's  going,  to  be  a  benefit  to  me. 

4  -  IRA  —  Individual  Recruiting  Account  —  guys  bringing  In  other  guys. _ 


BULB:  1  -  Teach  kld6  responsibility  now,  before  they  get  to  basic. 

2  -  Help  kids  with  their  dependents,  getting  ID  cards,  etc. 

3  ~  Treat  the  recruiting  cycle  as  a  long  cycle. 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 

6. 


SALES 

DECISION 

DECISION 

CYCLE 

1 

STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

s 


I  I  I 

I  I  I 

^ - 1 - ^ 

I  I  I 

^ - 1 - 1- 

I  I  I 

I  I  I 

■I - 1 - 1 

I  9  I 

I  1  I 

^ - i — I - h 

I  I  I 

I  I  I 

1 - j - f. 

I  I  I 

I  I  I 

J _ _ I _ L 


A-337 


PROTOCOL  COOING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.j  Coder  2  S  C  SEQ  33  CROSS-REF _ _ 

Purpose:  Tine  management 

Cycle:  Pros _  Rsp _  Qual _  Nil _  PLEA  Clo _  B-0 _  F-UP _  M/Ajc  Oth _ 

Setting:  Everywhere _ _ 

Benge:  BEG  (p.  65  ,  pars  6  .  line  28  )  END  (p.  66  ,  pera  1  .  line  30  ) 

II.  COMMUNICATION  STRATEGIES 

BKLIEP:!  -  Tine  management  is  one  of  the  post  important  things. 

2  -  If  you  stick  with  your  planning  guide,  end  do  what  you  have  scheduled, _ 

you’ll  save  yourself  tine  tomorrow. 

3  -  Station  commander  Is  like  a  band  director,  trying  to  help  you  make  sweet 
music. 

4  -  If  you  don’t  plan  time  for  your  family,  someone  Is  going  to  suffer. 

5  -  It  doesn’t  take  lfe  hours  s  day  to  be  an  effective  recruiter.  Quality _ 

not  quantity. 

EDLE:  1  -  Prepare  long  term  and  short  term  goals. 

2  -  Keep  planning  guide  up  to  date.  Start  St  the  beginning  of  the  day  and  stick 
with  it. 

3  -  Call  people  one  day,  and  one  hour  ahead  of  appointments,  to  avoid  wasting 

trlp6 _ 

4  -  Plan  time  for  your  dally  Interface  with  the  station  commander. 

5  -  Plan  time  for  your  family. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  ! 

■ 

S  i 

|  | 

i  i  -h 

9 

1  1 

1  1 

1  1 

l  l 

i 

-  - 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  C  SEQ  BA  CROSS-REF _ 

Purpose :  Tiae  aanageaent  in  prospecting 

Cycle:  Prosjt  Rap _  Qual _  N41_  FE&A _  Clo_  H-0_  DEP__  F-UP_  M/A_x  Oth _ 

Setting:  Everywhere 

Range:  BEG  (p.  66  .  per*  5  .  line  37  )  END  (p.  67  ,  per*  1  .  1  ine  47  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEP:1  -  Tine  aanageaent  tehee  planning. 


BOLE:  1  -  When  you  go  out  to  an  ares,  try  to  arrange  something  so  you  pick  up  nore 

than  one  appointaent.  Knock  on  doors  of  people  you  don't  have  phone  numbers  for 
as  long  as  you're  out  there. _ _ _ 

2  -  Always  keep  a  certain  amount  of  RPI*»  so  you  can  post  the  area  while  you're 
out  there.  Keep  the  racks  nett. 

3  -  Go  in  a  few  stores,  do  a  little  politicking,  put  up  a  few  posters. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

I  1  ! 

:  :  : 

1  1 

2. 

i  !  : 

i  i  : 

3. 

i  1  : 

4. 

s  !  : 

L  _  _  1-  !  1 

5. 

— 

r  !  ;  i 

i—  -  S  !  ! 

to 

— 

h  !  !  ! 

;  ;  ! 
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fCU 
S  G 


SEQ _ 34 


REPORT  TYPE :  _ 

I.D.:  Coder  2 


CROSS-REF 


RLOCK 

DESCRIPTION  CONTINUATION 


RULE: 


!  4  -  Before  you  leeve  an  are*  cell  -your  etetion  comender  and  let  him 
S  tow  where  you  »»  And  where  you* re  going.  There  Bight  be  soae  cell-int 
!  you  can  pick  up  on  the  way. 

I  5  -  Don't  echedule  appointaente  too  close  together.  Dee  the  tilt  in 
S  between  to  cinvu,  knock  on  doors,  etc. 

!  6  -  Monthly,  program  tiae  to  wisit  your  HSe t  keep  then  abreast  of 
S  current  changes . 

S  7  -  Long  range,  echedule  ASVABs,  people  to  contact,  etc. 

!  8  -  Wake  sure  your  planning  guide  i»  legible  go  if  you*re  out  eoaeone 


Codei 

P# 

r:  2 

PROTOCOL  U0C 

Subject:  H 

i  REF  |  CYCLE 

TOPIC 

1 

!1(6)  !M/A 

{Personal  aotivation 

2 

*3(8)  |M/A 

{Maintaining  satisfaction  in  recruits  through  F-Up 

3 

!5(3)  |DEP 

{ISP  aanegeaent 

4 

15(5)  {Rap, 

{Bis  attitude,  especially  toward  Pre-Q  and  its  iaportance 

}  |Pr«-Q,M/A 

1 

1 

5 

18(3)  {Rep.DEP 

IMP  aanegeaent,  autual  respect 

6 

111(5)  {MSI 

|Vhat  kids  are  interested  in,  coabat  eras 

7 

112(7)  {Pros, DEP 

0 

S 15(3)  | Pro* , DEP 

ISPs,  prospecting  —  helping  out  at  fairs,  etc. 

e 

20(2)  {Rap 

How  to  rein  rapport  with  strangers 

-  v 

21(2)  {M/A 

Maintaining  M/A  despite  circuactances 

11 

24(0)  {Rep, DEP, 

Keeping  DEPs  aotiveted,  prepared 

!M/A 

12 

25(4)  {Pros 

13 

26(5)  {Pro*, Rep. 

Competing  with  Air  Force  recruiter 

{N&I.FEBA 

14 

27(9)  {Pros, Rep, 

Dealing  with  girls  and  the  different  approaches 

{DEP, M/A 

15 

30(3)  {Clo 

Unusual  aethods  of  closing 

16 

33(6)  {Clo.H-0 

H-0,  *o sting  procrastination 

17 

37(3)  }wtl ,FEBA 

18 

40(1)  {Pros, Rap, 

[Goes  through  the  recruiting  cycle 

{N&l.FEBA 

19 

41(7)  {Rep 

lEstablishing  rapport 

20 

143(3)  {N61.FEBA 

{Using  Join,  SMAATTRESS,  finding  interests,  etc. 

21 

146(5)  {Clo.H-O  | 

{Specific  closing  techniques,  especially  around  procras- 

_ ! _ ! _ 1 

Itination 

22 

151(2)  SClo  1 

{Preparing  kid  for  HEPS 

23 

S 50(9 )  {SEP  {Handling  DEP*,  tctcinc  referrals  f rov  the* 

24 

gnBnggffli 

{Rap  and  FEBA  with  people,  or  relatives  of  P  with  prior 

{  1  !  ••nr  ice 

25  ! 

|65(4)  {M/A  {Cherecteristic*  necessary  to  aaintain  a  good  attitude 

26  ! 

{ 70(9 )  'Pros, Rap, {Rapport  and  approach  to  finding  interests 

!  IN6X  S 

27  ! 

173(1)  {Rap, M/A  j 

Rapport,  positivity 

I 

!  S  ! 

A-  341 


Coder:  2 

RIF  J  CYCLE 


School 


29  176(1) 


30  |80(5) 


31  181(6) 


32  182(4) 


33  185(3) 


'Pro* ,M/A 


I  Pro* 


iPre 


|M/A 


(Proa ,Ra 


PROTOCOL  LOG 


TOPIC 


PiBBHBSf 


Subject 


Tine  a  ana 


34 

35 

191(4)  !M/A  J 

36 

E95EEB3^BBBB 

37 

594(1)  ' FEBA.M/A  | 

38 

197(2)  ’M/A  | 

! Maintaining  attitude,  prospectin 


'Giving  apeechea  for  proapecti 


jPre-Q  on  the  phone 


deaanda  of  job,  M/A 


roepecting,  rapport .  attitude,  eharacteriatica  for 


iaueceaa  _ 


More  eharacteriatica  for  aucceaa 


Rolling  with  the  punehee 


Eatabliahin 


Doing  hoaeworV  for  preaentations ,  FEBA 


Different  approaches  in  different  towns 


hone 


40  !102(10!H-0 


Handling  objections 


41  ! 105(5) [Pros ,DEP, !F-Up,  service  after  the  sale 


3  ! 109(5) iFEBA.Clo  1  Closing,  selling  to  different  categories 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 
I.D. :  Coder  2  S 


SEQ _ 1 


CROSS-REF 


Purpose:  Personal  Motivators _ 

Cycle:  Pros _  Rap_  Qual__  NAI_  FEEA _  Clo_  H-0_  D£P__  F-UP_  M/A_x  Oth _ 

ttiai:  _ _ 

Eases:  BEG  (p.  1  .  para  6  .  line  )  END  (p.  2  .  para  3  .  line _ ) 

11.  COMMUNICATION  STRATEGIES 

EELUCF:!  -  Getting  prosoted  is  rewarding. _ 

2  -  Every  day  things  are  also  satisfying. 

3  -  Hot  satisfied  vhen  he  goes  hone  and  hasn’t  accomplished  soee thing. _ 

4  -  Getting  questioned  by  "head  shed”  about  a  bad  day  safces  it  worse. 

3  -  Can  kick  hiaself  "in  the  butt*1  to  get  going  when  he  has  to  —  due  to  his _ 

*'self-pride 

6  -  Feels  he  needs  constant  training  to  learn  new  things. 


SEQUENCE: 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


A-343 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  H  SEQ  2  CROSS-REF _ 

Purpose:  Maintaining  satisfaction  in  recruits  through  F-Up. 

Cycle:  Proa__  Rap__  Quel _  Nil _  FERA _  Clo_  B-0_  DEP__  F-UPjt  M/Ajt  Oth__ 

Setting:  Various 

Hangs:  BEG  (p.  3  .  para  8  .  line _ )  END  (p.  5  .  para  1  ,  line _ ) 

II.  COMMUNICATION  STRATEGIES 

»ELIP:1  -  Service  after  the  sale. 

2  -  Only  contact  while  kid  is  in  basic  is  through  parents. 

3  -  To  be  asked  to  be  in  eoaeone'a  wedding  is  a  real  sign  of  appreciation. 

4  -  Satisfaction  cones  from  knowing  he's  done  a  good  job  without  saying  join, 
join,  join. 


SOLI:  1  -  Call  non  and  dad  about  two  weeks  after  Rid  leaves  for  basic. _ 

2  -  If  you  are  involved  in  a  wedding  or  sone  inportant  event  for  one  of  your 
recruits,  get  publicity,  newspaper,  etc. 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


!  !  ! 

T - 1 - T 

i  i  i 

•  !  i 


I 

I 


A-344 


111.  COMMUNICATION  PATTERNS 


OVERVIEW: 


'PREDICATE:  Vis  And  x  Kin  01  f-Gus  Uni  Specific  x 


syntax/ 

SEMANTIC:  I-R  I HJ _  I-C  I-A  x  I-E  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Two-choice  —  atrong  suggestion  for  kid  to  appreciate 
enlistment  to  avoid  conflict. 


CONS 


(“thank  ae  or  punch  ae  in  the  face") 

To  girl  friend  to  get  her  to  leave  kid  along ’while  in 
basic  —  refocuses  her  attention  fron  her  own  feelings 
to  welfare  of  boy  friend. 

("You’re  going  to  get  hia  in  trouble .. .") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  |  | 


I 

i 

I 

I 

I 

I 


I 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


l.D. :  Coder 


CROSS-RIF 


Purpose:  DIP  management _ 


Cycle:  Pros__  Rap___  Qual _  N&I _  F£BA_  Clo__  B-0 _  DEPjc  F-UP 

Setting:  Vsrious _  _ _ 


Bang*:  BEG  (p.  5  .  pars  3  line  )  END  (p.  5  .  pare  3  ,  line _ 

11.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  gave  to  look  out  for  PEPe,  help  then  whenever  they  need  it,  even  two  in  the 
•orning  if  they're  too  drunk  to  drive.  _  _ 


2  -  These  things  coae  back  in  the  fora  of  good  will  and  referrals. 


3  -  You  can  walk  out  in  the  community  and  do  a  survey  asking  people  about  hia 


or  the  Marine  recruiter  and  find  out  which  one  is  better. 


RULE:  1  -  Give  all  DEPs  hoae  phone,  have  then  call  collect  whenever  they  need  to,  if 
they're  too  drunk  to  drive,  or  whatever. _ 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


6 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. 9. :  Coder  2  S  H  SEQ  4  CROSS-REF _ _ 

Purpose:  Hie  attitude,  especially  toward  Pre-Q  end  its  importance _ 

Cycle:  Pros__  Rep_x  Qual_x  N41_  PIBA_  Clo_  B-0_  D£P__  F-UP__  M/A_>t  Oth _ 

Set  tint:  Office _ _ _ _ _ _ _ 

Bangs:  BEG  (p.  5  ,  pars  5  .  line _ >  END  (p.  S  ,  pars  1  .  line_ _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Whet'e  in  recruiting  for  hip  i»  faeter  promotion  and  the  ability  to  build _ 

an  Aray  the  way  he  aeea  it. 

2  -  We  got  enough  “dirt  bage”  in  the  Aray  —  criminals,  low  aentality,  non-HS _ 

trade ,  etc.  LooR  at  Rida  closely  Before  you  get  them  to  join. _ _ 

3  -  You  eay  have  to  work  with  people  you  enlist,  so  «aVe  sure  you  would  vent  to. 

4  -  If  you  catch  a  kid  in  a  lie,  he  nay  be  lying  about  other  things  as  well. _ 

3  -  When  they  threaten  the  kid  with  a  $10,000  fine  at  the  MEPS  they  nay  get _ 

information  from  him  you  didn’t.  It's  a  good  thing. _ 

RULE:  1  -  Don't  put  everyone  in  the  Aray,  just  those  who  are  worthwhile. _ 

2  -  Don’t  put  in  anyone  you  wouldn’t  want  to  work  with. 

3  -  Tell  kids  you  won't  lie  to  then  and  they  won't  lie  to  you, _ 

4  -  If  a  kid  lies  he’s  a  dirt  bag.  He  aay  lie  again.  You  have  to  be  careful. 

5  -  Don't  waste  tine  on  Kids  vho  lie  to  you. 

6  -  Know  the  people  you  put  in,  P*  on  a  first  pane  basis  — -  though  the  kids 
won't  use  it,  out  of  respect. 


SALES  DECISION  DECISION 


SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

1 

1 

s 

1 

1 

1 

2. 

1 

i  -  -! 

1 

1 

« 

3. 

I 

i 

1 

1 

1 

4. 

i 

i 

j  _ 

1 

• 

—  ! 

5. 

S 

! 

1 

i 

i 

i 

T 

1 

r~  i 

• 

6. 

1 

1 

i 

i 
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111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  hit  ways  of  getting  kids  fa  open  ay  and  be  truthful,  as  well  as 
his  strong  opinions  on  honesty. 


PREDICATE:  Vis _  Aud  x  Kin _  Olf-Cus _  Bos _  Specific 

SYNTAX/ 

SEMANTIC:  1-R _  !-<}  I-C  x  I-A  1-2,  p-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS :  C-LINK 


TECHNICAL  gSPLT  OR  OUTCOME 

lap  lies /suggests  Rail  odll  be  truthful  helping  out  with 
Pre-Q.  Also  "fcwiVr  sue"  —  rapport. 


("1  won' t  lie. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ;  - 

PATTERNS:  1  > 


A-349 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  H  SEQ  5  CROSS-RIF _ 

Purpoae:  DIP  nanagencnt,  nutual  reepect _ _ _ _ 

Cycle:  Fro* _  Rap  x  Qual _  tttl  FI  BA  CIo _  H-0 _  DIP  x  F-UP _  M/A _  Oth _ 

Setting:  Verio m _ _ _ 

Range:  BEG  (p.  8  .  para  3  ,  line  )  IND  (p.  11  .  para  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

RELIEF:!  -  It1*  ole  for  DIP*  to  u»c  your  firet  pane  though  they  never  do. 

2  -  You  have  to  earn  re*pect,  it  etarte  vith  rapport  on  the  firet  phone  call. 

3  -  Ten  year*  ago  a  recruiter  wa«  the  biggeet  liar  in  the  vorld.  But  the  Army 
ha*  turned  that  aronnd  vith  the  guarantee*,  college  fund,  etc.  New  respect 
for  recruiter*  i»  enhanced  by  word  of  mouth. 

4  -  Giving  kid*  ta»k«  help*  then  feel  a  part  of  the  Army.  Like  they  have  to  do 
their  job*. 

3  -  If  they  bring  their  friend*  in,  it  nean*  you’re  doing  your  job. _ 

RULE:  1  -  Tre*t  people  vith  rcepect  froa  the  fir«t  contact. _ 

2  -  Call  PEP*  by  la«t  name,  a*  they  would  be  called  by  drill  aergeant*.  March 
their  and  drill  then  the  «aac  as  drill  aergeant* . 

3  -  Have  the  help  out  in  the  office,  clean  up,  etc.,  after  partie*. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  1  11 

1  1 

1  1 

1  I 

1.  1  1 

1  I 

1  1 

1  | 

1  1 

i  ! 

2.  !  1 

r  5  : 

! 

:  i 

3.  !  I 

i  ! 

i  i 

i  i 

4.  !  I 

r  S  i 

1  1 

1  1 

t  1  I 

J  •  1  1 

- n - —  ■  "  i - 

i  i 

£  i  i 

V  a  I  | 

i 

- i - i 

|  1 

I  | 
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REPORT  TYPE :  _ PCW 

1.0. :  Coder  2  S _ H 


BLOCK 

DESCRIPTION 


CONTINUATION 


PROTOCOL  COPING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  H  SEQ  fe  CROSS-REF _ 

Purpose:  Whet  kids  sre  intereeted  in.  coabat  eras _ _ 

Cycle:  Pro*__  Rap_  Qual _  N&Ijc  FEBA _  Clo__  H-0_  DEP_  F-UP_  H/A__  Oth _ 

Setting:  _____ ___________________________________________________________________________ 

■nags:  BEG  (p.  11  ,  per*  3  .  line  )  END  (p.  12  .  pare  5  .  line_ _ > 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Mein  attraction  of  coabat  erne  i»  bonus  and  college  fund,  either-or. _ 

2  -  College  Ride  coning  in  soaetiaee  went  a  tvo-yeer  break,  help  with  loans, _ 

other  educational  benefit* . _ 

3  -  He  (end  othere)  could  do  anything  for  e  ihort  period,  even  if  he  didn't  like 

it,  for  the  benefits. _ ___________________________________________ 

4  -  Two  kinds  of  Icide  in  his  ares:  3A*»  or  they're  duaber  then  dirt  very 

little  in  between. _ _ 


BOLE: 


SALES  DECISION  DECISION 


SEQUENCE:  CYCLE 

1. 

STATE  ENTER  PRIMARY  PATTERN 

l 

1 

» 

_  _  J  _ 

STATE  EXIT  TEST 

1 

1 

s 

2. 

i 

I 

1 

1 

1 

3. 

l 

1 

1 

1 

1 

1 

• 

1 

4.  ! 

i  1 

!  I 

r  i 

i 

i 

i 

i 

s.  : 

i  1 

1  1 

\  I 

T 

i  « 

i  i 

i  i 

l  i  i - 1 

ii  ii, 

*  i  I  1  i  i 

i  i  i  i  ■ 

A-352 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  H  SEQ  7  CROSS-REF _ 

Purpose:  Prospecting  vith  DEPe _ 

Cycle:  Prosjt  Rap_  Quel_  NAI_  FEBA _  CIo__  H-0_  DEPjt  F-UP_  M/A_  Oth 

Setting:  Vorioue  _ _ _ _ 

Benge:  BEG  (p.  12  .  per*  7  .  line _ )  END  (p.  15  .  pare  1  line _ 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  PEP  activities  ere  very  inportent. _ 

2  -  It' a  good  to  teach  Ride  etuff  in  relaxed  atno sphere  before  they  actually 

ahip  out.  They  learn  better.  Helpe  then  get  a  eenee  of  the  Amy  and  what  it's 
like,  Gete  then  ahead  of  others  in  baiic. _ 

3  -  Feele  hie  DEPe  ere  about  2  weeks  ahead  of  othere  in  baeic. _ 

4  -  Getting  hie  kids  ahead  helpe  hie  career  at  well. 


RULE:  1  -  Call  up  DEPt  end  get  then  together  to  play  ball  or  other  thinge. _ 

2  -  Teach  kids  whatever  i«  available  fron  handling  weapons  to  filing,  potting 

regulations.  Marching,  etc.  Have  then  practice  in  front  of  a  nirror  if _ 

appropriate.  Teach  then  to  uee  the  conputer. 


SALES  DECISION  DECISION 

SEQUEBCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

1 

1 

1 

j 

i 

i 

i 

2. 

I 

1 

i 

i 

3. 

9 

_ _ ! _ 

• 

i 

4. 

1  1  1  ! 

i  :  : 

3. 

i  i  i 

•  i  i 

i  i  i 

6. 

1 

I 

1 

i  i  i 

i  s  : 

-i - 

i 

i 

« 

A-353 


REPORT  TYPE:  _ PCW _ 

I.D. :  Coder  2  S  B  SEQ  7  CROSS-REF 


BLOCK 

DESCRIPTION  CONTINUATION 


5  -  Soaetiaes  lectins  hie  DEP»  work  the  JOIN  for  their  friends  is  aore 


effective  then  hia  doine  it  —  then  he  cen  iust  follow  up  with  then 


leter.  Other  kids  cen  check  the  RPI  recks,  etc.  _ 


-  You  cen  help  e  kid  out  by  livins  bin  e  letter  to  teke  to  besic  _ 


training  to  hsve  his  sergeant  edd  to  his  file.  A  letter  froa  e  sergeant 


when  you're  e  private ,  aeens  soaething  —  cen  build  toward  e  promotion. 


r 


Ill.  COMMUNICATION  PATTERNS 

OVERVIEW:  Description  of  how  he  teaches  DEPa  to  do  certain  things  and  gets  then 
•head  of  otheri  In  basic  training.  He  teaches  them  office  procedures, 
bow  to  use  the  coaputer,  marching,  weapons,  and  gives  then  tasks  such  as 
handling  the  RPI  racks ,  distributing  inforaation  at  school.  etc. 


PREDICATE:  Via 


Aud _  Kin 


Olf-Gus _  Una  x  Specific 


syntax/ 

SEMANTIC:  I-R  z  I=Q  I-C  I-A  z  I-Z  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  SD  with  UV.  MF 


TECHNICAL  RESULT  OR  OUTCOME 

I 

{  Vague  statements  open  np  whatever  the  recruiter  wants 
!  to  suggest,  setting  large  fraae  for  hia  to  teach  kids 
!  in.  Now  do  this  task. 


("Soaeday  you're  going  to  learn  aoaething. . .") 
Keeps  it  light  so  they  can  learn  in  a  relaxed  way. 
("Play  with  the  coaputer...") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  !  ! 


I 


I 

I 

I 

I 


S 


A-355 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  B  SEQ  8  CROSS-REF _ 

Purpose:  DEFe,  prospecting  —  helping  out  at  fairs,  etc. 

Cycle:  Prosjr  Rap_  Qual__  FI&A__  Clo__  H-0_  DEPjt  F-UP__  M/A__  Oth__ 

Setting:  Various 

JUnge:  BEG  (p.  15  ,  per*  3  .  line  )  END  (p.  19  .  per*  7  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  It'»  good  to  nee  PEPs  to  help  ont  when  you  can't  do  everything  yourself  — 
like  et  feire  for  PR.  Henning  boo the  in  ehifte. 

2  -  It's  iaportent  to  get  as  nuch  exposure  *»  possible. 

3  -  Little  notee  on  cerde  cen  help  with  reeteurent  people  to  get  interest, _ 

waiters,  waitresses,  etc.  If  it  only  works  one  out  of  500  tines  it'e  worth  it. 

4  -  He’e  basically  e  country  boy  »o  he  cen  deel  with  fernere  reel  veil. _ 


RULE:  1  -  Get  DEPs  to  help  out  et  PR  functions.  Men  booths,  run  JOIN  uachinc,  work 
in  shifts ,  etc. 

2  -  When  you  go  out  et  night,  it  cen  help  to  veer  dress  uniform,  leave  cards, 

»tc.  in  reeteurente.  Leave  notee  on  Beck  of  cerde  to  get  interest , _ 

3  -  Anything  to  get  expoeure.  Walfc  around  town,  go  in  shops  on  e  nice  day,  etc. 

Go  to  parks,  bring  *  change  of  clothes  to  play  bell,  etc. _ 

4  -  Do  tone  thing  new  every  week. 


SALES  DECISION  DECISION 


SEQUENCE: 

1.  _ 

CYCLE  STATE  ENTER 

PRIMARY  PATTERN 

STATE  EXIT 

TEST 

1 

1 

1 

I 

J 

I 

» 

1 

l 

} 

1 

*  — 

1 

1 

1 

1 

II 

1 

1 

1 

1 

2.  , 

1 

1 

1 

1 

\ 

1 

• 

1 

f  ' 

-i - 

3. 

1 

1 

1 

1 

1 

1 

1 

i 

- 1 - , 

<  •  iii 

j.  i  \  i  ii 

**•  i  •  i  I  i 

f 

1 

1 - 

— 1 - 

5.  _ 

s 

1 

1 

1 

1 

1 

1 

< 

1  “ 

1 

1 

1 

6.  _ 

1 

1 

1 

1 

• 

t 

1 

1 

ill.  COMMUNICATION  PATTERNS 


OYEKVTEV:  Describes  DEP«  helping  out  at  tnmul  fair,  using  Golden  Knights  at  publicity 

for  community,  other  coapunity  involveaent.  Cot  bin  about  three  aonths _ 

worth  of  referral*.  Alto  has  used  Aray  band,  HP  teams,  heavy  construction 
equipaent,  etc,  for  PR. _ _ 


PREDICATE:  Vis _ 

And 

Kin 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

Olf-Gua  Uns  x  Specific 

1-A  I-E  P-C  *  Oth  S-CON 


PATTERN  OPERATOR  TECHNICAL  RPSULT  OR  OUTCOME 

COMMON  S 

PATTERNS:  S-CON  with  SD,  P  '  On  beck  of  cerda  left  notea  for  weitreaaea/veitera  in 

!  reatauranta.  Peaks  interest. 


RE-D 


("If  you  want  an  $8000  bonus,  call  ae.") 

Redirects  waitress  to  think  about  Aray  when  she  asks 
if  she  can  help  him.  Makes  a  light  introduction, 
prevents  tension. 

("...  you  can  help  by  joining  the  Aray.") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  ! 

PATTERNS:  !  i 


1 


I 

I 

t 


Ar-357 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.©.:  Coder  2  S  H  SEQ  9  CROSS-REF _ 

Purpose :  How  to  gain  rapport  with  strangers _ 

Cycle  Proa__  Bap_x  Qual__  NAI _  FEBA__  Clo__  B-0__  DEP_  F-UP_  M/A__  Oth 

Setting:  Out  in  field 

Benge:  BEG  (p.  20  .  pare  2  .  line  )  END  (p.  20  .  per*  6  ,  line _ 

21.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Just  striking  up  e  conversation  with  faraera  about  whet  they're  doing. _ 

planting,  plowing,  Bilking,  or  whatever,  gains  rapport.  Talking  about  the _ 

weather  is  relevant  to  thea, 

2  -  Thinks  it's  easy  to  deal  with  faraera  because  he  was  one. _ 

3  -  If  he  were  transferred  to  some  place  like  New  York,  it  would  be  hard  to 
comaunicate  at  first,  but  in  about  a  nonth  he  could  do  it.  Knows  he  can  adapt. 


RULE:  1  -  Talk  about  things  relevant  to  the  people  you  talk  with. 
2  -  Adapt  to  the  different  kinds  of  people  you  neet. 


SALES  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER 


DECISION 

STATE  EXIT  TEST 


PRIMARY  PATTERN 


PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

I.O. :  Coder  2  S  H  SEQ  10  CROSS-REF _ 

Purpose:  Maintain  M/A  deepite  circua»tence« _ _ 

Cycle:  Pros_  Rap_  Qual_  NAI__  FEBA _  Clo_  B-0_  DEP_  F-UP_  M/Ajt  Oth_ 

Setting:  _ _ 

Benge:  BEG  (p.  21  ,  pare  2  .  line _ )  END  (p.  23  .  para  i  ,  line _ ) 

21.  COMMUNICATION  STRATEGIES 


BELIEF:!  -  Timing  of  your  activities  ie  important.  A  lot  of  phone  firat.  aet  up  lots 


of  appointments  one  week,  then  do  them,  then  eet  ruvs  to  the  HEPS.  etc. 


-  Best  thing  USAREC  could  do  is  give  him  a  station  way  off  of  mission  —  he 


could  onl 


-  People  come  first.  Points  will  come  later  by  themselves.  Doesn't  reall' 


care  about  the  ring  and  gold  badge.  They're  nice,  but  not  that  important. 


-  Is  working  to  see  the  Army  be  the  way  he  wants  it.  develop  the  Army  of  to¬ 


morrow.  Commission  wouldn't  mean  anything  either. 


5 


DEPORT  TYPE:  _ PCW _ 

I.D.:  Coder  2  S  H  SEQ  10  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


protocol  coding  worksheet 


1.  BACKGROUND  INFORMATION 

I. D.J  Coder  2  S  S  SEQ  11  CROSS-REF _ 

Purpose:  Keeping  DEPa  motivated,  prepared _ _ 

Cycle:  Proe_  Repjc  Qual_  N4I_  FEBA _  Clo__  H-0 _  DEPjc  F-UP_  M/Ajt  Oth _ 

SeC ting:  Varioue _ _ 

Range:  BEG  (p.  24  .  per*  8  .  line _ )  END  (p.  23  .  per*  2  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

RELIEF:!  -  Looke  for  education,  dedicated,  Motivated,  poeitive  kide  with  integrity. _ 


RULE:  1  -  When  kide  ere  about  to  go  to  beeic,  give  then  the  ueaeage,  "Don' t  let  the 
baetarde  get  you  down,” 

2  -  Keep  in  contact  with  PEPe  all  the  time, 

3  ~  Takee  then  out  to  dinner  before  they  leave  for  basic  —  clears  up  last 
minute  queetions, 

►  _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

I 

1 

1 

1 

1 

1  1 

1 

1 

1 

"  . 1 . . . . . 

I 

1 

1 

1 

1 

• 

1 

™  ■  1 

• 

1 

1 

1 

1 

1 

1 

A-361 


III.  COMMUNICATION  PATTERNS 


OVERVTEV:  Describes  general  ideas  about  preparing  DEPs  right  before  they  lea ve^ - 

including  cm  of  a  Rid  who  he  thought  would  fail  but  graduated  atthe  to_£_ 

of  hi»  class.  —  - - 


PREDICATE:  Vis _  Aud _  Kin 


Olf-Cus  Una  *  Specific  _ 


STWTAX/ 

SEMANTIC:  I-R _  I-Q _  I-C _ 


1-A  X  I-l _  *-C _  oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 

Challenge  to  the  kid  to  straighten  up,  presupposes 
he  isn't  capable. 

C'Tou're  going  to  be  back  on  the  street...”) 


PATTERN  OPERATOR 

UNIQUE 

PATTERNS: 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


s 


I 


A-362 


■  - T  -  '  ^ — — — - 

PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  B  SEQ  12  CROSS-REF _ _ 

Purpose:  Being  publicity  —  the  Golden  Knighte _ _ 

Cycle:  Prosjt  Raj>__  Qual_  NAI_  FEBA_  Clo__  H-0_  DEP_  F-UP__  H/A__  Oth_ 

Setting:  Annuel  fair _ 

Benge:  BEG  (p.  25  .  para  4  .  line  )  2ND  (p.  26  ,  para  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Ihie  kind  of  publicity  vill  bring  the  Aray  into  a  conaunity  like  nothing _ 

ties. 

2  -  The  Aray  ien't  a  bunch  of  baby  killere,  gunfightere,  Tou  have  to  let  people 
know  that. 


III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  going  About  organising  for  Golden  Knights ,  And  the  response  he 
lot.  People  got  •  different  view  of  the  Aray  as  a  remit  of  thi»  kind 
cf  publicity. _ 


PREDICATE:  Vis 
SYNTAX/ 

SEMANTIC:  I-R 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  ! 

PATTERNS:  CEQ  with  C/D  i  Equates  job  of  Golden  Knights  with  his  job  as  a 

!  recruiter  —  i.e.  sends  a  aessage  that  everyone's  job 
!  is  iaportant  and  focuses  on  recruiting.  Everyone 
i  in  the  Aray  has  a  job  —  some  interesting.  This  breaks 
!  the  stereotypes. 


Aud  Kin  Olf-Cus _  Ons  z  Specific 

I-Q  z  I-C  I -A  X-E  P-C  z  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  !  ! 


A-364 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  H  SEQ  13  CROSS-REF _ 

Purpose:  Coupe ting  with  Air  Force  recruiter 

Cycle:  Proe_x  Rep  x  Quel _  NAIji  PEBA  x  Clo__  H-0 _  DEP _  P-UP _  M/A _  Oth _ 

Setting:  Applicent'e  house _ _ _ _ _ 

Benge:  BEG  (p.  26  .  pere  5  ,  line _ )  END  (p.  27  .  pare  l  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 
PATTERNS : 


■UNIQUE 

PATTERNS: 


Story  of  the  firet  pereon  he  recruited.  A  girl  who  wasn't  interested,  but 
he  drove  by  her  house  and  eaw  the  Air  Force  recruiter  there  to  he  pursued 
her.  Won  over  the  Air  Force  because  he  wes  able  to  show  her  the  contract. 


Vie _  And  Kin  01  f-Gui  Un» _  Specific 

I-R _  I-Q _  I-C _  I -A _  I-E _  P-C _  Oth _ 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


I 


i 

i 

i 

i 


I 

i 

i 

I 

I 

I 

I 

I 

I 

I 

I 


A-366 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


Coder 


S  H  SEQ  14  CROSS-REF 


Purpose :  Peeling  with  girls  end  the  different  approaches 

Cycle:  Pros_x  Rapjc  Quel__  N&I _  FEBA _  Clo__  H-0_  PEPjt  F-UP_  M/Ajt  Oth 

Setting:  Various _ * _ _ 


Rang*:  BEG  (p.  27  .  para  9  ,  line  )  END  (p.  28  ,  para  1  ,  line 

11.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  Save  to  refocus  a  lot  of  your  words  when  talking  to  a  girl  —  can’t  sa 
aoae  of  the  things  you'd  aay  to  a  guy. 

2  -  It  can  help  to  take  a  PEP  along  on  interviews. 

3  -  Recruiter's  wife  can  helo  out  in  office,  and  other  ways.  _ 


RULE:  1  -  Get  to  know  family  of  PEP  real  well. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


PROTOCOL  COPING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. 0. :  Coder  2  S  H  SEQ  15  CROSS-*ET _ 

Purpose :  Unusual  aethod*  of  closing 

Cycle:  Pro* Rap_  Qual_  NA1_  PE  BA Clojt  H-0_  DEP_  F-UP_ 

factiai:  Office,  kid's  hone,  sevcrsl  telephone  techniques  Also 

Rente:  BIG  (p.  30  .  per*  3  .  line _ )  END  (p.  32  .  pare  5 

II.  COMMUNICATION  STRATEGIES 

lEUPil  -  Soaetiaes  you  have  to  do  sonething  outrageous  to  tet  the  close. 

2  ~  Soaetiaes  it  is  good  to  push  kids  through  quickly, 

3  -  You  can  feel  if  a  kid  is  ready,  or  needs  to  be  pushed. 


BULK:  1  -  Make  the  kid  feel  special  if  you  want  to  push  the  close  a  little.  If  you 
can  get  hia  to  join  on  the  spot  it  can  be  worth  it. 

2  -  ABC  —  always  be  closing. 


SALES  DECISION  DECISION 

SEQDKVCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


III.  COMMUNICATION  PATTERNS 


OVEEVZXtf:  Describes  outrageous  behavior  designed  to  get  close.  Calling  station 

coaaander  at  1 ; 00  a. a.  to  check  on  availability  of  openings ,  to  look  like 
taking  special  aeasures  for  the  kid.  Other  examples  of  giving  kid 
•  lest  chance  opportuhity,  etc. _ 


PREDICATE:  Vis _ 

And 

Ein 

SYNTAX/ 

SEMANTIC:  I-R 

I-Q _ _ 

I-C 

Olf-Cus _  Dni  x  Specific 

I-A  I-E  P-C  Oth  S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  S-CON 


P 


TECHNICAL  RESULT  OR  OUTCOME 
Set*  up  close  —  conditional  close. 
("If  I  could  ...  would  you?") 
Two-choice  closes. 

("When  you  gonna  join?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAM PI  F 

UNIQUE  |  - - -  i  - 

PATTERNS:  •  ! 


I 

j 


A-369 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  H  SEQ  16  CROSS-REF _ 

Purpose :  H-0,  aostly  procrastination 

Cycle:  Pros___  Sap__  Qu*l Nil FEB  A Clojc  H-0_*  DEP__  F-UP M/A__  Oth 

Setting:  Various ,  office  aostly 

Boast:  BEG  (p.  33  .  par*  6  ,  line  )  END  (p.  37  .  para  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  If  kids  are  BS  graduates  their  PEP  usually  lasts  30-60  days,  not  a  whole 

pear.  It  would  be  tough  to  keep  thea  in  PEP  longer  than  that  if  they  have _ 

already  graduated. 

2  -  Have  to  get  kids  to  wove  on  things  or  they  nay  not  have  the  same _ 

opportunities  later. 

3  -  Kids  nay  need  some  tine  to  think  about  their  decision,  they're  young,  don’t 
know  whet  they  vent  to  do. 


BOLE:  1  -  Push  the  kid  a  bit  if  he  is  just  procrastinating. 

2  -  Never  pound  on  the  desk,  order  an  applicant  to  join,  etc. 

3  -  Answer  objections  as  directly  as  possible. 

4  -  If  a  kid  finishes  the  interview  and  has  no  objections  but  wants  to  think 

about  it  for  a  couple  of  weeks,  it's  ok.  Call  after  about  three  days  just  to 
check  in.  but  don't  ask  him  to  join  yes  (not  on  everyone  do  you  do  this).  With 
a  tough  sale,  do  it  and  set  up  another  appointaent  to  talk  about  new  things  if 
possible . _ 

SALES  DECISION  DECISION 


SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN 

1  1 

1  1 

1.  1  | 

STATE  EXIT  TEST 

s 

1 

s  I 

2.  1  1 

1 

1 

1 

•  I 

3.  i  - 

1 

1 

J  i 

j.  i  •  i 

1 

1 

• 

1  T"  j 

i  i  < 

4  >  i  I 

i  i  i 

1 

1 

1 

- 1  i 

•  I  >11 

X  1  I  1  II 

*•1  1  1  II 

A-370 


REPORT  TYPE:  _ PCW _ 

I.D. :  Coder  2  S  H  SEQ  16  CROSS-REF 


BLOCK 

DESCRIPTION 


CONTINUATION 


BELIEF:  I  4  -  If  you  nek  e  17-yeer-old  why  they're  going  to  college  they  usuell 

S  don't  know  the  enewer, _ ________ 

}  5  -  A  lot  of  recruitere  don't  eek  "why"  when  e  kid  eeye  he's  going  to 
!  college. 

!  6  -  College  isn't  wore  worthwhile  to  life  then  the  Amy . _ 


5  -  Aik  e  17-veer-old  why  they're  going  to  college  —  they  ueuelly  don't 


|  know  the  enever 


-  Keeo  contacting  kide  even  efter  they  eey  no.  Every  couple  of  weeks. 


every  nonth. 


-  Do  your  hoaework.  If  you  don't  know  ell  the  fects,  check  them  end 


then  cell  beck  end  neke  your  preeentetion  to  the  kid. 


111.  COMMUNICATION  PATTERNS 


OVEBVIKV: 


PREDICATE: 

stvzax/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Lengthy  discussion  of  objections.  Handling  procrastination  with  directness 
endchanging  of  frame  sixes.  Lota  of  UV'aT 


Vie  Aud _  Kin  Olf-Cua  One  x  Specific 


I-R  I-Q  I-C  3-A  I-E  x  P-C  x  Oth  S-CON 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

I 

CU  with  RS  S  I«pl iea  Army  if  snaller  were ion  of  life  •—  i.e.  if  you 

!  procrastinate  on  thia  you'll  continue  on  thing*  for 
S  "the  reat  of  your  life."  Direct  challenge  to  do  aomething 
!  now. 


C/D  with  RS 


Shows  "windows"  of  opportunity  for  enlistment,  giving 
kid  idea  that  he  should  make  choices  within  saaller  time 
francs  to  get  whet  he  wants.  Also  disputes  need  for 
college  by  saying  it  is  only  necessary  in  "certain  ways 
of  life." 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


I 


A-372 


REPORT  TYPE 


1.9.: 

COMMON 

PATTERNS 


PCW 


Coder  2  S  H  SEQ  16  CROSS-REF 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME 


HP  with  RS 

C-POST  wit h 
S-CON,  P,  C/FS 


Seat  as  above,  setting  frsae  aisee  to  suit  situation. 
Also  points  out  constraints  of  Any  systea. 

Conditional  closes  to  handle  objection/procrastination. 
Forces  kid  to  re-evaluate  tine  f rases. 


UV 


("Uhat's  the  difference  between  (0  days  and  30  days  ... 
or  even  151”) 

Lots  of  UV 's  to  keep  things  general  enough  for  flexibility 
probably.  Also  sounds  aore  official  auch  of  the  tine. 


A-373 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  B  SEQ  17  CROSS-REF _ 

Purpose :  Selling  the  Aray,  benefits 

Cycle  Pros _  Rap _  Qual _  NSIjc  FEBAjt  Clo _  E-0_  DZP__  F-UP_  M/A _  Oth _ 

Sotting:  Various 

Range:  BEG  (p.  37  ,  pars  3  line  )  END  (p.  39  ,  para  1  .  line _ ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  It*s  important  to  sell  the  whole  Aray,  not  just  a  job. 

2  -  When  kids  nafre  the  appointment,  it  means  they  have  thought  about  the  service 
at  one  tine  or  another,  serving  his  country. 

3  -  If  you  pin  a  kid  down  with  only  two  choices,  he'll  either  stop  you  vith  an 

objection,  or  agree  to  go. _ _ 


ROLE:  1  -  Sell  the  Aray,  not  just  a  job. 

2  -  Don't  sell  a  length  of  tine,  just  describe  then,  then  respond  to  the  kid 

-  from  there,  _ 

3  -  Tell  kids  about  the  educational  benefits,  opportunities ,  recreation,  right 
down  to  the  libraries, 

A  -  Ask  first  if  they've  thought  about  serving  their  country.  Probe  vhat  it 
■cans  to  then . 

5  -  Talk  to  kid  all  the  way  down  to  KEPS  to  prevent  QNE, 

SALES  DECISION  DECISION 

RXQOERCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


_ _ 

1 

j 

I 

1 

i 

1 

• 

l  I 

I 

A-374 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE: 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Discussion  about  FEBA  and  ref  railing  kid's  de»ire»,  redefining  service  to 
country,  why  to  ioin  the  Amy,  etc. _ 


Vi«  Aud _  Ein  Olf-Gus^^  Pai  »  Specific 

I~R_i_  I~Q  «  I-C _  I-A  x  I-E  P-C  z  Oth  S-CON 


PATTERN  OPERATOR 

S-CON .  with  MO, 
RE-D.  C-EX 


TECHNICAL  RESULT  OR  OUTCOME 

Shove  kid  how  he  *%iuet"  have  already  thought  about 
aervice  to  country,  whether  he  thought  of  it  that  way 
or  not. 


P  with  C/D 


Presuppoeee  the  kid  wants  to  join  and  for  specific 
reasons.  Also,  two-choice  closes. 


("Why  don't  you  join  the  Amy  for  what  you  want  to  join 
it  for?") 


N  with  SD 


finds  out  what  "service’'  weans  to  kid. 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


i 

I 


A-375 


PROTOCOL  CODING  WORKSHEET 

1.  BACKGROUND  INFORMATION 

X. D.S  Coder  2  S  B  SEQ  18  CROSS-REF _ 

Purpose:  Coes  through  the  recruiting  cycle 

Cycle:  Pros  x  Rep  x  Quel  MAI  »  PIBA  »  Clo  B-0  PEP  P-UP  M/A  Oth _ 

Setting:  Various 

Range;  BEG  (p.  40  .  pare  1  .  line  )  END  (p.  41  .  pare  3  .  line _ ) 

XI.  COMMUNICATION  STRATEGIES 

meriEE:!  -  Don't  have  to  identify  yourself  specifically  as  an  Arsy  recruiter  when 
calling  college  kids  —  they  already  know  that. 

2  -  If  you  present  the  college  fund  the  way  you’re  taught  in  the  school,  it  vill 
take  all  day. 

3  -  Believes  he*e  real  good  on  the  phone. 


MULE:  1  -  Treat  every  kid  different  depending  on  needs. 

2  -  Start  with  a  few  yes-no  questions. 

3  -  Don’t  introduce  the  college  fund  the  way  they  tell  you  in  the  school.  Be 

short,  sweet,  and  to  the  point.  Then  two-choice  close  for  appointment. _ 

3  -  Always  save  a  few  things  to  diecues  in  the  appointment  —  don't  tell  them 
everything  on  the  phone. 


SEQOSMCE 

1 

2 

3 

A 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


A-376 


PROTOCOL  CODING  VORKSBEET 


I.  BACKGROUND  INFORMATION 

Z.P.:  Coder  2  S  H  SZQ  19  CROSS-REF _ 

Purpose :  Kttabli.ehi.ng  rapport _ 

Cycle:  froe__  Bapjc  Qual _  NAI__  FEBA _  Clo—  H-0__  DEP___  F-UP__  M/A_  Oth _ 

Setting:  Various _ 

Range :  BEG  (p.  41  ,  para  7  .  line  )  END  (p.  43  .  para  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Thinks  he  gef  rapport  on  the  phone  before  they  even  cone  in. _ 

2  -  If  a  kid  answers  your  questions  real  quick,  it  real  tetpontive,  you  have _ 

good  rapport.  Voice  pitches  are  a  clue.  Asking  others  to  be  quiet  to  he  can 
hear  on  the  phone,  turns  off  the  radio  behind  bin,  etc.  Talking  a  little  louder 
is  also  a  clue  that  rapport  is  established. 


KULE:  1  -  Never  gets  up  vhcn  tone one  cones  in  until  he  nakes  sure  they  are  in  the 
right  place.  Then  get  right  up  and  shake  his  hand. 

2  -  If  a  kid  answers  your  questions  real  quick,  is  real  responsive,  you  have 

good  rapport. _ 

3  -  Skips  around  in  the  interview  to  try  out  the  kid,  maintain  rapport. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 


1. 

1 

! 

_ ! _ 

2. 

3. 

4. 

5. 

. 

6. 

_ 

1 

_ 

A-377 


PROTOCOL  COD IMG  WORKSHEET 


2.  BACKGROUND  INFORMATION 

I.D.J  Coder  2  S  B  SEQ  20  CROSS-REF _ _ 

Purpose:  Being  JOIN,  SMAATTRESS,  finding  interests,  inc . _ _ _ _ 

Cycle:  Proe___  Rep _  Quel _  Nil_x  fIBA_*  Clo__  B-0__  DEP__  P-UP_  M/A__  Oth  __ 

Setting:  Office  _ _ 

Benge:  BEG  (p.  43  .  pere  3  .  line  )  END  (p.  46  ,  per*  3  .  line _ _) 

21*  COMMUNICATION  STRATEGIES 

BELIEP;!  -  JOIN  ie  e  good  tool.  Aleo  SMAATTRESS. 

2  -  Aray  cen  always  be  favorably  compared  to  bueineee,  other  ereee  of  life. _ 


BOLE:  1  -  Use  SMAATTRESS  to  find  top  three  intereete,  prioritise  then,  probe  e  little 
bit,  take  notes,  some tines  show  the  video  on  each  one. _ 

2  -  Always  ahow  the  college  fund  video  if  education  ie  inportant, 

3  -  Never  above  the  service  to  country  video  —  explaine  that  himself. _ 

A  -  Personalise  presentations,  use  whatever  visuals  you  need. _ 

3  -  Asks  Kids  vhat  SMAATTRESS  points  nean  to  the  kid  to  tailor  presentation. 


SALES 

BRQUXUCt:  CYCLE 

1. 

DECISION 
STATE  ENTER 

DECISION 

PRIMARY  PATTERN  STATE  EXIT  TEST 

1  !  : 

l  t  : 

1  !  ! 

2. 

i  !  ! 

-  -  I  j  ! 

3. 

1  j  ! 

A. 

1  1  I 

1  1  8 

-  - 1 -  1  ! 

5. 

I  i  ! 

6. 

— 

*  1  I 

-  - - 1 _ _ * 

A-378 


III.  COMMUNICATION  PATTERNS 


OVEKVTEV: 


PREDICATE 

SYNTAX/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Civc»  several  good  examples  of  how  he  tailor*  hie  presentation  of  benefits 
to  kids.  Talks  about  which  videos  he  uses.  using  SMAATTRZSS,  etc. _ 


vi» _  And. _  _  Olf-Cua _  Una_x_  Specific 

*  I~Q  I-C  I -A  I-g  P-C  *  Oth 


PATTERN  OPERATOR 
C/D 

N  with  SD 


CU  with  M-4, 
R/S 


TECHNICAL  RESULT  OR  OUTCOME 

Chunks  down  to  most  important  needs  end  interests. 

Finds  out  whet  "service "money,"  "job  setisfsction ," 

*tc*  to  kid.  Allows  hia  to  teilor  his  presentation. 

Comperes  Aray  renk  structure  to  advancement  in  any  other 
business.  Also  says  the  president  didn't  start  out  that 
way,  he  started  as  an  actor.  Same  pattern  bud  adds  a 
little  humor  to  soften.  Uses  the  clock  as  a  visual  aid 
in  explaining  rank  structure. 


PATTERN  OPERATOR 


TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 


A-379 


REPORT  TYPE: 


PCW 


I.D.:  Coder  2  S  B  SEQ  20  CROSS-REF 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-POST 


C-POST  with  MF, 
M-4 


TECHNICAL  RESULT  OR  OUTCOME 

Sets  up  polarity  response  so  he  can  find  out  what  job 
satisfaction  weans  to  kid. 

("...is  that  what  it  weans  to  you?") 

Sets  frawe  of  both  of  thaw  being  intelligent  people, 
which  allows  hin  to  dewand,  and  elicit,  intelligent 
answers.  Says  kid  would  be  able  to  answer  these 
questions  in  BS,  so  he  should  now.  Challenges 
intelligence. 


R/S  with  C/D 


Believes  in  “partying  and  soldiering"  but  "you  can't 
do  both."  Cives  kid  a  sense  of  priorities  and 
responsibilities.  Sets  up  discussion  of  recreation  that 
is  available  in  Any. 


A-380 


PROTOCOL  CODING  WORKSHEET 


I 

1.  BACKGROUND  INFORMATION 

I. 9.:  Coder  2  B  H  NZQ  21  CROSS-REF _ _ 

Purpose :  8pa:ific  closing  techniques,  especially  aTonad  procrastination _ 

Cycle:  Pros _  R*P_  MI _  FE1A__  Clo_x  DEP_  F-UP__  M/A_  Oth _ 

t  Setting:  Various _ 

Range:  BEG  (p»  46  .  pare  5  .  line  )  XXD  (p.  30  .  per*  >  .  lin« _ ) 

II.  COMMUNICATION  STRATEGIES 

p«rgF»l  -  Doesn't  like  to  pressure  •—  prefers  gently  s taped  two- choice  close. 

2  -  It*  a  good  to  ft  the  kid  to  join  right  after  the  test,  set  «p  as  part  of 

the  close. _ 

3  -  Kids  will  have  better  chance  of  getting  the  job  they  want  if  they  don’t  wait 
too  long  to  join. 


RULE:  1  -  Use  the  test  for  a  “kill*'  to  close,  if  appropriate. 

2  -  Don* t  just  give  the  test.  Get  the  close  first. 

3  -  Before  the  kid  leaves,  get  something  fron  hin.  the  close  if  possible.  Get 
birth  certificate,  s.s.  card,  school  i.d.,  etc. 

A  -  Keep  talking  Aray  all  the  way  to  the  MEFS. 


SALES 

SEQUENCE:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

' 

DECISION 

STATE  EXIT  TEST 

1  ! 

1 

1  _  ! 

2. 

!  ! 

1  : 

3. 

:  : 

I  ! 

4. 

!  i 

•  i 

«  i 

5e 

_ 

_ 

«  i 

i  i 

f  ! 

i  i 

III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  using  te»t  at  a  doting  device.  Always  gets  soaething  from  the 

bid  when  he  clotet,  a  «.».  card,  birth  certificate,  or  soaething,  It  forces 
the  kid  to  come  back  to  he  can  follow  upon  the  close ^  etpeciallyif  the  kid 
bet  second  thoughts.  Several  demonstrations  of  handling  procrastination. 


PREDICATE:  Vis _ 

Aud 

Ein 

Olf-Cus _  Uns  x  Specific 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C  x 

I-A  x  I-E _  P-C  x  Oth 

PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

I 

I  Two-choice  closet. 


COMMON 

PATTERNS:  P 


C/D  with  R/S 


CE 


Costs  the  taxpayers,  ay  tax  aoney,  to  give  test  — 
prevents  kid  froa  just  taking  test  to  see  how  he  does, 
gives  him  a  sente  of  its  iaportance.  Chunks  down  tiae 
sequence  as  well. 

Leverage  for  a  quick  decision. 

("The  longer  you  wait,  the  less  the  jobs  are.”) 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  i 

PATTERNS:  !  ! 


] 


A-382 


BE PORT  TYPE: 


PCW 


I.D.s  Coder  2  S  B  SEQ  21  CROSS-REF 


PATTERN  OPERATOR 

COMM OH 

PATTERNS:  A-OUT 


TECHNICAL  RESULT  OR  OUTCOME 


I 


Point*  out  that  if  they  wait  to  join  after  they 
graduate,  they  will  be  in  a  different  category, 
a*  flexible. 


not 


A-383 


PROTOCOL  COPING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X.P.:  Coder  2  S  B  SEQ  22  CROSS-REF _ 

Purpose:  Pr*P*r^n8  Rid  for  ME  PS 

Cycle:  Pro* Rap_  Quel Nil FT  LA Clojt  B-0_  DEP F-UP K/A_  Oth _ 

Setting:  Office 

Benge:  BEG  (p.  51  .  pern  2  .  line  )  END  (p.  38  ,  pere  6  .  line _ ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Ride  need  to  have  phyeicel  forne/problem  cerefully  explained  to  then. _ 

2  -  The  beet  trey  to  get  through  the  physical  i>  to  keep  roar  nouth  ehut.  Doctor' s 
job  et  MEPS  ie  to  find  tone  thing  vrong  to  disqualify  kid, 

3  -  If  you  brief  the  kid  you  cen  prevent  hin  frog  getting  e  "brain  creap"  when 
Be  gete  to  the  floor,  end  die qualifying  hiaself  needlessly. 

4  -  A  kid  cen  do  whatever  he  wants  et  HEPS,  reed  ell  the  contrecte,  heve _ 

pictures  taken,  etc. 


RULE:  1  -  Heve  kid  fill  out  pre-screen  firet  —  pointing  out  eny  questions  that  he 
night  heve  to  answer  yes  to  (phyeicel). 

2  -  If  phyeicel  probleas  aren’t  verified  by  doctor,  they  aren't  inportent/reel . 
I.e.  just  beceuee  non  eeid  eo  doesn’t  neke  it  reel  «■—  only  doctor  cen  verify 
probleas . 

3  -  Brief  kid  on  way  down  to  MEPS  on  anything  speciel  he  hes  to  be  aware  of  — 

nakes  notes  ahead  of  tine  on  eech  kid. _  _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

'  '  t 

1 

1 

1 

i 

f 

1  " 

1 

l 

1 

2. 

! 

j 

3. 

1 

! 

i 

4. 

I 

! 

i 

3  1 

1 

I 

3. 

«. 

1 

•  i 

! 

I 

1 

A-384 


yew 

S  H 


SEQ _ 22 


CROSS-REF 


Y 


REPORT  TYPE: 
I.D.J  Coder 


SLOCK 

INSCRIPTION  CONTINUATION 


BELIEF: 


S  -  Guidance  couneelore  «t  HEPS  ere  good  mye,  but  they  ere  under  e  lot 
of  preeeure,  eepecielly  tioe.  So  tou  ehould  warn  the  Ride  about  thet 
before  they  go  down.  _ _ 


RULE: 


4  -  Pee  eny  tricke  you  need  to  get  kid  to  be  thoro\igh  with  hie  informa¬ 
tion.  Including  ueing  another  recruiter  to  help  brief  hia  separately. 
Score  tec t ice  if  neceeoory. 

5  —  Give  defiled  description  of  MEPS  procedure!  before  they  go  down. 

Tell  thea  to  get  in  the  front  of  the  line  when  poeeible  so  the  proceet 
von't  take  quite  eo  long. _ 

6  -  Tell  kide  not  to  join  if  they  don’t  get  whet  they  went. 


III.  COMMUNICATION  PATTERNS 


ovz&vnv: 


predicate : 

mux/ 

SEMANTIC: 


COMMON 

PATTERNS: 


UNIQUE 

PATTERNS: 


Lengthy  description  of  how  he  prepares  kids  for  going  to  HEPS.  Makes  sure 
they  have  ao  physically  disqualifying  problems.  Uses  little  tricks  to  get 
thea  to  confess  to  thinge,  or  aake  eure  they  have  nothing  to  hide.  Often 
bet  another  recruiter  brief  kid  aa  well.  Fille  them  in  on  the  procedure* 
at  KEPS. _ _  _ 


Vie  Aud  x  Kin  Olf-Cua  Pm  x  Specific 


I-R _  I-Q _  I-C  x  I -A _  I-E  x  P-C  i  Oth  S-CON 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

j 

HEG-Q  with  C-II  ]  Gets  kid  to  be  boneet  and  think  through  anything  that 
S  could  disqualify  hia  at  MEPS.  Suggests  soaeone  else 
'  told  recruiter  soaething  different  than  kid,  to  get  kid 
2  to  be  sure  to  be  honest. 


C£  with  MR 


("Sure  you’re  not  lying...?") 

Tells  kid  what  to  think  about,  and  what  to  forget, 
before  going  to  MEPS. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OS  OUTCOME  EXAMPLE 


A-386 


U  H 


REPORT  TYPE 


PCW 


I.D.:  Coder  2  S  H  SEQ  22  CROSS-REF 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 


ATHENS:  S-CON 


Telle  kid  if  he's  disqualified  for  soaething  he  didn't 
tell  about  before  going  to  HEPS,  he'll  have  to  valk  hoae 
—  a  real  aotivator.  Also  to  get  the  kid  to  tell  the 
guidance  counselor  what  he  wants  in  a  job. 

("...if  you  don't  tell  hia  what  you  want,  he'll  tell  you 
what  you  want.") 


I 


A-387 


PROTOCOL  CODING  WORKSHEET 


2.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  B  SEQ  23  CROSS-RIF _ 

Pnrpoit:  Bundling  DEPs,  jetting  referrals  fron  then _ _ 

Cycle:  Pro* _  Rap_  Qual_  NAI_  F1BA__  Clo__  H-0_  DEP_x  F-UP__  M/A__  Oth_ 

Setting:  Various 

leagc:  BEG  (p.  58  .  pare  9  .  line  )  END  (p.  <2  .  pare  7  .  line _ ) 

21.  COMMUNICATION  STRATEGIES 

BELIEF : I  -  Have  to  continually  encourage  DEPe. 

2  -  Have  to  continually  aotivate  DEPe ,  get  then  Co  bring  referral! ,  etc. _ 

3  -  You  can  nee  peer  pressure  coape  tit  ion,  to  get  Ride  to  bring  referral*. _ 

Prefers  working  with  DEPe  in  a  group  for  thie  rear  on. 


BULB:  1  -  On  the  way  back  froa  HEPS  keep  encouraging  then.  Make  sure  they’re  happy 
vith  the  decision, 

2  -  Advise  them  on  preparing  for  basic,  getting  in  shape,  etc. 

3  -  DEPs  have  to  bring  in  referrals. 

A  -  DEPs  have  to  stay  in  touch,  even  if  they  are  away  for  the  manner, 

3  -  Use  peer  pressure,  other  Motivators,  to  get  DEPs  to  bring  in  referrals. 


SALES  DECISION  DECISION 

liqOXNCX:  CYCLE  STATE  INTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

2. 

3. 

-  ~  - 

A. 

_ 

5. 

s 

_ _ J _ 

6. 

I  !  ! 

S 

A-388 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  PwribH  the  kids  entry  into  PEP  program,  how  he  prepare!  him.  Shows  a 

video  on  basic,  gives  advice  to  get  in  shape,  get  playing  out  of  his  system/ 
etc.  Sende  them  letters  in  military  jargon  velcoming  them  to  the  PEP 
program,  telling  then  vhen  to  report  for  pertiee,  etc.  Discusses  differen¬ 
tiating  kide  vho  get  referrale  from  those  vho  don't. 


PREDICATE:  Vis _ 

And 

Kin 

SYNTAX/ 

SEMANTIC:  I-R 

1-Q_ 

I-C 

Olf-Cus  One  x  Specific _ 

I -A  x  1-E  x  P-C  Oth  S-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-POST 


TECHNICAL  RESULT  OR  OUTCOME 
Used  to  prevent  buyer's  remorse. 


("Are  you  sure  you're  happy?*') 


P 


Makes  sure  the  kid  will  be  ready  vhen  it  is  time. 

Also  illusion  of  choice.  Lots  of  other  presuppositions. 


("...get  all  the  playing  out  of  you.") 


("I  don't  care  hov  many  referrals  you  bring  in.") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  !  ! 


A-389 


REPORT  TYPE.' 


FCW 


2.0. :  Coder  2  S  B  5EQ  23  CROSS-REF 


PATTERN  OPERATOR 

comcw 

FATTtRXS:  5 -CON 


MO 


TECHNICAL  RESULT  OR  OUTCOME 

Telle  hi*  consequence*  of  bringing  in  referrals  — 
promotion.  Al*o  the  consequence*  of  not  bringing  then 
in. 

Used  to  notivete  DIP  to  bring  in  others. 

("You  nr*  'directed'  to  bring  et  least  one  referral . . .") 


A-390 


PROTOCOL  CODIIIG  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  B  SIQ  24  CROSS-RIF _ _ 

Purpose :  RAP  and  FEBA  with  people,  or  relatives  of  F  vith  prior  service _ 

Cycle:  Pros Rep  x  Quel  K&I  FI  BA  x  Clo__  B-O  DIP  F-UP M/A Oth 

Sett lag:  Office 

■mage:  BEG  (p.  63  ,  per*  13  ,  line  )  END  (p.  65  ,  per*  2  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  Fenele  prospect  vith  a  brother  who's  prior  Arny,  have  to  check  out  brother's 
Attitude.  Girl  vill  undoubtedly  check  whet  recruiter  eeye  vith  brother.  May 

have  to  sell  both  of  then.  Sell  the  girl  through  the  brother. _ 

2  -  Sonetiaee  proepecte  will  feel  unconfor table  with  extra  people  in  the  room. 


MULE:  1  -  If  you  eenee  die  comfort  became  there  are  too  uany  people  around,  becV  off 
for  a  vhile  and  reechedule  a  uore  private  appointment. 


SALES  DECISION  DECISION 

SRQUXNCI:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

1 

1 

I 

i 

s 

i 

2. 

! 

j 

j 

i 

3. 

i  1 

i 

i 

i 

4. 

!  I 

1 

i 

i 

i 

5. 

! 

1 

! _ _ _ ! 

i 

i 

i 

6. 

1  1  !  ! 

_ S _ ! _ i _ : 

III.  COMMUNICATION  PATTERNS 


OVERVIEW:  Begins  description  of  «  girl  vhose  brother  was  prior  Aray,  and  how  he  backed 
off  because  there  were  too  »any  people  around. 


PREDICATE:  Vis _ 

And 

Bin 

SYNTAX/ 

SEMANTIC:  I-R _ 

I-Q _ 

I-C 

PATTERN  OPERATOR 
COMMON  } 

PATTERNS:  ! 


Olf-Gus  Ons  Specific 

I-A _  I-E _  P-C _  Oth _ 

TECHNICAL  RESULT  OR  OUTCOME 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  i  j  - 

PATTERNS:  | 


I 


A-392 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  H  SEQ  25  CROSS-REF _ 

Purpose:  Qiaracteriatice  neceeeery  to  uaintain  •  good  sttitude _ 

Cycle:  Pros _  Bap_  Qu*l__  MI_  PEBA_  Clo_  H-0 _  DEP_  P-UP _  M/A_x  Oth _ 

Setting:  a _ _ _ _ _ _ _ 

Benge:  BEG  (p.  65  .  pare  A  ,  line _ )  END  (p.  67  .  per*  2  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  You  uuet  believe  in  youraelf.  have  confidence. _ 

2  -  You  uuet  uae  your  own  style. _ 

3  -  Feeli  he  could  teach  eoaeone  else  to  be  a  daan  good  recruiter. _ 

4  -  Used  to  be  uore  formal,  like  a  robot  —  now  has  looeened  up  and  imitates _ 

tide  uore.  More  jokee ,  pcraonal  etyle.  Docent  have  to  talk  to  as  a  any  people. 

3  -  Hie  wife  helped  hia  with  hie  phone  approach  by  lietening  and  giving  him _ 

feedback. 


BBLE:  1  -  Don’t  do  everything  by  the  book.  Adapt  your  o%m  etyle  to  the  job. 
2  -  Act  like  recruite (  walk  like  then,  talk  like  then,  etc. 


SEQUENCE: 

1. 

2. 

3. 

4. 

5. 


SALES  DECISION  DECISION 


CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1  l 

1  J 

1  1 

i  i 

I  i 

I  i 

1  ! 

i  ! 

1  ! 

;  : 

1  ! 

!  i 

!  ! 

6 


A-393 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.J  Coder  2  S  H  SEQ  26  CROSS-R£F_ _ 

Purpose:  Rapport  end  approach  to  finding  intereete 

Cjrcle:  Pro«_x  Rap_*  Qual _  NAI_x  FEBA _  Clo _  H-0 _  DIP _  F-U? _  M/A_  Oth _ 

Setting:  Phone  oostly _ _ 

Range:  BEG  (p.  70  ,  pare  9  .  line  )  END  (p.  72  .  per*  2  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Recruiters  shouldn't  beet  around  the  bo»h  with  >  tough  question,  they  should 

just  answer  it  straight,  even  over  the  phone  in  the  initial  contact. _ 

2  -  801  of  the  Ar ay  j»  in  Europe,  so  the  chancee  are  a  recruit  will  go  there  at 
some  point  in  hie  career.  Mo»t  people  go  on  their  first  turn. 


SOLE:  1  -  Answer  questions  directly. 

2  -  If  a  kid  aeke  if  he’ll  be  going  to  Europe,  tell  hin  probably  eo,  even  over 
the  phone . 

3  -  Don't  juet  uh-huh  the  kid  to  death,  dig  into  what  he  saye»  Care  about  the 

guy  enough  to  eetablieh  rapport  and  find  out  sone  thing  about  him. _ 

A  -  Atk  kids  why  they  are  going  to  college,  do  they  know  that  they  can  go  for 
an  ROTC  scholarship  while  they're  in  the  Array . 


tQUERCX; 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


TEST 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  H  SEQ  27  CROSS-REF _ _ _ 

Purpose:  Bopport,  poeitivity _  _ _ 

Cycle:  Pro»_  Rep_x  Qu*l__  NAI_  FEBA _  CIo_  H-0_  DEP_  F-UP_  M/Ajt  Oth 

Setting:  Phone,  office _ _ _ _ _ 

Benge:  BEG  (p.  73  ,  pore  1  line _ )  END  (p.  73  .  pere  10  .  line _ 

II.  COMMUNICATION  STRATEGIES 

pFT,nnr«i  -  You  con  heer  if  eoneone  ie  positive  or  negative  about  their  job  eo  it  ie 
inportent  to  sound  poeitive  to  be  e  good  recruiter. 

2  -  If  e  recruiter  ie  reaoved,  they  should  get  hin  out  right  ewoy. 

3  -  Kids  cen  tell  if  you* re  in  e  hurry. 


BOLE:  1  -  Sound  positive  on  the  phone. 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.!  Coder  2  S  E  SEQ  28  CROSS-REF _ 

Purpose :  School  prospecting _ 

Cycle:  Pro«_x  R*p_  Quelji  MI_  FEBA_  Clo_  H-0__  I*P__  F-U?__  M/A_  Oth _ 

Setting:  School  . 

leage:  BEG  (p.  74  ,  pete  6  .  line  )  END  (p.  75  .  per*  1  »  lift*  _ ) 

II.  COMMUNICATION  STRATEGIES 

nirirpir:!  -  Don't  have  quite  enough  tiee  to  do  e  good  interview  in  school. 

2  ~  Tou  should  get  two  eppointeente  out  of  the  one  in  the  school. 

3  -  School  ien't  good  piece  to  recruit  become  other*  ere  wtching  —  peer _ 

preeeure  can  ceuee  problem. 

4  -  Prefers  eppointaente  et  kid'e  house,  accett  to  non  end  ded,  privacy,  etc. _ 


ROLE:  1  -  Spend  «  little  tiae  vith  the  kid  in  echool,  bat  echedale  another  appointment 
to  cover  more  staff. _ 

2  -  In  echool  just  APPLE MENS  then.  Pre-Q,  end  SMAATTRESS,  build  interest. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


• 

1. 

i  : 

i 

I 

2. 

i  : 

_ _ 1 _ : 

3. 

i  1 

1  '  : 

JS 

e 

1  i  : 

!  !  ! 

— 

5. 

i  i  i 

•  -  -  i  t 

- 1 - 

1 

;  :  : 

6 


i 

I 


III.  COMMUNICATION  PATTERNS 


o VERvrrv: 


PUDICATX:  Til _  Aud  Kin  Olf-Cuj _  IJqj _  Specific 

STNIAX/ 

SEMAKTIC:  I-R  I-Q  I-C  I -A  I-E  P-C  Oth 


COMMON 

PATTERNS: 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

} 

RE-D  )  Getc  Kid  to  Agree  to  Another  Appointment  out  of 

1  " corns  on  eourteey." 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  |  | 

PATTERNS:  !  ! 


A-397 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. B.j  Coder  2  S  B  SEQ  29  CROSS-REF _ _ _ _ 

Purpose:  Maintaining  attitude,  projecting _ _ _ _ — 

Cycle:  fros_*  Rap_  Qual__  MI_  FEBA _  Clo^  B-0__  DEP_  F-UP_  M/Ajt  Oth _ 

Setting:  Voriom  _  _ _ 

JUnge:  BEG  (p.  76  .  pare  1  line _ )  END  (p.  78  .  P*ra  1_ __  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Would  heve  to  lieten  to  •  recruiter  on  tvo  different  occasions,  *  couple 
month*  apart  to  decide  if  he  wee  good,  sticking  to  bed  habits,  etc.  _ 

2  -  A  lot  of  guys  don't  pay  attention  to  advice. 

3  -  You  got  to  be  smarter  than  the  guy  on  the  other  end  of  the  line. 

4  -  A  bed  recruiter  vill  make  lots  of  appointnents  but  people  won't  keep  then. _ 

A  good  recruiter  vill  make  25  appointnents  and  conduct  24  of  then.  He  can  feel 

if  the  kid  is  going  to  show  up  or  not.  Bad  recruiters  spend  about  a  ninute  on 
the  phone  setting  up  the  appointment. 

RULE;  1  -  Identify  yourself,  establish  rapport,  ask  fact  finding  questions,  deliver 

a  sales  message  (but  rot  the  way  they  teach  it  in  the  school),  confirm  appoint¬ 
ment.  Docent  ask  for  a  referral  unless  the  kid  doesn’t  agree  to  an  appointment 
—  but  have  to  feel  out  the  kid  anyway. 


SALES  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER 

1 

1 

1.  i 

PRIMARY  PATTERN 

DECISION 

STATE  EXIT  TEST 

1  ! 

1  ! 

1  1 

1  1 

1 

2.  } 

1  i 

1  ! 

J 

3.  I 

S 

1  : 

! 

4.  ! 

i  i 

i  i 

i  » 

_  i  » 

5.  ! 

» 

l  i 

1  l 

l  i 

! ' 

6.  !  ! 

!  < 

_ ! _ 1 

A-398 


III.  COMMUNICATION  PATTERNS 


OVERVIEW: 


PREDICATE:  Vi* _  Aud _  Kin _  Olf-Gu* _  Un«  x  Specific 

SYNTAX/ 

SZMAimC:  I-R  I— Q  *  I-C  I -A  *  I-E  P-C  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  j 

PATTERNS:  P  with  MO  I  Motivetion  for  a  referral. 

I 

f 

!  ("You  gotta  know  aoneone  who  i*  interested. . .") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  J  J  - 

PATTERNS:  j  • 


I 

I 

I 

i 

i 

I 


A-399 


PROTOCOL  CODING  WORKSHEET 


i.  background  information 

Coder  2  S  B  SEQ  30  CROSS-REF _ 

Purpose:  Giving  epecchet  for  pro»pecting 

Cycle:  Pros_x  Rap_  Qu*l_  N4I_  FEBA _  Clo__  H-0_  DEP__  F-UP^ 

Setting:  School*,  youth  organisations ,  etc. 

Range:  1EG  (p.  80  .  pare  5  ,  line  )  END  (p.  80  .  P*ra  3 

XI.  COMMUNICATION  STRATEGIES 
RELIEF: _ 


ROLE: 


1  -  For  basic  information  epeech  he  doe*n*t  need  nuch  preparation.  For 
■ore  unusual  setting  (PAR)  need  to  practice  about  a  nonth. 

2  -  Look.*  up  word*  he  doctn't  know,  practice*  at  hone,  etc. 


a  bx 


SALES  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


W - - — - -  -  y  —  »  »  -  ■  ■■  muv^rn 

r 


PROTOCOL  CODING  WORKSHEET 

i.  background  information 

I. D.:  Coder  2  S  H  SZQ  31  CROSS-REF _ 

Purpose:  Pre-Q  on  the  phone _ 

Cycle:  Pros_  Rap_  Qual_x  H&I_  FEBA _  Clo_  B-0_  DEP_  F-UP_  M/A__  Oth _ 

Setting:  Phone _ 

Renee:  BEG  (p.  81  .  per*  6  .  line _ )  END  (p.  82  t  per*  2  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

«rrnry;i  -  Pre-Q*a  on  95X  on  the  phone. 

2  -  Know  eoet  of  the  kids  in  the  high  school  anyway. 

3  -  OK  to  skip  around  in  Pre-Q,  different  order  of  things  with  different  hide. 


RULE:  1  -  Pre-Q  on  height,  weight,  date  of  birth,  piece  of  birth,  nedical,  lew 
violations . 

2  -  Will  sec  soneone  far  away  or  20  pounds  overweight. 

3  -  Ask  nsjor  medical  questions;  asthne,  rheumatic  fever,  allergies,  broken 
bones,  hepatitis,  glasses,  braces,  etc. 


SALES  DECISION  DECISION 


SEQUENCE:  CYCLE 

STATE  ENTER  PRIMARY  PATTERN 

STATE  EXIT 

TEST 

1 

1 

1 

1 

1 

1 

1 

1.  1 

1 

1 

1 

1 

1 

1 

2.  1 

1 

1 
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A-401 


PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S  H  SEQ  32  CROSS-RIF _ _ 

Purpose :  Time  mmnsgement,  handling  demende  of  job,  M/A _ _ _ _ _ _ 

Cycle;  Pro» R«p_  Qu*l_  WI_  IT  BA Clo__  H-0__  DEP_  F-UP__  M/Ajt  Oth _ 

Setting:  Vmrioue _ 

Image:  BEG  (p.  62  .  perm  4  .  lime  )  END  (p.  85  ,  pare  1  .  lioe  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF -  Becroitere  need  to  roll  with  the  punchee,  it'e  m  demanding  job. _ 

1  -  Recruiters  should  look  back  on  whet  their  recruiter  told  them  when  they 

joined. _ 

3  -  Weed  eelf-confidence,  end  their  own  style,  belief  in  the  product  —  Army _ 

il  the  beet  thing  around. _ 


RULE;  1  -  Recruiter  i»  the  Army  in  hie  town  —  her  to  keep  good  eppeerence. 

2  -  Recruiter  mey  hove  to  work  every  dey  whatever  schedule  it  necessary, 

3  -  Roll  vith  the  punchee.  Don't  let  the  beeterde  get  you  down. _ 

4  -  Don't  emndbag,  hold  guye  over,  tomorrow  mey  never  come. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


!  : 
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A-402 


REPORT  TYPE:  _ PCW _ 

l.D.J  Coder  2  S  H  SEQ  32  CROSS- REF 


SLOCK 

DESCRIPTION 


CONTINUATION 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  H  SEQ  33  CROSS-REF _ 

Purpose :  Field  prospecting,  rapport,  attitude.  characteristics  for  success _ _ 

Cycle:  Eros  x  Rep  x  Quel  Ntl _  FIEA  Clo  B-0  PEP  F-UP _  M/A  %  Oth _ 

Setting:  Various 

lenge:  BEG  (p.  85  .  pare  3  .  line  )  END  (p.  66  .  para  15  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Tou  need  to  be  able  to  go  to  placet,  businesses  etc.,  introduce  yourself, 
liL  to  Know  people,  establish  rapport,  then  ash  to  put  up  your  RPI  rack.  Mot 
just  right  off  the  bat.  They  nay  help  you  later. 

2  -  People  night  not  be  intereeted  when  you  talk  to  then  about  joining,  but  they 
can  change  their  Binds.  If  a  senior  cane  to  you  to  sell  you  tone thing  you 
probably  vouldn't  buy  right  off  the  bat  either. 

3  -  If  you  help  the  kids  they'll  help  you  with  referrale.  That  will  make _ 

both  of  you  auccestful. 

RULE:  1  -  Establish  rapport  in  the  connunity  with  store  owners  (teen  clubs,  hobby _ 

shops,  etc.)  and  othere. 

2  -  Be  caring  and  understanding  with  people  —  their  needs,  wants,  dislikes. 

Put  yourself  in  their  shoes.  Get  pereonally  involved. 


SALES  DECISION  DECISION 

SEQUKRCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 


1. 

1 

1 

J 

2. 

1 
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3. 
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4. 
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! 

- 

A-404 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  H  SEQ  34  CROSS-REF _ 

Purpose :  Wore  characteristics  for  eucceee _ 

Cycle:  Pros__  Rap_  Quel _  NSI_  FZBA _  Clo__  H-0 _  DEP__  F-UP__  K/Ajt  Oth_ 

Setting:  Various 

Range:  BEG  (p«  88  ,  per*  3  .  line  )  END  (p.  $0  ,  pare  10  .  line _ ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Bed  recruiter  just  looks  et  the  bottom  line  —  doesn’t  cere  vhat  he  hs«  to 
do  to  get  the  sale,  doesn't  cere  about  the  kid. 

2  -  Confidence  is  being  able  to  ask  a  17  year  old  or  a  32  year  old  to  join  the 

Aray  and  not  be  afraid  when  they  say  no  —  ask  bin  again. _ 

3  -  You  get  confidence  by  adapting  your  own  style,  seeing  what  works,  trial _ 

and  error  —  catching  the  response  of  the  applicant.  You* re  not  born  with  it. 

4  -  You  have  to  treat  everyone  different. _ 

3  -  You  have  to  be  a  person,  not  a  robot. 


BOLE: 


SALES  DECISION  KCXSION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

Z.B.S  Coder  2  S  H  SEQ  35  CROSS-REF _ 

Purpose :  Bolling  with  the  punches _ _ 

Cycle:  Proa _  Bep__  Qual_  N&I__  FEBA_  Clo__  H-0_  DEP__  F-U?__  M/Ajt  Oth _ 

Setting:  _ __ _  — 

Benge:  BEG  (p.  91  .  per*  A  .  line  )  END  (p.  92  t  P*re  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  You  know  you  should  ttick  with  aoeething  when  it  works  more  then  hit  end _ 

■iss  ■ 

2  -  You  have  to  work  college  students  differently  beceuse  they  cone  from  ell _ 

walks  of  life.  They’re  always  hit  end  «iss» 

3  -  Headquarters  will  cone  up  with  sone  weird  requirements.  You  heve  to  expect 
then  (roll  with  the  punches). 


BOLE:  1  -  You  know  you  should  stick  with  something  when  it  works  wore  then  hit  end 
»ias.  Your  measure  is  how  many  people  join. 

2  -  Takes  everything  that  cones  from  higher  headquarters  with  e  grain  of  salt. 

Expect  the  unexpected.  Take  it  end  let  it  bounce  off. _ 

3  -  Don't  take  the  job  hone  vith  you  (emotionally).  Don't  hold  it  in, _ 


SEQUENCE: 


1. 


2. 


3. 


5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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1 


,  PROTOCOL  CODING  WORKSHEET 

I.  BACKGROUND  INFORMATION 

X.D.J  Coder  2  S  B  SEQ  36  CROSS-REF _ 

Porpoii :  E*t*bli*hing  rapport _ 

Cycle:  Pro* _  Rapjc  Qual _  N4I_  FEBA _  Clo_  H-0_  DEP_  F-U?_  M/A_  Oth__ 

Setting:  Veriom _ _ _____ 

Benge:  BEG  (p.  92  .  per*  S  .  line  )  END  (p.  93  ,  per*  6  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  You  need  to  feel  people  opt  to  **tabli*h  rapport. 

2  -  Rapport  i*  with  etrenger*.  not  a*  deep  *»  caring  end  under* tending ,  e.g. _ 

with  goaeone  you  already  know,  a  PEP, 

3  -  If  you're  both  relaxed  in  the  interview,  there  i»  a  good  chance  the  kid _ 

will  join  the  Army.  If  you  are  both  bored,  you*ll  get  nowhere. _ 


BULB:  1  -  E*tabli«h  rapport  with  everybody. _ 

2  -  Try  to  get  a  little  background  information  on  *oneone  before  you  call  them, 

n*e  it  to  e»tabli*h  rapport. _ 

3  -  Get  both  of  you  relaxed  in  the  inte^  iew. _ 


8EQUEICE: 

1. 

2. 

3. 

A. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X. D.:  Coder  2  S  H  SEQ  37  CROSS-REF _ _ 

Purpose:  Doing  honework  for  pre«entation» ,  FEE A 

Cycle:  Pro* _  Rap_  Qual_  N4I_  PEBAjc  Clo_  B-0__  DEP _  F-UP_  M/Ajt  Oth _ 

Setting:  Various 

Bangs:  BEG  (p.  94  .  para  1  .  line  )  END  (p.  95  .  para  5  ,  line  _  ) 

XI.  COMMUNICATION  STRATEGIES 

BELIEF ;1  -  A  guy'*  got  to  do  hi*  hoaework,  read  in  othe-  place*  than  the  regs, 
panphlet*.  aagarine*.  Amy  Tiae*.  Soldier**  Magatine,  etc. 

2  ~  One  piece  of  infomatlon  you  find  might  be  the  difference  that  get*  the  kid 
to  join. 

3  -  Bonu»e«,  program* ,  change  every  day. 

A  -  A  lot  of  recruiter*  are  *elling  stuff  th*t  i»  out  of  date. 

3  ~  Not  aany  recruiter*  can  explain  all  the  different  ribbons,  a«  well  at  rank 
structure  —  he  can.  _ 


BULK:  1  -  A  recruiter  need*  to  read  everything  that  cone*  out  about  new  prograat,  etc. 
Do  your  homework,  know  what  you* re  talking  about. 

2  *  Stay  Motivated. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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I 


REPORT  TYTi: 

I.D.:  Coder 

BLOCK 

DESCRIPTION 

- I 

BELIEF:  {  6  -  You  heve  to  et«y  motivated  —  «  one-men  eft  ion  hae  a  eplit 

I  personality. 

J  7  ~  Comend  could  help  by  celling  op  end  telling  a  toy  he'e  doing  a  good 


_ PCW _ 

2 _  S  H  SEQ  37  CROSS-REF 

CONTI  NUATION 


PROTOCOL  COPING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  H  SEQ  38  CROSS-REF _ _ 

Purpose:  Different  approachee  in  different  towns 

Cycle:  Proe__  Rap__  Quel N4I_  FI  BA Clo^  B-0 DEP__  F-UP_  M/Aji  Oth _ 

Setting:  Different  etetione 

luge:  BEG  (p.  97  .  para  2  line _ >  END  (p.  98  .  pere  5  .  line _ ) 

IX.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  You  con  do  different  thinge  in  different  towns ,  cone  ere  nore  leid  beck 
then  others.  Trial  end  error, 

2  -  Jacket  end  tie  nake  eons  people  onconforteble .  others  better. 

3  -  Some  ereee  ere  really  anti-nilitary.  Tou  hove  to  go  efter  the  few  hide _ 

that  aren't  in  an  area  like  that.  _  . 


IDLE:  1  -  You  have  to  adapt  to  the  area  you're  working  in.  comunity  etandardt,  etc. 


SALES 

SXQ0E1CK:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 

STATE  EXIT  TEST 

I  : 

i  : 

2. 

1  i 

3. 

1  i 

1 

4. 

i  ; 

I  ! 

5. 

!  1 

_ 1 _ ' 

6. 

- 1  - - 1 -  1 

III 

111 

1  1  1 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 


i.o. : 


Coder 


S  B 


SEQ _ 39 


CROSS-REF 


Purpose:  More  Pre-Q  and  Prospecting  techniquee ,  phone 

Cycle:  Pros_x  Bap__  Qualjt  MAI_  FEBA _  Clo__  H-0__  DEP_  F-UP__  M/A_  Oth _ 

Sett  lag:  Phone 

Image:  BEG  (p.  98  .  pare  11  .  line  )  END  (p.  102  ,  p*r»  8  .  line  _) 

ZI.  COMMUNICATION  STRATEGIES 

-  Most  confident  prospecting  on  phone.  _ _ 


-  Can  cense  rapport  by  voice  tone.  _  ... 


-  it  may  help  to  joke  a  bit  to  get  Pre-Q  information,  as  veil  ae  asauae _ 


rob  less  the  kid  can  deny.  Maybe  ask  the  kid  to  place  hie  health  on  a  10  point 


acale  for  a  Quick  check 


-  Atkins  for  a  referral  is  too  such  vhen  you've  already  made  the  appointment  — 


better  to  vait  until  he  conet  in 


BULK:  1  -  Don't  stop  uith  a  no  on  anything,  ask  uhy. 

2  -  Usual  order:  get  interest,  agree  to  appointment,  Pre-Q.  Depends  on  kid. 

3  -  If  kids  play  sports,  they're  usually  in  pretty  good  physical  shape. _ 

4  -  Confirm  appointment,  maybe  repeat  it  back  vrong  so  kid  can  correct  it  to 


be  sure  he  knows. 

3  -  Usually  doesn't  ask  for  a  referral  after  making  appointment  —  vait  until 
he  gets  to  office. 

6  -  Catch  the  big  etuff  in  Pre-Q.  don't  vorry  about  the  minor  stuff. _ 


SALES 

CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


r 


REPORT  TYPE :  _ PCW _ 

I.D.:  Code  i  2  S  B  SEQ  39  CROSS-REF 


SLOCK 

DESCRIPTION 


CONTINUATION 


111.  COMMUNICATION  PATTERNS 


OVERVIEW:  Pmiibtt  phone  prospecting  and  Pre-Q.  He  prefers  phone  to  any  other  area. 

Keeps  list  of  things  to  cover  on  hit  desk  —  use s  it.  Introduces  himself 
—  from  the  Army  high  graduate  program,  er  Army  opportunities.  Pre-Q's  with 
P's.  jokes.  etc. 


PBKDICATX:  Via  And  Kin  Olf-Cua  Uns  x  Specific 
STNTAZ/ 

SXMANTIC:  1-E  1-0  1-C  1-A  *  1-1  *  P-C _  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-POST 


TECHNICAL  RESULT  OR  OUTCOME 

Used  to  introduce  new  concepts,  get  kid  to  think  about 
then  at  the  aaae  tine. 


P 


Presupposes  opportunities  kid  would  want  to  find  out 
about,  e.g.  pay  for  school.  Gets  kid  puttled/curious  to 
know  more.  Also  during  Pre-Q,  presupposes  overweight, 
glasses,  etc.  to  get  the  kid  to  give  hin  quick 
information,  and  a  little  huaor  to  keep  it  light. 


NEG-Q 


Goes  for  agreenent.  Kid  will  say  "of  course." 


("Don't  you  agree  30  ninutes  is  valuable  time?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

unique  :  : 

PATTERNS:  i  ! 


A-413 


111.  COMMUNICATION  PATTERNS 


OVXRVXHT:  Describee  cut  cf  a  kid  who  planned  to  go  in  for  two  year*  but  changed  hit 

Bind  at  the  HEPS  and  went  for  four.  Hit  mother  became  angry  at  the  recruiter 

who  had  to  work  to  get  her  ok.  Cot  the  family  together  to  talk  about  it _ 

Bainly. 


PREDICATE:  Vi* _  Aud _  Ein _  Olf-Gu* _  Pn«  x  Specific 

SYNTAX/ 

SEMANTIC:  1-R  Z-Q  2-C  I -A  I -I  P-C  x  Oth 


PATTERN  OPERATOR 

COMMON 

PATTXBMS:  R/S  with  M/V 


TECHNICAL  RESULT  OR  OUTCOME 

Used  to  rtdirtet  a  Bother'*  anger  at  her  son'* 
enlistment  for  Bore  tiae  than  she  wanted.  Recruiter 
redirected  her  anger  soaevhat. 


("I*  he  happy?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

"UNIQUE  |  | 

PATTERNS:  !  | 


A-415 


PROTOCOL  CODING  WORKSHEET 


I 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  H  SEQ  41  CROSS-REF _ _ 

Purpose :  r-Up,  service  after  the  eele  _ ________________________________ _ 

Cycle:  fros_x  Rap__  Quel _  MI_  FEBA _  Clo_  H-0_  DEP_x  F-UPjc  M/A_  Oth _ 

Setting:  Various 

Range:  RIG  (p.  105  .  para  5  line _ )  END  (p.  108  .  para  3  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BgLT»F;l  -  F-Up  j»  service  after  the  sale  —  important. 

2  -  A  lot  of  hie  tide  worry  about  bin  after  they  leave  for  basic. 

3  -  Ask  the  parents  for  referrals,  they  can*t  say  no. 


RULE:  1  -  During  PEP,  cell  kids  up,  take  then  out,  send  then  letters,  etc. _ 

2  -  Uses  dead  tine,  e.g.  Saturday  mornings  to  call  parents.  »aVe  contacts  vith 
families  of  kids  in  basic. 

3  -  Feedback  from  kids  and  families  tells  hin  he' a  doing  a  good  job. _ 

A  -  Get  referrals  from  parents  just  like  you  would  from  anyone  else. _ 


SALES 

REQURMCI:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 

STATE  EXIT  TEST 

1 

1  ; 

1  ! 

2. 

I  ; 

I  ! 

3. 

1  i 

1  ! 

4. 

r  i 

-  -  ■ 

5. 

r  !  ! 

!  ! 

6. 

r 

_ S _ — 

i  i 

I  ! 
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III.  COMMUNICATION  PATTERNS 


muz/ 

SEMANTIC:  I-R  I— Q  I-C _  I-A  x  I-E  P-C _  Oth 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  I 

PATTERNS:  AWARE  {  Get*  the*  to  writ*  by  **ying  — 

I 

S  ("I  know  you  won't  write  we  beck...") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  i  i 

PATTERNS:  !  ! 


A-417 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.j  Coder  2  S  H  SEQ  42  CROSS-REF _ _ 

Purpoae :  Proapecting  with  achool  counaelora _ 

Cycle :  Proa  jt  Rap_x  Qual NAI FEBA Clo_  H-0__  DEP_  F-UP__  M/A__  Oth__ 

Setting:  Varioua 

Rome:  BEG  (p.  108  .  para  7  .  line  )  END  (p.  109  .  para  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  If  you  treat  courts elora  really  veil,  they  vill  help  you. 

2  -  Without  counaelora  be’a  ’'nothing*1. 


RULE:  1  -  Entertain  counaelora  fron  achoola  —  lunchet ,  functions,  toura,  etc. _ 

2  -  Give  certificates,  or  lettera,  aigned  by  officera  to  counaelora  for  helping 
out. 

3  -  Give  then  gifta,  pointera,  cupa,  pencila. 


SALES  DECISION  DECISION 

SRQUEBCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


J 

1 

1 

1 

1 
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1 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S  B  SEQ  43  CROSS-REF _ 

Purpose :  Cloeing ,  selling  to  different  categories  _ _ 

Cycle:  Pro* _  Rep _  Qual_  N&I_  FEBA_x  Clojt  B-0 _  DEP _  P-UP _  M/A_  Oth _ 

Setting:  Various  _ _ 

Range :  REG  (p.  109  .  pare  5  .  line  )  END  (p,  113  .  para  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Takes  more  tiee  before  cloee  for  a  woman.  Can  cloee  on  a  nan  the  first  shot. 

2  -  Woaen  in  his  location  go  for  travel,  Europe.  Men  go  for  Baabo  type  stuff, 
nuaber  1  —  service  to  country,  nuaber  2  —  college  fund. 

3  -  Sell  Cat  levels  differently.  Cat  4  has  liaised  choices,  tell  him  straight. 

Cat  1,  2  went  high  tech.  Cat  3,  college.  Also  varies  by  location.  Vary _ 

approach  as  needed. 


BOLE:  1  -  Don't  close  on  a  woman  the  first  tine,  aake  another  appointaent. 

2  -  Sell  voaen  the  cushion  jobs.  Stress  travel. 

3  -  Sell  a  Cat  1,  tell  a  Cat  4, 


SEQUENCE: 

1. 

2. 

3. 

A. 

5. 

6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 


_ 

l 

! 

L9 


PROTOCOL  LOG 


Coder:  2  Subject 

P#  J  REF  |  CYCLE  TOPIC  _ _ 


1  *1(2)  {Fros.DEP  {Importance  of  referral  system  to  auecesa 


and  vorki 


N&l,  {Rapport  with  different  kids,  Cat  levela.  etc. 


6(9)  IW&I.rEBA. {Exam 


akilla 


{9(3)  {H-0  {Lengthy  diacuaaion  of  objections  with  lota  of  examplea 


referrals ,  H&I/FEBA  in  first  appointment 


Handl 


reparing  DEPa 


29(7)  {Proa.DEP 


30(9)  {M/A 


39 (16) {M/A 


41(6)  { Clo 


43(11 ){M/A 


{45(10) {Proa 


17  {49(3)  {Re 


51(7)  {Pros, M/A 


20  {54(6)  {M/A 


Closing  and  preparing  kids  for  KEPS 


DEP  referrals 


{Personal  criterion  for  the  job.  M/A _ _ 


{Rules  for  treating  people 


{To  phrase  closin 


{Time  management  _ 


{Prospecting  in  the  community  —  older  people  especiall; 


FEBA,  in  general _ 


ood  attitude 


iort ,  what  things  to  stress  in  the  interview _ 


{Where  to  prospect,  M/A _ 


M/A,  more  incentives  _  _ 


PEBA.  different  Cat  levela _ 


22  {60(3)  {PEP 


60(7)  J FEBA, H-0 


62(7)  {HEP 


65(2)  {N&I.FEBA 


{Keeping  on  top  of  PEPa _ 


{FEBA  techniques  and  H^> _ 


DEFs  about  the  Arm 


Teach 


|N61,  FEBA.  major  life  goals,  working  with  families 


T 


PROTOCOL  COD I MG  WORKSHEET 

1.  BACKGROUND  INFORMATION 

X.®.:  Coder  2  S  I  SEQ  1  CROSS-R£F_ _ 

Purpose:  Importance  of  referrel  syetea  to  succeae 

Cycle:  Prosjt  Rap_  Qual__  Ml FEEA__  Clo__  H-0 DEPjc  F-UP_  M/A__  Oth _ 

Setting:  . 

Mage:  BEG  (p.  1  .  per*  2  .  line  )  END  (p.  1  .  pars  8  .  line  ) 

XX.  COMMUNICATION  STRATEGIES 

BELIEF: 1  -  The  biggeat  key  to  aucceaa  of  station  ie  referral  eye tee,  handling  DEPers. 

2  -  When  you  give  someone  something  that’s  toint  to  benefit  hie  the  rest  of  hit 
life,  be* 11  bring  hie  friends. 

3  -  Kida  cone  back  and  tell  their  friende  how  they're  enjoying  the  Any  after 

basic,  a«  veil. _ 


SOLE:  1  -  DIPs  can  come  into  station  whenever  they  mant. 


r 


SALES 

SEQUEICE:  CYCLE 

1. 

DECISION 

STATE  ENTER  FRIMARY  PATTERN 

1 

1 

DECISION 

STATE  EXIT  TEST 

! 

1 

5 

2. 

i 

i 

i 

s 

3. 

i 

| 

i 

1 

4. 

1 

l 

i 

! 

i 

i 

5. 

S 

s 

i 

i 

i 

6. 

- 1  1 - 

•  III 

!  iii 

A-421 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  I  SEP  2  CROSS-RIF _ 

Purpose:  F-up  end  working  the  coanunity 

Cycle:  ?ro»_  Rap__  Qual__  Ml_  FISA__  Clo__  B-0__  D£P__  F-UP_x  K/A__  Oth _ 

Betties:  . — 

Range:  REG  (p.  1  ,  pare  10  «  lice  )  IND  (p.  3  .  pare  <  «  line  - ) 

IX.  COMMUNICATION  STRATEGIES 

RELIEF:!  -  A  lot  of  people  lose  contact  with  Ride  after  they  eo  to  baeic.  Important 
aot  to,  big  thine  ia  to  stay  in  touch. 

2  -  Many  people  think  recruiters  are  big  liara.  We  help  people,  we  don't  hurt 
then. 

3  -  Belps  iaagc  of  recruiter  in  interview!  to  have  Rida  around  who  have  teen 
through  enlistment. 

4  -  For  many  tide,  baeic  ia  hard  for  then  became  they  don't  have  parents  to 
lean  on.  Recruiter  can  help  if  they  call  him. 


SOU:  1  -  When  a  Rid  leaves  for  basic,  give  hie  about  five  self-addressed  stamped 
envelopes  to  write  back  vith. 

2  -  When  kid  goes  to  baeic.  stay  in  touch  with  parent*. 

3  -  When  Rid  comes  back,  have  hie  come  into  station,  walk  around  coscunity  vith 
recruiter  —  good  publicity. 


SZQDnCX: 

1. 

2. 

3. 

4. 

5. 


6. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 


! 

1 

1 

_ 

1 

1 

_ ! _ 

1 

1 

1 

I  1  1 

_ ! _ 1 _ ! 

1 

l 

1 

1 

j 

l 

1 

! 

i 

i 

. 

1 

1 

l 

- 1 -  i 

i  i 

i  i 

8 

! 

* _ 

A-422 


311.  COMMUNICATION  PATTERNS 


OVERVIEW:  Describes  |im|  envelopes  to  kids  to  write  back  froa  basic  training .  Says 

It  help*  to  have  kids  around  who  have  juit  finished  basic ^  they  help  wlkinF* 
around  cowaunity,  and  in  interview.  Describes  helping  kids  «fttr  they 
hove  tone  And  ore  having  problems  during  basic  being  win  fron  home,  handling 
the  trtiiurti.  etc.  _  _ 


P  RED  I  CATS:  Vie _  Aud _  Ein _  Olf-Cue _  Cna_*_  Specific _ 


SYNTAX/ 

SEMANTIC:  1-R  1-Q  1-C  1-A  1-1  P-C  s  Oth 


PATTERN  OPERATOR 

COKMOK 

PATTERNS:  RE-D 


TECHNICAL  RESULT  OR  OUTCOME 

Competitive  ■  3/4  as  such  u  for  other  girle.  Vey 
of  easing  the  pressure  on  a  girl  who  is  s  little  older 
in  bssic  training. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  S  ! 

PATTERNS:  l  ! 


A-423 


PROTOCOL  CODING  WORKSHEET 


.  BACKGROUND  INFORMATION 

I. D.j  Coder  2  S  I  tEQ  3  CROSS-REF _ 

Purpose:  Bepport  with  different  tide,  Cot  level «  i»i‘ _ 

Cycle  ft ee_  B*P_*  Quel KAIjc  niAj  Clo_  B-0_  P-UP_  H/A_  Oth__ 

Various,  office  Mostly 

lu|t:  BEG  (p.  3  «  piti  3  ,  Hat  )  1ND  (p.  t  ,  ptrt  1  lint  ) 

II.  COKKUNICATION  STRATEGIES 

BELIEF :1  -  Bow  you  talk  with  ptoplt  it  iaportent.  You  ctn't  talk  the  ttae  way  with  t 
person  in  the  hither  tt»t  cttttoritt  that  you  would  with  toatont  in  the  lower 
one*. 

2  -  You  have  to  prograa  yourself  to  cote  dovn  to  etrttin  people* t  level, 

3  -  Cat  l's  looking  for  collate,  love  the  tenior  enlittaent  program. 

A  -  Full  tine  school ,  followed  by  full  tint  work  to  pty  for  it  it  touch. _ 

Better  to  me  the  Anty  to  give  you  pert  tiae  school.  training ,  end  loti  of 
Money. _ 


IDLE:  1  -  Program  yourself  to  coae  down  to  certain  people's  level. _ 

2  -  Point  out  bow  entering  the  Arey  ten  help  people  be  better  students  by 
relieving  the  financial  end  tiae  pressures. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

1 

I 

1 

1 

""  "" 

■ 

2. 

I 

“n 

3. 

1 

t 

1 

A. 

1 

1 

5. 

t 

1 

1 

» 

.. 

i  - 1 - 

•  iii 

!  •  i  i 
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PROTOCOL  CODING  WMMS BEET 


1.  BACKGROUND  INFORMATION 

2. D. :  Coder  2  S  I  SEQ  4  CROSS-RIF _ 

hrfoit:  Excaplce  of  findint  WAX,  celling  ekillc 

Cycle:  Pro* _  Up_  Quel^  SAIji  BUj  Clo _  B-Ojt  KF^  F-UP__  M/A_  Oth _ 

Setting:  Office 

JRenge:  1ZG  (p.  6  .  pete  9  .  line  )  XND  (p. _ S  .  »*r*  II  .  Ho*  ) 

11.  COMMUNICATION  CT&ATZGXZS 

HUPil  -  Coin!  to  echool  full  tint  while  in  the  Amy  le  too  »nch. 

2  -  If  you  find  Another  eree  you’re  interested  in.  betidee  your  choeen  echool 

major,  you  cen  get  training  in  thet  in  the  Amy.  thet  way  you’ll  have  e  career  _ 

to  fell  beck  on  in  cm  you  need  it,  plue  the  $17,000  to  continue  your  echool _ 

work.  -  - 

3  -  You  cen  ccc  if  you've  nade  the  eelc  by  looking  in  the  kid'*  ty«»  -Jf°* _ 

cen  jutt  aee  it. 

4  -  An  objection  cen  be  defined  at  e  cop  oat.  Alto  e  kid  looking  for  more  infe. 

MUIX:  1  »  If  e  pen  on  i«  eittinit  beck,  then  leane  forverd  toward  you,  they*  re _ 

inf  retted. 

2  -  Close  when  you've  net  the  N  4  I  of  the  kid. _ 


SALES 

SEQUENCE:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

DECISION 

STATE  EXIT 

TIST 

! 

i 

i 

2. 

3. 

4. 

-- 

3. 

i. 

■  ■  ■  —  ■  - 

L— — —  -  — 

1  I 

1  1 

•  ! 

»  i 
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REPORT  TYPE:  _ KW _ _ _ _ 

l.D.i  Coder  2  S  I  SEQ  4  CROSS-BEF 


BLOCK 

PE  SCRIPT1  ON  _ COKTIHUATION  _ 

i 

BELIEF :  i  5  -  The  purpose  of  objection  i«  to  ■eke  «urc  there* e  no  doubt. 


III.  COMMUNICATION  PATTERNS 

OVERVIEW;  _ 


PREDICATE:  Til  Aud  lie  Olf-Cui  Uni  *  Specific 
STVTAX/ 

SEMANTIC:  1-R  I-Q  I-C  I-A  I-I  F-C  Oth  8-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  S-CON 


TECHNICAL  RESULT  OR  OUTCOME 
Conditional  close. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ! 

PATTERNS:  !  ! 


I 

! 

I 

• 

I 

I 

I 

I 

I 

I 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


Coder 


SEQ _ 5 


CROSS-RIF 


Borpoee:  lengthy  diecuaiion  of  objection!  with  lot»  of  aKaaplee 

Cycle:  froe_  Rap_  Qual__  KI^  F£BA_  Clo_  B-Ojt  KP__  F-UP__  M/A_  Oth _ 

Setting:  _ _ , _ _ 

Benge:  BEG  (p.  9  .  para  3  .  line  )  END  (p.  19  .  pare  8  line  ) 

11.  CCHMUNI CAT1 ON  STRATEGIES 

BELIEF:!  -  Tou  need  to  cover  objectione  early  to  present  DEF  loae  later. 

3  ~  One  of  the  tougheet  objection!  ie  froa  e  peraon  who  conee  ftoa  e  Navy. 

Marine,  or  Air  Force  faaily. 

3  -  You  night  find  it  ie  eaeier  for  an  Arty  recruiter  if  there  ie  an  Amy  bate 
around  —  fasiliarity  hclpe.  You  can* t  give  a  tour  of  the  baae  if  there  itn*t 
one  cloac  by. 

A  -  In  caae  of  religiom  conflicts,  it  may  help  to  get  an  Aray  ainiiter  to  talk 
to  the  family. 


SOLE:  1  -  Cover  all  objections  early  to  prevent  PEP  loti  later. 

2  -  Keep  after  kidt ,  including  thoee  who  can't  get  parental  content,  but  don't 

haraaa . 

3  -  Call  every  nonth  on  a  fcid  waiting  to  turn  IS  to  sign. 

A  -  Call  back  in  three  aonths  to  a  kid  vho  eaid  no  became  he  had  a  job  —  he 

may  no  longer  have  it. _ 

3  -  When  you  get  an  objection,  iaaginc  hov  you  would  want  to  be  told,  and  do 
that . 


SALES 

SEQUENCE:  CYCLE 


1.  B-0 


2.  B-0 


3.  B-0 


A.  B-0 


3.  B-0 


6.  B-0 


DECISION 
STATE  ENTER 


< 

i 

{Fear 


jDifficul  tj 
[Relief 


PRIMARY  PATTERN 


|7ae ini 


{Accoaplithaent  {Teap.  ehift  (FP) 


DECISION 
STATE  EXIT 


jDifficul t> 


Teap.  ahift  (pa»t)  iRelief 
CEQ  i|rad  •  [ 

accomplish) _ |  Accoap 


jAcconpliehaent  1 
I  Pride  ! 


'Pride 

-J - 

iCanaraderie 


{Teap.  ehjft  (patt)  I  Camaraderie 


|CE  (aaVei  vou) 


{Feel  good 


*1  PORT  TTPE: 
1.0. :  Code 

BLOCK 

DESCRIPTION 


BELIEF: 


SOLE: 


SEQUENCE: 


OVERVIEW: 


_ PCW _ 

r  2  S  I  SEQ  5  CROSS-REF 

_ CONTINUATION  _ 


S  -  It  1»  important  to  etay  After  a  kid  until  be  aaye  pee,  including  if 
be  hoe  to  wit  to  turn  18  to  sign  because  parents  von*t  content. 

{  -  Ooeen't  believe  handling  objections  ie  sooe  thing  that  con  be  taught, 
there  are  too  many  hinds ,  oil  Individual  ♦ 

7  -  lee ic  training  ie  *  matter  of  initiative  end  motivation. 

8  -  Biggest  objection  ie  color  green,  Probably  for  Navy  it  would  be 
<  months  on  a  eh ip, 

9  -  Video  on  JOIN  on  basic  ie  very  food. 

10  -  Basic  ie  a  little  eeeier  for  people  who  have  participated  in  eportt 

in  echool .  _  _  _  _  _ 


6  -  You  can’t  tell  people  that  just  became  they  look  like  they’re  in 

pretty  good  shape,  beeic  training  ie  going  to  be  easy.  It*s  not. _ 

7  -  If  kids  have  unreel  expectations  about  basic,  wee  the  JOIN  video. 

8  -  Compere  beeic  to  eporte  in  echool. 

9  -  Sece  (disassociated)  image  of  drill  sergeant  e tending  over  kid  in 
beeic  —  imagines  e tending  there  watching  and  listening  — »  then  describes 
it  to  the  kid. 


7.  H-0  /  Feel  good  /  C-LINK  with  N  /  Strength  (willpower) 


fives  fine  exeaple  of  chaining  to  handle  objections  to  beeic  on  p.  19, 
pare.  8  (wee  ee  example  if  poeeible). 


A-429 


111.  C0KMUH1 CATION  PATTERNS 


OVZSVZZW:  Civet  exaaplet  cf  different  objectiont,  color  green,  uniforat,  coapetition 

froa  other  eervicet,  probleat  froa  other  faaily  aeabert ,  religious  conflictt, 
etc.  Describes  cate  of  girl  who  coaaitted,  then  wet  talked  cut  of  it  by 
brother  in  the  Harinet,  Alto  the  cete  of  a  kid  whote  parents  wouldn't 
con*  * r c  became  of  religious  grounds.  Tried  to  get  the  FT,  who  it  alto 
«  ainitter,  to  talk  to  thea,  but  that  didn't  help  either.  Civet  hypothetic*!- 
sntwtr  to  how  he  would  handle  objections  if  he  were  *  Navy  recruiter.  Then 


PREDICATE:  Vie  a  Aud  x  Kin  a  01  f -Cut  Pnt  a  Specific  x 


muz/ 

SOUKT1C:  I-R  x  1-<J  a  I-C  x  X-A  x  X-E  F-C  x  Oth  CHAIN 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  C-EX  with  R/S, 

HF 


TECHNICAL  RESULT  OR  OUTCOME 

I  - 

i  6-0  color  green.  Buaorout  ref rase  on  •  truly 
!  ridiculoue  objection.  Air  Force  weart  green  utility 
!  uniform  alto,  betidet  color  doesn't  sake  the  pertor.. 

!  (''Green  it  ay  favorite,  George  Wathington,  Abrahaa 
S  Lincoln,  dollar  billt  ...") 


C-EX  with  R/S 


In  general  used  to  refraae  objectiont  to  uniforat,  hair 
cutt,  etc.  They  have  the  taae  thing!  in  the  butinetc 
world. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  1  - 

PATTERNS:  1  ' 


A-430 


REPORT  TYPE:  _ FCW _ 

I.D.:  Coder  2  S  I  SEQ  5  CROSS-REF 


PATTERN  OPERATOR  TECHKICAL  RESULT  OR  OUTCOME 

COMMON  S 

PATTERNS:  M-4  J  Compares  two  different  core ,  both  the  same  price,  but 

j  one  fully  loaded  (Army)  and  the  other  not  (Marines). 

S  Aleo,  basic  training  takes  motivation,  just  like  12  years 
t  of  school,  therefore,  you  ean  do  it.  Coup ares  physical 
S  conditioning  with  sports  to  oase  tension. 

I  ("Everybody  is  stressing  physical  fitness. ..that's  vhat 
S  the  Any  consists  of.") 

I 

R/S  with  FP  i  Basie  is  65X  classroom.  Takes  focus  off  physical  training 

I  a  bit. 


!  ("...if  you  nake  it  you  are  such  a  happy  person.") 

i 

I 

C/0  with  FP  J  Example  of  handling  hypothetical  objection  to  6  months  on 

S  a  ship  in  the  Navy.  Used  all  the  individual  benefits  of 
S  different  ports,  travel,  meeting  people,  and  how  good  it 
S  would  feel  to  get  back  with  those  new  experiences. 

i 

I 

CHAIN  with  RE-0  i  See  above,  use  of  chain  to  take  kid  from  fear  of  basic  to 

!  sense  of  accomplishment,  camaraderie,  strength.  Especially 
!  good  use  of  temporal  predicates,  shifts  in  rep  systems, 

!  pacing.  Takes  kid  from  K-  to  K*,  %*,  *♦.  Describes  drill 
sergeant,  chains  from  V-/A-  to  K+  also.  Redefines  kid  with 
!  poor  physical  conditioning  as  the  one  who  gets  the  attention 
)  of  the  sergeant. 

i 

I 

!  ("They've  become  very  attached...") 


A-431 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  I  SEQ  6  CROSS-REF _ 

Purpose:  Prospecting.  referrele,  K  4  I/FZBA  in  first  appointnentt _ _________ 

Cycle:  Prosjt  Rap_  Qual__  WU  PEBA_x  Clo__  B-0__  DEP__  F-UP__  M/A__  Oth _ 

Setting:  Phone,  office 

lu|t:  SEG  (p.  19  .  pare  10  .  line  )  2ND  (p,  21  .  pare  6  .  line  ) 

II.  COMMUNICATION  STRATEGIES 

IDIPil  -  Cats  referrele  fron  lead  refinement  liet,  DEPs. 

2  -  You’re  eventually  going  to  have  to  talk  to  a  senior  at  the  hone,  ao  you _ 

sight  at  veil  start  there,  catch  the  parente  at  the  aane  tine, 

3  -  Sales  book  is  pretty,  hat  nice  pictures,  hut  it  can  be  pretty  boring  if  you 
don't  utilise  it  properly. 

A  -  When  you  set  up  ten  point  scale,  Rid  will  tell  you  everything  you  need  to  dc 
to  make  it  a  ten.  _ 


BT7I2:  1  -  Call  fron  lead  refinement  list  every  day, 

2  •  Try  to  «*ke  initial  appointment  with  high  school  senior  at  their  hone. 

3  -  Start  by  "checking  kids  tettperature*1  —  ask  on  a  scale  of  one  to  ten,  hov 
do  you  stand  on  joining  the  Aray. 

4  -  Stress  the  dbs ,  then  the  other  tangibles. 


SEQUZRCI: 

1. 

2. 

3. 

4. 

5. 
4. 


SALES  DECISION  DECISION 

CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

__  ______  ________  ______ 


!  1 

!  i 

1  ! 

i 

i 

i 

!  ! 

1  I 

1 

s  ! 

I  ! 

i 

1  1 

I 

1 

! 

•  ! 

i 

1 

! 

i  i 

_ 1 _ _ _ ! 

i  f 

«  J 

- 1 - 1  1 

<  l  i 

1  1  1 

t  - -I 

1 

1 

:  : 

I  :  .! 

1 

1 

l 

A-432 


SLOCK 

DESCRIPTION 


CONTINUATION 


111.  COMMUNICATION  PATTERN’S 


OVERVIEW:  Brief  eequence  on  getting  dba  And  telling  it. 


PREDICATE:  Vie  And _  Bin  %  Olf-Cua  One  «  Specific 

mriAX/ 

SEMANTIC:  l-R _  I-Q  1-C  X-A  *  I-E  P-C  Oth 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  P 


TECHNICAL  RESULT  OR  OUTCOME 
Ten  point  ecele. 


("Where  do  you  a  tend  on  joining...?") 


("What  would  1  have  to  do  for  you  to  aaVe  that  a 
ten?") 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  | 

PATTERNS:  !  ! 


I 


A-434 


PROTOCOL  COPING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. 0. :  Coder  2  S  1  SEQ  7  CROSS-REF _ 

Purpose:  Beeic  Pre-Q 

Cycle:  Pro* _  Bep_  Qualjr  N*I__  TERA _  Clo__  H-0 _  DEP_  F-UP__  **/*_  Oth _ 

Setting:  Office 

tease:  BEG  (p.  21  .  pere  8  .  line  )  END  (p.  22  .  pore  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF:!  -  Prinery  jot  je  to  nske  sure  Rid  is  ncntslly.  norslly  end  physically 
qualified.  Couneelor  pute  the  finiehint  touches  on. 

2  -  Kid  nay  pick  e  particular  job  end  not  be  norslly  or  physically  qualified. 


BDLE:  1  -  Check  out  speeding  ticket! ,  lew  violation*,  nedicel  probleat  <—  then  schedule 
hia  for  the  phyticsl. 

2  -  Let  the  kid  know  vhst  the  physics!  ie  going  to  coneiet  of. _ 


SALES 

SEQUENCE:  CYCLE 

i 

i 

1 

1. 

DECISION 
STATE  ENTER 

1 

t 

PRIMARY  PATTERN 

1 

t 

DECISION 

STATE  EXIT  TEST 

1 

! 

1 

I 

2.  | 

1 

- — - j - 

• 

! 

3.  | 

| - 

1 

4.  1 

1 

f 

1 

j - 

1 

I  1 

3.  : 

I 

!  .  ! 

— 

• 

6.  ! 

,  j  - ! - 

'  !  .  ! 
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PROTOCOL  COP I»G  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X.D.  t  Coder  2  S  I  SEQ  8  CEOSS-REF _ _ 

Purpose :  Handling,  preparing  PE Ft 

Cycle:  Proa_  Map_-  Qual_  NSI_  FEBA__  Clo__  H-0_  DEPjt  f-UPjt  K/A_  Oth _ 

Jetting:  Office,  etc. 

Mange:  1ZG  (p.  22  .  pare  3  .  line  )  £ND  (t.  23  .  para  1  ♦  line  ) 

21.  COMMUNICATION  STRATEGIES 

BELIZE : 1  -  When  Rida  cone  back  froa  enlieteent  into  PEP,  you  have  to  reeell. 

2  -  Find  oat  vhat*«  going  on  in  Baaic  fron  Ride  who  cone  back.  It 'a  not  the 
gage  anymore.  It'e  the  only  way  to  keep  enrrent  info. 


MIJ1E:  1  -  Vhcn  Vide  coae  back  froa  enlittaent  into  PEP,  you  have  to  retell.  Make  eure 
he’a  aatiefied.  Let  hia  know  what'a  required.  Congratulate  hia. _ 

2  -  When  kid  i«  ready  to  go,  have  hia  cone  in,  give  hia  hie  envelopes,  get  a 
picture  for  the  board. 

3  -  Keep  up  with  hia  during  baaic. 


SALES 

DECISION 

DECISION 

SEQUENCE: 

CYCLE 

1 

t 

1 

STATE  ENTER 

PRIMARY  PATTERN 

1 

I 

1 

1 

STATE  EXIT 

TEST 

1 

1 

1.  , 

1 

1 

I 

• 

1 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. ®.:  Coder  2  S  1  SEQ  9  CROSS-REF^ _ 

Furpoit:  Cloeing  and  preparing  kida  for  HEPS 

Cycle:  Proe__  Up_  Qual_  »il_  FERA _  Clojt  H-0_  DEP__  P-UPjc.  H/A___  Oth _ 

Setting:  Office 

Benge:  BEG  (p.  24  .  pare  10  .  line _ )  END  (p.  29  .  pert  1  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  Count e lor* a  job  it  to  tell  joba,  eapccially  if  kid  ian*t  qualified  for  what 
be  wanted. 

2  ~  There  my  be  thing »  the  kid  could  do  that  be  doe«n*t  know  about,  to  be 
thould  Veep  an  open  nind. 


BUIE:  1  -  Once  you  find  the  dba,  trial  (conditional)  cloac.  When  he  ttya  *'I  don't 
know,”  then  atart  covering  the  tangiblea  that  go  along  with  it. 

2  -  Reaell  when  the  kid  coaca  back  froa  MEPS.  Eapecially  if  be  took  a  job  that 
watn't  hit  firat  choice. 

3  -  Before  kid  ahipa  out,  give  bin  a  briefing  on  everything  that  will  happen. 


SALES  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN 

:  : 

;  s 

i.  j  i 

DECISION 

STATE  EXIT 

TEST 

i  i 

2. 

i  i 

J*  ! 

!  i 

4*  !  ! 

\  i 

5.  !  I 

i  i 

x  i  1 

©•  i  i 

« 

1 

- 1 

1 

1 

1 
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III.  C0KKUN1 CATION  PATTERNS 


OVERVUW:  Pit cuss  ion  and  exaaples  cf  preparing  kid  for  MEPS  counseling. 


PREDICATE:  Vis  And  Kin  Olf-Cus  Dm  x  Specif ic 

STKIAZ/ 

SKHAMTZC:  1-R  I-Q  x  1-C  I-A  X-E  P-C  x  Oth  8-CON 


PATTERN  OPERATOR 

COMMON 

PATTERNS:  S -C  ON¬ 

CE  Q 


TECHNICAL  RESULT  OR  OUT COKE 

I  - 

S  Conditional  close 

I 

!  Even  though  the  kid  didn't  get  the  job  he  planned 
!  on,  he  got  one  juet  as  good.  Also,  guidance 
S  counselor  is  basically  like  a  school  counselor. 


RE-D  vith  IN,  P 


Call  or  vrite  even  if  it's  to  "curse  ae  out”  —  "let 
ae  know  how  things  are  going."  Cets  kid  to  keep  contact 
regardless  of  hov  hard  a  tine  he's  having.  Also, 
counselors  aren't  there  to  acrev  you,  but  to  help  you  out. 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

UNIQUE  !  ~  1 

PATTERNS:  !  • 


I 

I 


I 
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XI PORT  TYPE: 


PCW 


J.D.:  Coder  2  S  I  ttQ  9  CROSS-RIF 


PATTERN  OPERATOR 
COMMON  ~ 

XATXXRXS:  CRT 


TECHNICAL  RISULT  OR  OUTCOME 
Helps  give  kid  perspective  on  roles. 


(".. .counselor  was  oace  recruited  biaeelf.'') 


C/D 


C/M  with  KF 


Envelope  is  addressed,  steaped,  etc.  Also  encourages 
kid  to  write,  regardless  of  tiae  pressures. 

("All  you  have  to  do  is  write.. .") 

keep  an  open  aind  at  KEPS  because  there  aay  be  eoaething 
that  iaterests  you  aore  than  what  you've  chosen  now. 
Makes  it  easier  if  kid  doesn't  get  what  be  planned  on. 
Also,  points  out  that  job  can  help  bin  beyond  Ar»y  — 
future  eaployaent,  etc. 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 


l.D. : 


Coder 


SEQ _ 10 


CROSS-REF 


FunoH!  PEP  referralt _ 


Cycle:  ?roa_x  Rap_ 

Settiai:  Office  soetl 


JLange:  BEG  (p.  29  .  pare  7 

XI.  COMMUNICATION  STRATEGIES 


,  line 


PEP  x  F-UP 


)  IND  (p.  30  .  pare  7  .  line 


BUI BF:1  -  Mo»t  of  their  eppointnente  cone  fron  referrele  fron  people  who  have  joined 
2  -  A  lot  of  Ride  consider  their  recruiting  etation  a  hant-out.  Bide  think 
they're  craty,  enjoy  cosine  over.  They  get  intereet  that  way. _ 


tVU:  1  -  PEPt  can  coae  in  whenever  they  want. 

2  -  Take  the  JOIN  over  to  the  sail  now  and  then  and  show  the  videos. 


SALES 

SEQUENCE:  CYCLE 


DECISION 
STATE  ENTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  I  SEQ  11  CROSS-REF 


Forpoit :  Fereonel  criteria  for  the  job,  M/A 

Cycle:  Proe__  Bep_  Quel_  N4I—  Clo_  H-0_  DEP_  F-UP. 

Setciat:  __ _ _______________ _____ _____ _ ___ 

Basse:  BEG  (p .  30  .  pore  9  .  line  )  IND  (p.  36  »  pore  5 

11.  COMMUNICATION  STRATI  CHS 


M/A  x  Oth 


•  line 


BELIEF :1  -  "Make  niaeion,  to  fiehing  ...  work  pour  ovn  Moore.  That* a  bull.**  They*  11 
eti.ll  cone  down  on  you  if  you  elip  a  month. 

2  ~  More  freedoe,  pore  noney  would  help. 

3  -  "Until  e  coapany  ...  or  bettelion  aakea  their  aiation.  too1 re  going  to  be 
working  ell  the  tine.'* 

4  *  You  have  to  weigh  the  poasibility  of  e  feeter  proaotion  in  recruiting  vs.  i 
job  you  may  like  better. 


BULK: 


1  -  Meeeure  euccett  on  e  monthly  baaia,  wiaeion. 

2  -  If  people  treat  you  veil  in  the  coxmunity.  you're  doing  well. 

aren’t. _ 


If  not  t  you 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT 


TEST 


REPORT  TYPE:  _ PCW _ _ _ 

I.D.:  Coder  2  S  I  SEQ  11  CROSS-REF 

BLOCK 

DESCRIPTION _  CONTINUATION _ 


j 

BELIEF:  ! 

5  -  Peoole  who  produce  1102  or  1151  deserve  tone  tise  off.  It  ttV.es 

1 

1 

1 

« 

6  -  Combination  ef  aoney  and  security  are  the  aoct  important  factors 

|  for  hia. 

S  7  -  Might  be  a  food  idea  to  lot  a  recruiter  recruit  in  bit  boat  town, 

S  regardless  of  the  possible  problems. 

{  6  -  Tbe  idee  of  retiring  at  37  is  appealing  became  of  *11  the  benefits 
S  and  the  chance  to  itert  a  second  career. 

'  9  -  Measure  luectii  on  a  monthly  basis.  mission.  Large  percentage  of 
S  community  i»  joining  in  the  area.  He  can  to  wherever  he  emti  and  get 
J  whatever  he  wants  became  of  hie  reputation.  Everybody  knows  who  he  it. 
J  10  -  The  thank*  you  get  froa  people  makes  the  extra  hours  worth  it. 

'  Without  thole  the  job  would  get  very  dep ret ting. 

|  11  -  Hie  previous  job,  pot  tel  administration  may  have  gotten  hia  a 
J  better  job  when  he  gets  out  than  a  sales  job. 

i  12  -  You  have  to  be  flexible.  Each  person  i>  different  —  that's  the 

!  fun  pert,  the  challenge. _ __ 

S  13  -  Security  i«  acre  important  then  challenge. 


I 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.S  Coder  2  S  I  SEQ  12  CROSS-REF _ 

Purpose:  Rules  for  treating  people 

Cycle:  Pro* _  Rip_  Qual__  MI_  FIiA___  CLo_  B-0_  DEP_  F-UP__  M/A_*  Oth _ 

Setting:  _ _ _ 

Beafe:  BEG  (p.  39  .  pare  16  .  line  )  END  (p.  40  .  pare  5  .  line  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  You're  going  to  be  depending  on  the  people  you  put  in  for  your  protection, 
so  they  need  to  be  top  caliber  people. 

2  -  It*s  inportant  to  nake  yourself  available  to  kids  when  they  need  you,  rather 
than  on  a  convenient  schedule  by  the  nuabers. 

3  -  Soae  people  think  because  a  kid  is  17  or  18  he  doesn’t  know  anything.  That’s 

not  true.  Kids  are  smart,  they  pick  up  if  you* re  being  phony. _ 


MULE:  1  -  You  don't  treat  people  at  a  nuaber  in  the  Aray . 

2  -  Treat  people  as  though  you’re  proud  to  have  the  a  in  the  Amy . 

3  -  Try  not  to  be  a  hard  ass  with  people.  Treat  then  with  respect. 
A  -  Don't  be  phony,  be  your?;lf. 


SALES  DECISION  DECISION 

sequence:  cycle  state  enter  primary  pattern  state  exit  test 


1 

1 

} 

1 

1 

1 

1 

i 

» 

• 

I 

l 

i 

1 

i 

I 

1 

i 

1 

1 

1 

« 

1 

1 

1 

1 

i 

1 - 

i 

"■  '  1  11 

1 

1 

1 

!  ! 

1 

• 

1 

1 

1  1 

1  1 

1  1 
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protocol  codins  vp&jlsezet 


1.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  I  SEQ  13  CROSS-REF _ 

Purpose :  To  phrase  doting  properly 

Cycle:  Pro«_  Rep__  Qu*l_  N4I__  FI  BA Clo_*  H-0_  DEP_  F-UP_  M/A__  Oth  __ 

Setting:  Office 

Bunge:  SEC  (p.  41  .  pen  6  line  )  END  (p.  41  .  purs  <  .  line  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :  1  -  Peed  to  be  sfreid  to  for  the  cloee. 

2  -  Peed  to  ask  tide  to  "think  about*'  joining  —  «  bed  way  to  cloee.  Ride  will 
think  about  it  for  yesre.  Better  to  ask  then  **if  I  cm..,  would  youT” 


BULE:  1  -  Be  direct. _ 

2  -  Don’t  etk  e  kid  to  coneider,  *«k  hie  to  join. 


SALES  DECISION  DECISION 

SEQOEBCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


! 

1 

1.  ! 

i 

i 

1 

9  • 

! 

• 

i 

s 

3.  ! 

i 

_ ! _ 

i 

4.  ! 

— 

1  "1 

1 

3.  I 

r 

..  1  ... 

1 

«.  ! 

PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  I  SEQ  14  CROSS-REF  - — 

Purpose:  Time  management  - — 

Cycle:  Pro* _  Rap_  Qual_  WI_  PERA _  Clo_  H-0_  D£P_  r'up_  ^kJL  oth 

Setting:  - . -  - - - - - — — — 

ftsage:  BEG  (p.  43  .  pars  11  .  line  )  END  (p.  43  »  P*r*  ■*„■■■■♦  * *-oe  — 

II.  COMMUNICATION  STRATEGIES 

mrrntP:!  -Host  important  thing  i*  to  stick  to  it.  — 

2  -  Tour  schedule  csn  change  in  the  blink  of  an  eye.  — 

3  -  Work  plan  ii  your  re*pon«ibility.  Have  to  stick  to  it t  but  be  flexible. 

4  —  If  you  recruit  someone  and  he  doetn't  bring_any  referral* t  you  re  doing 

something  vrong.  Be  might  think  he  got  screwed.  — 


mmy  1  -  Make  a  good  work  plan  and  *tick  to  it. 

2  -  Ratio  of  people  you  have  to  talk  to  to  put  someone  in  tell*  if  you're  doing 
a  good  job,  1  out  of  17  mean*  you  might  be  doing  something  vrong,  1  out  of  3 

j*  decent. _ _ _ _ _ _ _  _ 

3  -  If  you  recruit  someone  and  he  doetn't  bring  any  referral* ,  you’re  doing 

something  vrong.  - -  - — 


SALES  DECISION 

MKOOnCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN 

~  ! 

l.  1 

DECISION 

STATE  EXIT 

TEST 

! 

* 

1 

2.  !  i 

1  I 

3.  1  1 

1  1  n 

a.  :  i 

! 

- j  l 

s- - t - t - 

s.  :  i 

1 

1 

1 

i  • 

(  | 

- — ! 

* 

i  ! 

i  _  < 

PROTOCOL  CODING  WORKSHEET 


3.  BACKGROUND  INFORMATION 


l.D. :  Coder 


CROSS-EEF 


Purpose :  Proepecting  in  the  coaaunitv  —  older  people  especial 1 


Cycle:  Proe  x  Bop 

Setting:  Conaunit 


lao(t:  BEG  (p.  45  .  pore  10  «  line  )  END  (p.  46  .  per*  1  .  line_ 


II.  COMMUNICATION  STRATEGIES 


BELIEF :1  -  If  a  recruiter  i»  out  there  mingling  pith  people,  people  know  hie,  taVe _ 

Bi«  veil,  he'e  doing  eoae  thing  right. 

2  “  Older  people  vill  bring  you  lote  of  teferrale  ~~  they  can  be  key.  Eepeciell 


if  they  were  in  the  Aray. 


3  -  Older  people  in  a  eossunity  ere  influential. 


eople  in  the  eoseunif 


DECISION 
STATE  INTER 


PRIMARY  PATTERN 


DECISION 
STATE  EXIT 


6 


PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I.D.:  Coder  2  S  I  SEQ  16  CROSS-REF _ 

Purpose:  Projecting,  EE  BA,  in  general _ _ _ 

Cycle:  Pro«_x  Bjf>_  Qual__  Ml_  EEBAjc  C1o_  H-0__  DEP__  F-UP__  M/A__  Oth _ 

Setting:  _ 

Bangs :  SEG  (p.  46  .  per*  7  .  line  )  END  (p.  48  .  psrs  7  .  line _ ) 

21.  COMMUNICATION  STRATEGIES 

BELIZE:!  -  Sold  on  hie  referral  program  1001.  _ . 

2  -  In  hie  ores,  eaploynent  opportuni ties  ere  pretty  bed.  Point  that  out  to 

Ride. _ 

3  -  Telephone  power  ie  inportent ,  but  referrals  work  s  lot  better. 

A  -  When  you  do  «  good  job,  people  vorV  for  too  rather  then  you  working  for  thee. 


BULK:  1  -  Treat  people  like  people.  Let  then  cone  in  whenever  they  want.  Talk  vith 
them,  talk  vith  their  friende  —  conaunity  involveaent. 

3  -  Point  out  difficulties  in  eaploynent  in  the  area,  to  conpere  to  Army. _ 

3  -  When  projecting  it  ie  inportant  to  think  of  the  kid,  not  a»  a  number 
toward  nisaion,  but  aoaeone  you  can  help  toward  a  better  life. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


i 

1 

• 

1 

1 

r  s 

1 

j 

1 

1 

I 

1 

1 

I - 

< 

- \ - 

•  1 

I 


I 


I 


PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  I  SEQ  17  CROSS-R£F_ _ _ 

Fnrpoit :  Maintaining  rapport,  good  attitude _ _ _ 

Cycle:  Pro»_  R»?_x  Quel _  NR  I _  FEBA _  Clo__  DEP—  F-UP _  M/Aje  Oth _ 

Setting:  _ _ _ _ _ 

Benge:  BEG  (p.  49  .  pare  3  .  line  )  IND  (p.  $0  .  pete  1  .  line__ _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF : 1  -  Going  by  the  book  doeen’t  alvayt  pay  off,  you  «ay  have  to  etrey. 

2  -  If  «  kid  coaee  io  expecting  a  eelee  pitch,  end  you  flop  a  book  down  in _ 

front  of  hia,  that’a  going  to  be  pretty  boring.  Tou  do  better  If  you  just  pull 
up  a  couple  of  chairs  end  start  talking . 

3  -  Doesn't  think  he  hes  a  etyle,  jutt  hit  own  pereonelity. 


BULB:  1  -  IreeV  the  ice  by  jutt  talking  about  whatever  cocet  up. 


SALES  DECISZON  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

! 

1 

1 

i  i 

1  ! 

1 

1 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

I. B.J  Coder  2  S  I  SEQ  18  CROSS-REF _ 

9vTfom  Rapport,  what  things  to  atreae  in  the  interview 

Cycle  Pro* _  Rap_x  Qual__  NAI__  FEBAjr  Clo_  H-0_  DEP__  F-UP_  M/A_  Oth_ 

Setting:  Office 

taxkge:  BEG  (p.  50  .  para  3  .  line  )  2ND  (p.  SI  .  para  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

lRIIFil  —  Bit  conaunity  i«  college  oriented,  othera  nay  be  different  ao  you  would 
have  to  adjust  your  atyle, 

2  -  Be  doetn't  me  the  ealee  booh,  though  he  can,  because  he'e  more  conf  or  table 
without  it . 


RULE:  1  -  Put  out  ten  flyers  on  each  benefit  in  the  RPI  rack*.  When  you  go  back,  aee 
which  one*  have  been  taken  the  no*t.  That  will  give  you  an  idea  of  what  people 
are  interetted  in. 

2  -  Tween' t  me  the  »ale<  book  became  he  thinks  Ride  don't  buy  it.  Too  tales 
oriented,  they’ll  thinV  he  think*  they  are  jmt  nuabere . 


SALES 

QUBBCZ:  CYCLE 

1. 

DECISION 
STATE  ENTER 

PRIMARY  PATTERN 

' 

DECISION 

STATE  EXIT 

TEST 

2. 

2. 

4. 

-  - 

1 

i 

5.  ! 

- 1 - — ■  -  — 

1 

* 

6.  i 

1 

1 

PROTOCOL  CODIES  WORKSHEET 


1.  BACKGROUND  INFORMATION 

I. D.:  Coder  2  S  I  SEQ  19  CROSS-REF _ 

Purpose:  Where  to  proepect,  M/A 

Cycle:  Prosjc  Rap__  Qual__  Nil _ TELA _  Clo_  B-0 _  DEP__  F-UP^_  M/ajc  Oth _ 

Setting:  _ _ ___________________ 

Bange:  BEG  (p.  SI  .  pars  7  .  line  )  END  (p.  54  .  pare  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  If  you  don't  know  vhat’a  going  on  in  the  coacimity.  you  can  end  up  looking 
like  a  fool . 

2  -  Starting  in  a  new  area,  the  phone  ia  the  beet  way. 

3  -  School  ie  the  aott  dangerom  place  to  do  an  interview  became  of  the  peer 
prenure.  Feele  better  on  hie  own  turf. 

4  -  Gett  along  well  vith  school  counsel  ore.  Fecit  competition  from  Air  Force  — 
the y  apend  aore  coney  on  toure .  etc. 


BOLE:  1  -  You  amt  know  vhat'a  happening  in  your  coaaunity  (including  egployaent 
opportunities) . 

2  -  Participate  in  the  conaunity,  PIA,  church,  coach  ball,  etc. 

3  -  Make  arrangements  before  going  out  to  school. 

4  -  Don’t  do  interviews  in  school. _ 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 
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PROTOCOL  CODING  WORKSHEET 


1.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  I  SEQ  21  CROSS-REF 


Purpose:  Pre-Q,  TEBA,  different  Cat  levels 

Cycle:  Pros__  Rsp_  Qual_x  Nil_  PEBAjt  Clo_  H-0__  DE?_  P-UP__  M/A__  Oth _ 

Setting:  Verious,  office  nostly 

Sense:  SEG  (p.  35  .  pars  15  .  line  )  END  (p.  <0  .  pars  1  .  line _ ) 

11.  COHMU N1 CAT1 ON  STRATEGIES 

BELIEF :1  -  Different  dealing  vith  different  Cat  levels. 

2  -  laeier  to  sell  Cat  1  became  of  nore  options. 

3  -  You  can  often  tell  levels,  traduate  or  not,  etc,  when  a  person  walks  in 
the  door  —  inetinct. 

A  -  Dreei,  conversation,  etc,  can  help  deternine  Fre-Q,  Vo-tech  studentt  often 
don’t  do  well  on  tett. 

5  -  Race,  sex,  age  don’t  natter. 


BOLE:  1  -  Don't  call  lower  Cat  levels  dueaiet.  let  higher  levelt  know  they  have  nore 
opportunitiet . 

2  -  Lower  Cat  levelt  don't  take  baths,  have  long  hair,  sonetiaet  a«k  if  thit 
ii  the  recruiting  office  (vith  sign  right  in  front  of  then,  sonetinet  von't 
ssy  a  word).  Heir  and  dress  are  inport ant  heyt.  Schools  have  dreee  codes  — 
so  a  kid  who  doctn't  aeet  then  couldn't  be  in  school. 

3  -  Can  alto  tell  through  convereation,  Atk  quettiont  about  courses,  algebra, 

ate  . _ _ _ _ _ _ _  _ 


SALES  DECISION  DECISION 

SEQimCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


1. 

I 

j 

1  i  1 

1  1  ! 

1 _ S _ ! _ 

2. 

I 

i  i 

3. 

:  ! 

A. 

I  1 

1  l 

1 

I  1 

1  1 

5.  !  1 
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1 
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I 

l 

t 

i 
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El PORT  TYPE:  PCW _ 

I.D.:  Coder  2  S  1  SEQ  21  CROSS-REP 


BLOCK 

t>E  SCRIPT!  ON  _ CONTINUATION _ _ _ 

i 

BELIEF :  |  6  -  Once  you  let  feaelee  know  that  they  can't  take  coabat  related  jobt, 

i  it  aaeee  thinge. 

|  7  -  Lote  of  kida  in  hie  area  intereeted  in  airborne. 


PROTOCOL  COPING  WORKSHEET 


2.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  I  SEQ  22  CROSS-REF _ 

Purpose :  Keeping  on  top  of  PEPe 

Cycle:  Fros__  Rjp_  Quel _  NH__  FEBA__  Clo__  H-0__  DEPjt  F-UP__  M/A__  Oth _ 

Setting:  ________________________________________________ _ 

Singe:  SEC  (p.  60  ,  pore  3  .  line  )  END  (p.  60  .  pete  S  .  line  ) 

11.  COMMUNICATION  STRATEGIES 

SELZXF :1  -  Tou  can  hsve  «  lot  of  input  uith  PEPe.  but  you  cen*t  reelly  control  thee. _ 


SOLE:  1  -  Keep  in  touch  with  school  count  el  or  t  of  DEPt  to  ueVe  sure  they  ere  doing  ok. 

2  -  Hsve  to  streee  to  kide  that  not  graduating  is  bresVing  their  contract,  they 
lote  everything. 

3  -  let  feselei  know  they  can't  get  pregnant. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


i 

1 

1  ! 

i  : 

! 

l 

i 

i  : 

| 

1 

1 

i  i 

_ ! _ S _ 

1 

i 

i 

1  1  1 

1  I  1 

! _ ! _ ! 

- 1  I - 1  1 

il  i  < 

l«  II 
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PROTOCOL  CODING  WORKSHEET 


I.  BACKGROUND  INFORMATION 

X.D.:  Coder  2  S  I  SEQ  23  CROSS-REF _ 

Purpose:  FEBA  techniques  end  B-0 

Cycle:  Pros _  R*p_  Quel _  Nil__  PEBAji  CIo__  B-Ojt  DEP _  F-U?__  M/A_  Oth 

Setting:  Vsrious,  office  nostly 

Msage:  BEG  (p.  60  .  psrs  7  line  )  END  (p.  62  .  pars  S  line _ 

II.  COMMUNICATION  STRATEGIES 

UUP :1  -  Girl  friende  vill  stsnd  by  kid's  deeisione  if  they  really  cere  about  then. 

2  -  Amy  is  s  treat  stepping  stone  to  s  csreer. 

3  -  Ar ay  comperes  fevorsbly  to  bmineee  s»  fsr  ss  opportunities 


RULE:  1  -  Convince  girl  friends  to  support  decitiont  of  guyt  who  went  to  join.  Pley 
on  sincerity  if  neceeesry. 

2  -  Sell  kidt  on  the  Aray  firet,  job  second. 


SALES  DECISION  DECISION 

SEQUENCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 


111.  COMMUNICATION  PATTERNS 


PREDICATE:  Vi«  And  %  Kin  x  Olf-Cus  On»  x  Specific 
mrcAX/ 

SEMANTIC:  1-R  1-Q  z  l-c  I -A  1-Z  P-C  x  Oth  S-CON 


COMMON 

PATTERNS; 


PATTERN  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

, 

M-4  {  Compere*  Army  enlistment  to  big  corporation  job 

•  offer  to  convince  kid's  girl  friend  that  Army  is 
!  a  good  idea. 


CEQ  with  S-CON 


Love  ■  not  stopping  kid's  decision.  Forces  girl 
friend  to  focus  on  what's  best  for  kid,  not  just 
herself.  Not  willing  to  wait  ■  marriage  wouldn't 
work  anyhow. 


("If  your  goal... and  you  don't  have  the  money... 
then  the  Army  can  help.") 


PATTERS  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME  EXAMPLE 

W1QUE  ! 

PATTERNS:  !  ! 


I 


I 

i 

» 

I 
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EE  POST  TYPE: 


PCV 


J.D.:  Coder  2  S  I  gQ  23  CROSS-REF 


PATTERS  OPERATOR  TECHNICAL  RESULT  OR  OUTCOME 

COMMON  }  - 

PATTERNS:  RE-0  S  Purpose  of  Ar*y  isn't  to  get  20-yeer  people  only, 

!  but  to  open  doors  for  kid*. 

C/O  }  Describee  Aspects  of  jobs  eiailsr  to  abet  kid  vents 

I  to  do,  oven  if  the  job  itself  is  is  Another  field. 

! 

i 

i 

i 

i 


I 

! 
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PROTOCOL  CODING  V ORES BEIT 


3.  BACKGROUND  INFORMATION 

X.P.S  Coder  2  S  I  SEQ  24  CROSS-REF _ 

Purpose:  Teaching  tth  stout  the  Aroy 

Cycle:  Proe _  Rap_  Quel__  WI_  PEBA_  Clo_  B-0__  DEPjt  F-UP_  H/A__  Oth_ 

Setting:  _____ _____ _ __ _ _ 

Baage:  BEC  (p.  <2  .  pare  7  .  line  )  END  (p.  64  ,  P*re  6  .  line  ) 

II.  COMMUNICATION  STRATEGIES 

BELIEF :1  -  It  helpa  get  Ride  ahead  s  little  to  five  then  soae  training  end  information 
while  in  PEP.  Hide  give  good  feedback  later. 

2  ~  Prefers  group  functions  because  he  hat  5  high  schools,  hide  Ret  together , 

It  can  help  then  if  they  go  to  ba»ic  together  (it  helped  big). 


SOLE:  1  -  Teach  kid«  about  changes  in  Aray,  soae  drill,  exerciec,  rank  etructure, 
other  standard  PEP  stuff. 

2  -  Let  newtpapere  Know  when  a  kid  joint,  job,  where  he*a  going,  how  to  contact 
h is ,  etc. _ 


SALES  DECISION  DECISION 

EEQUIBCE:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EXIT  TEST 

« 

• 

1 

1. 

i  : 

i  : 

i  : 

1 
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i  j 
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PROTOCOL  CODING  WORKSHEET 

3.  BACKGROUND  INFORMATION 

I. D. :  Coder  2  S  I  SEQ  25  CROSS-REF _ 

Purpose:  N  *  I,  TEBA,  major  life  gosls,  working  with  fanilie* _ 

Cycle:  Fro* _  Rap_  Qual_  NAI_x  PEBAjr  Clo__  B-0 _  DEF__  F-UP__  M/A_  Oth _ 

Sec  tint: _ _ _ _ _ _ 

lu|t :  BEG  (p.  65  .  pm  2  .  line  )  END  (p.  67  .  per*  3  .  line _ ) 

II.  COMMUNICATION  STRATEGIES 

SELIiy:!  -  Working  irith  the  feaily,  petting  thee  Behind  you,  i»  eery  helpful. 

2  -  It  help*  to  de»on«trate  the  value  of  education  combined  with  jot  experience  , 
for  lster  civilian  employment. 

3  -  FEBA  i*  bsticslly  feeding  beck  vhst  the  kid  geve  you  in  N  A  I. 

4  -  A  lot  of  parent*  put  the  idea  of  college  in  kid’s  head*,  but  the  kid  night 
not  really  want  that.  You  have  to  liaten  effectively  to  pick  it  up.  Be  didn't 
«»ed  to  pick  that  up,  but  doe*  now. 

5  -  If  you  li»ten ,  kid  will  tell  you  exactly  what  to  do  to  close  the  »*le. 

SOLE:  1  -  Have  and  use  a  program  that  >hovs  hov  job*  in  the  Army  will  help  in _ 

civilian  eaployaent. _ _ _ 

2  -  When  you  have  N  A  I,  jmt  feed  it  back  to  the  kid  in  terns  of  your  progress 
and  wait  for  him  to  shake  hi*  head  ye*. _ 


SALES  DECISION  DECISION 

SXQUZBCB:  CYCLE  STATE  ENTER  PRIMARY  PATTERN  STATE  EIIT  TEST 
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APPENDIX  B 


PRIMARY  COMMUNICATION  SKILL  REPORTS 

1.  COMMUNICATION  SKILL 

A.  BACKGROUND  INFORMATION 

I.D. :  Coder  2  S(»)  A,C,D,E,G,H  SEQ  I  CROSS-REF  PCSR  (2,  3,  4,  5,  6) _ 

OUTCOME:  Find  prospects  And  make  appointments.  _  _ 

CYCLE:  PROSjc  RAP__  QUA! _  Nil_  FEBA _  CLO_  H-0_  HP _  F-UP_  M/A_  OTH_ 

LOCATTOI:  SIAjc  H.S._x  CLGjt  HOM_x  FOODjc  STRT_x  MAL_x  ClVjt  MEPSjt  BAS_x  OTHjt 

CONTACT:  FACE_x  TELE_x  LTRjc  SPCHjc  RPI_x  OTH_x 

PLATER:  FROSjc  PRNT_x  DEP_x  NLSTjc  CIV-LDRjc  ESCGjc  MPGC_x  FRNDjc  REF_x  OTH_x 

B.  OVERVIEW 
RECRUITER 

ADVANTAGE:  1  -  R  vill  be  able  to  build  and  control  a  referral  system  along  with  cold _ 

cells  and  advertising. 

2  -  R  will  have  several  ways  of  introducing  hiaself  end  quickly  establishing 
rapport  in  person  and  on  the  phone  while  nee ting  new  prospects. 

3  -  R  vill  have  ways  of  introducing  the  concept  of  the  Amy  to  prospects  in 
initial  contacts,  creating  interest  and  curiosity,  while  gently  setting  up 
his  sales  presentation. 


SALES  SKILL 

DESCRIPTION:  1  -  Getting  referrals  depends  on  maintaining  rapport  with  referral  sources 
and  captivating  them  to  supply  names  and/or  introductions  of  prospects. 

2  -  The  R  introduces  hiaself  by  name,  in  a  friendly  informal  way.  If  he 
has  eone  information  on  P,  such  as  test  scores,  impending  graduation,  etc, 
he  congratulates  P  on  this  and  asks  about  his  future  plans.  He  accepts  all 
information,  comments ,  and  paces  to  establish  rapport. 


II.  COMMUNICATION  PATTERN 

A.  PATTERN 

DESCRIPTION:  1  -  R  builds  a  referral  aystea  cuing  cold  calling,  area  canvas¬ 
sing,  publicity,  and  other  ways  of  finding  prospects. 

2  -  R  makes  initial  contact  with  P,  gently  introducing  hiaself,  using 
whatever  information  he  has  available  about  P,  and  begins  to  establish 
rapport , 


REPORT  TYPE:  _  PCSR _ _ 

I.D.:  Coder  2  S(s)  A,C,D,E,G,H  SEQ  1  CROSS-REF  PCSR  (2,  3,  4.  5,  6) 


BLOCK 

DESCRIPTION _ CONTINUATION 


RECRUITER 


ADVANIAGE:  1  4  -  R  will  know  how  to  me  doting  techniques  to  get  good  appointments, 

!  along  with  briefly  pre-qualifying  when  appropriate . 

!  5  -  R  will  be  able  to  handle  objection*  to  the  concept  of  the  military 
!  and  overcome  these  to  either  get  the  appointment ,  or  at  least  establish 
!  and  maintain  rapport  for  future  contacts. 

1  6  -  R  vill  learn  to  follov-up  to  remind  P  of  appointaent.  and  maintain 
!  rapport  and  enthusiasm. 


SALES  SKILL 
DESCRIPTION: 


PATTERN 

DESCRIPTION: 


3  -  R  takes  whatever  information  P  hat  given  and  relates  it  to  possible 

Army  opportunities.  He  may  ask  if  P  hat  thought  about  service,  or 
certain  benefits  of  acrviee.  Creates  curiosity  by  dropping  hints  about 
some  benefits,  without  giving  details.  This  acts  up  later  tales  presen¬ 
tation  and  gives  opportunity  to  cloae,  just  as  in  the  rest  of  the 
sales  cycle. _ 

4  -  R  uses  standard  closing  techniques  to  ask  for  appointaent. 

5  -  R  uses  standard  H-0  techniques  to  handle  initial  objections,  turn 
them  around,  or  maintain  rapport. 

6  -  R  follow-up  to  remind  P  of  appointaent  and  maintain  rapport  and _ 

enthusiasm . 


3  -  R  next  gathers  more  information  about  P  by  asking  brief  questions. 
The  answers  R  gets  to  his  questions,  move  him  into  a  small  version  of 
the  entire  sales  cycle  in  vhich  he  gathers  N4I ,  relates  these  to  Army 
opportunities  as  in  FEBA  while  generating  curiosity  and  setting  up 
later  presentations.  R  then  closes  for  the  appointaent,  handles  any 
objections  and  gets  confirmation,  R  later  follows  up  to  insure  that  the 
P  will  actually  come  in. 
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B.  BLUEPRINT 


ST 

# 


1 


T 

i 


OUTCOME 


PROCEDURE  (What  to  Do,  When  to  Stop) 


To  get  referrals  from 
as  a any  sources  as 
possible. 


Maintaining  rapport  with  referral  sources  is 
done  through  constant  contact  and  real  interest 
in  the  referral  source  as  a  person.  All  the 
patterns  of  rapport  are  used  (see  also  PCSR  2). 
Motivation  is  done  in  a  variety  of  ways  depend¬ 
ing  on  the  source,  including  techniques  of 
closing  (see  PCSR  5).  R  invariably  uses  pre¬ 
supposition  to  assume  that  the  referral  source 
knows  other  prospects  and  will  provide  them. 


a)  If  the  source  is  a  DEP  he  has  nany  more 
notivating  techniques  ranging  from  incentives 
such  as  promotion,  to  using  the  DEP's  sense  of 
camaraderie  with  his  friends,  to  directly  order¬ 
ing  him  or  her  to  help  out.  These  cover  the 
range  from  softeners  such  as  C-POST  and  SD,  to 
sore  direct  aethods  such  as  S-CON  and  MO 
(necessity),  to  painting  pictures  using  FP-CON 
and  nany  of  the  techniques  of  FEBA  (see  PCSR  A). 


!  b)  With  adults  such  as  parents  or  school 
! counselors,  the  R  will  generally  take  aore  of  a 
! peer  role,  stressing  that  they  all  have  the 
! sane  goal  of  bettering  the  lives  of  the  kids. 

|He  will  use  softeners  such  as  AWARE,  A-OUT,  INT 
! to  stress  the  outcone  of  the  referral.  He  will 
{also  use  hunor  and  cite  autual  experiences  to 
! convince  the  referral  source  of  the  value  of 
'the  ailitary. 

'  c)  If  the  source  is  a  prospect  who  turns  out 
i to  be  unqualified,  for  example  in  the  initial 
iphone  call,  the  R  uses  already  established  rap- 
{port  to  expand  the  idea  of  the  Army ,  and  what 
Sit  offers,  to  include  the  person's  friends  who, 
Sit  is  presupposed,  aay  be  interested  and  qual¬ 
ified.  R  will  use  softeners  and  TB-CON  and  C/FS 
i to  change  the  subject  of  discussion  from  the 
{unqualified  P  to  his  or  her  qualified  friends. 
Ilhis  process  is  generally  liaited  to  unqualified 
IPs  who  show  real  interest  in  the  Aray. 

S  d)  With  new  recruits  and  enlisted  personnel, 
Sthe  R  will  use  a  vide  variety  of  patterns  to 
laotivate  for  referrals,  depending  on  the  person 
Sand  his  relationship  with  them.  These  include 
Saost  of  the  patterns  of  FEBA  and  CLO  (see 
SPCSR  4  and  PCSR  5). 
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P.0. 

TYPE  OR  II 


P, FP-CON, 
S-CON, 
C-POST, SD 


P, A-OUT, IN 
AWARE 


MO. MR, 
C-POST, YB- 
CON.C/FS.P 


C-POST, C/FS, 
UV,P,CEQ,MO, 
NEG-COM, 
C-LINK, 
S-CON, R/S, 
C/FS, HOC, IN, 
SCO-AM, AFV 


EXPORT  TYPE: 


PCSR 


I.D.:  Coder  2  S(«)  A,C,D,E,C.H  SEQ  1  CROSS -REP  PCSR  (2,  3,  4,  5.  6) 

B.  BLUEPRINT  (continued) 


. _ OUTCOME 


Introduce  hiaself  end 
establish  rapport. 


Introduce  the  concept 
of  the  Army  and  its 
possible  benefits  for 
P. 


PROCEDURE  (What  to  Do.  When  to  Stop) 


e)  Zf  E  is  celling  cd  phone,  he  introduces 
hiaself  bp  neae,  not  es  en  Any  recruiter.  He 
say  say  he's  with  the  Any,  or  representing 
"Arsy  opportunities"  or  ease  ether  euphemism. 

If  he  has  soae  inf creation  about  P  he  vill  men¬ 
tion  this  end  consent  on  it  in  soae  positive 
way,  usually  presopposisg  eceoaplishsent ,  pride, 
etc.  He  will  then  ask  a  general  question  or 
two  about  P  to  get  a  sense  of  which  direction  to 
go  and  a  sense  of  how  such  to  do  over  the  phone. 
He  will  pace  each  answer  is  soae  way. 

b)  If  R  is  out  canvassing,  be  may  simply 
approach  every  person  be  sees,  greet  them,  and 
ask  them  to  join  the  Army.  Hare  likely,  he 
will  use  some  personal  criteria  to  pick  likely 
Ps  to  approach.  Be  will  sinply  greet  them  and 
comment  about  whatever  is  happening  in  the 
situation,  or  whatever  he  feels  may  give  him  an 
opportunity  to  lead  into  talking  about  the  Army. 
He  will  pace,  using  whatever  the  P  or  Ps  pro¬ 
vide  him. 


a)  R  takes  whatever  information  P  has  given 
while  establishing  rapport  and  relates  it  to 
possible  Army  opportunities.  Be  may  ask  if  P 
has  thought  about  service,  or  certain  benefits 
of  service,  or  even  presuppose  that  be  already 
has.  He  vill  use  P,  C-P05T,  SR,  AHARE  to 
softly  slide  into  talking  about  how  the  Army 
relates  to  whatever  they  just  Talked  about. 

Hay  C/U  to  talk  about  service  to  country  or  C/D 
to  talk  about  specific  benefits.  Say  also  C/D 
or  C/FS  to  gather  aore  specific  information 
about  interests  ("Uhat  kind  of  car  are  you 
looking  for?")  to  set  up  EZRA. 

b)  R  may  directly  challenge  P.  «ven  before 
greeting,  introduction,  or  establishing  rapport, 
to  startle  ?  into  thinking  about  Any.  He  may 
use  presupposition  or  C-POST  such  as:  "2s 

this  what  you  want  to  do  for  the  rest  of  your 
life?"  This  is  usually  used  with  a  kid  working 
in  a  fast  food  place  or  a  car  wash. 


P.0. 
TYPE  OR 


P.MR.PF 
(see  also 
PCSR  2) 


MR,  P,  C- 
POST,  AWARE. 
RE-D.SU.N, 
MO.UV.C/D, 
C/U, C/FS 
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REPORT  TYPE: 


PCSR 


I.D. :  Coder  2  S(s)  A,C,D.E,G.H  SEQ  1  CROSS-REF  PCSR  (2,  3.  A,  5.  6) 

B.  BLUEPRINT  (continued) 


ST 


OUTCOME 


PROCEDURE  (Whet  to  Do,  When  to  Stop) 


P.0. 
TYPE  OR 


Close  for  appointment. 


Handle  objections  to 
Amy,  service  in 
general,  or  appoint¬ 
aent  . 


Follow-up  on  appoint¬ 
ment. 


c)  R  will  generally  try  to  create  curiosity 
about  the  Aray  by  dropping  hints  about  aoae 
benefits,  without  giving  details.  He  may  take 
s one thing  that  was  mentioned  and  use  presupposi¬ 
tion  or  RE-D,  or  S-CON  to  turn  it  into  something 
having  to  do  with  an  Army  benefit,  but  then 
only  ask  if  P  was  aware  of  this  opportunity, 
without  explaining.  He  may  further  use  a  num¬ 
ber  of  vague  statements  including  SD's,  N's, 
UV's,  and  MO's  (possibility).  This  sets  up 
his  later  sales  presentation  and,  if  P  seeas 
intrigued,  gives  R  the  opportunity  to  close 
for  the  appointaent. 


Standard  closing  methods  of  conditional,  trial, 
or  two-choice  closet  (see  also  PCSR  5). 


R  uses  all  the  standard  techniques  for  handling 
objections.  He  will  use  softeners  to  maintain 
rapport  while  gathering  more  information.  He'll 
use  RE-D's  and  other  reframes  to  change  meaning 
of  objection  and  turn  it  around,  while  pacing 
to  maintain  rapport.  He  may  use  YB-CONs ,  FP- 
CONs,  and  other  means  to  accept  objections  and 
then  negate  then  with  either  comparisons ,  or 
informstion  the  P  doesn't  have  that  could  change 
his  mind.  He  will  also,  sometimes,  anticipate 
objections  as  a  way  of  pacing.  If  all  else 
fails  be  will  use  A-OUT  and  FP-CON  to  allow  for 
later  changes  of  mind  and/or  plans  so  that  P 
can  be  contacted  later,  or  come  in  himself  if  he 
wants.  Rapport  is  maintained  as  well  as 
possible  at  all  times  (see  PCSR  6  for  fuller 
descriptions) . 


R  calls  P  before  appointaent  to  remind  him  of 
it  and  maintain  rapport.  If  he  has  doubts 
about  whether  P  really  intends  to  keep  the 
appointaent,  he  may  challenge  him  directly  with 
MO  and  other  patterns  to  instill  guilt  or  re¬ 
sponsibility.  He  may  also  have  P  repeat  back 
the  time  and  address  of  the  meeting  to  test 
him.  He  may  even  mention  incorrect  tine  or 
place  to  P  to  see  if  P  corrects  him  with  proper 
information. 


P.RE-D.S- 

CON.NEG-Q 


P.AS.C/FS, 
UV.A-OUT.YB- 
CON.MR ,M0, 
AWARE, C/U, 
CEQ.IN.C/D, 
RE-D,  TAG, 
others 
possible . 


P  ,M0,  various 
others . 


PRIMARY  COWUNICATION  SKILL  REPORT 


1.  COMMUNICATION  SKILL 
▲.  BACKGROUND  INFORMATION 

I.D. :  Coder  2  S(«)  D.E.F.G  SEQ  2  CROSS-REF  PCSR  (1.6) _ 

OUTCOME :  Establish  rapport  with  P.  at  well  as  other*,  maintain  or  re-ettablith  rapport 

CYCLE:  PROS _  RAP_x  QUA! _  N4I_  FESA _  CLO_  H-0_  DEP__  F-UP _  M/A_  OTH_ 

LOCATION:  STA_*  H.S.jt  CLGjc  BOM_x  FOODjt  STRTjc  MALjc  CIVjc  KEPSjt  EASjc  OTH_x 

CONTACT:  FACEjt  TELIjc  LTR_x  SPCHjc  RPIjt  OTHjc 

FLAYER:  PROSjc  PRNTjc  DEP_x  NLST_x  CIV-LDRjt  HSCGjc  MPGCjt  FRNDjt  BEFjc  OTHjc 

X.  OVERVTXW 
RECRUITER 

ADVANTAGE:  1  -  R  will  be  able  to  establish  repport  on  firtt  contact,  prospecting,  etc. 

2  -  R  will  be  able  to  establish  end  maintain  rapport  with  P  during  initial 

appointment . 

3  -  R  will  be  able  to  gain  and  maintain  repport  with  others  in  community _ 

betides  P'«,  such  at  referral  sources ,  family  members ,  etc. 

4  -  R  will  be  eble  to  avoid  probleat  which  may  hurt  rapport,  as  well  ms 

maintain  or  re-ettablith  rapport  in  the  face  of  objections,  challenges  or _ 

other  conflictt. _ 


SALES  SKILL 

DESCRIPTION :  1  -  R  vill  determine  ways  to  approach  people  in  a  non-threatening  way,  as 
veil  as  communicate  vith  them  in  a  way  that  attablithet  rapport.  He  may 
join  in  activitict,  tuch  at  tportt,  that  P's  may  be  involved  in. 

2  -  R  recognizes  signals  from  applicant,  verbally  and  non-verbally  and _ 

retpondt  bated  on  thete.  He  matt  FF  accordingly. 

3  -  R  recognises  the  neadt  of  paople  other  than  F  and  retpondt  on  whatever 
level  of  communication  people  need  to  feel  at  aate  and  want  to  communicate 
and  help. 


II.  COMMUNICATION  PATTERN 
A.  PATTERN 

DESCRIPTION:  1  -  R  met  softening  techniquet  to  gently  attablith  rapport  vith  P,  and 
get  P  to  feel  comfortable  and  to  talk  freely,  on  firtt  contact  and  again 
during  the  initial  appointment.  R  utet  verbal  and  non-verbal  tigntls 
from  P  to  judge  how,  and  hov  quickly  to  proceed.  R  individualities  this 
procett  for  etch  P  bated  on  thate  signals. 

- B-6 - - — - - - 


REPORT  TYPE:  _ 

X.D.:  Coder 

BLOCK 

DESCRIPTION 


PCSR 

S(s!)  D,E,F~ 


CROSS-REF  PCSR  (1.6) 


OUTCOME: 
SALES  SKILL 
DESCRIPTION 


PATTERN 

DESCRIPTION 


CONTINUATION 


when  necessar 


-  R  handle*  objection*  and  challenge* ,  using  normal  H-0  method*  that 


•often,  refraae.  or  diainish  probleac  and  maintain  or  re-establish 


rapport  as  necessar 


2  -  R  will  use  these  saae  techniques,  also  individualised,  in  vorkin 


with  others  he  has  contact  with  such  as  community  leaders,  school 


B- 


1.  BLUEPRINT 


ST 


OUTCOME 


PROCEDURE  (What  to  Do,  When  to  Stop) 


T- 


P.0. 

TYPE  OR  C 


I 


Establish  rapport  on 
first  contact, 
prospecting. 


Recognise  signals 
given  by  P  both  ver¬ 
bally  and  non-ver bally 
and  respond  appropri¬ 
ately  to  establish 
and  aaintain  rapport. 


Establish  rapport 
with  others  besides 
P. 


Handle  challenges  and 
objections  while  still 
aaintain ing/enhaneing 
or  re-establishing 
rapport. 


Uses  "soft"  introductions  and  other  prospecting 
techniques  (see  PCSR  1).  Be  aay  join  in 
activities,  such  as  aports,  that  P's  aay  be 
involved  in. 


a)  See  Rules  and  Beliefs  for  signals  &  pays 
attention  to. 

b)  Uses  a  variety  of  softening  techniques, 
paces  content,  and  uses  presuppositions,  to 
set  P  at  ease  and  get  hia  to  trust  and  open  up 
to  S. 


c)  R  aay  change  setting  of  interview,  or 
have  others  present  (or  not  present),  if  he 
feels  it  is  necessary  to  Bake  P  comfortable. 

d)  R  uses  various  techniques  of  chunking  to 
individualise  presentation,  personally  compli¬ 
ments  P,  and  does  whatever  is  necessary  to  let 
P  know  he  is  thinking  of  him  as  a  person,  not 
just  another  prospect. 


R  recognises  goals  of  others:  welfare  oi  kids, 
good  of  the  community,  etc.  Uses  pacing 
patterns  to  express  these  to  people  in  soft, 
non- threatening  ways. 


▲11  the  techniques  of  H-0,  within  pacing  frame¬ 
work.  Refraaes,  softeners,  yes-buts,  etc. 


(see  PCSR  1)1 


See  Rules 
and  Beliefs 

C-POST, F, MO, 
AWARE ,  YE - 
CON.C-EX.S- 
CON.MF  (meta 
consent) , 

RE -D, TAG, IN 
—All  within 
PF-CON. 

P.MF 


C/D.C/U.P 

S-CON 


P.MF.IN.CEQ 


MF (mete-  ~~ 
comment) ,MW , 
IN.P.AS, 
C/FS.SD.N, 
MO.UV 
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PBDiABT  COMMUNICATION  SKILL  REPORT 


I.  COMMUNICATION  SKILL 

A.  BACKGROUND  INFORMATION 

I.®.:  Coder  2  S(e)  G,  H  SIQ  3  CROSS -KEF _ 

OUTCOME:  Get  Accurate  end  complete  infornation  for  both  Pre-Q  end  N  A  I. 

CYCLE:  FROS TAP_  QUALjt  NAIjc  FEB  A CLO_  H-0_  DEP F-UP_  M/A_  OTH_ 

LOCATION:  STA_x  H.S. _  CLG _  HOM _  FOOD _  STRT _  MAL _  CIV _  MIPS _  BAS _  OTH_ 

CONTACT:  FACEjc  TELE  jt  LTR _  SPCH _  RPI _  OTH_ 

FLAYER:  FROSjt  PRNT _  ISP _  NIST _  CIV-LDR _  HSCG _  MPGC _  FRND _  REF _  OTd_ 

B.  OVERVIEW 
RECRUITER 

ADVANTAGE :  1  -  Recruiter  will  be  able  to  obtain  accurate  and  complete  information  from 

P  by  eetting  a  framework  conducive  to  truthfulnete  and  thoroughness ■  He _ 

will  do  thit  in  a  way  that  eett  up  hie  FEBA  prcaentation . 

2  -  R  will  be  able  to  motivate  P  to  give  further  infornation  when  necessary. 


SALES  SKILL 

DESCRIPTION :  1  -  Once  rapport  is  established,  R  will  let  the  frame  and  control  the 

nature  of  infornation  sought  regarding  level  of  specificity  to  get  infor¬ 
mation  that  it  «  accurate  as  possible  end  at  coaplete  m  necessary  to 
that  he  can  accurately  Pre-Q  P  and  gather  hie  N&I,  including  P's  DBM. 

He  does  so  in  a  way  that  will  help  act  up  hie  aalee  presentation. _ 

2  -  R  will  get  P  to  cooperate  once  the  fraae  i«  eet» 


II.  COMMUNICATION  PATTERN 
A.  PATTERN 

DESCRIPTION ;  1  -  R  will  eet  fraae  and  control  the  nature  of  infornation  eought  regarding 
level  of  specificity.  He  will  generally  begin  by  Making  very  general 
inf or nation  to  get  P  to  talk  freely  about  hie  pa»t  (Pre-Q)  end  hie  intended 
future  (N&I).  He  will  move  toward  nore  specific  information  in  each  cate. 
Thit  will  eet  up  FEBA  for  R  end  lead  him  right  into  which  benefits  most 
aatitfy  hie  N&I.  within  hie  level  of  qualification. 


REPORT  TYPE:  _ PCSR _ 

I.D.:  Coder  2  S(t)G,H  SEQ  3  CROSS-REF _ 

BLOCK 

DESCRIPTION  CONTINUATION 

- r - — - — .  ■  1  -  -  -  ■■■ 

I 

PATTERN  !  _ 

DESCRIPTION:  J  2  -  R  will  ute  lots  of  Motivational  patterns  to  get  P  to  cooperate. 

!  Iheec  range  froa  wild  speculation  in  Kfcl  to  actual  coercion  in  Pre-l 
depending  on  R*«  pereonel  etyle  and  the  eeriomnen  of  the  eituation 


1.  BLUEPRINT 


OUTCOME 


R  will  set  the  frame 
and  control  the  nature 
of  information  sought, 
especially  regarding 
level  of  specificity, 
to  get  information 
that  is  as  accurate 
as  possible  and  as 
complete  as  necessary. 


PROCEDURE  (What  to  Do,  Vhen  to  Stop) 


a)  R  will  begin  by  going  for  complete  and 
truthful  infornation  in  Pre-Q,  using  UQ  to  get 
thorough  information,  e.g.,  "I  want  to  know 
everything  you've  ever  done  in  your  life."  Be 
may  use  C-LINK  or  ocher  CE  patterns  and  pre¬ 
supposition  to  suggest  or  even  virtually  order 
P  to  be  truthful,  e.g.,  "X  won't  lie  and  you 
won't  lie." 


b)  R  will  next  try  to  get  more  specific 
information  by  chunking  down  and  using  soft 
trsnsitions  that  maintain  a  high  level  of 
rapport  such  as  CEQ  to  make  it  seem  natural 
that  P  would  have  to  be  very  specific  about  his 
qualifications.  For  example,  in  the  case  where 
P  may  be  interested  in  intelligence  or 
security  work,  R  may  use  CEQ,  "You  may  be  in 

a  job  where  you'll  need  qualifications  like 
mine." 

c)  To  get  general  Nil  information,  R  will 
often  first  get  P  talking  about  himself  using 
C/U  and  PF.  He'll  then  set  up  hypothetical 
situations  which  allows  P  to  let  his  mind 
wander  freely  using  M-4,  AIF,  HO  and  other 
patterns,  e.g.,  "Xf  you  could  have  anything 
you  wanted,  what  might  it  be?" 

d)  R  will  then  get  more  specific  information, 
such  as  the  DBM,  by  C/D,  P,  C-POST  and  S-CON 
for  softly  sliding  into  the  possibilities, 
e.g.,  "You  can  join  for  what  you  want..."  or 
"Xs  that  what  this  means  to  you,"  or  "Which 

of  these  is  most  important?"  or  "Xf  you  could 
have  all  of  these,  which  would  you  want  most?" 

e)  Vhen  R  feels  he  has  enough  information, 
he  will  begin  to  relate  interests  to  some 
aspect  of  Army  service  using  a  variety  of 
patterns  including  vague  statemants  using  N 
land  SD,  reframes  and  contingency  patterns  to 
relate  one  thing  to  another,  e.g.,  "Xf  you've 
though  about  that,  then  you've  already  thought 
about  'eervice  to  your  country."' 


P.0. 

TYPE  OR  t 


UQ, C-LINK, 
CE,P 


C/D, CEQ. P, 
C/FS 


C/U.PF.M-4, 
AIF , MO 


C/D.p, 

C-POST , S-CON 


N,SD, S-CON, 

MO.RE-D, 

C-EX 


B-ll 


BE PORT  TYPE: 


PCSR 


I.D.:  Coder  2  S(s)  C,  B 


SEQ  3  CROSS-REF 


X.  BLUEPRINT  (continued) 


OUTCOME 


_ PROCEDURE  (Whet  to  Do,  When  to  Stop) _ 


a)  In  caiee  where  B  is  not  sure  he  is  getting 
accurate  or  cosplete  inforaatian,  he  nay  try 

to  trick  or  startle  P  into  giving  soue thing 
he  was  holding  back  by  direct  threats  of 
iaprisoaaent  if  P  is  caught  lying  (within 
regulations)  using  S-CON  or  other  patterns. 

This  works  especially  where  P  wants  soae 
specialised  job  in  which  security,  and  there¬ 
fore  coaplete  background  inforaation,  is 
important.  More  gently,  he  aay  presuppose 
soae  problea  to  get  P  talking  quickly  and 
freely,  e.g.,  "What  about  the  glasses  your 
sister  told  ae  about?"  or  "X  heard  your  friend 
say  he  saw  you  saoking  dope  last  night." 

b)  If  R  doesn't  believe  P  is  trying  very 
hard  to  give  hia  good  N&l  inforaation,  he  aay 
gently  ridicule  P  to  notivate  hia  by  slightly 
changing  the  frame  using  C-POST,  M-4,  MF, 
e.g.,  "We  are  both  intelligent  people  ...  you 
should  be  able  to  think  of  aoaething  that 
interests  you,"  or  "My  aaall  child  could 
answer  these  questions,"  or  "There  oust  be 
something  you're  interested  in." 


P.0. 

TYPE  OR  it 


P, S-CON, 
C-POST 


C-POST ,M-4 
MF.P 
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PRIMARY  COMMUNICATION  SKILL  REPORT 


1.  COMMUNICATION  SKILL 
A.  BACKGROUND  INFORMATION 

Z.D.:  Coder  2  S(t)  A.C.D.F.G.H  SEQ  4  CROSS-REF  PCSR  (1.  2.  3,  5.  6) _ 

OUTCOME :  Present  information  to  P  in  s  way  that  will  make  him  or  her  went  to  join  the 

CYCLE:  PROS _  RAP _  QUAL _  N4I_  FdBAjc  CL0_  H-0_  DEP_  F-UP_  M/A_  OTH_ 

LOCATION:  STA_x  H.S._  CLG_  HOM_  FO 0D__  STRT _  MAL _  CIV_  ME  PS _  BAS__  OTH_ 

CONTACT:  FACEjc  TELE__  LTR _  SPCB_  RPI__  OTH _ 

FLAYER:  PROSj*  PRNT_x  DEP__  NLST _  CIV-LDR _  ESCG_  MPGC _  FRNDjt  REF _  OTd__ 

I.  OVERVIEW 
RECRUITER 

ADVANTAGE:  1  -  R  will  be  able  to  easily  determine  whet  category  of  P  falls  into  as  a _ 

buyer  of  the  Army,  on  several  levels. 

2  -  R  will  be  able  to  decide  which  products  to  concentrate  on  with  P  to _ 

enhance  P*«  interest  in  Array  end  motivation  to  buy. 

3  -  R  will  be  able  to  preeent  information  to  P  in  a  way  that  P  will  understand 
and  respond  to  favorably. 


SALES  SKILL 

DESCRIPTION:  1  -  R  determines  situational  categories  P  falls  into,  as  veil  as  attitude/ 
interest  categories  bated  on  already  determined  N&I.  He  also  decides  if 
the  conditions  of  the  interviewing  session  need  to  be  altered  to  enhance 
his  presentation. 

2  -  Based  on  N&I  and  on  category  determination,  R  decides  which  products 
to  concentrate  on. _ ___ 


11.  COMMUNICATION  PATTERN 

A.  PATTERN 

DESCRIPTION:  1  -  R  determines .  if  he  has  not  Already  in  previous  steps,  how  P  falls 

into  each  of  the  following  categories:  Cat  level  (teneral  intelligence), 
income  level  (family),  education,  current  vork/school  status,  faaily/ 
marital  atatus  (including  financial  responsibilities,  needs),  service 
status  (attitude,  prior  experience,  family  involvement,  etc.).  He  also 
decides  if  the  conditions  of  the  interviewing  session  are  conducive  to 
hit  presentation  to  P. 


BIPORT  TYPE:  _  PCSR _ 

I.D.:  Coder  2  S(s)  A,C,D,FtG,B  SEQ  4  CROSS-REF  PCSR  (1,  2,  3.  5,  6) 


BLOCK 

DESCRIPTION 

OUTCOME: 
SALES  SKILL 
DESCRIPTION: 


PATTERN 

DESCRIPTION: 


CONTINUATION 


Army  and  tet  up  the  close 


3  -  R  uses  decisions  froa  1  And  2,  coupled  with  mIm  presentation  skills, 
to  design  And  present  information  to  P.  that  it  Most  personally  relevant 
to  P,  and  in  a  vay  that  will  relate  to  P*»  MSI,  enhance  hit  interest, 
■otivte  him  to  want  to  buy,  and  set  op  the  cloee. 


2  -  R  then  decides,  based  on  all  previous  inf ornation  gathered,  which 
products,  in  addition  to  the  Aray  as  a  whole,  be  should  concentrate 

on  selling  to  P:  service ,  stability,  education  (incl.  Money),  training, 
job,  adventure,  life  experience  (including  travel), 

3  -  R  then  goes  through  FEBA,  atep  by  >tep:  1)  Introducing  facts; 


2)  showing  evidence;  3)  giving  benefits  (a)  related  to  N&I,  (b)  providing 
experience/painting  pictures,  etc.,  (c)  convincing  P  of  personal  value/ 

relevance);  A)  getting  verbal  agreeaent/feedback  based  on  R’a _ 

presentation. 
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B.  BLUEPRINT 


OUTCOME 


Determine  bow  P  falls 
into  certain  cate¬ 
gories  and  adjust 
the  conditions  of  the 
interviewing  session  . 
if  necessary. 


PROCEDURE  (What  to  Do.  When  to  Stop) _ 


I 

1)  R  rates  P  on  each  of  the  following 
categories : 

a)  Cat  level  Clow,  high,  very  high) 

b)  In cone  level  (low,  high,  very  high, 

•Oder ate) 

c)  Education  level  (BS  grad,  non-HS  grad, 
tech  training,  college  or  college  grad) 

d)  Current  work  status  (in  school,  in 
training,  working  —  at  less  than  a  desirable 
job,  doing  nothing) 

e)  Family  status  (single,  engaged  or  boy/ 
girl  friend,  serried,  dependent  fasily) 

f)  Service  status  (interest  level  [already 
sold  on  Army,  sold  on  service  -  but  not  sure 
which],  attitude  of  relatives  or  others 
exerting  pressure,  prior  service,  other  factors) 

2)  R  also  decides  if  the  conditions  of  the 
interview  are  conducive  to  bis  presentation. 
There  are  several  possible  conditions  R  say 
find  hisself  in  with  PCs): 

a)  P  alone  with  R 

b)  Multiple  applicants  with  R 

c)  Parents /family  present,  influencing  P. 

1 

R  must  decide  bow  to  proceed  based  on  P's 
lability  to  make  a  decision.  In  some  cases  R 
lean  simply  present  to  P  with  no  problem.  In 
| others  this  may  not  be  vise. 


P.0. 

TYPE  OR  it 


No  specific 
patterns 
identified . 


[If  there  is  more  than  one  P,  for  example  if 
{two  friends  come  in  together,  R  will  have 
{to  determine  two  things:  a)  Will  the  two 
{applicants  help  or  hinder  one  another  through 
{ their  influence;  b)  Art  their  Mi's  close 
{enough  together  to  allow  R  to  efficiently 
{present  to  both. 
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REPORT  TYPE: 


PCSR 


I.D.:  Coder  2  S(s)  A,C.D,F,G,H  SEQ  4  CROSS-REF  PCSR  (1,  2,  3,  5.  6) _ 

1.  BLUEPRINT  (costumed) 

ST  P.O. 

V  OUTCOME _  PROCEDURE  (What  to  Do,  When  to  Stop)  TYPE  OR  <1 

!  ! If  R  feels  he  can  use  their  relationship  to  his  i 

{  {advantage,  for  example  setting  up  a  friendly  ! 

1  icoapetition  between  them  so  that  they  work  ! 

{  {toward  joining,  then  it  say  be  helpful  to  keep  { 

S  {then  together.  If  R  feels  that  they  are  { 

S  {pressuring  each  other  too  such  to  be  able  to  { 

5  {sake  good  decisions ,  or  use  good  judgement  { 

2  {based  on  their  own  seeds,  be  should  separate  { 

!  {them. 

i  i  i 

<  i  i 

!  *  If  they  have  similar  Nil,  R  can  save  time  r-nd 

!  {use  their  relationship  to  enhance  his  ! 

!  {presentation.  If  their  N4I  are  very  different,  ! 

{  {they  should  be  separated  and  each  talk  to  a  ! 

!  {different  recruiter  if  possible,  or  as  a  { 

{  {second  choice,  make  separate  appointments.  { 

•  i  i 

i  i  i 

!  {Another  major  decision  R  will  have  to  make  is  | 

{  {whether  P  can  make  his  own  decision  about  { 

{  {joining  the  Army.  He  may  not  be  able  to  { 

{  {determine  this  until  an  objection  comes  up  { 

{  {later,  but  if  be  can  do  so  at  this  point  he  { 

{  {may  be  better  off  because  he  can  change  the  { 

i  {conditions  of  the  interview  to  include,  or  { 

{  {exclude,  other  significant  people  in  P's  life  { 

1  {who  could  affect  his  decision  to  join,  or  not  { 

i  {join,  the  Army.  These  include  parents,  ' 

!  {siblings  (especially  those  in  the  service  or  { 

!  {with  prior  service  experience),  girl  friend  { 

!  {or  boy  friend,  fiance,  etc.  It  is  vise  to  { 

!  {include  any  of  these  people  in  some  portion  { 

S  {of  the  aales  presentation  if  they  could  help  { 

S  {or  hinder  the  sale.  It  is  also  wise  to  save  { 

S  {some  significant  other  person,  specifically  { 

i  {relevant  to  that  person’s  needs  or  interests ,  { 

{  {since  the  recruiter  is  better  equipped  to  do  { 

{  {so  than  the  applicant.  { 
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OUTCOME 


Based  on  Nil  and  on 
category  de  termina¬ 
tion  ,  R  decides  which 
products  to  concen¬ 
trate  on. 


PROCEDURE  (What  to  Do,  When  to  Stop) 


i 

R  has  gathered  N&I  already,  as  well  at  deter¬ 
mining  how  P  falls  into  each  of  the  above 
categories.  R  now  must  decide  which  product(s) 
to  sell  specifically.  Be  has  the  following 
general  products: 

1)  Army  as  a  whole 

2)  Service  to  country 

3)  Stable  future/help  for  family 

4)  College/education  (after  Army  —  money  for 
later) 

5)  Col lege/ training/education  (during  service) 

6)  Job  (work,  income) 

7)  Adventure 

8)  Life  experience  (including  travel) 

R  sells  Army  as  a  whole  to  everyone,  regardless 
of  other  products,  but  in  a  personalised  way. 

The  same  goes  for  service  to  country,  though 
this  is  highly  stylistic  among  recruiters.  If 
he  has  established  a  DBM  that  seems  logical 
and  possible  to  meet  to  him,  then  that  is  what 
he  should  sell.  Beyond  that  there  are  no  firm 
rules  for  who  he  should  sell  which  products  to. 
If  he  is  not  sure,  there  are  some  generaliza¬ 
tions  that  can  be  made  —  relatively  safely. 

The  following  relationships  between  category 
determination  and  products  are  meant  to  be  used 
only  as  guidelines,  or  a  place  to  start,  not 
rules.  Each  may  be  entirely  inapplicable  for 
a  particular  P.  R  must  determine  through 
feedback,  verbal  and  non-verbal,  from  P,  if  he 
is  on  the  right  track. 


Cat  levels: 


Low 

Job 

Train/ ed. 
Stable  fut. 

High 

Coll/ed. 

any 

Very  High 
Adventure 
Life  exp. 


P.0. 

TYPE  OR  V 


No  specific 
patterns 
identified . 
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ST 

#  •  OUTCOME 


s 


p.o. 

PROCEDURE  (Whet  to  Do,  When  to  Stop)  TYPE  OR  it 

■  —  —  —  11  . . 1  ~  "  1  *"  "■■■i-1  "  ■  — 

I 

Feaily  Single  ! 

status :  Any  ! 

i 

i 

Engage. /g  or  b  J 

Job  ! 

Stable  fut.  ! 

Coll/ed.  I 

i 

I 

Married/dep .  fan.  ! 

Stable  fut.  i 

Job  ! 

Train/ ed .  ! 


R  uses  decisions 
from  1  and  2,  coupled 
with  sales  presenta¬ 
tion  skills,  to 
design  and  present 
information  to  P,  that 
is  most  personally 
relevant  to  P,  and  in 
a  way  that  will  relate 
to  P's  N&l,  enhance 
his  interest,  motivate 
him  to  want  to  buy, 
and  set  up  the  close. 


Service  status:  This  relates  sore  to  how  to 
sell  P  than  what,  or  which  products,  to  sell. 


Here  R  actually  goes  through  the  sales  presen¬ 
tation  to  P  based  on  FEBA:  Facts  -  Evidence  - 
Benefits  -  Agreement. 

a)  Facts:  Basically,  R  introduces  products 
P  has  shown  a  need  for  or  an  interest  in,  based 
on  steps  1  and  2  above.  This  is  similar  to 
the  sections  of  prospecting  in  which  he  gives 
basic  information,  in  a  way  that  will  create 
curiosity  and  motivation  to  want  to  learn  more. 
R  will  use  softeners  such  as  C-POST  and  AWARE 
to  introduce  the  product  or  fact:  "Have  you 
ever  thought  about  ...?”  Be  may  use  CEQ  or 
other  patterns  to  create  cariosity  or 
familiarity:  "Jtaping  out  of  a  plane  ... 
unusual,  not  something  everyone  can  do." 


C-POST, 
AWARE,  other 
softeners , 
CEQ 


S  b)  Evidence:  R  may  need  to  present  evidence 
!to  legitimate  his  facts,  or  the  existence  of 
'the  products  he  has  introduced  to  P.  He  can 
iuse  the  actual  contract  ?  mould  sign,  the  sales 
Shook  with  its  pictures,  or  Join.  R  nay  also 
'use  his  personal  experiences  in  the  Army  as 
ja  M-4:  "Let  me  tell  you  how  X  did  it."  Most 
Sof  this  is  a  matter  of  recruiter  style  end  the 
{individual  needs  of  P. 


M-A 
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OUTCOME 


PROCEDURE  (Whet  to  Do,  When  to  Stop) 

c)  Benefits:  R  will  relete  products  to 
Nil  in  e  way  personal  to  F.  Be  will  creete 
the  experience  of  the  benefits  F  will  sain 
froa  the  products.  There  are  three  overall 
steps  in  this  process: 


P.0. 

TYPE  OR 


S  1)  Relate  products  directly  to  N&I. 

1 

I 

S  R  way  use  UV,  F  and  MR  to  vaguely  connect 
!  specifics  to  F's  desires:  "...letters  of 

!  coasendation  ...  soaething  an  eaployer  will 

!  look  at  ..."  or.  "Z'a  sure  you're  the  type 
!  who  wants  to  excel  ..." 


UV.F.MR.HOC, 
YB-CON, MO, 
A-OUT.KF 


R  aay  also  use  HOC  and  YB-CON  to  natch  the 
priorities  in  which  F  wants  to  accomplish 
his  goals,  qualifying  what  he  aay s  using 
MO,  as  a  softener,  or  a  way  out,  in  case 
his  suggestion  isn't  well  received: 

"...you  want  soaething  that's  aore  of  a 
challenge  ...  unless  Z'a  misreading  you, 
continuing  education  is  iaportant,  but  not 
at  this  point  ...  eventually  ..."  Similarly 
he'll  use  A-OUT:  "You've  accoaplished  this, 
now  we'll  put  you  through  ..."  to  offer  a 
unique  opportunity  different  than  what  P 
has  experienced  before. 


R  aay  further  use  presuppositions  and  MF  to 
both  introduce  possibilities  and  maintain 
rapport  with  the  use  of  "we"  or  "us": 

"Well  let's  take  a  look  at  it  ...  let's 
think  about  what  you  want  to  accoaplish." 
This  enhances  rapport,  introduces  the 
product,  and  gets  F  thinking  shout  what  the 
product  will  do  in  terms  of  his  goals . 


2)  Frovide  the  experience  —  alter  F's 
perception  of  tiae/place  through: 
fantasy /painting  pictures;  chains /metaphors/ 
strategies;  role  play/role  reversal;  other 
patterns . 


{FF-CON.M-4, 

|  STRAY, CHAIN, 

{C-FOST.UV, 

|MR,F,SUB-T, 

Sk-d.ceq, 

lAUARE.MO.NBG 
INEG-Q,  YB-CON 
iCE.MF.C/U, 

! TENSE, S-CON 
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£  OUTCOME _  PROCEDURE  (U hit  to  Do,  When  to  Stop) _  TYPE  OR  £ 

I  I  * 

!  S  There  ere  nay  patterns  R  can  use  to  enhance  i 

S  |  his  presentation  in  terns  of  creating  an  i 

!  S  experience  of  the  benefits  for  P.  These  ! 

S  {  techniques  include  overall  principles  such  ! 

I  !  as  strategies*  chains,  FP-CON,  and  M-4's.  • 

S  J  These  are  generally  designed  to  take  P,  or  i 

!  I  soae  other  player  each  as  a  parent  or  friend  | 

S  |  into  the  futna  where  they  can  iaagine  the  ! 

!  S  accoaplishaenta  and  successes  that  go  along  ! 

!  |  with  enlistaent.  Because  of  this  it  is  ! 

!  i  often  important  for  R  to  know  how  to  begin  i 

i  |  and  end  one  af  these,  as  well  as  using  what  i 

!  !  cones  in  the  naAdle.  i 

1  1  ! 

I  I  I 

!  J  Beginning:  ! 

i  i  > 

i  i  i 

!  !  R  will  usually  begin  by  introducing  an  I 

!  inage  to  P  in  the  usual  soft  introduction  i 

!  !  aethods  such  ns  C-POST  and,  quite  often,  ! 

j  !  UV:  "Have  yon  ever  thought  about  jumping  ' 

1  i  out  of  an  airplane?"  ! 

i  i  i 

<  i  i 

!  !  R  nay  also  begin  by  creating  unpleasant  ! 

!  |  feelings  —  if  he  is  sure  he  can  repair  then  j 

I  !  to  his  benefit  later  by  using  FP-CON,  MR,  | 

!  and  P:  "You're  going  to  hate  se  ..."  i 

i  i  i 

■  i  i 

!  |  If  R  has  especially  good  rapport  with  P,  ! 

!  !  and  senses  that  P  admires  or  would  like  to  i 

i  !  emulate  him,  he  may  set  up  a  role  reversal,  } 

i  !  using  SUB-T  in  the  M-4,  to  begin:  "...  i 

1  !  think  about  six  years  from  now  you  night  be  i 

!  '  behind  this  desk  talking  to  a  young  nan  just  j 

!  !  like  I'a  talking  to  you.”  i 

!  I  ! 

!  !  For  a  particularly  unpleasant  feature,  to  P,  ! 

!  2  R  nay  begin  by  ref rasing  it  to  set  up  a  sore  ! 

!  !  pleasant  isage  (in  this  case  of  basic  ! 

!  !  training)  using  RE-D,  CEQ,  AWARE ,  and  MO:  ! 

!  !  "...  true  adventure  ...  Have  you  ever  been  | 

2  j  camping  before?  ...  look  at  it  as  a  casping  2 

2  2  trip  ..."  This  not  only  ref rases  the  sub-  2 

!  !  ject,  but  also  anticipates  the  objection.  ! 


REPORT  TYPE: 


TC5R 


7CSR  O.  2.  3.  5.  6) 


■1,  end  tb«  is  Age 
|m  introduced  or 
it  through  to 

«•  possible. 

<■117  into  the  picture 
diiiers : 

Jnsb.  black  track  with 
act  "...  after  two 
passing  on  a  pArAchute. 
...  You're  looking 
A  ground  is  About 
•  to  Accoaplish 
e  SEC-Q:  "Why 


Odoa  the  framework 
B  aants  7  to  tare  1 
cram ted,  1  needs  tr 
give  7  as  full  AA 

B  nay  now  put  7 
by  using  KBC  and 
"...  you’re  in  thus 
thoee  chroae  ~* — 
weeks  training. 

Mow  you're  flying 
out  nad  everything 
two  inches  tall  .. 
the  asae  thing  he 
don't  you  feel  .. 

Ending: 


£  will  want  to  «af  dbe  experience  in  a  way 
that  makes  7  foal  gaoi  And  motivate ,  or 
having  feelings  mS  Arswrqplisbacnt  about  the 
experience.  One  ynawrfiai  method  is  to  take 
7  quickly  froa  seneskaag  unpleasant  to 
•one  thing  rewarding  using  KB  and  BE-D  to 
enhance  the  feelings  *  swats  his  to  have: 
**Xau  say  to  your  self.  A  nan,  what  did  I 
do  sow?  ...  firat  sergeant  starts  reading 
your  orders  of  pimurfrian  to  sergeant  E5." 

B  may  in  the  ease  awnse  bat  leas  abruptly 
▼avidly  describe  all  Che  benefits  that 
follow  swathing  Y  believes  is  vnpleasant 
such  aa  basic  training,  swing  YB-CON,  CE. 
HE.  C/0,  pre suppaaitasn.  and  sore:  "Sure 
it  will  he  hard,  hut  ...  develop  youreelf 
and  your  aadursnee  ts  •  level  ...  that  you 
pzahably  thought  SKvar  nxiateo." 


I 
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PROCEDURE  (What  to  Do,  When  to  Stop) 


P.O. 
TYPE  OR 


Overall  design: 

R’s  overell  organising  fraaework  can  take 
several  forms,  but  usually  it  will  begin 
vith  cither  neutral  or  unpleasant  experi¬ 
ences  and  move  P  toward  positive  ones  vith 
good  feelings  attached. 

R  may  use  a  combination  of  STRAT  and 
Specific  as  above,  but  in  the  order  of  a 
visual  image,  followed  by  unpleasant  feeling 
to  create  a  bit  of  tension,  finishing  with 
a  pleasant  feeling  or  unspecified  experi¬ 
ence  to  relieve  the  tension:  "You're  looking 
around  ...  your  stomach  was  tighter  than  a 
knot  ...  now  it's  just  sitting  there  ..." 

This  also  includes  TENSE  changes  and  SUB-T. 

R  may  also  use  Chains,  R/S,  S-CON,  and  MF 
to  take  P,  or  even  some  other  player, 
through  a  sequence  that  sets  up  a  later 
comparison,  solidifying  the  experience: 
"...later  on  in  life  ...  comes  out  ...  gets 
his  degree  ...  goes  to  work  ...  position 
open  and  he's  competing  ...  they've  got 
identical  credentials  but  he's  got  prior 
service  ...  employer's  going  to  look  at 
that  ..."  or  "If  he  made  it  through  three 
years  ...  he's  going  to  continue  whatever 
his  goals  are." 

3)  Convince  P  of  benefits  through: 
comparisons;  motivators /challenges . 

R  needs  to  solidify  or  tie  together  the 
experience  he  has  crested.  Be  may  follow 
it  vith  a  comparison  vith  the  competition 
(school,  job,  other  service,  etc.)  or  vith 
some  challenge  or  other  motivator  that  gets 
P  to  carry  the  excitement  forward  vith  him, 
or  a  combination  of  these.  This  can  be  the 
same  as  the  FP-CON,  STRAT,  and  Chains 
described  above,  or  it  can  take  other 
forms . 


FP-CON, STRAT 
CHAIN, C/D, 
INT.M0.YB- 
C0N,P,A-0UT, 
S-CON, NEG-Q, 
lB0C.AS.0R, 
ICONS.C/U, 
M-d,R/S,C- 
POST 
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_ OUTCOME _ PROCEDURE  (Whet  to  Do.  When  to  Stop) _ TYPE  OR  It 


11  - r 

i 

• 

i 

i 

Comparisons : 

"T 

1 

1 

i 

1 

i 

i 

i 

i 

i 

t 

i 

i 

i 

i 

i 

< 

i 

» 

i 

i 

i 

i 

Comparisons  take  several  forms.  R  can 
compare  future  possibilities  using  FP-CON 
and  C/D:  "...employer  knows  you  can  work 
with  other  people  because  of  service  {but 
doesn't  know  about  other  people  competing 
with  P]  ..."  or  just  a  direct  comparison: 
"...spent  the  sane  amount  of  time  working 
and  in  school  that  this  other  person  just 
spent  in  school  ..." 

1 

1 

1 

1 

l 

i 

1 

1 

1 

1 

1 

i 

1 

1 

» 

i 

1 

i 

5 

\ 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

i 

R  may  also  compare  other  services  to  show 
that  Army  competes  favorably  using  INT, 

MO,  YB-CON  and  other  patterns:  "...like 
their  uniforms  better,  I  can't  fight  that 
...  but  ...  if  it's  because  they  can  offer 
more  skilled  training  ...  guarantee  you  a 
station  ...  somebody's  jerking  your 
chain  ..." 

1 

1 

1 

1 

I 

1 

1 

■ 

1 

1 

1 

1 

1 

1 

1 

1 

l 

i 

i 

i 

i 

Motivation/ challenges : 

1 

1 

1 

1 

i 

i 

i 

i 

i 

* 

i 

i 

i 

i 

i 

i 

i 

* 

i 

i 

R  may  also  use  motivation  and  direct  chal¬ 
lenges  at  the  end  of  his  images  using  P, 
A-OUT,  S-CON  and  other  patterns:  "...you're 
going  to  be  proud  ...  wearing  the  uniform 
..."  or  "...going  to  be  challenges  ...  and 
the  old  attitude  of  'I  can't  do  it,'  you'll 
find  out  that  will  change." 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 

1 

1 

1 

1 

» 

1 

» 

i 

i 

i 

i 

i 

i 

I 

i 

i 

i 

i 

i 

i 

To  someone  who  comes  from  a  high  income  home 
R  may  use  KEG-Q,  HOC,  AS,  OR,  CONS  and  other 
direct  challenges:  "...dad  went  through 
these  experiences  ...  you  want  to  sponge 
off  him  ...  are  you  going  to  know  how  to 
keep  it  [money]  ...T" 

1 

1 

•  1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 

f 

i 

i 

i 

« 

Combining  comparisons  with  challenges/ 
motivators: 

1 

» 

1 

1 

1 

1 

i 

l 

i 

l 

i 

i 

i 

i 

i 

t 

i 

To  compare  Army  rank  structure  to  structure 
of  any  business,  R  can  use  a  bit  of  humor, 
Cu,  M-4 ,  R/S:  "...  president  didn't 
start  out  there  ...  actor  first  ..." 

1 

1 

1 

1 

1 

1 

1 

\ 

t 

1 

1 
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P.0. 
TYPE  OR 


may  elao  with  to  let  op  f  answering  no 
to  eoae  obvious  question  about  a  coopering 
possibility  that  will  lead  hia  right  back 
into  wanting  the  Amy  using  C-POST:  [in  I 
response  to  seeing  soae  people  who  obviously 
really  hate  their  work]  "...guys  are 
having  a  lot  of  fun  at  their  jobs  ...  is 
that  what  you  'job  satisfaction*  aeans  to 
you?"  R  aay  use  a  very  subtle  ending  for  an 
iaage  that  is  actually  a  suggestion  to  join 
using  SCO- AM,  for  example  at  the  end  of  an 
inage  of  landing  after  a  parachute  juap: 
"...and  you  say  to  yourself,  'let's  do  it 
again."'  The  only  actual  way  for  P  to  do 
it  again  is  to  join  the  Army.  This  sugges¬ 
tion  is  a  strong  but  subtle  motivator. 

d)  Agreeaent:  R  gets  P  to  respond  to  the 
experience  he  has  presented  by  verbal  agree¬ 
ment.  This  sets  up  the  close. 

R  essentially  uses  the  skills  of  closing  to 
determine  the  effectiveness  of  his  presentation. 
R  will  use  presupposition  in  the  form  of  two- 
choice  closes:  "...which  would  you  choose...?" 
or  S-CON  in  the  form  of  a  conditional  close: 

"If  I  could  take  care  of  that,  would  that  take 
care  of  it  for  you?" 

R  will  also  use  direct  suggestion  or  commands 
including  S-CON:  "...if  you  qualify  —  if  you 
don't  you'll  have  to  take  something  else." 

R  aay  also  use  P  and  C/FS  to  presume  acceptance 
by  P:  "We’re  going  to  ask  you  to  do  this  for 
us  ..."  making  the  process  more  personal  as 
well. 


P, S-CON, C/FS 
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OUTCOME:  Close  the  sale,  prepare  P  for  enlistment. 

CYCLE:  PROS _  RAP _  QUA! _  Nil _  PEBA__  CLOjc  E-O _  DEP _  F-UP__  M/A _  OTH_ 

LOCATION:  StAjc  H.S.__  CLG__  HOM_^  FOOD _  STRT _  MAL__  CIV _  KEPS _  »AS_  OTH _ 

CONTACT:  FACEjc  TELE_  LTR _  SPCH__  RPI _  OTH _ 

FLAYER:  PROS_x  PRNT _  DEP _  NLST _  CIV-LDR _  ESCG _  MPGC _  FRND _  REF _  OTH_ 

1.  OVER VIEW 
RECRUITER 

ADVANTAGE :  1  -  R  will  know  when  P  it  reedy  for  cloee  And  how  to  te»t  for  it. 

2  -  R  vill  be  Able  to  motivate  P  And  control  the  pace  of  the  doting. 

3  -  R  will  have  several  ways  of  asking  for  the  close. 

4  -  R  vill  be  Able  to  Adequately  prepare  P  for  enlistment  to  prevent  buvert 
remorse  or  ONE . 


SALES  SKILL 

DESCRIPTION:  1  -  R  tests  for  close  And  determines  P’s  readiness  to  Agree. 

2  -  R  controls  the  pace  of  closing, 

3  -  R  asks  for  the  close  by  one  of  the  following:  1)  direct  question, 
statement,  or  presumed  close,  2)  two-choice  close,  3)  conditional  close. 

4  -  R  prepares  P  for  MEPS  site,  and  continued*  contact  through  basic 
training. 


II.  COMMUNICATION  PATTERN 
A.  PATTERN 

DESCRIPTION :  1  -  R  vill  test  P  in  several  ways  to  find  out  if  he  is  ready  to  Agree, 
primarily  getting  him  to  Agree  to  something  small  first,  and  gradually 
building  up  to  agreeing  to  join. 

2  -  R  uses  •  number  of  motivators  to  speed  P  through  the  decision  making 
process  if  feasible.  If  necessary,  R  may  slow  the  proceat  dovn  to  give  P 
time  to  think  about  his  decision,  or  to  give  R  time  to  give  more  information 

or  teach  P  about  decision  making. 

B-26 


REPORT  TYPE:  _ 

2.D.:  Coder 


PCSR 

sT«l  a.d.hTT 


CROSS -REF  PCSR  (j.  4.  6) 


BLOCK 

DESCRIPTION 


CONTINUATION 


B.  BLUEPRINT 


ST 

_ OUTCOME _ PROCEDURE  (What  to  Do.  When  to  Stop) 


1 


To  test  for  close  and 
deters ine  P's 
readiness  to  agree. 


R  can  use  either  indirect  or  direct  methods 
to  test  for  the  readiness  of  P  to  join. 

Indirect: 


«  !  1)  R  may  simply  use  a  lot  of  "we"  statements, 

|  (assuming  P  is  already  part  of  the  Army. 

(  (This  presupposing  of  agreement  will  elicit 

!  (some  response  from  P  of  either  greater  comfort, 

2  (relaxation,  and  increased  rapport  if  he  is 

(  (ready,  or  less  of  these  if  he  is  not.  B 

!  (simply  needs  to  read  the  obvious  verbal  and 

(  (non-verbal  signs. 


2)  One  way  of  testing  is  for  R  to  describe 
the  processing  and  enlistment  cycle  to  find 
out  how  F  responds.  He  will  FP-CON  taking  P 
into  future  benefits  just  as  in  FEBA,  using 
UV's,  NEG-Q  and  C-POST  to  make  it  easy  for  P 
to  respond  with  a  yes,  but  difficult  to  say 
no:  (if  we  can  do  all  that]  "...wouldn't 

think  of  a  reason  not  to  join?" 


Direct: 


3)  If  R  is  still  not  sure,  he  can  skip  to 
step  3  and  trial  close.  He'll  either  get  a 
yes  or  P  will  give  him  more  signals  about  what 
to  do.  (see  Step  No.  3) 


2 


R  controls  the  pace 
of  closing. 


I 


(R  essentially  has  a  choice  of  several  forms 
(of  motivators  to  choose  from  to  either  get  P 
(to  decide  fairly  quickly,  or  to  take  more 
(time.  These  include  a)  pointing  out  the 
(limits  of  opportunities,  b)  directly  telling  P 
(not  to  wait,  supported  by  rsalistic  factors, 
(c)  helping  P  with  the  actual  decision  making 
(process  itself.  R  may  also  alter  P's  percep- 
(tion  of  time  frames.  He  will  speed  things  up 
(if  he  feels  this  will  help.  Be  may  also  slow 
(things  down  if  F  is  the  kind  of  person  who 
(meeds  time  for  decisions,  or  if  he  responds 
1  negatively  to  being  rushed. 


I 


P.0. 

TYPE  OR  il 


P. UV, TENSE  , 
C-POST, NEG- 

Q,  FP-CON 
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REPORT  TYPE: 


PCSR 


I.D.:  Coder  2  S(»)  A,D,H,I  SEQ  5  CROSS-REF  PCSR  (1,  4,  6) 

».  BLUZPRXHT  (continued) 


ST 

it 


OUTCOME 


PROCEDURE  (Whet  to  Do,  When  to  Stop) 


P.O. 
TYPE  OR 


1)  Motivators: 

*)  R  will  often  point  out  to  P,  in  one  of 
several  ways,  that  his  current  opportunities 
nay  not  last  long,  and  if  he  waits  he  could 
miss  his  chance  to  get  what  he  wanta.  Using 
} C/D,  M7  and  RS:  "...windows  of  opportunity  ... 
got  to  renenber  with  our  constraints  ... 
Isonebody  night  have  juat  canceled  ..."  or  using 
CE  (inplied):  "...longer  you  wait,  the  less 
the  jobs  are  ..." 

b)  This  ties  in  closely  with  sinply  telling 
P  the  realities  of  the  situation  he  is  in,  and 
how  he  ahould  proceed.  For  example,  a  P  will 
often  want  to  test  before  waking  a  commitment, 
to  Bee  how  he  does  and  relieve  hinself  of  some 
of  the  responsibility  for  waking  up  his  nind. 

R  can  counter  this  using  C/D  and  R/S: 

"...costs  the  tax  payers  about  a  hundred 
dollars  juat  to  give  you  the  test  ...  a 
hundred  dollars  of  ny  taxes.” 

R  can  also  use  other  direct  nethods  with  R/S, 
M-4,  C/U:  "...don't  you  think  nom  and  dad  are 
going  to  break  your  plate  eventually  ...?" 
or  "...are  you  going  [to  procrastinate]  for 
the  rest  of  your  life?" 

R  nay,  in  the  same  sense,  point  out  specifics 
about  waiting  using  CONS:  "The  day  you 
graduate  high  school  ...  go  into  a  totally 
different  category  for  us  ..." 

Be  can  also  relate  directly  back  to  benefits, 
as  in  FZBA,  still  using  hard  reality  (R/S): 

”...  we're  talking  dinero  here  buddy  ..." 

c)  R  can  also  help  by  pointing  out  the 
.decision  process  itself,  and  its  importance 
[using  C-POST,  presupposition,  and  R/S:  "Are 
[you  the  type  ...  nake  a  decision  and  stick  with 
lit?”  or  "You've  put  thought  into  this  ... 

'Army  puts  a  lot  of  noney  into  this  ..." 

i 


C/D, MF, R/S, 
CE 


C/D, C/U, R/S, 
M-4 , CONS 


C-POST, P, 
R/S 
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EE PORT  TYPE: 


PCSR 


l.D. :  Coder  2  S(t)  A.D.H.I  SEQ  5  CROSS-REF  PCSR  (1.  4,  6) 

B.  BLOEPRIKT  (continued) 


ST 


P.0. 


<i  OUTCOME _  PROCEDURE  (Whet  to  Do.  When  to  Stop) _  TYPE  OR 


1  ...  .  — 

I  2)  &  can  control  P's  sense  of  tiae  frsae 

S  by  s)  defining  the  tiae  frsae  for  hia, 

|b)  speeding  it  up,  or  c)  slowing  it  down. 

I  s)  E  can  tell  P,  directly,  that  the  tiae  to 

{join  is  now,  using  presupposition  and  MO 
! (necessity) :  "You've  had  enough  tiae  ..."  or 
i"We  have  to  do  it  now,  you  gotta  go  now  ..." 

{Less  directly  he  can  also  use  presupposition 
land  MO  (possibility)  with  S-CON  in  the  fora 
|of  a  C-POST:  "If  I  give  you  a  week  to  think 
lit  over  will  you  join?"  This  creates  the 
{illusion  of  choice. 

i 

MO  (possi¬ 
bility,  ne¬ 
cessity)  , 
S-CON, C-POST 

I 

I  b)  R  can  speed  things  up  using  C-POST, 

IS-CON,  presupposition,  SUB-T,  and  C/FS:  "What's 

I  the  difference  between  60  days  and  30  days  ... 
|Are  you  ready  to  go  on  the  16th  of  April  if 

Ithat  coaes  up?  Well,  okay,  John,  what  if  it 

Icaae  up  for  the  16th  of  June?"  or  "Why  don't 
|ve  take  the  test  Wednesday,  and  join  Friday." 

|or  "When  you  go  down  there  then  after  you 

I  graduate,  you'll  be  leaving  within  a  couple  days 
|or  a  couple  weeks  or  a  couple  aonths." 

S-CON, 
C-POST,?, 
C/FS, SUB -T 

1 

j  c)  R  aay  also  decide  to  slow  things  down 

|a  bit  to  allow  P  to  aake  a  careful  decision,  if 
|he  thinks  that  is  called  for  using  C/D:  "I 
lean  see  you're  an  individual  ...  don't  expect 
lyou  to  juap  on  the  bandwagon  ..."  This  give 
|P  a  little  relief  and  shows  respect  for  his 

{decision  asking  ability,  enhancing  rapport. 

1 

PF,P. SUB-T 

• 

|R  aay  also  give  the  illusion  of  slowing  down, 
{while  actually  leading  P  further  through  the 
Iprocess,  if  he  thinks  it  will  help,  using 
| presupposition,  PF,  and  SUB-T:  While  you  think 
(about  it,  let's  take  the  next  step." 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 
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REPORT  TYPE: 


PCSR 


I.D.:  Coder  2  S(s)  A,D,H,I  SEQ  5  CROSS-REF  PCSR  (1,  4.  6) 

B.  BLUEPRINT  (continued) 


ST 


OUTCOME 


PROCEDURE  (Whet  to  Do,  When  to  Stop) 


P.O. 

TYPE  OR  # 


|R  «ek«  for,  end  geta, 
! the  cloae. 

I 

I 


1)  R  directly  eaka  P  to  join,  aakea  *  statement 
telling  his  to,  or  aakea  a  etateaent  preauming 
he  already  haa .  In  the  latter  caae  he  ia  using 
presupposition  and  can  do  so  in  several  ways: 
"I'll  have  your  paperwork  ready  ..."  or  "... 
that's  good  enough  for  ae  ..."  or  "welcoae 

[aboard. "  or  "Here's  what  we're  going  to  do." 

I 

2)  A  two-choice  cloae  also  rests  on  presupposi¬ 
tion.  It  creates  the  illusion  of  choice  where, 
in  fact,  there  is  none  about  whether  to  join, 
only  about  when:  "...when  would  you  like  to 
take  the  test,  today  or  tonorrov?"  A  variation 
is  available  in  simply  removing  the  specificity 
of  time:  "When  you  gonna  join?" 

3)  A  conditional  close  is  one  in  which  some 
pre-conditions  are  set  up  that,  if  aet ,  will 
solidify  the  close.  It  is  sometimes  referred 
to  as  "If  I  could  ...  would  you  ...?"  It  is  a 
simple  S-CON  statement  such  as:  "...if  we  can 
do  all  this  for  you,  would  you  join?"  R  would 
obviously  use  this  to  close  only  if  he  knew 

he  could  meet  the  conditions.  As  a  variation, 
it  can  be  stated  in  the  negative  as  NEG-Q/ 
C-POST:  "Can  you  think  of  a  reason  why  you 
wouldn't  ...  [if  we  could]  ..." 


To  prepare  P  for  MEPS 
site,  and  continued 
contact  through  basic 
training. 


l)  R  uses  FF-CON  and  the  other  techniques  of 
FEB A  to  prepare  P  for  MEPS.  His  main  goals 
are:  a)  to  make  sure  P  understands  the  pro¬ 
cessing  cycle,  b)  to  insure  that  P  will  be 
eomforable  and  open  with  the  MEPS  counselor, 
c)  to  get  P  to  be  open  minded  about  job 
availability,  but  not  to  accept  anything  he 
won't  be  satisfied  with.  R  constantly  rein¬ 
forces  P's  good  decision  and  relates  it  back 
to  his  goals  using  all  the  techniques  of 
creating  full  and  complete  images  he  used  in 
FEBA.  (see  PCSR  4  —  FEBA) . 


S-CON, NEG-Q, 
C-POST 


See  PCSR  4 
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REPORT  TYPE: 


PCSR 


1.0. :  Coder  2  S(s)  A.D.H.I  SEQ  5  CROSS-REF  PCSR  (1.  4.  6) 

2.  BLUEPRINT  (continued) 


OUTCOME 


PROCEDURE  (Whet  to  Do,  When  to  Stop) _ 


2)  R  goes  beck  to  Pre-Q  techniques  of  qualifying 
P  to  aeke  sure  he  hasn't  forgotten  Anything 
that  sight  jeopardise  his  chances  of  getting 
vhat  he  wants  in  a  job,  or  of  his  enlistment. 
(See  PCSR  3  —  N&X,  Pre-Q) 

3)  R  uses  FP-CON  and  other  motivating  tech¬ 
niques  to  get  P  to  want  to  stay  in  contact 
after  he  enlists.  Be  may  give  him  self- 
addressed  stamped  envelopes  to  write  R  back 
with,  or  some  other  incentive. 


P.0. 
TYPE  OR 


See  PCSR  3 


FP-CON 


PRIMARY  COMMUNICATION  SKILL  REPORT 


1.  COMMUNICATION  SKILL 

A.  BACKGROUND  INFORMATION 

X.D.S  Coder  2  S(«)  A,D,E,F.G,I  SEQ  6  CROSS-REF  PCSR  (1.  2,  3.  4.  5) _ 

OUTCOME:  Be  able  to  handle  objections  to  Maintain  rapport  with  P  end  get  him  to  went  to 

CYCLE:  PROS _  RAP _  QUAL__  N4I__  PEBA__  CLO_  B-Ojt  EEP_  F-UP_  M/ » _  OTH_ 

LOCATION:  STA_x  H.S._  CLG__  HOMjc  FOOD_  STRT _  MAL _  CIV_  KEPS__  BAS_  OTH_ 

CONTACT:  FACEjt  TEL£_x  LTR _  SPCH_  RPI_  OTH_ 

PLATER:  PROSjc  PRNTjt  DEP _  NLST _  CIV-LDR _  HSCG _  KPGC _  PRNDjt  REF _  OTH_x 

B.  OVERVIEW 
RECRUITER 

ADVANTAGE:  1  -  R  will  be  able  to  undcretand  end  classify  P'e  objectiontC t)  into  one  or 
»ore  of  eeven  categories. 

2  -  R  will  be  able  to  decide  which  of  nine  baric  approaches  will  best  handle 
P*«  objection(s) . 

3  -  R  will  be  able  to  use  any  of  the  nine  basic  approaches  to  handle  P's 
objection(s) . 

4  -  R  will  be  able  to  test  P  to  determine  how  well  the  objectian(s)  were _ 

handled. 

SALES  SKILL 

DESCRIPTION:  1  -  R  clarifies  the  objection  end  decides  which  category  it  falls  into. 

2  -  R  decides,  based  on  the  category  the  objection  falls  into,  and  how  P 
has  been  responding  to  R,  which  approach  to  taRe. 

3  -  R  delivers  the  choeen  approach  effectively,  eo  that  the  objection  is 
either  dininiehed  or  eliainated  entirely. 

4  -  R  tests  P  to  deterainc  if  the  objection  was  effectively  handled. 


XI.  COMMUNICATION  PATTERN 
A.  PATTERN 

DESCRIPTION:  1  -  R  clarifies  P'e  objection  as  auch  at  necessary,  also  giving  himself 
time  to  think  if  he  needs  it.  He  then  classifies  the  objection  into  a 
suitable  category  that  will  help  hia  know  how  inportant  this  is  to  P  and 
how  beat  to  approach  hia. 

2  -  R  then  decidea  which  approach  to  take  baaed  on  hie  rapport  with  P  and 
how  strong  and  what  kind  of  an  objection  P  has . 

- B=T5 - - - - 


REPORT  TYPE:  _  PCSR _ 

I.D.:  Coder  2  SHI  A.D.E.F.G.I  SEQ  fc  CROSS-REF  PCSR  (1,  2.  2.  4,  5) 

BLOCK 

DESCRIPTION  _ CONTINUATION _ _ _ _ 


OUTCOME: 

1 

1 

!  join  the  Army. 

PATTERN 

1 

1 

DESCRIPTION: 

I  3  -  R  then  uses  one  or  sore  of  the  approaches ,  setting  as  auch  feedback 

!  as  possible  froa  F,  until  he  thinks  the  objection(s)  has  been  handled 

!  enough  to  satisfy  P  so  that  R  can  again  try  to  close.  This  aay  involve 
!  going  all  the  way  back  to  the  rapport  step  in  the  sales  cycle  and  be- 

!  ginning  again  froa  that  point,  going  again  through  Nil.  FEBA,  and  back 

!  to  closing. 

S  4  -  R  goes  back  to  closing  as  a  test  to  sake  sure  the  objection  was 

!  handled  adequately.  Be  either  gets  the  close,  or  he  gets  another 

objection  and  begins  the  cycle  again 


S.  BLUEPRINT 


ST 


Jf _ OUTCOME 


1 


To  understand  the 
objection  and  decide 
which  category  it 
falls  into. 


I 


PROCEDURE  (What  to  Do,  When  to  Stop) 

First  R  Bust  understand,  and  if  necessary 
clarify  the  aeaning  of,  the  objection.  Some~ 
tiaes  taking  a  few  aoaents  to  do  this  will  give 
the  recruiter  tiae  to  think  of  which  category 
the  objection  falls  into,  and  which  approach 
to  take  in  handling  it. 

Objections  take  a  nuaber  of  f oras ,  but  they  can 
be  broken  down  into  useful  categories.  R 
determines  which  category,  or  categories,  of 
the  following,  P's  objection  falls  into: 

a)  FEAR:  It  can  be  assuaed  that  ALL  P's 
have  aoae  of  this,  and  that  it  aay  have  to  be 
handled  by  R  at  some  point.  R  should  be  ready 
to  handle  fear  at  all  tiaes,  and  look  for  it, 
if  it  is  not  apparent. 

b)  Competing  goals  and  needs:  P  aay  be 
planning  on  going  straight  to  college.  He  aay 
have  special  family  needs,  a  wife,  dependents, 
etc.  These  are  legitimate  and  Bust  be  respected 
and  addressed. 


!  c)  Direct  competition:  This  can  come  from 
i jobs ,  other  branches  of  service,  or  elsewhere. 
'This  is  where  a  recruiter  needs  to  be  a  highly 
'skilled  sales  professional . 

!  d)  Objections  of  other  significant  people: 
'P's  parents,  girl  friend,  fiance,  brothers  or 
! sisters,  friends  or  anyone  else  close  to  P  can 
|be  real  and  formidable  obstacles  to  enlistment. 
{They  aay  even  be  direct  competition,  e.g. 
{members  of  another  branch  of  service.  It  must 
'be  assuaed  that  R  is  a  better  salesman  than  P, 
{so  it  will  often  be  R's  job  to  handle  these 
{other  people's  objections  with  the  saae  skill 
{as  he  would  P's  objsctions.  Be  should  always 
{offer  to  talk  directly  with  these  other  people, 
land  respect  P's  wishes  in  this  regard.  P  aay 
{ask  him  for  advice,  help,  or  to  let  P  handle  it. 


P.0. 

TYPE  OR  if 


No  specific 
patterns 
identified . 


B-35 


REPORT  TYPE: 


PCSR 


l.D.S  Coder  2  S(» )  A.D.E.F.G.I  SEQ  6  CROSS-REF  PCSB  (1.  2.  3.  4.  5) 

B.  BLUE PRINT  (continued) 


ST 

0 


OUTCOME 


PROCEDURE  (Whet  to  Do,  When  «x  Stop) 


P.0. 

TYPE  OR  1) 


To  decide,  baaed  on 
the  category  the 
objection  fall*  into, 
how  P  has  bees  respon¬ 
ding  to  R,  which 
approach  to  take. 


«)  Threatened  rapport  or  tract:  X  say  have 
forgotten  or  been  unclear  about  acnething. 
Perhaps  P  has  directly  challenged  Vs  honesty 
or  integrity.  P  may  have  heard  enae  thing 
negative  about  R,  the  Any,  or  some  aspect  of 
the  service.  These,  again,  are  legitimate 
objections  that  deserve  to  be  reapaesed  and 
handled  with  care  and  honesty.  Bagpert  must 
be  preserved  at  all  times. 


f)  Special  or  emotional  objeetixac:  P,  or 
those  close  to  him,  may  have  special  personal, 
emotional,  or  even  religious  graods  for  ob¬ 
jection  to  service.  P,  or  these  e£hers,  may 
have  direct  knowledge  about  specif  an  problems 
in  the  Army,  s.g.  drugs,  homossamal i~ ry ,  or 
sbuses  of  some  sort.  These  can  he  difficult  to 
deal  with  and  require  care  end  a  high  level  of 
rappor  t . 

g)  Utterly  ridiculous  objeetiams:  ?  may 
have  aome  ailly  obj action  to  service,  such  ss 
the  hsircut,  color  of  the  uniform,  etc.  These 
usually  mask  aome  other  under lyisc  abjection 
that  is  more  serious.  The  ridicnlm  objection 
can  be  taken  lightly,  but  the  underlying  one 
cannot.  R  should  try  to  find  one  what  it  is 
and  handle  it  appropriately. 


Most  recruiters,  and  indeed  moat  salesmen, 
sgree  that  objections  usually  mean  that  the 
prospect  simply  needs  more  information.  This 
is  s  good  way  for  rscruitars,  and  all  salesman, 
to  frame  their  thinking  in  that  it  lesstns 
their  own  fears  and  anxieties  about  rejection, 
it  allws  them  to  be  persistant,  it  helps  them 
{stay  focused  on  masting  the  prospect's  needs 
nd  interests,  and  it  kesps  than  marking  for 
the  close.  The  problem  with  this  ides,  however, 
is  that  it  is  soaetiass  simply  unt  true.  Even 
i the  fEBA  step  in  the  aal.es  cycle  is  a  great 
deal  more  than  just  presenting  information. 

When  handling  objections,  many  techniques  are 
often  needed  to  get  the  prospect  thinking 
{differently  about  bis  position  in  regard  to 
buying.  When  this  is  the  case,  more  information 


No  specific 

patterns 

identified. 
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ST  P.O. 

t  OUTCOME  PROCEDURE  (Whet  to  Do.  When  to  Stop)  TYPE  OR  C 

— ! - ! -  I - 

S  {certainly  needs  to  be  given,  but  a  great  deal  ! 

{  {else  say  be  needed  as  well.  Knowing  which  ! 

S  'information,  and  how  to  give  it,  is  just  as  S 

!  i important  as  knowing  that  sore  is  needed.  R  ! 

{  |say  seed  to  back  up  all  the  way  to  the  rapport  { 

{  {step  of  the  sales  cycle  and  being  froa  that  i 

S  {point  again,  gathering  sore  information  on  { 

{  {Nil,  going  through  FEBA,  and  into  the  close,  ! 

{  {depending  on  P's  responses.  This  will  quite  { 

{  Soften  take  the  fora  of  a  chain  in  which  R  ! 

{  {slowly  aoves  P  through  a  series  of  better  and  1 

{  {better  feelings  about  the  Any  until  he  is  { 

{  {ready  for  the  close.  This  overall  view  should  { 

{  {be  kept  in  aind  while  learning  the  individual  { 

{  {approaches  discussed  below.  1 

1  1  ! 

ii  i 

i  {R  can  use  any  of  the  following  individual  I 

{  {approaches,  or  any  logical  combination,  to  ! 

{  {handle  objections  (each  of  these  is  thoroughly  { 

{  {discussed  in  Step  #3  below).  Once  he  has  ! 

{completed  Step  #1,  he  needs  to  decide  which  { 

{  {of  these  to  use:  ! 

i  i  i 

■  i  • 

}  {  a)  Handle  objections  by  siaply  giving  wore  { 

{  {information  that  will  either  nullify  them  or  { 

{  {explain  why  they  aren't  applicable.  ! 

'  1  ! 

i  i  i 

{  {  b)  Relieve  tension,  sake  P  sore  comfortable,  { 

{  {and  reduce  the  strength  of  the  objections (s)  { 

{  {while  aaintaining  rapport.  ! 

i  i  i 

1  i  i 

{  {  c)  Handle  the  objection(s)  by  aoving  P  into  { 

{  { the  future .  ! 

:  i  : 

{  {  d)  Motivate  P  in  order  to  overcoae  the  { 

{  { objection(s) .  { 

2  i  : 

S  {  e)  Overcoae  the  objection(.e)  by  challenging  i 

{  {them  directly.  { 

i  i  i 

i  i  i 

{  {  f)  Maintain  rapport  and  clarify  the  inten-  { 

{  |t ions  of  all  concerned  in  the  face  of  the  { 

{  { objection(s) .  { 

'  1  ! 

I  I  I 

{  {  g)  Redirect  or  change  the  aeaning  of  the  { 

{  jobjection(s) .  i 
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ST 

C  OUTCOME 

PROCEDURE  (Whet  to  Do,  When  to  Stop) 

P.0. 

TYPE  OR  11 

1 

1 

1 

1 

1 

1 

i 

{  h)  Negate  the  truth  or  the  value  of  the 
Sobjection(s) . 

| 

1 

1 

1 

1 

1 

1 

1 

1 

( 

i 

1 

1 

1 

• 

1 

i 

S  i)  Raise  the  level  of  analysis  of  the 

{discussion  so  that  the  objection(s)  no  longer 
{seems  important. 

! 

1 

1 

1 

1 

1 

1 

1 

1 

1 

3  {To  deliver  the  chosen 
{approach  effectively, 
{so  that  the  objection 
{is  either  diminished 
{or  eliminated 
! entirely. 

{R  will  use  one,  or  some  combination  of  the 
{approaches  below. 

1 

{  1.  To  handle  an  objection  by  simply  giving 

{more  information  that  will  either  nullify  it 
{or  explain  why  it  isn't  applicable. 

i 

1 

1 

1 

1 

{Various 
{patterns  of 
{FEBA. 

R  can  counter  objections  by  giving  aore  infor¬ 
mation,  just  as  in  FEBA ,  with  C-EX  and  R/S 
strategies  when  R  feels  something  has  not  been 
adequately  covered,  or  if  P  really  only  needs 
straight,  or  more  complete,  specific  informa¬ 
tion.  Essentially  this  involves  R  going  back 
to  the  PEBA  step  of  the  sales  cycle  and  all  of 
the  patterns  appropriate  at  that  level  apply 
here  as  well  (see  PCSR  4).  It  often  helps  to 
use  the  techniques  of  2  and  6  below  to  bridge 
backward  to  TEEA. 


i  2.  To  relieve  tension,  make  P  more  comfor- 
i table,  and  reduce  the  strength  of  an  objection 
! while  maintaining  rapport. 

!R  will  use  softeners.  These  will,  in  general, 
Imake  P  more  comfortable,  or  more  comfortable 
■about  whatever  he  has  objected  to.  They  take 
itwo  basic  forms:  a)  R  can  use  one  of  several 
1  forms  of  comparison;  b)  R  can  be  artfully 
! vague,  i,e,  less  than  dsfinitive  to  keep  op- 
i tions  open  and  force  P  to  fill  in  his  own 
{details,  useful  when  presenting  broad  possi¬ 
bilities.  (See  also  7  below  on  redirecting, 
{as  those  patterns  are  generally  sof tetters  as 
{well.) 
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ST  P.O. 

#  OUTCOME  PROCEDURE  (Whet  to  Do.  When  to  Stop)  TYPE  OR  if 

- ! - , - - - Ll  —  ~  r  I - 

i  i  • 

S  i  a)  There  ere  four  differeut  aeans  of  |CEQ,M-4, 

!  !  setting  up  coaparieons:  JRE-D.CRI 


(1)  R  can  uae  CEQ,  which  it  a  direct  i 

coapariaon  fora.  a.g.  "The  Aray  has  very  ! 
large  education  centers  with  education  ! 
counselors  auch  like  your  high  school  ! 
counselors,  okay,  who  will  help  you  in  ! 
setting  up  a  prograa  ..."  ! 

(2)  R  can  uae  RE-D,  to  redefine  one  ! 

thing  as  like  or  the  sane  as  another,  ! 

e.g.  "Basic  is  to  help  you,  not  break  i 

you,"  or  "We  aren't  looking  only  for  i 

people  who  want  to  go  in  for  a  period  of  ! 
twenty  years  ...  not  our  purpose  ...  Our  i 
purpose  it  to  try  to  open  doors  ..."  i 

(3)  R  can  use  M-4  in  a  variety  of  ways.' 

For  exaaple  he  can  set  up  coaparing  the  ! 
▲ray  to  a  aajor  corporation  and  coapare  ! 
probleas  and  benefits.  Be  can  do  the  i 
sane  by  coaparing  the  Aray  to  college  or  i 
any  other  aajor  institution  that  aay  have 
siailar  benefits  or  probleas.  The  ! 

coapariaon  itself  gets  P  to  think  of  the  ! 
Aray  in  aore  faailiar  terns,  thus  soften-  ! 
ing  its  inediate  inpact.  ! 

R  can  use  M-4  to  handle  direct  eoapeti-  ! 
tion  froa  other  services  by  setting  up  | 
another  coapariaon  that  leads  to  the  ! 

decision  R  wants:  "...well  let's  say  E$  ! 
Chevrolet  had  a  Trans -An,  they  want  six-  ! 
teen  thousand  dollars  for  it.  It  had  no  ! 
options  on  it  wbatsoevsr.  At  6$,  another  ! 
car  lot,  had  the  saae  Trans-Aa  that  was  S 
coap lately  loaded  and  still  wanted  only  | 
sixteen  thousand  dollars  for  it,  which  S 
particular  car  would  you  buy?"  i 

R  can  also  use  M-4  to  sst  up  a  coapariaon  | 
so  that  soaeone  else  close  to  P  who  ob-  ! 
jects  to  P  joining,  in  this  exaaple  P's  S 
fiance,  can  have  an  objection  addressed:  ! 
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PCSR 
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ST  P.0. 

d  OUTCOME  PROCEDURE  (Whet  to  Do.  When  to  Stop) _  TYPE  OR  It 


1 

1 

1 

1 

1 

“I 

1 

1 

1 

1 

"...a  job  dovn  in  Texas  where  a  corpora¬ 
tion  in  Texas  call*  bin  and  tell*  him 

1 

1 

1 

1 

1 

1 

1 

• 

1 

1 

1 

1 

< 

they  have  a  job  for  bin  for  a  period  of 
one  year  where  be  can  make  about  $75,000 

1 

1 

1 

I 

1 

1 

1 

1 

1 

1 

1 

1 

a  year.  Are  you  going  to  atop  bin  from 
going,  or  are  you  going  to  let  him  go?" 

\ 

1 

1 

1 

1 

1 

1 

1 

1 

1 

(A)  R  can  al*o  u»e  CRI  to  make  direct 

1 

1 

1 

4 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

comparisons,  for  example  in  a  cue  in 
which  a  friend  of  P  has  had  problems  in 
the  Army:  "Are  you  the  same  as  Johnny?" 

1 

1 

1 

1 

1 

1 

1 

1 

t 

1 

1 

f 

1 

b)  There  are  five  major  ways  of  being 

1M0.APV.UV, 

1 

1 

« 

( 

1 

1 

1 

1 

artfully  vague: 

iN.SD.NEG- 

COM 

1 

1 

1 

1 

(1)  R  can  use  MO  of  possibility  to 

1 

1 

1 

1 

1 

1 

1 

l 

i 

l 

i 

I 

i 

« 

1 

t 

1 

r 

i 

\ 

i 

i 

i 

i 

i 

i 

t 

i 

suggest  a  possible  objection  that  P  has 
not  yet  stated,  in  a  gentle  and  non¬ 
threatening  way.  This  is  especially  use¬ 
ful  in  the  many  instances  in  which  R 
thinks  P  might  be  afraid,  but  hasn't  said 
so:  "Maybe  a  little  afraid  ..." 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

\ 

l 

1 

l 

I 

i 

i 

i 

i 

i 

R  can  also  use  MO  of  necessity  to  point 
out  real  needs  of  P  in  some  situations. 

1 

1 

1 

1 

1 

l 

i 

l 

I 

1 

i 

I 

4 

1 

i 

i 

i 

i 

\ 

i 

i 

i 

i 

especially  if  P  thinks  he  can  avoid  some 
things  if  he  doesn't  join  the  Army: 
"...courses  you'll  have  to  take  anyway, 
you  can  take  while  you're  in  ..." 

1 

< 

1 

1 

1 

J 

1 

1 

1 

1 

1 

1 

i 

i 

i 

(2)  R  can  use  APV  to  switch  from 

1 

1 

1 

1 

1 

1 

1 

i 

i 

» 

• 

active  to  passive,  less  specific  voice 
to  show  P  that  he  has  a  role  in  what 

1 

1 

1 

1 

1 

1 

• 

I 

1 

i 

i 

i 

« 

i 

i 

happens,  that  he  is  not  just  the  recipi¬ 
ent  of  other  people's  actions  (using  a 
bit  of  humor  to  help):  "You  have  to  pass 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

I 

1 

i 

a  test,  you  have  to  pass  the  physical. 
You'll  sit  down  with  a  career  counselor. 

t 

1 

1 

( 

1 

1 

1 

1 

1 

1 

i 

i 

\ 

i 

i 

i 

okay  ...  dressed  just  like' myself,  same 
type  of  uniform,  same  type  badge, 
probably  not  quite  at  good  looking  as 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

I 

i 

i 

i 

i 

i 

i 

\ 

i 

1  am,  but  [APV  shift]  he's  going  to  ask 
you  exactly  what  you  want  to  do,  how  long 
you  want  to  do  it  for. 

1 

1 

1 

1 

1 

1 

1 

t 

1 

1 
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ST 

P.0. 

0 

OUTCOME 

PROCEDURE  (What  to  Do,  When  to  Stop) 

TYPE  OR  1) 

1 

1 

1 

• 

!  R  cen  elao  ae  passive  voice  to  lessen 

1 

< 

1 

1 

1 

1 

1 

1 

1 

4 

1 

4 

1 

1 

1 

1 

1 

j  the  Apparent  atrength  of  «n  objection: 

!  "Unless  you  cone  froa  a  very  rich  faaily 

i  or  you  do  have  a  lot  of  acholarahipa 

1  available,  okay,  you  could  end  up  behind 

!  your  peera  becauee  you're  having  to  get 

!  atudent  loans  ..." 

i 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

!  (3)  R  can  uae  UV  and/or  N  along  with 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 

1 

4 

1 

1 

1 

i 

\ 

i  being  generally  vague  to  leave  out 

!  apecifica  and  let  P  fill  in  his  own  de- 

!  taila:  "Amy  right  now  is  very  pro- 

!  education  ...  afford  you  every  oppor- 

!  tunity  ...  given  a  blank  check  on  that. 

!  You  can  take  as  such  college  or  as  little 

i  as  you  want  while  you're  in  ...  you've 

!  gotten  education  while  you  were  in, 

J  you've  kept  up  with  your  peers  at  little 

i  or  no  cost  ..." 

i 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

!  (4)  R  can  uae  SD  to  leave  out  certain 

1 

\ 

1 

1 

1 

1 

1 

I  things  P  aay  find  objectionable.  Also 

!  to  allow  P  to  fill  in  his  or  her  own 

1 

1 

1 

1 

1 

4 

1 

1 

1 

1 

1 

1 

1 

1 

1 

!  solutions  to  probleas  they  have  objected 

!  to:  "But,  are  you  grown  up  enough,  or 

!  are  you  intelligent  enough  to  recognise 

!  it  when  you  see  it  out  there?  And  if 

1  you  see  it,  avoid  it." 

t 

1 

« 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

!  (5)  R  can  also  use  negatives,  as  in 

1 

1 

1 

1 

1 

1 

« 

1 

1 

1 

1 

!  NEG-COM  to  soften  the  apparent  reality 

i  of  the  objection:  "I  don't  want  tc  say 

!  it  is  not  that  way,"  or  "I  can't  tell 

!  you  it's  not  there  ...  but  we're  like 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

• 

1 

1 

1 

!  anybody  elae,  we  do  the  beat  we  can  once 

i  we  find  out  ...  So,  no,  it  is  not  a  aajor 

J  problea  you  have  to  worry  about." 

i 

1 

1 

1 

1 

t 

1 

1 

1 

1 

1 

• 

|  3 e  To  hendle  objections  by  moving  ?  into  the 

1 

1 

1 

1 

1 

!  future  • 

i 

1 

4 

I 

1 

• 

• 

1 

1 

1 

1 

1 

i 

i 

t 

i 

lR  can  uae  Future  pacing  just  as  is  FEBA.  R 
lean  take  P:  a)  to  future  aecoapliahaents  and 
{good  feelings,  therefore  getting  hia  to  want 
|to  join;  b)  to  a  negative  future  that  would  be 
i  the  result  of  not  joining,  therefore  getting 

4 

1 

4 

1 

1 

1 

1 

1 

1 

1 
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ST 


P.0. 


it  OUTCOME  PROCEDURE  (What  to  Do.  When  to  Stop)  TYPE  OR  it 

- ! - -  .  —  - .  '  1  .  -  a  —  ,,  - 

1  I  I 

!  Ihiis  to  be  frightened  of  sot  joining;  or  c)  to  a  | 

S  Spoesible  objection  that  P  say  have,  but  hat 

S  loot  yet  stated,  allowing  &  to  both  anticipate 

2  land  handle  it  before  it  becomes  a  problem. 

!  ! 

S  !  a)  &  can  take  P  to  a  positive  future, 

I  !  within  an  PP-CON  fraae,  in  a  number  of  ways 

!  !  including  these  five: 

•  i 

1  i 

J  !  (1)  R  can  use  A-OUT  to  accept  the 

2  !  objection  and  show  how  it  isn't  a  problem, 

!  !  for  exaaple  in  showing  P  how  his  girl 

)  i  friend  doesn't  have  to  be  an  obstacle  to 

!  !  enlistment:  "...that's  fine  partner, 

!  !  because  we're  going  to  help  you,  okay, 

i  !  to  take  care  of  her  later  on  ..." 

i  i 

I  I 

!  !  R  can  use  A-OUT  along  with  P  and  MR  for 

!  i  a  powerful  effect  on  P,  for  example 

1  i  taking  him  to  the  tiae  when  he  graduates 

!  !  from  basic  and  his  parents  are  looking 

!  !  on:  "...they're  going  to  be  touched  as 

2  !  you  stand  there  in  that  room  ...  you  can 

!  !  be  proud  that  you  made  the  right 

2  !  decision..." 

i  i 

«  I 

S  !  (2)  R  can  use  AS,  for  example  to  set 

!  !  up  a  "what  if"  scenario,  with  a  little 

!  !  humor  to  aake  it  even  aore  effective: 

!  !  "Bey,  that's  fine  partner.  You  know, 

!  i  there's  a  lot  of  what  ifs  that  could  fall 

1  !  into  that.  Okay,  let  ae  ask  you  this, 

2  !  what  if  you  did  join  the  program  and 

!  1  something  else  better  did  coae  up  and 

2  I  what  if  I  let  you  out  of  the  program, 

i  !  And  would  you  join  then?" 

•  i 

i  i 

i  1  (3)  R  can  use  SPECIFIC  and  STRAT  to 

J  !  add  realisa  to  his  future  pacing  in  a 

!  i  limitless  number  of  ways;  "you  can  look 

S  S  forward  to  nesting  many  aore  ..." 

(  I 

1  I 

!  i  (A)  R  can  use  simple  presupposition 

2  !  to  set  up  aore  elaborate  future  pacing: 

!  !  "When  you  go  down  to  enlist  ..." 


FP-CON, 
A-OUT, P, MR. 
AS, SPECIFIC, 
STRAT, ORD -// , 
CD 
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ST 


OUTCOME 


PROCEDURE  (What  to  Do.  When  to  Stop) 


P.O. 

TYPE  OR  II 


(5)  R  can  use  ORD-#  end  C/D  to  specif¬ 
ically  describe  future  events  or  proce¬ 
dures  to  P:  "...number  one  I  can  test 
and  make  sure  that  you're  qualified  for 
the  programs,  X  can  tell  you  about  ...  I 
can  get  your  application  paperwork  ready, 
and  I  can  schedule  you  to  go  down  and 
process  for  enlistment."  This  can  also 
be  used  to  strengthen  R's  description  of 
what  F  should  do:  "First  step  in  the 
right  direction  ..." 

b)  To  take  P  to  a  negative  future,  R  can 
use  a  combination  of  presupposition,  S-CON, 
R/S,  CEQ,  and  CONS,  making  P  feel  that  he 
should  join  to  avoid  certain  consequences: 
"...hey,  if  you're  not  prepared  to  do  that, 
you're  not  ready  for  the  service  ...  you've 
got  to  try  the  best  that  you  can.  If  you 
don't  try,  then  for  the  rest  of  your  life 
you’re  going  to  regret  it.  You're  going  to 
say,  why  did  I  give  up?" 

c)  R  can  use  presupposition,  within  FP- 
CON,  to  prepare  P  for  future  problems  that 
could  arise:  "...there's  a  lot  of  guys  out 
there  that’s  probably  going  to  be  up  and 
down  your  back  for  joining  ..." 

4.  Motivate  P  in  order  to  overcome  objec¬ 
tions  . 

R  may  motivate,  or  direct  P  in  some  circum¬ 
stances,  such  as  procrastination  as  in  closing 
| (see  PCSR  5,  Closing).  R  can  do  this  in  a 
number  of  ways,  and  combining  a  number  of 
patterns.  For  example,  using  a  combination  of 
AS,  M-4 ,  A -OUT:  "...  partner,  you  know  pro¬ 
crastination  is  human  nature.  Everybody  does 
it  and  we  always  put  it  off  ...  I'll  go  wash 
my  truck  next  week  ...  next  week  never  gets 
here."  Or,  using  a  combination  of  MO  and  RE-D: 
"...what  you  really  need  to  do  is  sit  down  and 
make  a  decision." 


FP-CON , P , 
S-CON, R/S, 
CEQ. CONS 


FP-CON.P 


AS, M-4, 
A-OUT.MO, 
RE-D 
(others : 
see  PCSR  5) 
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- 1 - 

1 

1 

1 

1 

1 

• 

1 

1 

1 

» 

1 

i 

1 

1 

1 

1 

1 

1 

1 

1 

- ...  -  ■  | - -  ■  -  - — —  -  ■  -  1 

i 

j  5.  Overcome  objection*  by  challenging  then 

{directly. 

1 

jR  can  use  direct  challenges  to  overcome  objec- 
Stions,  in  one  of  two  ways:  a)  a  hard  and 
{direct  manner;  or  b)  in  a  soft  and  more  subtle 
'way.  Either  can  be  used  with  P  or  with  aoaeone 
Seise  close  to  P  who  presents  R  with  an  objec- 
ition. 

i 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

» 

1 

1 

1 

1 

1 

1 

1 

!  a)  R  can  use  strong,  hard  challenges  in 

!  one  of  several  ways. 

1 

! CRI , ( ,CEQ, 

| S-CON 

i 

i 

1 

4 

4 

4 

1 

1 

1 

1 

1 

I 

I 

1 

!  (1)  R  can  use  CRI  to  get  P  to  make  a 

!  decision:  "...are  you  going  to  let  her 

!  make  the  decision?  If  so,  then  we  need 

i  to  talk  to  her,  we  don't  need  to  talk 

!  to  you  right  now." 

t 

1 

4 

1 

4 

1 

4 

1 

1 

4 

4 

4 

4 

1 

1 

1 

1 

1 

1 

t 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 

i 

i 

4 

t 

I  (2)  R  can  use  presupposition,  for 

'  example  to  express  disbelief  at  the 

!  objection:  "Now  you're  really  not  ... 

!  serious  about  this.  You’re  not  jerking 

!  my  chain  are  you?"  R  can  also  use  this 

!  to  directly  challenge  P’s  abilities  and 

!  readiness  for  military  service:  "...well 

!  good  luck  to  you.  When  you  grow  up  a 

!  little  bit  more,  come  in  and  see  me." 

i  Eithe-  can  be  used  to  set  up  future  facts 

!  or  benefits  R  may  want  to  present. 

1 

4 

4 

1 

1 

4 

1 

4 

1 

4 

1 

4 

1 

1 

4 

4 

4 

1 

4 

4 

1 

1 

1 

4 

1 

4 

4 

» 

4 

1 

1 

t 

1 

1 

1 

i 

i 

i 

4 

!  (3)  R  can  use  a  combination  of  pre- 

!  supposition  and  S-CON  to  challenge  P's 

|  abilities,  motivating  him  to  take  the 

!  challenge  and  want  to  join:  "...listen 

!  guy,  I  got  girls  that  can  go  through 

'  basic  training  and  they  made  it." 

1 

4 

4 

4 

4 

4 

1 

1 

1 

1 

1 

1 

1 

1 

1 

i 

i 

i 

i 

i 

i 

i 

i 

• 

i 

i 

i 

i 

i 

4 

1 

4 

1 

!  b)  R  can  use  more  subtle  challenges  in 

!  one  of  several  ways. 

i 

1 

1 

1 

1 

1 

1 

1 

4 

1 

1 

i 

! CEQ, S-CON, 
lM-4. 

i softeners 

i 

1 

1 

1 

1 

4 

4 

4 

1 

1 
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!  ! 

|  (1)  R  can  use  a  eoubination  of  C.Q  S 

j  and  S-CON  to  overcoae  the  objection  of  S 

j  P'a  girl  friend  to  P  leaving:  "...if  S 

S  you're  not  willing  to  wait  ...  aarriage  ' 

t  wouldn'  t  have  worked  anyhow.  Also  with  l 

|  P:  "if  your  goal  ...  and  you  don't  have  | 

|  the  aoney  ...  then  the  Aray  can  help."  I 

I  S 

|  (2)  R  can  always  set  up  a  M-4 ,  with  I 

i  which  the  above  can  also  be  coabined  with  ! 

!  softeners,  as  in  2,  above,  in  handling  t 

S  the  objection  of  P's  girl  friend:  "...a  | 

i  job  down  in  Texas  where  a  corporation  in  | 

!  Texas  calls  hia  and  tells  hia  they  have  i 

J  a  job  for  hia  for  a  period  of  one  year  ! 

S  where  he  can  aake  about  $75,000  a  year.  ! 

!  Are  you  going  to  stop  hia  from  going,  or  | 

!  are  you  going  to  let  hia  go?... If  you  i 

S  are  not  willing  to  wait  ...  aarriage  ! 

!  couldn't  have  worked  out  in  the  first  \ 

|  place ."  i 

!  ! 

i  6.  Maintain  rapport  and  clarify  the  inten-  ! 

|t ions  of  all  concerned  in  the  face  of  objec-  ' 

|t ions  whenever  necessary.  I 


|R  can  atop  the  direction  of  the  discussion,  and  | 

{back  up  to  soae  prior  point.  This  can  be:  I 

I  a)  a  re-setting  of  the  entire  fraae  of  the  die-  I 
{cuss ion,  whenever  necessary,  to  aaintain  or  I 

I  strengthen  rapport;  b)  a  clarification  of  the  I 

I  intentions  of  P;  c)  a  clarification  or  explana-  I 
jtion  of  the  intentions  of  R;  or  d)  a  clarifica-  I 
jtion  of  the  intentions  or  purpose  of  sons  ! 

{aspect  of  the  Aray  itself.  I 

i  i 

i  i 

!  a)  To  aaintain  or  re-establish  rapport,  |PF,P,»ft 

S  R  can  use  presupposition  and  MR,  within  the  I 
S  pace  fraae:  "What  is  there  to  think  about,  I 

S  partner  ...  is  there  soaething  that  I  didn't  j 

j  answer?"  or  "...  well  hey  partner,  look,  { 

{  evidently  there's  sons thing  else,  okay,  that  ', 

S  we  haven't  hit  on  yet.  Uhat  is  it?"  { 

I  I 

I  I 

i  : 

!  I 


’I 
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Sometimes  it  aey  be  to  R'e  advantage  to 
atop,  apologise,  back  up,  and  recapitulate 
what  has  been  discussed  to  re-establish 
rapport  in  response  to  P  pointing  out  aoae 
need  R  has  aiseed:  "Oh ,  yeah,  didn't  I 
aention  that?  Z'a  sorry,  we  got  carried 
away,  we  were  talking  about  your  training, 
we  were  talking  about  your  travel,  you  know, 
and  you  being  able  to  support  your  faaily, 
okay.  Well  yes,  we  do  have  the  Army  college 
fund  ..." 

b)  To  clarify  P's  intent,  when  R  hears  an 
objection,  R  can  use  ZK,  MO  and  presupposi¬ 
tion:  "...are  you  planning  on  aaybe  getting 
aarried  to  this  girl  later  on,  okay?"  or 
"What  is  it  that  you're  looking  for  the 
Arny  to  do?" 

c)  For  R  to  clarify  his  own  intent,  on 

hearing  an  objection  froa  P,  he  can  use  a 
combination  of  ZH  and  CEQ:  "I'd  rather  be 
honest  with  you  and  have  you  walk  out  of 
here,  okay,  than  lie  to  you  and  have  you 
come  in.  R  could  also  use  a  combination  of 
presupposition  and  RE-D:  "Some  people  say 

an  Army  recruiter  is  the  biggest  liar  in  the 
world  ...  only  here  to  help  you  ...  Z  can't 
put  you  in  the  Army.  Z  can  help  you  get  in 
the  Army."  These,  obviously,  are  especially 
useful  when  R's  intentions,  or  integrity, 
have  been  directly  challenged. 

d)  Sometimes  it  is  useful  for  R  to  explain 
the  purpose  or  intention  of  some  aspect  of 
the  Army,  in  response  to  an  objection  using 
RE-D  and  ZN:  "Basic  training  is  meant  to 
help  you  ...  mot  break  you." 

7.  To  redirect  or  change  the  m»  vning  of 
San  objection. 

1 

|R  can  redirect  or  change  the  meaning  of  the 
{objection.  R  can  change  the  meaning  of  P's 
{objection  so  that  it  really  means  something 


IK.MO.P 


IN, CEQ. P, 
RE-D 


IN, RE-D 
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■ore  ia  line  with  joining  the  Aray  then  pre-  > 
venting  it.  Tbe  three  priaery  aethode  for  i 

doing  thie  ere:  e)reversals;  b)  redefinition*;  ! 
end  c)  elternetive  outcoaes.  Theee  cen  eleo  be  S 
effectively  need  in  combination  (d).  (See  S 

PCSR  4  for  aore  uses  of  theee  patterns.  ! 

e)  R  cen  set  up  reversal*  in  several  ways. |C-LINK,P, 


Be  can  nee  a  eoabinetion  of  C-L1HK ,  IP,  and 
presupposition:  "It's  a  good  thing,  though, 
to  be  a  little  hesitant  like  that.  Because 
you're  going  to  aake  sure  that  you  get 
everything  that  you're  looking  for." 

R  can  also  use  a  reversal,  for  exaaple,  in 
handling  an  objection  of  not  wanting  to 
leave  hoae,  to  show  that  parents'  love  can 
be  the  reason  to  join,  rather  than  the  reason 
not  to.  R  aay  use  a  combination  of  MR,  IN, 
and  presupposition:  "...truly  your  aother 
and  father  love  you  ...  you  love  them  ... 
protecting  your  parents  by  serving  your 
country." 

b)  R  can  use  RE-D  in  an  alaost  liaitless 
suaber  of  ways:  "I'a  not  aanipulating  you, 
I'a  just  giving  you  choices,"  or  "You're 
not  leaving  hoae  so  auch  as  doing  soaething 
vitally  important  for  your  country,"  or 
"You're  not  leaving  your  parents,  you're 
protecting  then  by  serving  your  country." 

c)  R  can  set  up  alternative  outeoaes  in  a 
variety  of  ways  using  A-OUT  and  presupposi¬ 
tion,  for  exsaple:  "Mow  when  would  you  like 
to  aake  your  parents  proud,  would  toaorrow 
be  too  early?" 

d)  last  of  all,  R  can  use  all  of  the 
above  in  combination,  adding  ia  aore  pat¬ 
terns.  Being  R/8,  4-OUT,  C-POST,  CEQ, 

RE-D,  MO,  and  presupposition:  "...you  want 
to  call  that  aaaipulation  going  into  the 
Aray?  Fine.  You  get  aanipulated  every  day 
of  your  life.  Bow?  Well,  teacher  aanipu- 
lates  you  . . .  parents  aanipulete  vou  ...  If 


LP.m.iN 


A-OUT.P 


IR/S.A-OUT, 

}C-POST,CEQ, 

| RE-D , MO, F, 
}MR,1N,AHARE . 
|UV,AFV,C- 
jLINK.UQ.LP, 
JHEG-COM 
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•  I  you  go  down  to  the  store  and  you  vsnt  to  buy  | 

S  i  soae thing  and  talk  to  the  salesman,  he's  i 

S  S  going  to  manipulate  you  ...  So  is  it  really  I 

S  !  manipulating  or  is  it  mora  or  lass  giving  I 

I  S  you  information  and  lotting  you  make  up  your  J 

!  !  mind."  : 

1  1  : 

S  !  R  can  also  sat  up  a  M-4,  comparing  P  to  i 

!  S  himself,  using  MR,  IN,  AWARE ,  and  prasup-  j 

S  I  position:  "...truly  your  mothar  and  fathar  j 

2  !  love  you  ...  you  love  Chan  ...  couldn't  have  ! 

!  !  made  it  where  I  am  right  now  if  my  parents  ! 

2  2  wouldn't  have  cared  ...  they  are  vary  happy  2 

2  2  people  ...  [yours]  are  vary  happy  people,  j 

2  2  too  ...  going  to  ha  doing  something  vitally  ' 

2  2  important  ...  protecting  your  parents  by  ! 

2  2  serving  your  country  ...  they  know  that  ! 

2  2  you're  doing  something  vitally  important..."  | 

2  2  2 

2  2  R  can  also  use  UV,  APV,  UQ,  C-LINK,  LP,  NEC-  2 

2  2  COM,  C-POST,  and  presupposition  to  redirect  2 

2  2  an  objection  using  all  of  the  above  in  com-  2 

2  2  bination:  "Are  you  a  little  scared?  If  2 

2  2  you  are,  hey,  that's  normal,  partner.  Every-! 

2  2  body's  a  little  bit  scared  but  it's  good,  2 

2  2  too,  because  it's  going  to  make  you  a  little  2 

2  2  cautious,  make  sure  that  you  get  everything  2 

2  2  that  the  Army  has  to  offer  you,  available  to  2 

2  2  you  in  writing  before  you  enlist.  So  don't  2 

2  2  be  afraid  to  admit  that  you  are  scared."  2 


I 

» 

l 


2  8.  To  negate  the  truth  or  the  value  of  2 

San  objection.  2 

2  2 

|R  can  directly  negate  either  the  truth  or  the  2 
lvalue  of  the  objection  P  has  offered  by  one  I 

j of  two  methods:  a)  Y1-C0N,  C-EX,  or  a  combine-  { 
Ition  of  the  two  to  directly  megate  or  over-  I 

(whelm  the  objection;  or  b)  DBF  to  block  P  into  2 
is  tight  framework  of  thought,  forcing  him  to  I 
(realise  that  he  has  no  real  choice  about  the  2 

{objection,  at  least  in  the  way  be  has  presented  2 
lit.  J 

!  2 

2  2 

!  i 


I 


I 
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a)  R  can  use  both  C-EX  and  YB-CON ,  in  a 
direct  challenge:  "Ve  got  drug  problem, 
but  I'll  bet  you.  I'll  take  you  up  to  the 
college  caapua  and  I'll  show  you  aore  drug 
problent  than  I  will  in  the  military,"  or 
"...if  you're  working  with  any  major  cor¬ 
poration,  right,  now  they  follow  certain 
dreae  codea.  You  know,  if  you're  working 
with  IBM  or  Xerox,  you're  not  going  to  go  to 
work  with  earring a  in  your  ear a  and  hair  all 
down  your  back,  you  know." 

R  can  alao  combine  YB-CON,  MF,  SD,  N,  SCO -AM 
and  preauppoaition  to  negate  the  objection 
from  the  atart,  auggesting  through  preaup¬ 
poaition  that  P  actually  wanta  R  to  do  ao: 

"I  realise  you  don't  want  to  leave  home,  but 
I  want  to  tell  you  about  something  that's 
really  going  to  help  you  out." 

b)  R  can  set  up  double  binds  using  a  com¬ 
bination  of  FP-CON,  S-CON,  DBF  and  preaup¬ 
poaition  to  create  a  safer  environment  for 

P  to  think  about  what  is  being  offered: 
"...you'll  maintain  your  friendship  through¬ 
out  the  time  ...  If  not,  okay,  you  pick  up 
another  friend  ...” 

R  can  also  combine  TP-CON,  DBF,  YB-CON, 
TENSE,  AFV,  and  C-LXNK  in  an  interesting 
way:  "So,  you  missed  a  semester  of  being 
on  campus ,  but  you've  gained  a  semester  of 
college  credits  and  when  you  enroll,  you're 
a  first  semester  freshman..." 


C-EX, YB-CON, 
iMF.SD.N, 
SCO-AM, P 


9.  Raise  the  level  of  analysis  of  the 
discussion  so  that  an  objection  no  longer  seems 
I  important. 

I 

|R  can  raise  the  level  of  analysis  of  the  dis- 
| cue si on  to  a  higher  level  using  C/U  or  BOC: 
la)  to  make  the  objection  seem  unimportant  when 
(compared  with  higher  or  wider  issues  (see  also 
(2,  above.  Comparisons);  or  b)  to  show  that  the 
(objection  applies  as  equally  throughout  a 

J _ 


FP-CON , 
S-CON, DBF, P, 
YB-CON , 

TENSE ,APV, 
C-LINK 
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j  (wider  reage  of  people,  or  «v«a  society  u  e  I 


whole,  *•  it  does  to  the  Army  —  again  diwiniah- 
ing  ita  importance. 

a)  B  can  use  P's  BOC  along  with  B/S  and 
C/PS  wary  directly:  "...isn't  a  little  bit 
of  your  vanity,  eBay,  worth  the  $25,000 
you're  going  to  gat  for  your  education?" 

B  can  use  a  combination  of  BOC,  C/0  and  CONS 
to  handle  the  objection  of  a  mother  to  her 
son's  enlistment:  "...if  all  mothers  felt 
the  way  you  do,  you  wouldn't  be  experiencing 
your  freedom  now  ..." 

To  further  overcome  the  objections  of  this 
same  mother,  B  can  combine  other  patterns 
with  the  above,  and  point  out  that  people 
who  enlist  allow  the  opportunities  for  others 
to  go  to  school,  pursue  their  goals,  etc. 
using  IN,  B/S,  AS,  C/FS,  RE-D,  C-POST,  and 
presupposition:  "...if  all  ...  felt  that 
way,  you  wouldn't  be  experiencing  your  free¬ 
dom  ...  whet  they're  doing  is  ...  allow  your 
eon  the  opportunity  to  at  least  get  his  high 
school  diploma  ...  what  you  should  think 
about  is  allowing  the  next  person  coming 
along  to  get  their  education,  or  is  he  too 
good  to  allow  somebody  that  opportunity?  ... 
your  country  runs  on  the  backbone  of  eons 
just  like  yours." 

b)  B  can  point  out  that  P's  objection 
applies  equally  to  others  using  C-POST, 
AUABE,  B/S,  C/PS,  PP,  TENSE,  SOB-T  and 
presupposition;  "Do  you  know  all  the 
people  that  will  be  there?  ...  There's  a 
lot  of  people  going  to  be  in  the  same  situa¬ 
tion  out  there,  okay.  Cnees  what,  they're 
all  going  to  be  a  little  seared,  too. 

You' we  already  got  eonethiag  in  com  on." 

This  is  part  of  a  wider  method  of  setting  up 
fantasies  effectively  (see  PCSR  4). 


C-POST, 

!  SHARE, B/S, 
C/7S.PP, 
i  TENSE, SV3-T, 
P, C/D, C/D, 
iMF,T-LXNK 


BOC, B/S, 
[C/FS.C/U, 
[CONS. IN, AS, 
[RE -©.C-POST, 
IP 
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B.  BLUE FBI IT  (continued) 
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B  can  olio  oe#  C/U  C/D,  C/FS ,  KF ,  T-LINK , 
tad  presupposition  to  point  out  that  the 
other  etjor  institutions  heve  the  ease  or 
similer  problems  u  the  Any:  "I  don't  cere 
if  it'*  fixe  department,  police  department , 
Any  Reserve,  aon*  people  aneak  in  and  get 
through  and  then  they  be  coat  known  once  they 
are  out  ...  There  are  there  element*  in  the 
Any,  in  the  Bevy,  Air  Force,  Marine,  at 
IBM,  at  the  school  you  go  to.  Zt'e 
everywhere." 


R  can  alao  uae  thia  same  method  on  a  amalier 
scale  using  C/FS,  C/U,  C/D,  k/S,  for  example 
in  relieving  the  fears  of  a  woman  about  her 
ability  to  complete  basic  training:  "the 
program  is  geared  for  the  females.  You  are 
not  in  competition  with  the  males  in  basic 


To  test  F  to  detenine 
if  the  objection  was 
effectively  handled. 


training  ..." 

R  simply  moves  back  into  closing  to  get  a 
response  from  P.  Be  will  either  get  agreement, 
or  another  objection. 


Various 
patterns  of 
1  Closing 
|(see  FCSR  5) 


